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SALES TRAINING 


How do you rate 
on your appearance? 


Answer true or false to the following 
statements...and be honest! 
TRUE FALSE 


People don’t notice how I look it’s my per- LJ [ 


sonality that counts. 


Things like shined shoes aren’ important [ ] | 


who looks at my feet anyway ? 


No need to look extra nice when calling on [ ] [] 


customers let them see me as I am. 

If you answered true to all or any of these statements, 
maybe you don’t realize that people’s first impressions of 
you have a way of lasting no matter how charming your 
personality. Nine times out of ten, the man who is a 


success is the one who looks successful. 


How do you rate on product information about 
Webster MultikKopy Durametric Carbon Paper? 


Answer true or false to the 

= tee ' TRUE FALSE 
following statements: 
Webster makes the only carbon papers with 
the Micrometric edge. 
MultiKopy Durametric resists curling even in 
the most extreme temperatures. 
MultiKopy Durametric uncoated scale edge 


means ele an, quick carbon re moval. 


MOO 
LI 


MultiKopy Durametric assures neater, better 
space d le tters. 


If you answered true to these four statements, you really 
know your product. If you didn’t, maybe you can improve 
your sales by knowing more about Webster’s MultikKopy. 
It stands to reason that you can’t be convincing to a cus- 
tomer if you aren’t sure of the facts yourself. 


Webster MultiKopy Durametric 
has the edge over competition 





o., 13 Amherst St., Cambridge 42, Mass. 
« Philadelphia «+ Pittsburgh + San Francisco + Cambridge 
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Random Notes 
IN THIS ISSUE 


The small businessman (practically all 
office equipment and supply dealers are 
in that category) is a sturdy individual 
who is often embarrassed if not irritated 
by the well publicized sympathy of polli- 
ticians. I find myself in complete agree- 
ment with Henry Heimann, executive 
vice-president of the National Associa- 
tion of Credit Men when he says 

The small businessman has greater 
flexibility in his business to move and 


Color Is Your Business. Ralph Noble, nationally-known color 
stylist, tells the importance of color in office furniture sales 18 


Today, 3 Out of 4 Dealers Sell the Complete Office Interior. 
OFFICE APPLIANCES’ survey reveals methods, volume and 
product sources 24 


Designer/Decorator . . . His Role in the Dealer Organization. 
A revealing look at the designer's position in the office furniture 


move speedily. He has a closer working field. With biographies 28 
relationship with his employees. He can : 
run rings around big business on special Installing the Dream Job . . . Eight full pages of pictures, some 

in color, on Ivan Allen Co. bank installation 33 


orders. He doesn’t have the program, so 
necessary to big business, of having to 
consult, to chart, to put in writing and 
to go through an unusual number of 
authorities in the business to do the 
special things for his customer. His key 
men are not under the pressure inherent 
in big business. He doesn’t have to look 
up the policy manual; he makes: the 
policy and to a large extent so do his 
men. The efficient small businessman 
likes nothing better than to meet big 
business in competition. And, make no 
mistake about this, the efficient small 


businessman generally has a better per- 
a DEPARTMENTS 


centage of earnings on sales than big 


Mr. Office Furniture Dealer Looks Ahead 10 Years. Some amaz 
ing forecasts about the industry's future 48 


NOFA Convention Program. The complete program and list of 
exhibitors at the Philadelphia convention-exhibit 52 


Scissors, Shears Need Sharp Selling. Good display and product 
knowledge necessary, says dealer 82 


Christmas Window Contest Winners. Pictures of award-winning 
windows in OFFICE APPLIANCES' competition 84 


business.”’ 


ri Accessories of the Month . 44 NOMDA News 86 
Advertising Clinic . ... 152 News Notes 
, Tent ’ , Appointments .. 160 Canada . 213 
Fair Trade as a factor in merc handis- Dates to Gemenher 196 Fourth District 164 
ing is encountering increasing difficul- Deaths 208 Fifth District 168 
ties. Recent court decisions have dealt ne Nos a pon ee - 
> ‘ ; inancia otes even istrict ! 
blows to Fair Trade laws and many Ses teas 232 Eighth District 180 
manufacturers are dropping support of Industry Meetings 120 Ninth District 182 
resale price maintenance. Reasons given Industry News 132 Tenth District 186 
by manufacturers for their shift in policy In Other Lands 116 Pe: mong District 188 
are: 1. Many retailers don’t adhere to Letters . 12 olden State Travelers 190 
: beck ] Sher Lost Sal : OA's Press Time Bulletins 5 
Fair Trade prices. 2. Enforcement costs ost Sales Quiz 156 Office Planning .... 33 
are too high. 3. Public support of dis- me C hen Move 198 Patents _... 206 
count houses is increasing. New ecotions a ee re eagene- 110 
° . — ! 
An interesting reaction to the decision New Products 90 Weldna Be” ma 
of the General Electric Company to 
abandon Fair Trade came from the 
Parker Pen Company. John G. Mack, 
Parker sales chief, immediately mailed 
letters to 18,000 franchised Parker deal- ee Editor and Publisher: John A. Gilbert 
ers assuring them of continued Fair FY H Editorial Director: Art Director: 
Trade support in states with Fair Trade q ye Walter S. Lennartsor Leonard Schimek 
laws ‘oun 
The sun of Fair Trade may be settin;' Managing Editor: Service Bureau Manager: 
but a few Joshuas may hold it in the ate, Clarence O. Schlaver Richard G. Johnson 
sky for a time. Tj. 
d '» Associate Editor: Market Analyst: 
L/ ° 
*fece®™ Robert Minor Peter B. B. Andrews 


YW 
Well E Corner WER Change of Address—Please send new address (together with wrapper carrying old address) to Sub- 


— : scription Dept., Office Appliances, 600 W. Jackson Bivd., Chicago 6, I/!. Receipt of chan 
Editorial Director the 10th of the month will assure correct addressing of next issue anibe 
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in This Issue 


..- don't miss 


Ralph Noble of Denver is a 
man who knows his colors, and 
particularly the value of their 
proper co-ordination in the of- 
fice ensemble. This designer 
writer-speaker is the author of 
the lead-off article in this issue 
of OFFICE APPLIANCES, 
pages |8-23 and we think the 
title pinpoints his message, 
Color Is Your Business."* In 
in Denver the state seal is woven 
into the gold Moresque carpeting. It was specially de- 
signed by Mr. Noble, using the colors specified by law 
n 1879. Yes, we repeat, this Denver specialist in color 


can import to the office furniture dealer information 


which he can not afford to ignore because he |S furnish- 


ing the complete oftice interior. 


To determine the extent of 
today's completeness in selling 
ALL the components which go 
into an office, OFFICE APPLI- 
ANCES turned to the office 
furniture dealers to let them 
reveal the scope of their ef- 
forts. Through this latest survey 
it is revealed that 73.8% of 
the dealers are doing the 
whole job and not part of it. 
Thus, the percentage has grown from the figure of 60% 
told in the 1956 similar survey. We learned other im- 
portant facts, too. For example, only 9.16% of the deal- 
ers responding said they had no special design facilities. 
Facts about volume of business and sources of supply 
were discovered, all of which makes both factual and 
important reading. Pages 24-27. 





Next Month... 


We're putting the spotlight on display in the May issue. 
his vital facet of stationery and office equipment deal- 
ion will be examined from a number of angles, 
including those of window arrangement, in-store display, 
promotion of brand names’ merchandise and advertising. 
There will be articles, too, of importance to other seg- 


ments of the industry embraced by the words "stationery 


and office equipment. 
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REMOVAL OF portable typewriters from fair 


trade has been a recent development in 
the office machines industry. Royal 
was first to make the move, followed 
by Smith-Corona Inc., Remington Rand 
Division of Sperry Rand Corp. (on two 
of its three models) and Underwood 
Corp. No similar action has been re- 
vealed by manufacturers of foreign- 
made portables sold in the United 
States. 

Initially, W. H. Beckwith, vice-pres- 
ident of the appliance division of 
Royal McBee Corp. advised dealers that 
his company, a pioneer in fair trade, 
was taking the step because "fair 
trade appears to be considerably weak- 
ened as a substantial foundation on 
which to build Royal portable policy." 
Drummond Gaines, vice-president-mar- 
keting of Smith-Corona Inc. told deal- 
ers, "Prohibition is over. Effective 
immediately all Smith-Corona portable 
typewriters and adding machines are 
withdrawn from fair trade .. . All 
prices remain unchanged. List prices 
now become suggested retail prices." 
Remington Rand division of Sperry- 
Rand Corp. announced that fair trade 
has been abandoned on the Travel-riter 
and Letter-riter. Still being fair- 
traded is the Quiet-riter. 
Announcement by Underwood that the 
company was taking its portables off 
fair trade was made to OFFICE APPLI- 
ANCES on March 7. 


ZAC SMITH STATIONERY CO., Birmingham, Ala., 





has been selected top award winner in 
the office equipment and stationery 
stores category of the Brand Name Re- 
tailer-of-the-Year competition. Four 
other office equipment and stationery 
Stores cited for 1957 activities with 
Certificates of Distinction are Jac- 
quin & Co., Peoria, Ill. ; Thomas Broth- 
ers Co., Lubbock, Tex.; The R. P. Lewis 
Co., Flint, Mich. ; and D. Waldner Co., 
Inc., Mineola, N.Y. 


BILL GOVE, executive of EMC Corp., one of 





the nation's most popular convention 
Speakers, will give the opening ad- 
dress at the Milwaukee (June 29-July 
3) convention of the National Office 
Machine Dealers Association. 


AFTER 25 YEARS at 175 N. Michigan Ave., 





Chicago, Royal Metal Mfg. Co. moved to 
quarters at 1461 Merchandise Mart on 
February 27. 
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Late and Important News for Our Readers 


MORTIMER H. CHUTE of Bainbridge, Kimpton & 





THE 


Haupt, was re-elected 
president of the 
Wholesale Station- 
ers' Associationdur- 
ing the recent con- 
vention-exhibit at- 
tended by 1,049 in 
New York City. Other 
officers named in- 
clude: Harold Jacob- 
sen, Associated Sta- 





ed 


M. H. Chute 
tioners Supply Co., chairman of board; 


ZCMI, Salt Lake City, 
Utah; John R. Chipman, Brown Bros., 
Ltd., Toronto, and John H. Conway, 
Loring, Short & Harmon, Portland, Me., 
all vice-presidents. Donald S. Frey, 
Evanston, I1ll., continues as secre- 
tary-treasurer and legal counsel. 


and John Carr, 


THOMAS FURNITURE CO., High Point, 
N.C., has commenced a program of ex- 
pansion to include approximately 12,- 
500 square feet of new production and 
warehouse space and a new finishing 
room. The plans were announced by Fred 
Thomas, company president. 





POSTING EQUIPMENT CORP., manufacturing 





specialists of machine bookkeeping 
trays and stands, has moved into larg- 
er quarters at 1721 Elmwood Ave., Buf- 
falo 7, N.Y. 


ALEXANDER GRAF, a 7th generation member of 





the Faber Castell pencil family of Ger- 
many, is in the United States to visit 
the A. W. Faber-Castell Pencil Co. 
plant. He attended the Wholesale Sta- 
tioners Association convention with 
Harold Bittman and Charles Weir of the 
U.S. company. 


J. K. BOLING, vice-president of the Boling 


Chair Co., is the new president of the 
Wood Office Furniture Institute. Other 
officers elected at the recent annual 
meeting are Gilbert B. Bosse, presi- 
dent of Imperial Desk Co., vice-presi- 
dent; T. R. Pitts, vice-president of 
Myrtle Desk Co., secretary-treasurer. 


WHITNEY Z. HANSEN, 50, owner since 1951 of 





the Albert Hancock Co., died March 4. 
The popular Chicago stationer, who 
had fought a resolute battle against 
blindness and failing health in recent 
years, died suddenly at his home. Sur- 
viving are the widok, Irene, daughters 
Myra Kunze and Anna Rae Hansen, one 
granddaughter and three brothers. 
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Write Office Appliances, Box D-205. Chicaa 
a 
R-187, Chicago ¢ WANT ADS, Continued on page 8 
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WANT ADS, Continued from page 7 











WANTED—ONE GOOD LINE g 
and retail levels) by a successf 
write P. 0. Box 8261, Houston 4 





WE CONCENTRATE IN MICHI 
facturers get results. Can hand 


A 


equipment field. Write Office Apr 





SALES MANAGER AVAILABLE 





SALESMANAGER WITH EX 
open for new connection. Car 
salesmen, also himself a C 
ested in sales executive work v 
sold through retail dealers. Car 
Office Appliances, Box [ 





DIRECT MAIL SPECIALIST WANTED 





OPERATE MAIL ORDER DEPARTMENT 
layout, and direct mail 
R-189, 100 E. 42nd St., New Yor 





OFFICE MACHINE MECHANIC WANTED 





OFFICE MACHINE MECHAN W 
foreman retiring. Franchise 
community for a family 
Norfolk, Nebraska. 








TYPEWRITER AND ADDING MA 
excellent opportunity for right ; 


N. W., Albuquerque, N 





OFFICE MACHINE MECHANI 
charge of shop. We will f¢ 
community to work and 
confidence, Phillips Equipr 








RETAIL BUSINESS WANTED 





| AM IN THE MARKET 

NESS. Will consider part 
outright. Any sect of the 
Middie West, Southwest or W 
Write Office Appliance f R-19] 





RETAIL BUSINESS FOR SALE 





OFFICE SUPPLIES — Colorad al 
unable to handle efficiently. W 
Box R-188, Chicago 6 





COMPLETE OFFICE OUTF 
partments | { 
in excess of $750,00 
Prairie, Texa 





OFFICE FURNISHINGS AND 
city, very pleasant mate sr 
lines of furniture and mact 





PRINTING PLANT, OFFICE MACHIDI 


Office supplies Thriving E WVa 
Beautiful small home, two priva 
($17,000) or will retain either 


Company, 321 Third Avenue, Hint 



























































LISTS 
We 
FOR SALE AND WANTED TO BUY 
: 
E F } 
EE f 
or ANN ‘ 
Vl gr 
PPLIE 
n ¢ 
31 
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A perfect match for today’s modern office decor... Protectall 
now manufactures its complete line of insulated record safes 
in 10 eye-appealing decorator colors 


AUDITOR in Trend Blue 






41%” high, 25%” wide 
27%" deep outside 


Whether you are selling an individual item, or a complete office 
interior color safes by Protectall fit in with your sales 
plans. Color styled Protectall safes will help sell your custom- 
ers... they carry the Underwriters’ Laboratories, Inc. “C” label. 


Why not have our representative tell you more about the 
Protectall color styled line of insulated record safes. 





PROTECTALL SAFES 320 Fifth Avenue, New York 1, N. Y. 


FACTORY: Hamilton, Ohio DISTRIBUTORS: New York City Chicago Los Angeles Tacoma 


PROTECTALL SAFES ) 220Fitth Avenue, New York1,N.¥. A-3 


C) I want more information on Protectall Safes. 


PROTECTALL SAFES 0 
[} l am interested in a FREE FLOOR DISPLAY. 


NAME 





j@ 
hig 
COMPANY NAME 





a division of The Mosler Safe Company 
THE GREATEST NAME IN SAFES 


STREET ADDRESS 





—_— ere eee ee —— — 





Visit our exhibit +77, NOFA Show, March 28-31, Convention Hall, Philadelphia, Pa. 
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Crstomenrh— 


N ow you, can Ed why only 
leads and pencils give perfect 


ee eee ne RR Se 





100% “ELECTRONIC” GRAPHITE + SUPERFINE CLAY MAKES THIS LEAD STRUCTURE 


Eagle is laying it right on the line to men who like their advertising straight 
and their pencils perfect. This pictorial proof of Turquoise superiority 
will run in double-page spreads this fall—in MECHANICAL ENGINEERING, 
PROGRESSIVE ARCHITECTURE, CIVIL ENGINEERING, ARCHITECTURAL REC- 
ORD and DESIGN NEWS... and in 74 college engineering magazines! 


For your customers, this is big news. For you, it’s .:g business! 


EAGLE PENCIL COMPANY + NEW YORK + LONDON «+ TORONTO « MEXICO = SYDNEY + BOGOTA 
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quoise lead and the lead in the usual 
quality drafting pencil. 


ia 
THIS ELECTRON MICROSCOPE TAKES PERFECT 
PICTURES 7,500 TIMES ACTUAL SIZE— 
x lets you see the startling difference 
; between Eagle's ‘Electronic’ Tur- 


Photographs courtesy of 
Lodd Research Industries, Inc 





Relatively large, irregular particles 

of graphite make a rough-edged line 
with gaps that permit the passage of 
light. Prints will be inferior. 





..». AND MARKS LIKE THIS 


Tiny, more uniform particles deposit 

as a Clean-edged, solid opaque line that 
blocks the light and reproduces 

to perfection. 





WRITE FOR FREE SAMPLE DEMONSTRATION KIT 
... AND MARKS LIKE THIS (including Turquoise wood pencil, Turquoise lead, and 

— Turquoise “skeleton” lead) naming this magazine. Eagle 
Pencil Company, 703 East 13th Street, New York, N. Y. 


* SEALED” TURQUOISE 






@ TURQUOISE DRAWING PENCILS: * Electronic ra 


—_ ww 
® TURQUOISE : wn 
ERASER: ol 
Super-soft, ——— J 
non-abrasive \ —=S = 


rubber. aici 


@ TURQUOISE DRAWING LEADS: 
Fit any standard lead holder. Grades 5B through 9H. 











®@ TURQUOISE LEAD HOLDERS: Hold any grade of Turquoise lead. 
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YOU'RE IN LINE 
FOR BIGGER PROFITS 





with the 


Ennis 


LINE OF BUSINESS FORMS 








And here are three big reasons why: 





a ENNIS is your most complete source of 
business forms in the nation, producing 
every needed form from the latest Snap- 
A-Part, Register or Continuous forms to 

the full range of everyday forms. 


2 ENNIS has this vast supply on tap for 
you, ready for fast delivery when and as 
you need it. You can go after the big vol- 
ume jobs at competitive prices ..sell any 

job more profitably. 


E} ENNIS is your supplier ..not your com- 
petitor! 





Ennis Forms are attractively, 
durably packaged . . labeled clearly 
.. the best in the industry! 


Grow with the growing ENNIS line . . write today for 
catalog and complete information. 





TAG & SALESBOOK COMPANY 


Eastern Factory 
Chatham, Va. 


Western Factory Home Office and Factory 
Paso Robles, Calif. Ennis, Texas 


Branch Offices and Warehouses at Houston @ Dallas @ Waco e Birmingham 
Monroe, La. @ Los Angeles @ Denver @ St. Lovis @ Sanford, Fla 
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Letters 


Readers are invited to express themselves briefly 
on any subject related to the office equipment 
and supply industry. Address: Letters Editor, 
OFFICE APPLIANCES, 600 W. Jackson Blvd., 
Chicago 6, Til. 


Post Office Rules, Regulations 
Dear Editor: 


Did you know, if I sent one of our calendars 
to the Post Office, they are obliged to cut off our 
name and advertisement? All they hang up is the 
calendar. This is just one of the “rules and reg- 
ulations” under which the Post Office Depart- 
ment is operating. I think that the rule is about 
80 years old. 

The truth of my assertion can easily be estab- 
lished by your having a reporter interview the 
Postmaster. 

On account of this and other old rules under 
which the Post Office Department is operating, 
there are many services which could be rendered 
by this agency at a great profit to itself and to the 
public — if those “‘old rules’ were changed. 

The attached open letter (see below) to 
Postmaster Summerfield covers one important sub- 
ject. I believe that if the matter is given proper 
publicity, it might result in doing some good, 
even the possibility wiping out the postal deficit. 

BEN DAHLKE 


Dahlke Stationery Co., 
Buffalo, N. Y. 


Postmaster Summerfield: 

Allow me (as an advertising man of over 50 
years experience) to suggest to you how to over- 
come your postal deficit without increasing rates. 

The immense value of a “slogan” with the 
postal cancellation is well established by the fact 
that so many big concerns use same in connection 
with their metered mail. 

The Post Office Department does, at the pres- 
ent time, give such advertising to the Red Cross, 
Cancer Society, and so forth. Now, if you would 
sell this: privilege to commercial houses, you could 
derive an amount of money that would actually be 
“staggering”. I am sure that I could get some ci 
my clients to pay as high as $1,000.00 per month 
for just the privilege of having their advertise- 
ment appear on mail going out of Buffalo. Multi- 
ply this by the thousands of offices that you have, 
and you will have a real big figure. 

Also — the space in the Post Office Buildings, 
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which is used today for notices of “Wanted,” 
“forgers,” and so forth, could be sold, at a great 
profit, to commercial houses. 

I realize that my suggestion is absolutely against 
postal regulations — which are so antiquated that 
they need revision. This letter is sent to you, not 
in the spirit of criticism, but as a really construc- 
tive thought, which may enable you to cut out 
some “Old Fogey’ ideas, and substitute therefor 
some modern business thoughts. 

I appreciate the work you are doing. I know 
you have a “tough job.” I know you have your 
restrictions, but I also know that you are big 
enough to give consideration to my idea. 

BEN DAHLKE 
Dahlke Stationery Co., 
Buffalo, N. Y. 


W hat price postal deficits ? Are Mr. Dahlke's 
ideas feasible? 


Pencil Week 
Dear Editor: 

Just a note to thank you kindly for the pro- 
motional push given to Pencil Week in the recent 
issue of your fine publication. 

So far as can be determined by this organiza- 
tion, this is the first time that an industry so 
closely allied with the stationery field has ever 
sought to aid stationers through a co-operative 
promotional effort, such as we are undertaking. 

Again, many thanks for your enthusiastic sup- 


port. 
C. T. Nissen 


Executive Vice-president, 
Lead Pencil Manufacturers Association, 
New York, N. Y. 


Dear Editor: 

Congratulations on the articles about Merchan- 
dising Pencils in February issue, pages 34 to 39. 
I was indeed very much interested in these pages. 

Now, will you have your staff compile a follow- 
up on First Annual Pencil Week to tell how 
dealers all over the country sold pencils via ad- 
vertising, sales promotion, and so forth. 

EpwarD F, GARDNER 


Gardner Rubber Stamp Co., 
Wilkes-Barre, Pa. 


TAKE A LOOK AT 





ONGHORN 


CARBONS and RIBBONS 


They give the look your customers 
want..sharp, clean, crisp. They 
give the kind of performance that 
brings repeat sales. 





WATCH PROFITS LOOK UP 
When you stock the complete line of 
sales-leading ENNIS-AMCO carbons 
and ribbons for the office. Write 
today for illus- , 
trated ENNIS- 
AMCO Catalog. 





fnnis 


MCO 


AMERICAN CARBON PAPER MFG. CO. 


Western Factory Home Office and Factory Eastern Factory 
Paso Robles, Calif. Ennis, Texas Chatham, Va. 


Reports will be published. 


Branch Offices and Warehouses at Houston, Dalles, Waco, Birmingham, Monroe, Le., 
Los Angeles, Denver, St. Lovis, Sanford, Fie., 
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State of the Industry 











Typewriter Sales in 1958 
Close to $300 Million 

Domestic sales of typewriters in 1957 increased from 
1,367,945 units valued at $255.5 million retail value the 
preceding year to 1,502,805 units retail-valued at $289.1 
million. 

This is the report of the Bureau of Census, giving up- 
to-date figures for an important scgoment of the office 
machine industry. 

Production-wise the increase is in electric typewriters 
and portable machines. 

During 1957, factory shipments of typewriters amounted 


to 1,645,289 units, compared to 1,500,704 in 1956. This 
production is broken down as follows 
1957 TYPI 1956 
1,637,296 Standard 1,493,481 


687,412 Non-portable 730,290 
220,415 Electric 215,663 
466,997 Non-Electric 514,627 
949,884 Portables 763,191 

7,993 *Specialized machines 7,223 


*Under the heading of specialized machines are grouped 
form handling machines, billing machines without account- 
ing registers, office composing machines, stencil cutting 
typewriters and reproduction typ: 

Production of portables has grown from 763,191 in 
1956 to 949,884. Thus it is not surprising that Milton M. 


writers 


Watson, dealer product sales manager of Smith-Corona 
Inc. predicts a new record of more than one million port 
able typewriters will be sold in 1958 


The portable sales field is enhanced by greater emphasis 
on education, more typing at home by women with busi- 
ness experience and teenage population increases 

The Russian “‘sputnik’’ arousing interest in education, 
figures in this demand, too. As Mr. Watson points out, 


anything which speeds up the learning process is bound 
to get more attention. Current interest of t achers and 
parents in the portable as an instrument of learning is 
bound to improve selling atmosphere for 1958 


Office Equipment among Four 
Industries Best for Investment 


A recent meeting of the American Bankers Association 
in New York City was told that off: quipment, electrical] 
manufacturing, electric utility and life insurance are “prob 
ably the most favorably situated industries’ for investors 


at this time. 

Joseph C. Bickford, official of the Bankers Trust Co., 
New York City, told an investment panel that the four 
industries named probably rate best ‘from both short and 
long term viewpoints.” 


Explorer’s Launching Boost 
To Office Equipment Industry 

“The successful launching of the Explorer, the first U.S 
earth satellite, was a commendable feat by the Army. It was 
a triumph for American scientists, a triun ph more specil- 
ically—for the missile industry. But it, too,’ The Valu 
Line Investment Survey released March 3 points out, “was 


a major accomplishment of the office equipment industry 
which supplies the vital electronic computers 
14 


The Survey continues, “Without the computers, the 
Explorer might not even have been developed. Without 
the computers, the various stages of the rocket would not 
have performed so perfectly in flight. And without the 
computers, the orbit of the satellite could not be quickly 
traced 


Push Tax Relief in Congress 
For Smaller Business Firms 

If tax relief for small business is to come during this 
present session of congress, the Ways and Means Commit- 
tee will do it through these measures, it is predicted: 

Special provisions easing the inheritance tax bite on 
small, closely-held family companies 

Granting closely-held corporations the option of being 
taxed as partnerships. 

Permission to depreciate used machinery at the same 
rate as new equipment, 

According to NSOEA’s Desk Sheet, Ways and Means 
Committee Chairman Wilbur Mills (Dem., Ark.) flatly 
forecasts that small business tax legislation will be reported 
favorably by his committee this year 


Ink-Writing Instruments Show 
Large Jump in Production 

Based on data supplied by the Waterman Pen Co., a 
recent issue of Business Week showed that production of 
American ink-writing instruments should reach 580 million 
units by 1959, a 53% jump over 1957. 

According to the Waterman Pen Co. report the U.S. 
turned out 380 millions in 1957, four times the 1951 total 
and 90°, of the total world production At the same time 
the ball pen output increased more than six times from 
1951 to 1957 and expected to increase tenfold over the 
1951-59 period 

Although the ballpoint volume will be almost 11 times 
that of fountain pens, ballpoints will add up to only about 
twice the dollar volume—$104 million compared with $45 
million for fountain pens, 


Alphabet’s Costliest Letters 
Are T, R, A, D and E 

T, R, A, D and E are the costliest letters to business 
because they're most likely to be illegibly written or 
misread, according to Wesley E. Scott, director of com- 
mercial and distributive education for the School Dis- 
trict of Philadelphia, and his handwriting expert as- 
sistants, Matthew M. Jasner and Leon Rubin. They are 
handwriting consultants to W. A. Sheaffer Pen Co. 

It is pointed out that carelessness and haste can make T 
look like L or I; R resemble I; A be mistaken for U or 
CI; D look like CL; and E look like I or L 


The five most costly letters are getting a large share 


of attention in the remedial handwriting courses in the 
Philadelphia school system 

Irony of it all is that T, R, A, D and E spell ‘trade 
to which poor handwriting is a bugaboo 
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IT HAPPENED IN BOSTON 


wots *] 
Phe ep 


NEW MOSLER REVO-FILE 


practically sells itself... brings 
giant re-order profits to dealers 


Every day, more and more firms are switching to Revo-File, 
the unique rotary active-card file. That’s because Revo-File 
obsoletes others. It’s the only active-card file that: cuts ref- 
erence time to 1% seconds; saves 500% in space; reduces all 
finding locations to just one; saves users $200 in changeover 
costs. Most important, one Revo-File sale invariably leads to 
lots more. That means lots more profits for you. For further 


dealer information, write today. 
NEW MOSLER REVO-FILE 


the modern rotary card file... another fine product of The Mosler Safe Co. 
320 Fifth Avenue, New York 1, N.Y. 
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OA Editorials 






ew National Office Furniture Association convention 


now underway in Philadelphia was press-agented to a 





degree unprecedented for office equipment dealers who 





What Is the Primary 


originally organized for the exchange of ideas which 






Convention Purpose? would enable them to sell more office furniture profitably. 





For months there has been a steady stream of publicity 





unfolding the ‘Philadelphia Story” of entertainment by 
Denise Darcel and Victor Borge; the give-away of an 







auto and a trip for two to Havana, Cuba; and use of a disc jockey to officiate 






at unveiling of new products while Hawaiian girls hula and island musicians 






strum guitars in the background. 






Strictly for Philadelphia consumption, it appears, is the fact that the 






Greater Philadelphia magazine and local newspapers have carried many 






inches of print extolling the Emergency Aid of Pennsylvania Spring Soiree. 






























All of this promotion has been for the purpose of enticing more office 
furniture dealers, more manufacturers and more salesmen to the convention. 
It will be rewarded, too, with the whetting of consumer demand for office 
furniture in the Philadelphia area. 

We have no quarrel with either a large attendance or consumer appetite 
for the products of the industry which is holding this outstanding conven- 
tion-exhibit. 

Both objectives are admirable and we applaud the initiative and energy 
which have gone into the NOFA convention planning. 

But we wonder if enough emphasis has been given in this year of keen 
competition to such program facets as George Stuart, a successful dealer in 
Orlando, Fla., conducting an office furniture clinic; Ralph Noble, an expert 
in his field, telling the importance of color in office design and furnishing; 
or a Michigan State University professor leading a session on ‘Brainstorm- 
ing for Profit.” 

Top priority should be given, in our opinion, to the segments of the 
program which are the real reason why office furniture dealers should be in 
attendance at Philadelphia. Merchandisers of this industry need no excuse 
to attend a convention which will provide them with ideas on how to cut 
costs and increase sales. They know it is more important that they gain prod- 
uct information than it is to be entertained, even if the talented Victor Borge 
is “up to his Danish ears’ preparing a ‘‘distinctly different” show, to quote 
the press agents. 

Such emphasis on the primary reasons why an industry session attracts 
attendance of dealers, manufacturers and salesmen from Bangor, Me. to 
Carlsbad, N.M., will have influence, too, on the income tax collectors who 
are getting more and more critical about deductions for expenses incurred in 
convention attendance. 


Yes, let’s not permit the antics of the sideshow to overshadow what is 





going on in the main tent. 
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A big, new executive chair 


* value from LO 544 


Retails for only $6725 
(Zone 2, $71.95)* 


ft | sk as 


28-TA, $59.95 
($63.95)* 


25-S, $42.95 
($46.95)* 


27-LA, $39.95 
($43.95)* 


"(Zone 2: Texas and 11 western States) 





23-LD, $19.95 
($21.95)* 


C7 . 
See it at 


NOFA 


‘Dooths 157 9 


@ It's a red hot sales item... tt 
comfortable, fully-adjustable COSCO 
posture chair which ; wn reta 


$67.95 with full mark-up! And it's backs 
bythe largest full-color ad p: 
COSCO history! Just another | 

son why it will pay you to st 
feature COSCO, the /ine that off 
more to offer! 


HAMILTON MANUFACTURING CORPORATION 
COLUMBUS, INDIANA 





LUSLU( 








by RALPH L. NOBLE 


Color 


is your business 


> Don’t underestimate the physical and psychological 


importance of color in your everyday selling 
program. It is directly related to the amount of 


money going into your cash register! 


BASIC understanding of color—and its value 

as a sales aid—is necessary today to insure 
success in the highly competitive office furniture 
field. 

The impact of color on the consumer who chooses 
the merchandise is recognized as one of the most 
important factors in establishing the sale. 

Millions of dollars are being spent annually on 
color in national advertising. Color is used to create 
interest in products offered in national magazines, 
in newspapers, on television, and in merchandise 
displays and packaging. 

The proper choice of a color for a product or a 
package has meant the acceptance or rejection of the 
product by the consumer. 

As impressive as the color story in merchandising 
is today, it is entirely probable that one person in 
50 is aware of the fact that color can relate directly 
to the money going into the cash register—or the 
commission check. 

Large department stores, 
ducers, manufacturers, and other businesses are con- 
tinually watching color trends and searching for 
trained personnel who can apply color to their 


motion picture pro- 


specific business—all with a view toward more suc- 
cessful operation in a highly competitive market. 

It follows that additional sales in office furniture 
can be made and “package” deals completed with 
ease if consumer desire can be intensified through 
the careful application of color principles to the 
sales presentation. 

Recently, I was very interested in watching a well 
trained salesman show his customer—an official of 
a large business operation—an executive desk. Al- 
though the quality of construction was explained 
fully, emphasis was placed upon the rich beauty of 
the walnut wood and its relationship in appearance 
to the prestige of both the company and the 
individual. 

A leather desk pad, of a soft green, had been 
placed upon the desk prior to showing and the 
prospective buyer's attention was called, not so much 
to the desk pad itself, but to the color contrast and 
how the green tone complemented the wood. In- 
cidentally, the desk pad was sold with the desk and 
the salesman “‘chalked-up” a greater service rendered 
in addition to a higher commission. 

A number of successful office furniture dealers 
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Executive Chambers—State of Colorado 
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Architect 
Musick and Musick, Denver 


General Contractor 


D and M Construction ¢ Denvet 


State of Colorado 
Steve McNichols, Governor 


Color Stylist 
Ralph L. Noble 


Desk 
Desk chair 
Sofa, lounge 


chairs 


Carpeting 


Lamps 


Ashtrays 


Wall Paneling 


reception room 


CONTRIBUTING SUPPLIERS 


Custom-made by Fixtures, Inc., Engle 


wood Colo 


B. L. Marble Chair Co., from Desks, 
Inc. Denver, Colo 


Drexel Furniture Co., from Desks, Inc 
Denver 


McGee Carpet Co.. custom-woven with 
State name in Moresque gold script, 
from Mutual Furniture and Fixture Co 
Denver 


Wilshire House, from Neusteter Co 
Denver. Note custom-made bases with 
state medallions 


Custom-made flame ceramic glaze by 


Betty Kirk of Denver 


LS. Plywood ¢ weldwood paneling 
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COLOR .. . (continued) 


The Governor’s Office 
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CONTRIBUTING SUPPLIERS 


Desk, conference 
table 


Chairs 


Upholstered chairs 
Occasional tables 


Carpeting 


Desk accessories 


Lamps 


Chandeliers 


Custo ade by Fixtures, In 
Eng vood, Colo 
G nor’s chair, side chairs 

table chairs—B.L. M: 
( ir Co., from Desks, Inc. Det 
Drexel Furniture Co., from Desks. Ir 
Drex Furniture Co., from Des} In 
Ci | M esque with State Seal 


sign by Ralph Noble. Colo S| ine 
iw in 1879. Produced by McGee 
( pet ¢ trom Mutual Furnit 


nd Fixture Co., Denver 
smit Metal Arts Co., In and 
Saint & Co., Inc., from Desks, Inx 
Wilshi House, trom Neustet ( 
LJ) 
Original brass chandeliers us 
t G ernor s Office have 


ras to electri 
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Continued 


have established decorating departments within 
their organization. The function is to prepare color 
renderings, floor plans, co-ordinated colors and 
textures, and so on—but, what about the small 
dealer who cannot afford to maintain such a depart- 


Fortunately, several avenues are open! The Na- 
tional Office Furniture Association is making an ef- 
fort to bring needed color training to its members; 
OFFICE APPLIANCES magazine is offering assistance 
by including pertinent information; colleges and 
sublic school administrations are co-operating in 
“sales seminars” at little or no cost to the individual 
and in some communities, color consultants are 


available. 


Take Advantage of Opportunity 

If the salesperson will take full advantage of 

these opportunities he can, to a great extent, com- 

pensate for any lack of a decorating department— 

except for technical color renderings which can 
usually be obtained locally. 


Response to color is emotional and, while each 
of us may interpret the emotion differently, we all 
have defined reactions. A red tone to one person may 
indicate anger, blood, or war while to another it 
will have the beauty of a sunrise; blue may seem 
cold to one individual and indicate peace, tran- 
quility, or the spiritual to another; yellow can be a 
convalescent color in the hospital and bring cheer 
and happiness, yet, to some it may be associated with 
fear or cowardice. 

Upper income groups usually respond to and are 
influenced by the softer “‘grayed’’ tones and con- 
servative hues while often lower income groups will 
welcome more brilliant color usage. Racial groups 
have distinctive color preferences and the Spanish 
American or Negro may have color responses which 
will differ from those of the English or German. 
Color usage may be tempered by social factors, 
fashion trends and individual preferences. 


Color Affects Emotion 
While color psychology may not be an exact 
science, enough research has been done to establish 
that color may excite, move to action, please or 
soothe, as well as cause depression, impatience, ir- 
ritation, or anger. It has also been established that 
the more brilliance used in color, the more stimulat- 
ing the response. Time and distance may be mis- 
judged under certain red or blue influences and the 
ease, or difficulty, of weight lifting is related to 
color influence. 
In experiments performed by Dr. Mizutani of 
Japan (1940) red was found to accelerate the heal- 


ing of wounds while blue retarded. Employee ef- 


ficiency and morale may be closely related to color 
as in the case of an employee in the tabulating 
section of General Iron Works Co. who, after cor- 
rective color had been applied, stopped wearing 
glasses 


The National Jewish Hospital found a greater re- 
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Did you know that... 


@it has been established that the 
more brilliance used in color, the 
more stimulating the response. 


@ Two surfaces, identical in color 
but different in surface form, will 
look different in color. 


@Response to color is emotional, 
and while each person may 1in- 
terpret the emotion differently, 
everyone has a definite reaction. 


@ Heavy textures tend to make 
colors seem deeper or darker, 
while smooth textures lighten 
color value. 


@Fabric can never be matched ex- 
actly with a paint product because 
the two surfaces are different. 


® Rough textures are generally 
casual in appearance and may in- 
dicate the masculine, while 
smooth textures may be formal 
and possibly more feminine. 
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COLOR .. . continued 


... Creating the proper 


atmosphere with color 
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can directly affect 


a business operation 


sponse to solicitation for voluntary donations when 
the request was printed on yellow paper and the 
sale of circus programs was stimulated when a par- 
ticular shade of red was used. 


As many people realize, color starts with radiation 
from a light source and this, of course, is within 
the province of physics. When light is reflected from 
color source (in the field of chemistry) the evalua- 
tion by the human eye of that quality of light which 
is determined by its spectral composition, through 
physiology, leads to sensation. When the brain 
takes over, through perception, color enters into the 
realm of psychology. 


Not Restricted to "Pretty" 
Accordingly, color is directly related to physics, 
chemistry, physiology and psychology and is not 
necessarily restricted to that which is termed 
“pretty” or “beautiful”. There are many color com- 
binations in the sciences, or even in nature, which 
might not be classified as pleasing or beautiful and 
which violate many theories of color harmony. 


It is understandable that two surfaces, identical 
in color but different in surface form, will look dif- 
ferent in color and that two surfaces identical in 
surface form and color but differing in the change 
in direction of a ray of light (refraction) may also 
look different in color. All of this simply shows 
why perfect color matches of a glossy material to a 
flat material can never be obtained 


It also explains why a fabric can never be 
matched with a paint product. It is important to 
remember that, when matching colors, even of the 
same type material, it is necessary to make com- 
parisons on the same type of surface and under the 
same light source. 

At bedtime, on a cold winter night, what looks 
more inviting than the woolly blanket, especially if it 
is colorful, and, incidentally, what looks more chal- 





lenging than the seemingly cold sheets? Psycholog- 
ically, texture is a partial answer through association 
of ideas. Texture, like color, has certain psychological 
aspects which are very important to any color plan 


or decorative treatment. 


Rough textures are generally casual in appearance 
and may indicate the masculine while smooth textures 
may be formal and possibly feminine. Heavy textures 
tend to make colors seem deeper, or darker, and, con- 
versely, smooth textures lighten the color value. A 
heavily textured ceiling may seem lower because of 
light and shadow even though the color is uniform 
throughout. All materials such as wood, glass, tile, 
carpet and so on, have texture and consideration must 
be given to use in direct relation to the effect desired. 


Color Influences Sales 
Although I am continually working with color 
and its psychological phases in commercial and in- 
dustrial projects, I am often amazed at the effect 
color can have on a business operation. During the 
remodeling of the Tavern at the Broadmoor Hotel 
in Colorado Springs a number of yeats past, expert- 
ments with red influences in lighting and light re- 
flectance effects on color showed « definite relation- 
ship to bar receipts in that the red tone raised the 
pulse rate with a reduction of the number of drinks 
served and a resultant “‘fall off’ in profits. 


Later, under a blue-green combination, bar receipts 
rose but kitchen receipts fell because food looked 
spoiled. In another instance, the distribution of a 
brilliant tomato color at Stapleton Field, Denver's 
Municipal Airport, in front of the stair leading to a 
new observation deck, led to reduced receipts at the 
Sky Chef Coffee Shop because people were subcon- 
ciously directed to the stair area by the brilliant color- 
ing. The situation was corrected by a repetition of the 
tomato color on the exterior of the coffee shop with 
additional spot lighting on the brilliant wall. 


Many times the office furniture salesman will fail 
to recognize the vital importance of establishing an 
atmosphere consistent with the type of business op- 
eration. For example: A person might feel that color 
and decor for the reception area and interviewing 
rooms for an Arthur Murray Studio would border on 
the theatrical; however, an analysis of the business 
operation would show that the keynote for all decora- 
tion should be conservatism, with a friendly warmth, 
and stability and integrity. 


Atmosphere Relax Students 

Why? Because a complete course of instruction 

involves a fairly large expenditure and because the 

prospective student may be shy and insecure. It is 

essential that colorings tend toward relaxation and 
that there are no distracting decorative influences. 


Colors for each remodeled area in the Executive 
Chambers, State of Colorado, were specifically 
planned for the functioning of the Governor's 
office. In addition to the basic color association with 
the style of architecture (Corinthian) consideration 
had to be given to the type of visitor to the office, the 
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length of waiting time, political factors, and so on. 
Those desiring to see the Governor first enter the 


reception area — shown in the photograph on page 
19 are greeted and often, of necessity, are asked 
to wait until the Governor is free for the appoint- 
ment. This waiting period may be fairly long and, 


for that reason, the room must be relaxing and 


ii ALY 


When it appears that the Governor will soon be 
free the visitor is conducted to the ante room where 


he finds an abrupt change in pace in brilliance of 
color especially in upholstery fabrics. This is also 
the “first impression” area for the Governor's office. 


The reasoning behind this change to brilliance is not 
only to prepare the visitor for the decorative climax 
in the office of the Governor but to “hurry” the 
individual psychologically thereby reducing the time 
of interview. 

When entering the Governor's office (Page 20) 
the emphasis is placed upon the dignity of the state 
and this is done through the gold tone of the car- 
peting, the richness of the walnut Weldwood panel- 
ing and the beauty of the furnishings. A study of 
the photographs will show the reasoning behind the 
color application. 

It is a proven fact that many products are bought 
because of the packaging. The hand reaches for that 
which attracts the eye. If this is applied to the sale of 
office furniture as it can be through display it 
is essential that the unit be properly presented. 


Choose Proper Setting 

It is a fallacy to show an expensive, beautifully 
designed desk against a poorly done background or 
on an inexpensive tile floor. The alert dealer will 


choose a proper background and will invest in a 
carp ted area for display purposes . . . an area which 


need not be large, or expensive, but which will bring 
out the beauty of the desk and give a sales aid to his 
salesman. 

Following this same line it is only reasonable to 
display office accessories on the same basis. Above 
all, the customer should be given the compliment 
of being shown the best. He may not buy it but it is 
highly probable that his “sights will be raised’. 

The thinking salesperson will not base his presen- 
tation upon price alone . . . rather, he will accent out- 
standing features and quality. Surprisingly, many cus- 
tomers like this approach! Ask any purchasing agent. 

Within the past year or two a trend has developed 
where one finds furniture sales being made by a 
designer or decorator and, in many instances, these 
suppliers charge a decorator’s fee and sell the mer- 


chandise on a discount basis. 


This, of course, reduces the potential volume for 
the established office furniture dealer. Whether this 
is good for the industry, the office furniture manu- 
facturer, the dealer or his sales force is not for the 
writer to debate: however, if those within the in- 
dustry want to continue successful operation they 
must avail themselves of every sales tool — and not 
the least of these is a basic understanding of color 


ind its value as a sales aid. 


OA-4/58 





ABOUT THE AUTHOR 


Mr. Noble is a color stylist and in- 
dustrial designer of carpeting, fur- 
niture and draperies. He has op- 
erated his own business in Denver, 
Colo. since 1951, and has acted 
as color stylist and interior designer 
for such installations as the Eisen- 
hower Chapel; the U.S. Air Force 
Academy, interim site; the Office 
of the Governor, State of Colorado; 
Stapleton Field, Denver Airport 
Authority; the Profile Room, Stan- 
ley Plaza Hotel; Arthur Murray 
Dance Studios; and the Ski Lodge 
at Estes Park, U.S. Department of 
Interior. In recent months he has 
presented talks before the NOFA 
area conference, and he is scheduled 
to present two talks at the NOFA 
convention in Philadelphia. 


23 








Office Furniture 





TODAY! 3 out of every 4 


sell the complete 


73.8% of the office furniture dealers who participated 
in OFFICE APPLIANCES’ new survey do the entire 
installation compared to 60% reported in the 1956 study 
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I ODAY, 13.8% more dealers in office furniture 
are selling the complete office interior than two 
years ago, a new survey by OFrFicE APPLIANCES’ Re- 
search Bureau reveals. 

Whereas 60% of these dealers were furnishing com- 
plete office installations in 1956, the percentage has ris- 
en to 73.8%—almost three out of every four—today’s 
questionnaires testify. 

In 1956, 40% of the dealers were selling furniture 
only—the desk and chair type of operation. Today, but 
26.2% conduct this type of sale. 

Yes, only a minority of office furniture dealers in 
1958 are passing up the opportunity to install not only 
the desk and seating, but also the accessories, the floor 
coverings, draperies, the pictures and the lamps which 
make the office a ‘home away from home” and provide 
the executive with comfort as well as prestige. 

Mailing questionnaires to nearly 1,500 dealers in 
office furniture, OFFICE APPLIANCES had replies from 
over 11% of those queried. This response is more than 
sufficient to meet the standards of marketing experts 
for accurate projection of potentials 


An Up-to-minute Picture 


The data thus acquired brings into sharp focus the 
scope of the dealer’s operation today, his design facili- 
ties, his volume of sales and his source of supplies—an 
up-to-the-minute picture which OFFICE APPLIANCES 
makes available to the office furniture industry and 
suppliers of the other materials which are part and par- 
cel to the equipping of today’s offices. 

Primary question in the new survey, just as in 1956, 
was this one: 

1. “Does your firm design and furnish complete of- 
jicé interiors srs 

Nearly three out of every four dealers, it may be sur- 
mised from the survey responses, are furnishing furni- 
ture, floor coverings, draperies, pictures, lamps and ac- 
cessories. Two years ago, the percentage was only 60%. 

2. “What special services do you use?”’ 

OFFICE APPLIANCES wanted to get a picture of the 
special services in design, co-ordination and color coun- 
sel which make possible the sale of the complete of- 
fice. It was interesting to note that only 9.16% of the 
dealers answering have no special facilities. 

A whopping 61.65% replied that they used staff de- 
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dealers 


office interior 


OA Staff Report 





93% had the service 


signers (28.5% in 1950) 


s of independent 


In 1 but 48% of the respondents employed at 
east one staff designer. Today, the average number em 
sloyed—ranging up to five full-time co-ordinators 

L.O% Lil 

Con pat 1 to 10% in 1956, 20° of the dealers to- 

usé nufacturers’ services in complete office sell- 
ng. Tl Executive Furniture Guild design facilities 


ire utilized by 7.5% of the dealers responding to the 


new survey and 10.83% have other design SErVICES, 


2 ey man) furniture sale men a VOU empl B 2” 
Breaking down this question into “in store’, “out 
sid and ‘“‘qualified to sell complete office interiors 
ategories, OFFICE APPLIANCES discovered that there is 
average of nearly two inside salesmen per store and 
some firms employ up to 13 
That tside selling’ is basic to office furniture dis- 
ributior s revealed by the fact that dealers reported 
1 average of 4.2 such salesmen per firm. A number had 
1s many as 16 on the payroll. 
kewise, the number of those qualified to sell com- 
plete off nteriors ranged up to 16 with an average 
~ 2.9 for all firms 
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Sales Volume 


ee 


> 


. Under $10,000 
- $10,000 to $15,000 
$15,000 to $20,000 


09 


. $20,000 to $25,000 
Over $25,000 


4. “How do you handle the sale of floor coverings?” 
To this question the replies were: 

10% carried own stock. 

18% had contract arrangement with local floor cov- 
ering distributor. 

14% made recommendations only (customer buys 
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TODAY: 3 OUT OF EVERY 4... continued 


from outside source). 
6% had other arrangements. 
And only 12% neither handled nor gave advice on 


floor coverings 


Carpeting 

5. “Do you stock or have a contract arrangement 

ww selling carpeting?” 

To this question 67.6% of the dealers surveyed said 
they carried in stock or had a contract arrangement for 
providing carpeting. But 13.8% answered ‘“‘no’’ to the 
question and 18.6% did not reply 

Questioned concerning their approximate annual vol- 
ume in floor coverings, percentages of dealers in the 
various annual categories were: 

Under $10,000—65.7%. 

$10,000 to $15,000—10%. 

$15,000 to $20,000—11%. 

$20,000 to $25,000—5.3%. 

Over $25,000—8%. 

Next question in the carpeting division dealt with 
the price at which most of the carpeting is sold, bring- 
ing these responses : 

22% sell carpeting under $10 per yard. 

76% sell in the $10 to $15 per yard category. 

2% sell from $15 to $20 per yard 

In the source of supply subdivision a number of com- 
panies were listed. 

Slightly over 86% of firms stated they used outside 
“mechanics” in handling carpeting installation and 
14% said they did it with their own employees. 








Hard Floor Coverings 
6. “Do you stock or have a contract arrangement for 
selling hard floor coverings?” 


Sales Volume 


A. Under $10,000 To this question 34.5% answered “‘yes’’, 40% ‘‘no” 
and 25.5% did not reply. 
B. $10,000 to $25,000 : . 
$10, $25, Regarding volume, the largest majority stated it was 
C. $20,000 to $35,000 under $5,000 annually. Of the firms replying, 90% 
employed outside help in handling installations and 
D. $35,000 to $50,000 10% used their own personnel. 
E. Over $50,000 . 
$50, Draperies 
7. “Do you stock or have a contract arrangement for 
( pyright 1958 OFFICI iPPLIANCI ' d j} Fr . 3 = ; 
€lling arape V1eS £ 


The greatest percentage (62.1%) of the dealers 
answered “‘yes” to this question. But 16.6% gave a 
negative reply. Some did not reply, accounting for the 





Complete Office 


Annual Sales Volume 


Dealer sales of completely- fur 
nished offices cover a_ wid 
range of categories. Here are 
| 


charted the percentages of deal 
ers in five volume groups 


OVER $250,000 $100,000 $ 50,000 LESS THAN 
$500,000 500,000 250,000 100,000 $50,000 
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remaining percentage. Apparently, dealers have solved 
technical problems relating to installation of curtains 
with 9.1% of those replying using their own mechanics 
but the jority, 90.9%, relying on outside help. 

Volume-wise, here is how the dealers reported: 

Under $10,000—55%. 

$10,000 to $20,000 28.75%. 

$20.0 to $35,000—10%. 

$35,000 to $50,000—5% 

Over $50,.000—1.25% 

Of the dealers replying, 60% said they sold most of 
iperies in the $5 to $10 per yard range while 
30% sold under $5 and 10% from $10 to $15 per yard. 

It is interesting to note that dealers mentioned 46 


their dt 


r drape ries. 


sources I 


Pictures 
ed S VOU ell pe tures?” 
lo this question 65.5% of the dealers answering re- 
plied ‘“‘yes’”’ and 16.6% “no.” The question was ignored 
by the remainder. Method of handling the pictures 
varied with 37% reporting that they carried stock, 29% 
saying they carried samples only and 34% replying that 


they sold from catalogs. 


Lamps 
q) D 1 U ell lamps?” 
[he answer was overwhelmingly “yes” with 91% 
of the dealers replying affirmatively and only 4.1% 


no’. Queries were unanswered by some. Commenting 
on method of handling lamps, 58% said they carried 
stock, 16% replied they carried samples only and 26% 


} 


reported they sold from catalogs. 


Clocks 
LO D VOU Se ll clock Te 
Again the affirmative answer predominated, given 


by 61.4% of the respondents compared to 27% 
answering ‘no’. Percentage of those not filling out 
this line in the questionnaire was 11.6%. 54% said 
they carried clocks in stock, 14% sold from samples 
only and 23% from catalogs. Others did not indicate 
their method of handling. 


Accessories 

11. “If you handle accessories, what is your best sell- 
ing brand for each of the following items: Art objects, 

h trays and smoking stands, floor mats, pen desk sets, 

lantes veather instruments and other desk acces- 

Vlé 

(For most-mentioned brands see listing on _ this 

ge, } 


Sales Volume 
12. “What is your annual sale 
overings, draperi« 


lume of offic 
ur floor pictures, lamps 

This optional final question in the survey revealed 
that the largest percentage, 28.5% of respondent 

an office furnishings business ranging from 
» $250,000 in annual volume. Over $500,000 
done annually by 21.1% of the answering dealers 


The breakdown shows: 


lealers hay 


$100.00 


Less than $50,000—16.2% 

$50.( to $100,.000—14.6% 

$100.000 to $250.000—28.5% 

$250,000 to $500,000—19.6% 

Over $500,000—21.1% 

Summarizing the survey, it is evident that the office 


furniture dealer of today is equipped, qualified and 
ger to design and install complete office interiors 
Furthermore, he is looking to varied sources for the 


mponents f these offices. 
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Office Interior Accessory 
Sources Most Frequently Mentioned: 


Sanford 
E. T. Barwick 


Goodyear 
Gold Seal 


Knoll Textiles 
Lehman-Connor 


Alma 
Myrtle Desk 


Laurel 
Cooper 
Almce 
Luxco 


Telechron 


Myrtle 
S. P. Skinner 


CARPETING 
Bigelow Lees 
Firth Loma Loom 
Mohawk MaGee 
HARD FLOOR COVERINGS 
Robbins Armstrong 
Kentile Amtico 
DRAPERIES 
F. Schumacher Waverly 
David & Dash Herman Miller 
PICTURES 
Cataldo N.Y. Graphic 
Stow & Davis Society 
Giftcraft 
LAMPS 
Stiffel Dazor 
Lightolier Mario 
Sight-Light Raymor 
Stow & Davis Rembrandt 
CLOCKS 
Howard Miller Westclox 
General Electric 
ART OBJECTS 
Raymor Alma 
Austin Products Giftcraft 
Stow & Davis Brayton 
ASH TRAYS 


Smokador 
McDonald 
Raymor 

Stow & Davis 
Smo-King 
LaSalle 


Interstate 
Afco 
Goodrich 
U.S. Rubber 
Bandes 
Hardboard 
Fabricators 
Stempco 


Sheaffer 

Stow & Davis 
Sainberg 

Smith Metal Arts 
Paul McCobb 


Architectural 
Pottery 

Howard Miller 

Modern Products 


Airguide 
Taylor 
Smith Metal Arts 


Sainberg 
Chicago Desk Pad 
Artistic Desk Pad 
Stationers’ 





Smith Metal Arts 

Virginia Metal- 
crafters 

Heath 

Whirl-O-Matic 

Design Techniques 


FLOOR MATS 


Floorcraft 

Fox 

Delta 

Service Products 
Plastico 

Beckett 

Woodall Industries 


PEN DESK SETS 


Giftcraft 
Parker 
Artistic 
Qualiton 
Esterbrook 


PLANTERS 
Stifel 
Kimbel 
Murphy-Miller 


Stow & Davis 
Howard Miller 
Peter Pepper 


OTHER ACCESSORIES 


Alma 

McDonald 
Giftcraft 

Smith Metal Arts 


George Fox 





Wearever 
Glaro 
Sainberg 
Westcort 
Giftcraft 


Artistic 
Masonite 
Flewelling 
Chairmaster 
Siron 
Plexiglass 


A. & F, Tileboard 


Changepoint 
Waterman 
Banov-Bernsley 
Sengbusch 
Eversharp 


S.P. Skinner 
Westcort 
Stow & Davis 


WEATHER INSTRUMENTS 


Honeywell 
Sift & Anderson 
Salem 


Polar 
Qualiton 
Banov- 
Westcort 
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Paul Freeman, office inte: 


Typewriter Co., 
Calif. holds a B.S 
education and ; 
from school of fine 


Studied architecture 
versity of Hawaii 
years teaching ; 
decorating consultant 
after hours. Was admits 


head of hobby 


a profile of the... 


design 





r/c ¢ SOPs tO a 
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--- his role in the 


As an added highlight, pictures and short 
biographies of some of the respondents 


are presented on these pages. 


Miss Barbara Balthauser, 


iesign dit tor tor Office 
Equipment Co., Chicago 

Ill., was chosen to repre 

sent the pical office 


" 


ork. She is 





Principia 


College in Illinois, holding 
B.F.A in M.F.A. de 
) painting and design 
She is an associate mem- 
ber of I.D.I. Miss Balt- 
nauser has Deen in tl! 
ff sign 1 for ove 
j s. Today she 
ts the tivities of 
asst iates as well as 
ing her own planning 
bs for tl ompany 


J. Frank Graham, Jr., offic 
planning consultant for Everett 


Waddey Co., Richmond, Va 

, 
initiated decorating and design 
operation for his firm three years 


igo. Has three y 


ional design school and on 


ar liberal arts 


lles window display and dis 
play advertising for furnitur 
rtment as well a 


branch stores 


pany 





rs at pro! 


education. Han 


Represents 


@ There is no 
retail office furniture business 


“ivory tower’ for the designer-decorator 
in the no sheltered re- 
cess in the store where he sits and waits for the sales- 
man to bring him a prospect. 


He 1S 


from direct or initial contact with the customer to a con- 


in his own words a salesman! Ranging 
sultant who clinches the deal, the designer-decorator 
uses his specialized training to foster the sale of the 


complete or “package office. He is earning his way 


through his services to the company ! 
In an attempt to learn more about the office interior 
OFFICE APPLIANCES went directly to over 


170 men and women now active in dealer organizations 


designer, 


and asked them to present the facts about their place in 
the business. A large number responded. 

Because better than two thirds of the answers received 
were from men in the field, we will refer to our subject 
as “he’’, but this in no way is meant to slight the many 
fine responses from the fair sex. 

In fact, 


ladies have established a real place for themselves in the 


it would appear that these talented young 


business, and they are as active as their male counter- 
parts in all phases of designing, decorating, and selling. 
The most popular title or designation for the designer 


in the dealer organization appears to be imilerior de- 


jgner, however, better than one third of the answers 
indicated the designer is a manager or director of the 


department 


As the titles would indicate, approximately 50% of 


WOK 


lisplay 





at local conventions 


Andrew Lehmann, Jr., manager ot 


design and decorating for Kendrick 
Furniture Co 


bined his formal education and 


in Chicago, cor 


general experience by graduating 
from the Chicago Academy of Fine 


Arts while working in all contract 
departments of a large department 
store. At the present time he’s 
teaching interior decorating at 

night school in the Chicago Academy 
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What is the title, the function, the background of 
the designer-decorator? OFFICE APPLIANCES asked 170 men 


and women now active in the field to give us the facts. 


dealer organization 


the designers answering the survey revealed that they 
have a staff or are part of a staff. The size of this staff 
ranges from one to three persons, with the majority hav- 


ing one assistant Or associate. 


Designers Do Renderings 

While better than 85% 6f the designers can and do 
prepare their own drawings and color renderings or 
presentations, there are those who delegate this task to 
an assistant. Some use free lance artists to make the 
renderings, freeing the designer for the job of planning 
and co-ordinating the presentation. 

This, then, is the first look at the designer. He either 
has his own department and works to co-ordinate plan- 
ning and offers consultation, or he manages a depart- 
ment 

One thing was made clear—the designer is not at 
his drawing board eight hours a day, five days a week. 
He is vitally involved in the most important process in 
the business—selling. 

More than 90% of the designers answering said they 
participated in varying degrees in the selling process. 
This ranges from the initial contact through the final 
selection of accessory items in some cases. In other 
cases, the designer accompanies the salesman and helps 
to develop the complete “ package’ sale 
“T initiate 
the interior designing, formulate plans, layouts, present 


One man summed up his job accurately: 


George A. Mischler has 


a background of four years 
study at the Dayton (Ohio) 
Art Institut and experi- 
ercial and in 
terior sign and home 
nishings. He is now 
working as design co- 
ordinator for Archie Sherer 
Co., Dayton, Ohio. undet 
the g nce of designer 
= ae } 





the finished product, do all selling, order the merchan- 
dise, deliver and set it up, install draperies and carpet- 
ing—in general, I handle the complete job from start 
to finish.” 

Here is a picture of a trained specialist. A man who 
knows furniture, understands color, and who can direct 
or physically perform the installation. 

Many of the designers are in-store salesmen—some 
sell only when the regular salesmen are busy or out of 
the store. In several cases the designer actually directs 
the activities of the salesman (these are primarily in 
firms that specialize in office planning), and in other 
cases they work in co-operation with the salesman in a 
team process. 


Have Many Duties 

Those who do selling (and those who do not) have 
other jobs and duties within the dealer organization as 
well. Their natural talent for art and decoration is 
called upon to help in window and in-store display. 
They are responsible, in many cases, for the beautiful 
re-designed showrooms seen today in so many stores. 
They are also called upon to handle advertising and 
advertising layout for their companies. 

There are other positions they hold as well. One de- 
signer put it this way: ‘I advise on lines of furniture to 
be used, initiate all purchase orders, administratively 
check on personnel and their activities, and co-ordinate 


W. E. Foster, interior designer 
of Foster-Bodman Co., Akron, 
Ohio, majored in industrial 
design at the Akron Art In- 
stitute and spent 15 months 
studying rendering at the Art 
School of Akron. His interest 
has always been in the office 


design field, with only a ... and 
brief period away as gen- 

eral manager and head de there are 
signer for a store fixture man- 

ufacturer. more 7 


Elizabeth Hamner, an active mem- 
ber of the American Institute of 
Decorators, left the home dec- 
orating field after many successful 
years to concentrate on office 
design as co-ordinator and de- 
sign consultant for John W. 
Graham Co., Spokane, Wash 
After building up this service 
for her company, she recently 
established a separate design and 
e furnishing department 
the firm. 
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continued... 
the designer/decorator 


.--his role in the dealer organization 


Gerald Bram, irect f interior de 
sign for Met 1 Offi Equipment 
Corp., New Y¥ >. NM. FY i graduat¢ 
of the New York § | of Interior De 
sign. H has stud at the Art 
Career § in N York. Work 

as a decorat for Gimbel Brothers for 
two years, t in the Mi st as a free 
lance desigt befor turning to New 
York. H ntered the ff field two 





years ago 





Alice L. Rogers, color-co-ordinat nd 

designer for Michigan Offi Equip 

ment Inc., Kalamazoo, Mich I 

veloped her talent through many years 

of experience in the office equipment 

field. For the past three years she has 

beea concentrating on color an on 

work with her firm. She also does in 

store decoration and designs all displays 
Jack Freborg has been interior designer 
and decorator for Spak & Natovich Co 
in Chicago for the past two years. At- 
tended both t Art Institute of Chicago 
and the Vog School of Interior De 
sign. Worked with residential interiors 
for two d rating firms in Chicago area 
as well as with two fabric firms, H. B 
Lehman-Connor and Val Betterman 

Victor M. Burch, Jr., assistant nager 

of Office Interiors, Los Angeles, Calif 

is a native of Los Angeles who traveled 

east to the Parsons School of Design in 


New York City to graduate in interior 
design and decorating. A member of the 
American Institute of Decor 


worked in the home field before ent 
ing the office furniture area. H is 
been with Office Interiors f 

years. 


designet 


Marion £. Armstrong, inte! 
for W ner-Henzy-Fisher Ck Cleve- 
land, Ohio, stu 1 interior decoration 
at the Chi Academy t Fine Arts 
Was ome! p it Marshall 
Field & ( n Chi s assistant de 
signer, contract diy n. Advanced to 
senior designet vorking on such a¢ 
counts as Hilton Hotel 1 i 
sity, Johnson W ax b 1! if WX orked 


for short 





taking present position t nd one 
half years 


Don E. Dahl is vice-president 

signer of Office Designing and | 
ment Co., New Orleans, La. H 

at New Orleans School of Art 
School of Design Architecture and then 
was free lance designer fos veral 
years. Became interested in | tive 
Furniture Guild program and was 
ordinator and designer for the Guil 
for six years. 





30 








departmental policy with management 

This, then, is the picture of management as well as 
creative talent. 

Still another designer states: “I train and handle all 
furniture salesmen under my direction and school them 
on how to promote their knowledge of designing so 
that they can talk intelligently about the services we 
render.”’ 

Nor does the job end here. All of the designers indi- 
cate that they are the individuals responsible for con- 
tacting and dealing with suppliers of such items as 
carpeting, draperies, accessories, and paints. As it was 
pointed out earlier, many also handle the actual contact 
with furniture manufacturers as well. 

It is the designer’s job to set up the source of supplies 
for all of the work necessary to complete an office or 
business installation. To do this, he works with both 
local sources and manufacturers 

Approximately 75% of the designers work with local 
sources for such things as paint, wallpaper, tile, carpet- 
ing, custom-built cabinets, and draperies. Better than 
95% work with manufacturers or manufacturers repre- 
sentatives in securing lamps, clocks, pictures, lighting 
fixtures, fabrics and furniture. 


Work with Architects 

Many indicate that they work directly with architects, 
with electricians, masons, lathers, upholsterers and other 
trades. The designer is the contact man with these peo- 
ple and is directly in charge of all relations with them. 

This tie-in with supplies makes the designer a buyer 

not of equipment and supplies of course, but of all of 
the related but not usual materials needed today in busi- 
ness. 

What is the background of these trained specialists? 
To handle their primary function—office design—they 
must have some type of formal education or study in the 
field. 

According to the replies, all but five designers have 
this formal training. The majority of those answering 
have a bachelor of fine arts degree, usually in interior 
designing. Several have their master’s degree in fine arts, 
specializing in designing or decorating 

They have attended many of the best known schools 
of art and design in the country—the Art Institute of 
Chicago, The Academy of Fine Arts in Chicago, the 
Dayton Art Institute, the New Orleans School of Art, 
Pratt Institute in New York City, New York School of 
Interior Design, Philadelphia Museum School of Art, 
Parsons School of Design in New York, and major uni- 
versities and colleges across the nation 

Two who answered have had training in Europe, one 
in the Academy of Fine Arts in Munich, Germany, an- 
other in the Centre des Arts et des Techniques in Paris, 
France. 

Many have degrees in other fields, in business, in 
music, in education, and a large number have studied in 


Peter Von Der Geest initiated his interest in design while still 
a high school student studying at the School of Industrial Art 
He took this experience to Pratt Institute in New York wher 
he completed a four year course in interior design. His first 
position was with Thonet Industries, furniture manufacturers 


For the past two years he has been with Gibson Office Furni- 
re Co., New York, N. Y., as interior designer. 


tu 
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more than one school. There are also many who say that John E. Riederer is a graduate of Uni 
versity of Kansas, majoring in interior 
design. While in school, he was captain 
of the Kansas track team. His first posi- 


they took their courses in design and decorating at night 
school while working on related jobs during the day. 


he designer, as pictured in this OFFICE APPLIANCES tion was with Eastulsa Office Supply 
profile, is a comparatively young man (or woman). Ina in Tulsa, Okla. For the past year and 
majority of the cases he is in his twenties. Quite a few one half he has been head designer and 
decorator for Schooley, Inc., Kansas 


more are in their thirties, with only a handful over 40 


City, Mo. 


vears old. Main reason for this is that the field is com 





paratively new 

Rodney D. Larsson, design manager of 
Business Equipment Corp., Boston, Mass. 
Studied both in commercial art schools 
and interior design. Took on-the-job 
training in interior decorating and sell- 
ing, and spent one-half year doing ad- 
vertising layout and art work before 


Profession Not New 

Designing and decorating, even in offices, is not a 

new profession, but within the office furniture dealer's 

realm, it extends back less than 10 years in time in all 
but two or three cases reported. 

Those who have 10 or 20 or more years of experience entering office design field 


behind them are transfers from the home decorating 





field. They have come to the office design field to take 


advantage of a growing market which shows a tremen- Roy W. Aultman, interior designer for 
dous potential J. D. Le Blanc, Inc., New Orleans, La., 

The average length of time the designer has been in is another native son who traveled east 
; : to study interior design and decoration 


| ] ry - . 
t field is thr ei > range fr a few : 
this field is three years. The range runs from a fe at the Art Institute of Bitteberth. Re 


months to 12 years. Many have come to the profession turning to New Orleans, he joined his 

right out of school. Others have had selling experience, company in the capacity of designer, 

home decorating experience, or industrial design back- color consultant and merchandise con 
trol 


grounds 





When asked how and why they entered the office de- 


sign profession, the respondents were frank in their Mrs. Eloise Strahley is display manager 


summiatiot it was a growing field with a great poten- and decorator for the McManus Troup 
' A alls ‘oe Co. in Toledo, Ohio. Her experience 
tial—and it was definitely more lucrative! 


ranges from selling furniture (she still 
has charge of selling from the floor) to 
formal training in layout, design and 
color co-ordination. Her present posi- 


Some were taken right out of school, but most of 
them had some experience as free lance home decorators 
or designers before they took positions with office furni- 








ture dealers tion stems from the knowledge that to 
sell a “package’’ office requires train- 
Designers Like the Field ing in the co-ordination of colors, ma- 
terials, and work-flow utility. 
Here are some reasons presented as to why the de- 
‘one hose =F ae ‘ve = ; 
signers ch this particular field: It is more lucrative Cari testesaheleer, interior designer fox y 
than painting, and it is a good field for women. Weger Interiors, Lansing, Mich. is a 
“It is a more lucrative and satisfying field.” graduate of the Art Institute of Chicago, 
Desired another phase of design other than home majoring in interior designing. In the 


field three and one-half years, he directs 
furnishings 

the activities of interior salesmen, as 
well as planning and specifying layouts 


to the business men realizing the importance of having for offices and supervising installation 


[ believe there is more opportunity in this field due 


good, functional, and creative designing in offices and 
buildings now being constructed and in the vast build 
ing program ahead Marie Gubaroff, interior designer for 
Heinrich-Siebold Stationery Co., Roch- 
ester, N. Y., since 1956, is a native of 


[ saw the tremendous transition taking place in this 


Poland. Studied business and language 

After reading of the revolutionary changes in the Y : = lagnign 

é in Germany and then attended Acad- 
office furniture industry, I decided to change from home emy of Fine Arts in Munich. Came to 


furnishing design to the newer field of office design.” U. S. in 1951 to study at Kendall School 
of Design, Grand Rapids, Mich., win- 
ning a scholarship in 1953. Associated 
with Grand Rapids Homemaker’s Fur- 
niture Guild in school and later with 
ply his knowledge and ability and to share in the profit- Executive Furniture Guild for two years. 


ib] returns 


These comments, and many more received, indicate 
that the designer has an intense interest in his job and 





acclaims a bright future for his field. He wants to sup- 


S. Mitchell Solberg has been interior de- 
signer and Guild co-ordinator for 
Morton Marks & Sons, Inc., Richmond, 


J. Kenneth Fleck, interior designer for the contract department Va. for the past two years. He was 
J. B. Van Sciver Co., Camden, N. Y., has been with the doing residential interior designing dur- 
pany for t past five years, following his graduation from ing his school years at the Richmond 
Philadelphia Museum School of Art. Also attended New Professional Institute of the College of 

York § f Interior Design. Mr. Fleck does office, con William and Mary and upon receiving 

esigning both for his firm and on a free lance his fine arts degree in 1956, he con- 





centrated on commercial interiors. 
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@ Private office of an official 
in the Standard Oil Co. of 
New Jersey's new Milwaukee 
(Wis.) regional office build- 
ing provides comfortable seat 
ing in the new Prestige series 
of the Milwaukee Chair Co. 
The chairs have slim, tapered 
legs with brass ferrules. Dual- 
density foam rubber seats and 
contoured backs are featured 
in this line of chairs in genu- 
ine walnut. Forrer Equipment 
Co. of Milwaukee was the in- 
stalling dealer. 


e The Driscoll Co., Chicago, 


general offices have been pro- 


vided with utilitarian comfort 
and harmonious effect through 
the installation of General Fire- 
proofing Mode- Maker desks, 
Goodform adjustable chairs and 
both Super-Filer and  Rigid- 
Front filing cabinets. Attached 
to several of the desks are spe- 
cial 48-inch extended typewriter 
units. The desks are finished in 
suede brown with brown Texto- 
lite tops. Filing cabinets are 
built directly into the wall. 
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ivan Allen Co. 
First State Bank 
in Albany, Georgia 


the 





OFFICE PLANNING .. . continued 


installing the ““dream job” 


lvan Allen Co. installs the First 
State Bank in Albany, Ga. 





a case history 





anoramic office planning is not just an : Riese : 

expression at the Ivan Allen Co. in At- 
lanta, Ga., it is the result of a six-step program 
that spells success. It is co-operation between 
dealer, designer and architect. It is discussion 
between salesman and customer. It is the care- 
ful and correct selection of accessories. It is 
planning on a budget. It is planning on a time 
schedule. It is co-ordination of all materials 
and details. 


POP made this installation of the First State 
Bank in Albany, Ga. a “dream job’ for the 
dealer. The Ivan Allen Co. did the complete 
planning, working with the architect and han- 
dling many details which architects often must 
perform for their client. The interiors belonged 
to the company in every detail, even to the 
selection of rest room furnishings and the pur- 
chase of wallpapers for shipment to the job 
site. 








Each area, pictured on these pages, was de- 
signed to blend with the over-all scheme. The 
staff prepared ‘Panoramics” of key areas in 
the initial planning, and these were approved 
almost without change. Then other areas were 
developed to blend with these key areas. 
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the officers’ area is the “Es 
ral by Van Luit, spotlighted 
ling. Walls are walnut-paneled 
airs are by Jens Risom in wal 
irs are finished with tangerine 
mon, gold and black are the 
throughout. The carpeting 
by Dellinger in a strie’ de 
cold and straw. Ashtrays and 
Design Technics. Antique and 
ories are used throughout this 
rs in the installation 





presentation by Mrs. Emmy 
was accepted to the smallest 
wn in photo above) in the 
ea and officers’ platforn 


A “Panorami 
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Continuing the theme on the main floor 
the president’s office is paneled in wal 
nut and the carpeting is a Dellinger wool 
strie’ design of rust, beige and brown 
The rust is repeated in textured drapes 
deeply valanced. The Risom furniture 1s 
walnut hand-rubbed linseed oil finishe 

The sofa is upholstered in a rust, brown 
and white plaid linen. The club chair is 





white leather. The side chairs are rust in 


le r. Lamps are by the Stiffel Co 
Water colors from Raymond and Ray 
ond. The ashtrays by Design Technics 


30 Days from Order to Open House... 


Salesman Ben Lanier worked closely with chief 
decorator Mrs. Emmy Tyler and architect Richard 
V. Richards of Albany. He also was the contact 
mdn for the company with Art Strauss, the Jens 
Risom distributor in Atlanta, for the bulk of fur- 
niture chosen for this installation came from Jens 





Risom. 

He co-ordinated the effort which saw the fur- 
niture shipped from the factory to the company 
in Atlanta. Here it was uncrated, wrapped in 
quilts and sent to Albany in vans, ready for in- 
stallation. This, among others, helped to simplify 
the usual problems of installation, and the Ivan 
Allen Co. was able to meet a close deadline for 
the opening—30 days from order to opening. 





OA. 
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two private offices 





A Stiff pb in brass and walnut 
lights tl rner of this trust officer's 
area. Tl lls are paneled birch and 
irt is a rich custom-dyed 

reen by Dellinger. The two art 
hairs at pple green, while the ex 
utive [ r is rust The desk and 


triangular table are walnut with a lin 





seed oil finish. All furniture is by 
Rison modern ashtrays are by é 
Raymor (R irds Morganthau), and 
print n the wall are botanical 
} troy I S 
The v pi lent’s office on the main 
floor is a ntrasting study in walnut 
vith desk and walls blending with 
bright accent colors. The lamp, with 
white shade, is by Design Technics 
The pictur n the wall picks up the 
vhite accent. The furniture is all by 
Risom. TI xecutive swivel chair is 
i natural ither tone, and the seating 
init is a terra-cotta color, in Kravet 
fabric. TI irpeting is a toned terra 
otta, bei and brown. Drapes, in 
beige and terra cotta, are by David & 
Das! 
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OFFICE PLANNING ,6 8 continued 
; / 
pictures supply ° 
" a pre 
decorative interest... Co 
Mt 
ligl 
No 
iS 
twc 
in 
to 
; . ad 
@ Designer-decorator, Mrs. Emmy 
> ae . . > 
Tyler, ‘‘brainstormed’”’ the entire job, PLI 
personally supervising each detail of sad 
furniture placement and decorative ac dec 
cessories. In this connection, she made tior 
an extensive effort to select accessories Ser 
to carry out the over-all scheme and ; 
provide the perfect touch to make Da! 
each area individual, yet in tune with 
the personality of the person who 
would occupy the space. The exterior 
of the bank was a sharp departure of 
the general architecture of this chiefly 
agricultural city in south Georgia's 
‘peanut belt.” By working closely 
with the architect, she was able to de 
sign interiors to perfectly compliment 
the exterior. 
Special interest areas were developed throughout 
the bank. In this view, a stair landing, Mrs. Tyler 
hung Piranesi prints from floor to ceiling for at 
mosphere. The mats are gold with small ebonized 
frames to set off the engravings. The pictures pro 
vide a touch of drama in an otherwise static area 
e 7 
part 
on 
pres 
betv 
sign 
fice 
Fisk 
high 
An inviting and interesting area Ray! 
was designed for the entrance man 
to the coupon booth on the Co 
second floor. The wallpaper is 
ald r by yet « 
a tone-on-tone green, set off by / 
the placement of variously ful | 
framed pictures. The sofa 1s ing 
dark green striped with walnut hols! 
arms by Dux, Inc. The end cole 
table is also by Dux. The 
gleaming brass lamp is from stery 


Design Technics. The bucket chair 
planter was found at a local two- 
florist shop by Mrs. Tyler. 
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e The luxurious new office of the 
president of Flemming & Son Paper 
Co. in Dallas, Tex., gives two Stanley 
Mfg. Co. Guest Star chairs the spot- 
light position. Another Stanley chair, 
No. 1021 executive posture chair, 
is behind the president’s desk. The 
two Guest Star chairs are upholstered 
in Limassol top grain leather identical 
to the color illustration of Stanley's 
id in a recent issue of OFFICE AP- 
PLIANCES. The executive chair is in 
saddle color top-grain leather. Interior 
decoration on the Flemming installa- 
tion was handled by Bill Brannon of 
Service Printing & Office Supply in 
Dallas 














e The Exchange Bank, an integral 
part of the Exchange Park project 
on the outskirts of Dallas, Tex., 
presents this example of teamwork 
between Gale Arthurs, interior de- 
signer and the supplier, Dallas Of- 
hice Supply, represented by Paul 
Fiske. Mr. Arthurs selected the 
highly functional chair designed by 
Raymond Los wy Associates and 
manufactured by the Domore Chair 
Co. In search for a modern effect, 
yet one which is subdued and rest- 
ful as befits a cosmopolitan bank- 
ing facility, Mr. Arthur made up- 
holstery sections in a variety of 
colors. Two harmonizing uphol- 
stery fabrics were selected for each 
chair to blend smartly with the 
two-tone executives’ desks. 
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e Sturgis No. 1400-G chairs were se- 
lected for the caucus room of the new 
township building in Springfield, N. J. 
The chairs have mist green frames and 
fiberglass bases and are upholstered in 
black vinyl-coated fabric. Office Outfit- 
ters of Philadelphia, Pa., did these rooms 
as well as the planning board room, cabi- 
net room, judges’ chamber, township 
clerk's office and other quarters. 
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office interiors 




































































e When Aldens, Inc., shifted its 

huge mail order headquarters to a 

new, modern one-story structure on 

the outskirts of Chicago, it was agreed 

that the old furniture had to go. Into 

the picture stepped Weber, Hilmer & 

Johnson, Chicago dealer, to provide 

row upon row of Bentson Mfg. Co, 

—— a li single and double pedestal steel desks, 

+ 5h eB) machine platform desks and filing 

cabinets. Predominant color of the 
furniture is mist green. 











e Institutional dignity is supplied fot 
the Security Federal Savings & Loat 
Association of Alice, Tex. by this in 
stallation in an executive's office madé 
by Atkins Co., office furniture dealef 
in Alice. Gunlocke No. 634R chair 1 
used beside the Stow & Davis desk 
and Gunlocke No. 2323R side chai 

are placed near the Stow & Davis cre 
denza. 
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1. Range from modern 
through traditional with 
this striking medallion 
clock from George E 
Ackermann. Metal is all 
brass with glass ‘‘hinged- 
door” casing. No. 2118 
retails at approxi 

mately $50. 








2. Solid maple top and edges gives this clock 
from Dahlgren Originals a timeless look of 
dignity. Eight-day wind in a jeweled movement 
Solid brass bezel with convex crystal. 
Finish is distressed honey-toned fruitwood 
old English mahogany, pumice and ebony. 
Model No. 6015-( 





accessories of the month 


Time has an important role 





HE complete office calls for a clock, either on 
the desk or on the wall. To complement the 
office decor, the dealer or designer can do well to 





make the proper selection or suggestion for the cus 
tomer to insure co-ordination of all the elements in- 
volved in planning the office. 

From a very broad choice, OFFICE APPLIANCES 
has selected these models as representative of what 
manufacturers have te offer to the office furniture 
dealer. 

The range presented here is from high-style mod- 
ern to conservative traditional. All of the firms rep- 
resented have many more models in their lines 

One note of interest is the growth in popularity 
and number of both the transistor and the battery- 


3. Syroco offers this sunburst a all clock, operated electric clocks which do away with both 
32 inches in diameter with a 1314-inch 1 
dial. Black face with etched brass figures 





winding and the electric cord. Several are shown 
here, but dealers will find many others now on the 


market. 





{. The weather bal- 
loon in a cradle makes 
a desk clock (or 
weather instrument) 
from Peter Pepper 
Products. Cradle is 
bright brass. House 

& Garden color 

range. Battery 
operated clock can 


had also. 


5. All-brass transistor 
desk clock runs for three 
years on flashlight bat- 
tery. Lies flat on a desk 
or table. It is only 814 
inches long and 514 
inches wide. Has four- 
jewel movement. From 


P.R Myers & Co 
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6. Circular wall clock has a concave 
face of black, turquoise or persimmon 


K to match new decors in the office 
Appointments are brass. Clock 

t features eight-day, two-jewel, German 
move nt No. 60-12. 





Weather balloons in decora- 


tive colors may find a place in 
modern office interior. 
Set inch a barometer, a 


and a clock. 
Wall installation or ceiling 
installation 


+l 
nermon 


Units are 8 
inches in dian 


Peter Pepp 


From 
Products 


eter 


‘ 10. Westclox offers the 

Leland”’ desk model at 
$12.95 retail. In clear lucite 
high 
Clock has 


liamond cut embosse 
numerals to catch light 


ase with golden 


polish trim 
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8. An abstract “lyre” motif 
offers a new shape for a wall 
clock. This new Howard Miller 
model is finished in satin brass 
with a walnut cross bar. May be 
used horizontally or vertically. 


in office decor 








9. This clock can take the dual role of a 
modern painting or wall piece. Striking 
in appearance, it takes a 30 by 30-inch space. 
The clock is 10 by 10-inches with an 
etched brass dial. Colors on panels can be 
varied. Has eight-day jewel movement. 
Retails at $75. From Syroco 











7OOBF from (¢ 


In solid brass, 17'/2 inches in 

diameter, this clock features an 

8-day front wind and jeweled 
movement. Decopagne placques 

which match are available. No 

& R Decorative 

Wall Ac Inc 


essorics, 





12. A new shape enhances this 
modern clock with a deep 
shadow box frame of black 
with gold metal leaf inner line. 
Hand-crafted veneer face high- 
lighted by brass ornaments, 
hands and ring hanger. Hand- 
winding, imported eight-day 
movement. No. W-245 from 
Turner Wall Accessories. 


e If you wish more infor- 
mation about the lamps 

pictured here, please use 

the inquiry card facing 

70. Your requests will 

be forwarded to 

the manufacturers. 
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7 THE SECRET INGREDIENT OF THIF! 


Now the warmth and distinction of rich, rub! a 


. “7. ) 
| walnut ... plus the sturdiness and durability . 
a free-standing, all steel frame construction, w halve 
laminated plastic tops and square, tubular st ; 


, oudg 
legs. In an entirely new modular collection t 8 
opens new markets, new profits for you! <a 
y 


brings wood furniture back into general offi 
fundamentals... t Ff! 


EISEN BROTHERIN 


PLANTS atebokien, MEM.; edi, nN. ~°> 








rentals... 
qiFINE WOOD DESK IS... STEEL! 


,0ecause it’s made and priced like nothing else 
m the market. It costs no more than steel; 
far less than fine conventional wood furni- 
cure, well within the reach of executives on a 
oudget. Its amazing flexibility and versatility 
make it ideally suited for every purpose. This 
- you must see! i 


TpOFFICE FURNITURE DIVISION OF 


INC. 1601 Willow Ave., Hoboken, N. J. 
N. Noblesville, Ind.; McGregor, Texas 


rub 
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A NOFA SURVEY 


Nr. Office Furniture Dealer 
Looks Ahead 10 Years 














HAT will the office furniture business be like 
10 years from now ? 


Looking ahead in their own private crystal balls, more 
than 300 office furniture dealers have responded with 
some illuminating forecasts in a survey conducted by 
the National Office Furniture Association 

Varied as the answers are, the one most representative 
of the combined thinking perhaps is this: 

“Owners and managers will be better trained in de- 


sign, harmony in colors, better application and use in * 


offices. Offices will be radically different in that there 
will be inter-office or organization television and con- 
stant contact with field representatives. Private offices 
will be more streamlined and less massive 

Agreeing that there will be a change in the office 
function, the dealers likewise lean toward this thinking: 

“Interior decorating services will be a must, designs 
will be more functional and materials lighter and sim- 
pler.” 

Or, “There will be more group installations with 
rugs, curtains and drapes in the package and fewer 
dealers handling them—more specialty salesmen.” 

Today's office furniture dealer is saying that “‘office 
furniture will have to be adapted to the machine age in 
the office. Furniture should be built to conform to those 
machines.” 

The equipment dealer visualizes machines using 
punched and magnetic tape for accounting, addressing 
and form letter writing as automation comes to even the 
average-sized offices. 


Will the trend be to wood or metal? The dealers 
can’t agree, hence these divergent forecasts: 

“There will be more emphasis on the office in the 
home and complete outfitting; color in the office. Wood 
will hold its own—perhaps increase. 

“The trend will be modular; more steel goods.’ 

‘More steel or metal—less wood 

“A major return to wood in office furnishings, un- 
less steel prices and designs are improved.” 

The method of sales operation? It is in this category 
that the dealers fail to reach any common finding. One 
foresees the retailer as more of an interior decorator and 
another predicts more direct selling branches by major 
steel furniture companies. 

Another goes so far as to predict ‘‘custom building of 
furniture by small independent shops to combat prices, 
delivery and independence of larger manufacturers.” 

“Large concerns may lease office furniture and fix- 
tures instead of buying,’’ comments one firm owner. 


See Professional Trend 
It is predicted, too, that ‘dealers will become more 
professional in services offered. More companies will 
engage in office furniture only’. One pessimist says 
that there will be more and more direct factory selling 
to more and more chain or merged organizations, leav- 
ing the small dealers “‘out iu the cold.’ 
The prediction is voiced, too, that “supermarkets, 
dime stores and drug stores will be selling files, type- 


writer stands and desks’’. 
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ontrast, a forecast is made that office furniture 
will be sold primarily from showrooms by firms special- 
izing in complete offices. ‘Sales engineering, instead of 


just order taking”’ is ahead. 


Great improvement in the office furniture industry is 


certain, say many dealers, “as management becomes 
more style and color conscious.’’ The word “‘color’’ runs 
through dozens of the forecasts as increased emphasis 
on appearance shows up in the crystal ball 
What will the furniture of tomorrow look like? 
Here's what ts toreseen: 
Plastic desks.”’ 
Trend to modular units.”’ 
Built-in television and intercom equipment.” 
Trend towards greater efficiency in design.” 
Annual model changes.” 
More functional type furniture with clean lines 
utilizing more serviceable coverings and less-expensive 
type of construction. 


Many extreme designs and use of lighter plastics. 


Period Styles Revived? 

A trend back to the period type furniture, thus en- 

tailing selling much the same as was done in the late 
iQ’s 

Twenty-four inch pedestals on desks and varied tops 

with overhang, all shipped knocked down because less 


space will be required 

More metal furniture with decorative finishes and 
plastic tops, all modular.” 

Lighter-in-weight, interchangeable furniture in all 
offices sold at lower price range in all lines.” 

This trend toward colorful, modular and efficient 


furniture means, according to one dealer, that “through 
acceleration of present growth of interest in style, the 
office of 1968 will be far more different from that of 


1958 than 1958's was from 1948's.’ 
1 
More co-ordinated planning will be necessary in sell- 
ing during the next 10 years, the majority of firms have 
decided, and the increasing importance of the designer 
is stressed in such comments as these 
Interior decorating services will be a must 
| Major sales will depend upon planning and lay 
outs 
To s ire first-class orders the dealer must prepare 
. to do a first-class decorating job and render the com- 
plet S 
| More Planning Forecast 
There will be more office planning, better use of 
olors, upholstery, drapery and floor covering materials.” 
Major name decorators will take over minor or fill-in 
orders for retailers.” 
Specialization is ahead in the use of design talents.” 


How will the manufacturer fit into the new office 
lising furniture picture? The dealers assert: 


Th must be price controls on Fair Trade agree- 
ment 
There will be a gradual shifting of inventory in 
stment trom dealer to manufacturer 
Larger dealers will be forced into manufacturing 
Ol furniture 
It will resolve into a discount business.”’ 
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Here's composite picture of 
the men who made 
these predictions: 


Type of Business—Office furniture, station. 
ery and office machines. 

Position in Company—Owner. 

Schooling—Some college. 

College Major—Business. 

Magazines Found Most Useful—Office 
Appliances, Geyer'’s Dealer Topics and, 
Business Week. 

Average Age—‘45 to 54. 

Automobiles Owned—One, |957 or 1956 
model. 

Pefsonal Income (!956)—$1!0,000 to $14,- 
999 


Church-Going—Regularly or occasionally. 

Hobbies—Golf, fishing, photograph, gard- 
ening. 

Civic Activity—Service club. 

Professional Club Membership—No. 

Retirement Income Plan—None. 

Military Service—Yes, World War Il, in 
Army. 

Office Furniture Business Tenure—!8 years. 

Planned Retirement Age—65. 

Forecast For Business—Remain the same. 

Previous Business—None. 

Father's Occupation—Office furniture. 

Market Value of Residence—$ 30,000. 

Insurance Carried—$49,000. 

Number of Children—Two. 


And one dealer makes this dire prediction: 

“Unless dealers get together and stop discounting to 
a point where it is no longer profitable and manufac- 
turers discontinue selling to discount houses, all furni- 
ture will be purchased direct from the manufacturer.” 

Carefully analyzing the returns of the NOFA ques- 
tionnaire sent to 3,000 dealers, the firm of David Him- 
melbau & Co., certified public accountants of Chicago, 
discovered that the dealers picture the greatest returns 
for an executive when he gains an up-to-date office as 
being (in order of importance) : 

1— Efficiency. 

2—-Job satisfaction. 

3—Personal contentment. 

i—Company loyalty. 

The major changes in office furniture during the next 
10 years are analyzed as trend to modular or more 
modern type, better design and style and more color. 

The average amount that should be spent furnishing 
the office of a vice-president of a corporation doing 
$10,000,000 worth of business annually is figured at 
$5,300. 

And as a clincher in their campaign for selling more 
office furniture, the dealers assert that executive turn 
over could be improved from 10 to 25% by improved 
or modernized executive offices 
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BANK OF THE SOUTHWEST — 

Houston, Texas 

rx GF Installation by Wilson Stationery 
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TEXAS NATIONAL BANK — 
Houston, Texas 

GF Installation by Wilson 
Stationery & Printing Company 












FIRST WISCONSIN NATIONAL BANK AND 
BRANCHES — Milwaukee, Wis. 
GF Installation by A. W. Bolingbroke Company 
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GENERAL FIREP ROOTING 


Foremost \n Metal Business Fycniure 






50 OA-4/58 OA 


REPUBLIC NATIONAL BANK OF DALLAS — 
Dallas, Texas 
GF Installation by Stewart Office Supply Company 





COMMERCIAL CREDIT COMPANY — 
Baltimore, Md. 

GF Installation by 

Baltimore Stationery Company 
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ah Peas t 
FIRST NATIONAL BANK OF hese Wd 8siecs canons 
ATLANTA, Atianta, Ga. haa yA 0 aon 
GF Installation by Carithers, Hiedana sel se so datalete 


Wallace & Courtenay, Inc. bal lt uu ! 





rs In Finance Land, U.S.A. 


Furnishing our nation’s banks and financial institutions with the 
world’s finest metal business furniture, GF dealers are helping to 
create pleasant, work-conducive surroundings that heighten pro- 
ductivity and morale. ° 











The proven sales abilities of these dealers—backed by GF’s design 
leadership, complete product line, sales help and national adver- 


tising program—have and will continue to generate new opportuni- G ion N E R A L 
ties for sales in the financial field. 
FIREPROOFING 


This mutual cooperation between General Fireproofing and its 
dealers makes the GF franchise the most valuable in the industry. 
The General Fireproofing Co., Dept. X-12, Youngstown 1, Ohio. 


MODE-MAKER, GENERALAIRE, 1600 LINE DESKS * GOODFORM ALUMINUM CHAIRS 
SUPER-FILER MECHANIZED FILING EQUIPMENT @ SHELVING © PARTITIONS 
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The Program 


Thursday, March 27 


9:00 A.M. Registration, Lobby of Bellevue-Stratford Hotel 
9:00 A.M.-5:00 P.M. NOFA Sales Institute 
12:15 P.M. Sales Institute Luncheon 
12:15 P.M. NOFA Officers’ Luncheon and Conference. 
Friday, March 28 
9:30 A.M. NOFA Business Meeting (Clover Room) 
11.30 A.M. Opening Luncheon 
Address: Arthur E. Sullivan, editor Dun's Review 
1:00 P.M.-6:00 P.M Exhibits, Convention Hall 
2:00 P.M. Unveiling of Exhibitors’ New Products 
8:00 P.M. Emergency Aid of Pennsylvania Spring Soiree and Style Show 
Victor Borge Concert, Champagne Party 
Saturday, March 29 
8:00 A.M. Workshop Breakfasts 
Dealers’ Lead William Cole, Walsh Bros., Phoenix, Ari: 
Manufacturers’ Leader J. Lou Mann, Sturgis Posture Chair Co 
Representatives’ Leader Milton Stone, Stone-Newman Asso 
ciates 
11:00 A.M. Report of Workshop Groups 
' 1:00 P.M.-6:00 P.M. Exhibits, Convention Hall 
7:15 P.M. Annual Banquet 
” Address: Philip M. Talbott, president Chamber of Commerce 
United States 
Entertainment: Denise Darcel, motion picture, TV actress 
Sunday, March 30 
5 9:00 A.M. Registration 
. 9:30 A.M.-10:30 A.M Non-denominational Religious Service 
Sermon: John C. Smith, Blaw Knox Co., Pittsburgh 
Music: Temple University Choral Group 
| Presiding: L. E. Fisher, Wagner-Henzy-Fisher Co., Cleveland 
11:00 A.M.-6:00 P.M. Exhibits 
8:00 P.M. “Brainstorming for Profit’ Session 
Dr. Joseph Thompson, Michigan State University 
Monday, March 31 
9:30 A.M. “Office Furniture Clini 
Moderator: George Stuart, George Stuart, Inc., Orlando, Fla 
11:30 A.M. Closing Luncheon 
Address: Ralph Noble, Color Stylist 
1:00 P.M. Exhibits open to public by invitation 
6:00 P.M. Convention Adjournment 
Ladies Program 
Friday, March 28 
9:00 A.M. Registration 
9:30 A.M. Get Acquainted Coffee Party and Treasure Hunt, Gray Suit 
12:30 P.M. Ladies’ Luncheon 
Address: “The Great American Boulevard of Style’, Kittie Camp 
bell, fashion editor of the Philadelphia Bulletin 
8:00 P.M. Exhibit Benefit Party 





10:00 A.M. 
12:30 P.M. 


7:15 P.M. 
2:30 P.M. 


10:00 A.M. 
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Saturday, March 29 
Continental Breakfast, The Capri Restaurant 
Ladies’ Luncheon at John Wanamaker Co 

Speaker: Ralph Noble, color stylist. “Color in the Hous« 

Annual Bang 

Sunday, March 30 
Historical Bus Tour 

Monday, March 31 
Ronda the Palmist, from Commodore Hotel 


New York City 


| NOFA Program, 
f 





John E. Mossman 
president, NOFA 






Philip M. Talbott 
president, G. of “a 


: . 


John C. Smith 
Blaw Knox Co. 








Arthur Sullivan 
Dun’s Revieu 


Entertainers... 





Denise Darcel Victor Borge 
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Exhibitors at Philadelphia 


The Exhibitors 


A 
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Eq I Div 1 Aurora 
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250-251 

»ducts 263 
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46 
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310 
00-61 
56-57 


110 


241 
Co 49 


230-231 


Q 
124-125 

Inc 254-255 
1? 

oO 284-285 
13 

67-68 


0 136-137 


19 


Hale Industries In 

Hamilton Mfg. Corp 

Hanes Chair & Furniture Co 
Haskell, Inc. 

Herring Hall Marvin Safe Co. 
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157-158-159 


100-101 


202 


40 1-402-403-404 


[The Hall's Safe Co 

H-O-N Co 

Hoosier Desk Co. 

Howe Folding Furniture Inc 


I 
Interiors Magazine 
Imperial Desk Co 
Indiana Chair Co 
Indiana Desk Co 
Interior Design 
Invincible Metal 


Furniture Co 


Irval Associates 
J 
Jasper Chair Co 
Jasper Desk Co 
Jasper Office Furniture 


Jasper Seating Co 
Jens Risom Design Inc. 
Johnson Chair Co 

K 
Keller-Grosteld 

I 
LaSalle Products Co 
Lehigh Furniture Corp 
The Leopold Co 
Lewis Steel Equip. Co. 


M 
B. L. Marble Chair Co 
Masland Duraleather Co. Inc. 
Modern Office Procedures 
Marnay Sales Division 
Maso Line by 


Interstate Metal Products Co., 


Mayfair Industries, Inc 
McDonald Products Corp 
Meilink Steel Safe Co 
Metalstand Co 

Midwestern Mfg. Corp 
Milwaukee Chair Co 
Herman Miller Furniture Co 
Monarch Furniture Co., In 


Mueller Metals Corp 
Murphy Miller Inc 
Murphy Mfg. Co 


My rtle Desk Co 


N 
National Lock Co 
National Store Fixture Co. Inc 
Neiman Steel Equip. Co 
NOFA Philadelphia Chapter 
NOFA News, Insurance 


Nucraft Furniture Co. ........ a 


O 
[he Oftice 
Office Suites, Inc “ 
Orna Metal Products Co. 
Office Appliances 


212 


24-25-38-39 


238 
258 


12 
126-127 
152-153 
152-153 

248 


,7 


, 29 


237 
140-141 
169-170 

171 

62-63 
148-149 


35-36 


162 
78-79 
167-168 
234-235 


128-129 
58-59 
30 
74-75 


Inc. 228 
40 
308-309 
203 
204-205 
252 
114-115 
84-85 
108-109 
50-51 


260-261-262 


249 


266-277 


156 


..246-247 


. 105 
283 


220 


106-107 


64 
41 
_ 242 


409 


p 
Peerless Steel Equip. Co 
112-113-122-123 
Penco Metal Products 17 


Polar Mfg. Co 164-165 
Port-A-Wall Office Partitions Div. 
of Hemisphere Steel Prod. Corp. .. 300 


Precision-Posturect Chair Corp. ..102-103 
Princeton Upholstery Co. 215-216-217 
Prosperity Co., The 14-15 
Protectall Safes 77 
Probber, Harvey, In 405-406 
R 
Rishel, J. K., Furniture Co 305-306 
Royal Metal Mfg. Co. 80-81 
S 
Sani-Top Inc . & 
Sainberg & Co., Inc. seen 
Scerbo, Frank, & Sons, Inc. 150-151 
Schwab Safe Co., The . — 
Security Steel Equip. Corp. ...505-506 
Shelbyville Desk Co. 256-257 
Shepherd Casters, Inc wos GOO 
Sight Light, M. G. Wheeler Co. 154-155 
Smith Metal Arts Co., Inc. nip 
Smith System Mfg. Co . 259 
Smokador Manufacturing Co., Inc..... 
303-304 
Smo-King Products wine 
Stacor Equipment Co. 72-73 
Standard Furniture Co ss 146-147 
Star Chemical Co . 48 
Stuart, John, Inc 22-23 


Sturgis Posture Chair Co. . 200-201 


Stylex Seating Co rs 163 
Supreme Steel Equipment Corp. ..301-302 
1 
Taylor Chair Co —_ . 307 

Textileather Div 

The General Tire & Rubber Co. ....37-26 
Thomas Furniture Co. 140-141 
Tiffany Stand Co 116-117 
Toledo Metal Furniture Co. 213-214 
Tropicraft « ae 

U 
United States Rubber Co. 44-45 


Upholstery Leather Council 407-408 


V 
Valco Co. 243 
Victor Safe & Equipment, Dealer 
Sales, Remington Rand Inc., Div., 


Sperry Rand Corp. . 138-139 
Virginia Fibre Corp. . nmchenteeh ae 
Vogel Peterson Co . 313 

Ww 
Wells Chair Corp 264-265 


Westcort Co. 215-216-217 
Westin Nielsen Corp. 206-207-208 
Wood Office Furniture Institute 507-508 


Y 
York Safe & Lock . 118 
R. Young Associates .. 166 
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Acme Lite Product 
Alma Desk Compan 
American Chair C 


Anco Wood Specialti: 


Ard Mfg. Co., Inc. 
Art Metal Constr. C 
Art Steel Co., Inc. 
Atlas Stencil File 

Aurora Steel Prods. 
Associated Plastic: 


Badger, Inc. 

Bay Products, Inc. 
Bentson Mfg. Co. 
Berger Div., Reput 

Corp. 

Bernard-Franklin Co 
Boling Chair Co. 
Borroughs Corp. 
Bright Chair Co 
Browne-Morse Co. 


Brush, John D., & C 


Clarin Mfg. Co. 
Central Desk Mfg. 
Cole Steel Equip. C 


Columbia Steel Equip. 


Corry-Jamestown Mfg. 


Cc 


Cramer Posture Ch 


Inc. 


Crysto-Mat Co. 


Davenport, A. C., & 
Dazor Mfg. Co. 
Delta Products 
Designcraft Meta 
Diebold, Inc. 

Dolin Metal Prod. 


Durable Metal Prod. 


Eisen Brothers 
Equipto Division 
Evans Metal Prod. 


Faultless Caster C 


Fiberesin Plastics Co. 


Fritz-Cross Co. 
Frontier Mfg. Co. 


General Fireproofing 


Globe-Wernicke Co. 
Greeff Fabrics, Inc. 
Grosfeld House 
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Shepher J = Ters 
Site-Filing 
Smokador Mfg 
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Standard Furniture Co. 
Stanley Mfg. C 
Steelcase 

Steger, H. A., Co. 
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Stationers Mfg. Co. 
Sturgis Posture Chair 
Supreme Steel Equir , € 


Taylor Ck Th & 
Textileather D 
Tiffany Star 


Tropicratt 
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Valco Co. 

Victor Safe and Equip. C 
Virginia Fibs 
Visi-Shelf File, Inc. 
Vogel-Peterson C 


Watson Mta. Co. 
Welham Metal Prod. C 
Wells Chair Corp. 
Western Mfa. Co. 
Whirl-O-Mati 
Worden C 
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LOOK! 


Royal portables 
are whipping up 


SPRING 


OA-4/58 


That’s right! With millions of young 
people graduating into the nation’s high 
schools and colleges this spring—(and 
many of them in your area)—the gradu- 
ation gift business will be booming! 

And Royal’s ready and waiting to scoop 
up a mighty chunk of this business with 
the greatest and biggest graduation pack- 
age ever for Royal Portables. 


That includes a profit-proved promo- 
tion program that will pile up the sales 
around your cash register. 


Keep on the lookout for it. Get your 
Royal Representative to give you the 
facts. And start stocking up for a gale of 
profits coming your way this spring! 





the world’s 
most-wanted portable! 


Product of Royal McBee Corporation 
world’s largest manufacturer of typewriters 
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Shaw-Walker Clutter-Proof 
Desks Chosen by Surety Life 





e AFTER NEARLY a year’s study the planning 
committee of Surety Life Insurance Co. in Salt Lake 
City, Utah, chose Shaw-Walker equipment for use 
at all official levels and for every office job 

It was an office planning job done by the sales 
manager of The Kelly Co. of Salt Lake City 

After living in the new quarters for six months, 
Surety Life officials say Shaw-Walker Clutter-Proof 
desks improved their way of “office life’ as much as 
Surety’s impressive new building. 

President Lewis T. Ellsworth declares 

“With Carlyle (Shaw-Walker desk), everything I 
need is organized inside the desk drawers and the top 
is always clear for work at hand. Moreover, the big 
fan-shape top is ideal for conferences and it presents 
an impressive appearance 

Executive offices were equipped with the Carlyle 
fan-shape top conference desks and triple credenzas. 

In many departments the equipment consists of 
Stylized desks with rear overhang top. Matching 
credenzas and desks have linoleum tops in color. 

Chairs are the Shaw-Walker Correct Seating styles. 
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™ Exterior view of the Surety 
Life Insurance Co. imposing 
building equipped with office 
furniture by The Kelly Co. in 
its home city of Salt Lake City, 
Utah. 


4 President Lewis T. Ellsworth 
uses Shaw-Walker's Carlyle 
desk with fan-shape _ confer- 
ence top and triple credenza, 
both color-styled. ‘‘The big 
fan-shape top is ideal for con- 
ferences and it presents an im- 
pressive appearance,’ the ex- 
ecutive says. 





“~ Stylized desks with rear 
overhang tops were selected 
for the policy owners’ depart- 
ment. Matching credenzas and 
desks are blonde tan with am- 
ber tan linoleum tops. 
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more food ways to make money 


More ways to make money because here you have, through one 
franchise, the most all-inclusive range of quality equipment in the industry. 
Good ways to make money, too. With Art Metal you have unlimited 
versatility in helping customers get increased office output, along with 
floor space economy. This means good sales because it profits the customer 
as well as the dealer. It’s a key advantage of Art Metal’s completeness 
of line and adaptability to individual work-station needs. 
Businessmen proudly buy the best when they see how quality pays its way 
in economy. It’s easier to show them both with Art Metal. 
And watch how they come back for more! 
Art Metal Construction Company, Jamestown, N. Y. 











GENERAL OFFICE DESKS AND CHAIRS. 
Three desk lines in a complete range of sizes, styles and 
colors. Chairs with exclusive comfort features. 





FILING FOR EVERY NEED, including Insulated Files 
Speed-Files . . . Multi-Files . . . Open File 
Shelving .. . Vertical and Visible Indexing. 






ooh 
rT TTT EVERYTHING FOR THE EXECUTIVE OFFICE. Desks, 
; chairs, Credenzas and auxiliary furniture. 
gegere: \ Beautifully color styled. Finest construction. 
—— PLANFILES. Vertical filing for 
engineering drawings. Save up to 57% 
floor space. Four sizes. 
“MODULAR” WORK STATIONS. Work tops, 
files, drawers and accessory units, plus movable 
glass-paneled steel partitions 
The franchise that makes more oF 
sa 
office equipment easier to sell. Pin; 
u 28 as at 
mE va 
i) 





/58 OA—4/58 57 




















new : for the OFFICE 


EXECUTIVE GROUP 





Grosfeld-Keller 
215 E. 58th St. 
New York, N. Y. 
The “Chief Executive’’ group, Series 100, includes a 
single pedestal desk, executive storage cabinet, and 
swivel chair. Pedestal is of walnut, measures 29 by 78 
by 36 inches and is equipped with one small drawer 
and one file drawer. The cabinet is 25 by 87 by 18% 
inches; it contains storage space, three shelves, three 
drawers, and a section fitted with dictaphone slide and 
metal-lined waste drawer. Chair has walnut frame and 
base, foam rubber cushion 

—Inquiry Card No. 16— 


EXECUTIVE UNIT 





Peerless Steel Equipment Co. 

66C4 Hasbrook Ave. 

Philadelphia 11, Pa. 

A complete line of metal executive units 
known as the “20th Century Line’ has been 
announced. Styling emphasizes contemporary 
slim, trim lines. Shown here is an adaptation 
with modular units to the T-styled arrange- 
ment. This line will be available in a wide 
range of functional decorator colors and in a 
complete selection of flat tops as well as cor 


ference over-hangs, secretarial, calculating, 
and single pedestal desks. In addition, the line 
will feature credenzas, typewriter wings, ar 


companion pieces. 
—Inquiry Card No. 18— 





EXECUTIVE MODULAR UNIT 





The Globe-Wernicke Co. 


Norwood, Cincinnati 12, Ohio 

Shown is one of many arrangements that may be made 
with the company’s Executive Techniplan metal modular 
office furniture, available in a wide choice of colors and 
styles of hardware. Specially arranged filing drawers and 
cabinets yield an integrated custom-made unit composed 
of standard elements. Tops are of Micarta laminate in 
soft color, a choice of five available. The accent colors 
of drawer fronts and sliding doors may be chosen from 
a variety of six, and the body color of pedestals, filing 
units, bookcases, and legs is available in eight colors 


SWIVEL CHAIR 


Lehigh Furniture Corp. 
16 E. 53rd St. 
New York 22, N. Y. 


The ‘Bucket Executive Swivel’ 
is one of the company’s new 
5000 group. Inspired by the 
bucket seats of modern sports 
cars, it is mounted on a spec- 
ially designed aluminum base. 
Available with a pleated back 
as pictured) or with a paneled 
or plain back. Its 35-inch 
height is adjustable; width and 
depth are both 26 inches. 
—Inquiry Card No. 19— 


—Inquiry Card No. 17— 


EXECUTIVE CHAIR 





Stanley Mfg. Co. 
2310 N. Main St. 
Fort Worth, Tex. 


Executive chair of the Bond 
Street Group designed for com- 
fort, the new No. 124% fea- 
tures two inches of foam rub- 
ber over rubberized hair, coil 
springs, and solid webbing in 
the back and a molded foam 
rubber cushion on a rubberized 
hair and elastic Flex-l-Base 
seat. The arms are padded 
with foam rubber. Cushion is 
reversible with grospoint on the 
under side 


—Inquiry Card No. 20— 


For More Information Use Inquiry Card Facing Page 70 


58 


OA-4/58 





BOOKCASE 





Hale Industries, Inc. 








EXECUTIVE SWIVEL CHAIR 


Wells Chair Corp. 


SECRETARIAL CHAIR 





Stylex Seating Co. 
911 Walnut St. 
Philadelphia 7, Pa. 





de Herkimer, N. Y. Michigan City, Ind. This posture chair has a new 
lar ntroduced as the “Sheer Look,” a A new member of the company’s cast aluminum base with 22- 
nd new line of walnut bookcases pro- Aristocrat line is the Aristocrat Pres- inch spread and baked-enamel 
nd vides simple and functional adjunct ident shown here. This executive finish which matches the chair 
ed to modern executive installations swivel chair is cushioned on the back frame. Satin aluminum scuff 
in These open bookcases, which feature with 4-inch Kaylon foam rubber; on areas are also a feature. Cush- 
Dr beveled edges and mitered corners, the arms it is 3¥ inches. The seat ioned backrests are mounted 
m are designated as the ‘1100 Line,” cushion is also of Kaylon foam, mea- on a spring steel back post 
it uitable for offices of all types, for suring five inches in depth. . with a three-way back adjust- 
¥4 bbies and reception areas. All are 3 ment. Has heavy vinyl protec- 
36 inches wide and 11% _ inches —Inquiry Card No. 22— tive bumper and ball-bearing 
deep, but vary in height—30, 36, soft rubber casters. Finished in 
and 48 inch models being available metallic gray, mist green, or 
with a choice of three different bases tan. U. S. Naugahyde uphols- 
Shelves are adjustable. tery offered in nine colors. New 
—Inquiry Card No. 21— catalog available 
—Inquiry Card No. 23— 
EXECUTIVE DESK PHOTOGRAPHIC MURAL 
nd Steelcase, Inc. Foto Murals of California, Inc. 
m 1491 Division Ave., S. Beverly Hills, Calif. 
Ye Grand Rapids 2, Mich. One of many available full-color mural ‘‘scenics’’ meas- 
ib- The showpiece of the company’s Flight Line is uring 15 by 6 feet, the “Enchanted River’ is designed 
oil this Sabre desk, one of three executive models. to fit any wall. Comes in sections that are said to be as 
in The seven-foot desk top is accented by stain- easy to apply as is wall paper, and may be bordered with 
3m le teel binding, matching drawer pulls, and draperies, frames, valances, or complementary wall pa- 
ed 1 tri-point tubular top support. Pedestal con- per. Also may be had in subtle neutral tones. Smaller 
1SE tains four drawers which glide on nylon rollers size available as wood-framed ‘’Muralettes.”’ 
led for near noiseless operation; two drawers are —Inquiry Card No. 25— 


i personal, one with built-in convenience tray 
he ibre may be used alone or with space-saving 
rtible units 


—Inquiry Card No. 24— 


For More Information Use Inquiry Card Facing Page 70 
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from the Flower Wedding Line... 





bY REGENCY 


/ £ 4 7 ~ 
Vd ana. Wri Cadwata Ll 2 Ya tro 


VETIAN 


e WM» and lors e How Je4 th ‘ WG Venti ~ 


LORENTINE 


A; ana As Olham Xp ZY) NING 


EM +4 


Regency Heliograving (not to Mr. and Wrs. Arthur R. Broderick 
be confused with engraving) FLORIDIAN 


stimulates sales for you with 
M; and Mrs George 


a 
on 


all these extra advantages! 

@ joined letters in exclusive new 
Regency scripts! 

m sharper, more legible letters! 


BA 2 


Wr. and Mrs. Chomas Barry Nichols 


@ superior craftsmanship at an LONDON TEXT 
amazingly low price! 


w new effects with superimposed 
and angled letters! 


most popular faces of the year! 





FREE! 


Flower Wedding 
Line Catalogue 


Features a complete selection 
of all the most asked-for styles! 
Postpaid shipment within two 
days of order! Liberal discount! 
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address your request on your business letterhead to: 


REGENCY THERMOGRAPHERS 


28 West 23rd Street, New York 10, N. Y. 
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STEELMASTER 


Serie EQUIPOS PARA OFICINA 
& yy, ! A Marca de fama mundial estilo moderno—Grado “A” 


Serr Complemebre 








= 










No. 7572 


z . . > 2 
Dresden Crmplrcller Dypisl Clerteal - 


Otros estilos disponibles. Solicite el catdlogo. 
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Mle Sillas de fama mundial, Grado “A”, para todo procedimiento de oficina 


, al 


Cat. No. Cl Cat. No. C2 ‘i Cat. No. $Cl ’ Cat. No. TC1 
Yr Ue. Seardlary Gaurd Dypesture 


Seleccién del aleance mas amplio de colores modernos—telas de fama mundial 
— —artesania sobresaliente 



























Serie OIZ077773 
_— 4 Sillas 


* Moderna * Distinguida + Impresiva 










Las muevas modernas sillas 
para areas de recepcién— 
interiores—todos sitios 

























Seleccién del alcance mas amplio 
de colores modernos—telas de fama 
mundial —artesania sobresaliente 


art steel co., inc. 


170 w. 233rd st. n. 
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OCCASIONAL CHAIR 





Jasper Chair Co. 

Jasper, Ind. 

One of the company’s Nordic grour 
specifically designed to complement 
existing office settings. Of Danish 
design, this chair (921-US) and others 


in the line are constructed of solid 
woods—ook or walnut—and equipped 
with scuff plates and ball bearing 
casters. 


—Inquiry Card No. 26— 


FOLDING TABLE 


F" 








Hanlen Products Corp. 
1021 N. Woodward 
Birmingham, Mich. 
The Bali-Hi Foldaway table is described 
by the company as the answer to meet the 
need of sales meetings or conferences 
where extra tables are needed. It can also 
hold a typewriter or business machine for 
use in the office, home or a crowded 
classroom. Suggested as a sales promotion 
item for a portable typewriter 

—Inquiry Card No. 27— 


new ‘for the OFFICE 


EXECUTIVE DESK 





Invincible Metal Furniture Co. 
842 S$. 26th St. 
Manitowoc, Wis. 


The desk shown here is known as 
cible Mono-Wing Modernaire with the Aero- 
Grill pedestal.’’ Its over-all length is 83 inches; 


SIDE CHAIR 





The Worden Co. 

200 E. Seventeenth St. 

Holland, Mich. 

A new series of chairs with 
Danish modern styling is avail- 
able in walnut or oak wood 
frames. May be had in the 
standard wood finishes of wal- 
nut, mahogany, and “‘softone”’ 
oak or in custom finishes on 
special order. Upholstered to 
suit dealer or interior decorator 
in complete selection of Eagle- 
Ottawa leather and U. 5S. 
Naugahyde materials or in 
custom coverings on special or- 
der. Cushion is foam _ rubber. 


—Inquiry Card No. 28— 


L-SHAPED DESK FOR NEW SERIES 


The Jasper Desk Co. 
Jasper, Ind. 


) —T i 
_ = . ul 
‘ . : 


~~ 


One of a line of new components of the company’s 


Color Convertible ‘10’ 


to be exhibited at the 


Invin- NOFA convention. These components were designed by 


Ken White Associates to tie in with standardized parts 
of the existing ‘10’ series to give dealer and decorator 


the depth over the pedestal is 36 inches; while greater versatility and flexibility within the line. New 


the depth over the aero-grill 
inches. May be had with a molded edge top, 
quare edge 


square edge linoleum tof 


Textolite. 


—Inquiry Card No. 29— 


pedestal is 30 


finishes and colors are featured. 
—lInquiry Card No. 30— 


For More Information Use Inquiry Card Facing Page 70 
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Today’s Contemporary — for Today’s Executive 


ed Re ee pee ee ee ee oe | 


. 
? 
sel 


' 
‘ 
i 


rene Wephe a Wee 


~ hehe O Gar ate 


Modern in concept—yet forever new. Here is 
a Neoclassic presentation of Wood Office 
Furniture by Alma, a gentle reminder of the 


Masterpieces of the past. 


The warm blending of Cherry and Walnut 
woods, the floating lines and subtle contours 


create a natural setting of businesslike efficiency. 


Ask for catalog illustrating the Director Series. 























EXECUTIVE CHAIR 


! 





& 4 


Royal Metal Mfg. Co. 
1 Park Ave. 
New York, N. Y. 
Executive chair No. 1202 is one of the new 
Park Avenue series of executive, secretarial, 
and guest chairs designed in Danish modern 
to complement current high-styled office 
settings. Baked enamel finishes on steel 
square tube construction will be available in 
a wide range of decorator colors. New up- 
holstery coverings will fit into any designer's 
plan, company states 

—Inquiry Card No. 31— 


EXECUTIVE DESK 





Romeo Equipment Co. 
356 Market St. 
Kenilworth, N. J. 
The Romco Aristocrat Senior is a stand 
ard 30 by 60-inch desk with a 36 by 72 
inch contour top that is curved in the 
back and tapered on the sides. It was 
designed to show to best advantage 
when standing in the middle of the of- 
fice. Available both in the linoleum top 
and in the plastic top 

—Inquiry Card No. 33— 


For More Information Use Inquiry Card Facing Page 70 


new 'for the OFFICE 


DESK & CREDENZA 





Corry-Jamestown Mfg. Corp. 


Corry, Pa. 


The new ‘’medallion’’ line of steel inciudes thi 
desk and credenza which, the manufacturer 
states, incorporates all that executives look for 
furniture. The line feature 
dramatically-styled hardware, legs, and top 
Modern color treatments are available as well 
as the more conservative metallic and deep 
toned browns. Desk top materials include white 
and walnut-grained Formica 


—lInquiry Card No. 32— 


in their office 


CONTOUR CHAIR 





Thomas Furniture Co. 
High Point, N. C. 


A recent addition to the ‘’Blue 
Chip’ line designed by Ken 
White Associates, this contour 
chair is said to offer a maximum 
in comfort and contemporary 
elegance for lounge and recep- 
tion room settings. Covered in 
leather or vinyl plastic, it fea- 
tures suspended frame _ con- 
struction. 


—Inquiry Card No. 34— 








signed for the “‘limited budget’ 
buyer, for use in the office and 
in the home. Suitable for type- 
writers, hand-operated adders, 
or where limited space is avail- 
able. Top measures 15 by 18 
inches; each leaf is 9 by 15% 
inches. Equipped with soft rub- 
ber, swivel casters and front- 
wheel brakes. 


—lInquiry Card No. 35— 





| 
Tiffany Stand Co. 
7350 Forsyth Bivd. 
St. Lovis 5, Mo. 
Model 7711, called Tiffany 
Jr.,“" has been specifically de- 





America’s finest desk achiewement 
at a price that assures you sales 


Tala 
YAS L i$ the new desk line that suddenly makes all others in it relate: fale imme) le mielialiel 


Full One-piece wrap-around pedestal; forward-look legs; quality, fool-proof locking device; and rece 


ea 
back are but a few of its plus-features. Available in fashion-toned shades, in double pedestal, single pedesta 
secretarial and executive “overhang” styles to show it, is to sell it. Send for our full color “Statesma 


brochure . . . today! 


SEE IT AT NOFA, BOOTHS NO. 204-205, MARCH 28-31, 1958 
METALSTAIND 
“f . ‘ 
7 gm 3 
v i | 


iJ [soles ioleteletcekeys ~ 




















MODULAR UNIT 





Designcraft Metal Mfg. Corp. 
155 27th St., 
Brooklyn 32, N. Y. 
Designcraft has recently introduced its versatile 
credenza series which can be co-ordinated with 
the company’s desks to yield flexible modular 
units. A wide choice of drawer arrangements 
is available. The line is fully presented in the 
company’s new color catalog which may be 
had upon request. 

—Inquiry Card No. 36— 


new . 


SWIVEL ARMCHAIR 


STEEL CARD TRAY 


Weis Mfg. Co. 
162 Union St. 
Monroe, Mich. 








LOUNGE FURNITURE 
EE ta 
sa 





The B. L. Marble Chair Co. 

Bedford, Ohio 

This new ‘Finlandia’ unit consists of a chair 

and two-passenger settees suitable for office 

and informal reception use. Cushions are foam 

rubber over elastic springs. Zippered covers 

are available in leather, Naugahyde, or fabric 

Wood is walnut and can be matched to any 

sample. Illustrated folders are available 
—Inquiry Card No. 37— 


for the OFFICE 


POSTING TRAY 





The Currier Mfg. Co. 
2448 W. Larpenteur Ave. 
St. Paul 8, Minn. 


This sturdily built ledger card 


Steel card tray without cover 

provides greater convenience pom trey = equipped with 

where such trays ore in per- a ribbed, no-slip bottom and a 

manent daily use and where — oO Graver: tpg. 

| fs 

quick reference is required. a andles at each end fa 

Badger, Inc. Sizes: 3 by 5; 4 by 6; 5 by 8 cilitate easy handling. Avail- 


King at Front St. 

La Crosse, Wis. 

The Luxco swivel armchair, Model 
1020, has all the standard features 
of the line. These include ball bear- 
ing casters, stainless steel scuff plates 
steel seat pan and foam rubber elas- 
tic Naugahyde. Also has stamped 
one-piece undercoated steel base 

—Inquiry Card No. 38— 


green. 


Baked enamel finish in nu-tan, 
nu-green, silver-gray, and dark 


—Inquiry Card No. 39— 


able in olive green, mist green, 
copper tan, walnut brown, and 
office gray. Catalog number is 
No. 165. 

—Inquiry Card No. 40— 


For More Information Use Inquiry Card Facing Page 70 
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1% 


Naturally Im gold on | wetts' 















. » - and you will be too when 


you see us in Philly at NOFA! 


Only Wells offers so 
much, yet modestly priced, in 


fine office seating. 


THE ARISTOCRAT ‘'DEBONAIR" 
POSTURE CHAIR NO. 372 


Ouly #6G22 o«. 


*So is my boss! 








able. Write Miss Betty Miller. 





CHAIR CORPORATION 
Michigan City, Indiana 


4/58 OA-4/58 67 























rine CASE FN G 2 





Sees | ON ATE > ASe S 


Flexibility Personified for Every Modern Interior! 








1100 SERIES 
CASE 1148-W WINTHROP GROUP 





CASE #1006 
NEW CONCEPT DESIGN 
SHAPED WOOD LEGS . . . IN THREE HEIGHTS 























Here's the brand new series which has received almost over- 
night enthusiastic approval from office buyers everywhere. 
The three groups: Premier, with tapered brushed brass legs; 
Winthrop, with shaped wood legs; New Yorker with a box 
base . . . provide ample selection for that custom look at 
down-to-earth prices. 

The 1100 series was developed for end-to-end or back-to- 


— 
wa 
back groupings and are furnished in modern space-saving 


open cases in hand-rubbed genuine walnut finishes. Write 


for special 1100 series literature With the many models available, various combinations of vertical and horizontal 
groupings are limited only by the imagination. All cases are of genuine walnut with 
colored interiors. Bottom sections are available with glass or wood doors. Write today 
for the “NEW CONCEPT” Design group HALE Catalog! 





Designed by We proudly present a masterpiece in the fine art 
of cabinet-making...truly worthy of HALE’S fifty 
year heritage for making “the best in wood.” 
Magnificently conceived by award-winning Indus- 
trial Designer, Ken White, the “NEW CONCEPT” 
DESIGN GROUP — 1000 Series fills the need for 
sectional cases flexible enough to serve the 
“modern-minded” interior in a multiple of ways. 






«+. FROM OUR TRADITIONAL COLLECTION 
Fashioned from genuine walnut oak and 
birch, our traditional lines are available in 
solid end design or in sectional construc- 




















tion. Receding glass doors (as illustrated 
here) or sliding doors or open shelves... é = | 
there's a lot of business to be had in Hale 
traditional bookcases. aad a = 
ee me 
NATION'S LARGEST MANUFACTURER OF WOOD SECTIONAL CASES peeuUsTRics. tue. 
YOU CAN’T AFFORD TO OVERLOOK BOOKCASE PROFITS. sicisamalees ha Hale, a | 
. TRADITIONAL, CONTEMPORARY OR MODERN .. aq Herkimer, New York J 
HALE HAS IT! 
68 OA-4/58 oy 











ital 
ath 


‘58 





No. 6815 Club Chair 





No. 6811 Chair No. 6810 Chair 


6800 SERIES. Here’s a neat Club Chair that meets every re- 
quirement for contemporary design, comfort and dt rability, at 
a remarkably low price. In Solid Walnut, featuring leather or 
Naugahyde upholstery No-Mar padded arms, brass ferrules on 
arm and club chairs. 


One sitting...and they’re sold! 


No. 1029 Side Chair 





No. 1005 Side Chair No. 1017 Side Chair 


1000 SERIES. A new and already popular general utility series. 


Ideal for general and private offices, as well as reception rooms, 


auditor ums, schools and clubs. 


Your inquiry is invited. 


orn sas vear WW BOLING CHAIR COMPANY 


siler city, nort carolina 
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new for the OFFICE 


SAFE-CHEST 


COMBINATION CREDIT FILE 


MODULAR BENCH 





Lyon Metal Products, Inc. 
23 Madison Ave. 
Avrora, Illi. 


Lyon modular type bench consists of 








steel top, cabinet, four drawers, and two Te @ 
base units. Pressed wood or laminated pan: 
hardwood tops are also available. Bench : 

may be purchased with eight drawers or issue 
two cabinets. Cabinet doors can be made The Schwab Safe Co. right 
to swing left or right egg by revers hateette, Dadi, signe 
ing the cabinet on its base. Two or more ice semi depute bi prom 


tops in straight-line or L-shaped arrange 


Diebold, Inc. 


specifically designed for ap- 














ments can be utilized with varying com 


binations of drawer sections and cab- 818 Mulberry Rd., S. E. parel shops, appliance dealers, 


Canton 2, Ohio cleaners and dyers, florists, Nev 


inets. dru feed and_=s hard 

—Inquiry Card No. 41— The Diebold Safe-Chest offers 9, ‘ araware 
both certified fire and burglary stores, garages and gas sta- To ol 
protection in one compact unit tions, and others. Inside drawer lists 
which, the company claims, will is 12¥%2 by 6 by 19; outside numb 
yield a reduction of up to 73% case dimensions are 17 by 91% 
in insurance premiums for the by 23 inches. y rer 
owner. Suitable for safeguard- —Inquiry Card No. 43— Catal 
ing accounts receivable, ledg- forwe 


ers, journals, deeds, titles, con- 
tracts, and other vital mate- 
rials. Available in six models 
with a wide choice of interior 
arrangements 


—Inquiry Card No. 42— 


WOOD DESK TRAY 





PANEL END TABLE 





Stempel Mfg. Co. 

2830 Roberta St. 

Dallas 3, Tex. 

This new Executive Series of wood 
desk trays is characterized by a ney 
type of lacquer finish developed t Haskell, Inc. 
enhance the natural beauty of the 303 E. Carson St. 
wood grain. Made of genuine walnut Pittsburgh 19, Pa. 

er clear oak, these trays have lock Designed for quality and durability at the 
joint corners with bottom tongue-and budget price level, this panel end table is 
grooved to the sides. A brown felt among the new products offered by Haskell 





pad on the bottom prevents marring It is scheduled for exhibition, along with 
of furniture surfaces. New catalog other steel furniture, at the annual NOFA 
available. convention 


—Inquiry Card No. 44— —Inquiry Card No. 45— 


For More Information Use Inquiry Card Facing Page 70 
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QUICK SERVICE = See Bureau... 
INQUIRY CARDS OFFICE APPLIANCES 


Please ask the manufacturers, indicated by the key 
numbers | have circled, to send further information 
without delay. 


»A's 


Accessories of the Month ACCESSORIES OF THE MONTH 
123 468 6 7 8 9 0 tt 12 13 4 


NEW PRODUCTS 


All accessories illustrated and described in 
this issue in the section carry key numbers 1 


Rested on th d at the richt. Hf 16 17 18 19 20 21 22 23 24 25 26 27 28 29 30 
ae ee ae ee 31 32 33 34 35 36 37 38 39 40 41 42 43 44 45 
you are interested in an item or several items, 46 47 48 49 SO SI 52 53 54 5S 56 57 58 59 60 
simply circle the corresponding key numbers 61 62 63 64 65 66 67 68 69 70 71 72 73 74 75 
on the card and mail at once. Your inquiry 76 77 78 79 80 81 82 83 84 85 86 87 88 89 90 
i to ¢ ier i i , 
will be forwarded to the supplier immediately SALES STIMULATORS 

101 (02 103 #104 #105 (06 107 #108 «#4109 «0 
New Products i ety eee ee | ee ee 


To obtain more information about any of the NEW CATALOGS 
new products in this issue which carry the 121 122) 123) «124 «125 «126 «127: «4128 «129 «(130 
key numbers 16 to 90, simply circle the cor- 30 1320 133134135 136 137138139140 


responding key numbers on the card at the 


right and mai! at once. Your inquiry will be ; April 1958 Issue of OFFICE APPLIANCES, 
forwarded without delay. Cerd void after June 1, 1958 


[] Check if additional cards are wanted 








Sales Stimulators 














To obtain more information about any of the — 

manufacturers’ sales aids described in this a os bi Ee, a 
issue, circle the key numbers on the card at | Cotten. ’ . 

right which correspond to the numbers as- Company. wo 
signed to the Sales Stimulators. Mail the card | Business Address . - 

promptly. City Zone State 





ist New Catalogs 


To obtain copies of recent catalogs or price 
wer lists described in this issue, circle the key 
numbers on the card at right which corre- 
spond to the numbers assigned to the New 
. Catalogs. These requests will be promptly 
forwarded to the manufacturers. 
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your convenience. Use it to | | | | 2 29 & S 5 + 
enter or renew your own sub- a | | 5 g” 7 
scription, or tear it out and 2 ss v F 
give to a friend, salesman or eS = ‘- re rm 
. . ° mo _—- 
employe active in the retail Cj SSN An = ° 
office stationery, machine, or | | ef: 3 3 3 > 
furniture business. | *+ | 3 co sss 2 ° 
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How INVINCIBLE 


boosts your file sales 





at the touch of a prospect’s finger! 


When office furniture prospects are at- 
tracted by the handsome design and 
finishes of Invincible steel files, clinch 
the sales with demonstrations of their 
remarkable built-in efficiency, conven- 
ience and service. Especially impres- 
sive is the exclusive patented compres- 
sor (being installed above) — which 
allows full use of drawer capacity and 





Invincible 
guards 
retailer 
profits — 
selis only 

to franchised 

Invincible 

dealers 


OA-4/58 








is shifted swiftly at a finger-touch. 
Invincible files are constructed with 
great strength and rigidity. They come 
in a variety for every filing and space 
requirement. Interchangeability of 
drawer units lets you offer a “custom- 
ized” selection that pleases your cus- 
tomers — helps build sales of your 
complete Invincible office furniture line. 





Finger-touch operation of drawers 
assured by Invincible's cradle side 
suspension, Drawers glide smoothly, 
quietly, on many plated ball bear- 
ing rollers. Hardly a hint of friction! 











Another exclusive for finger-touch 
control of Invincible file drawers: 


patented side guide bearings, which 
permit free drawer movement even 
in an unlevel position, 
















Be the Invincible Man with the 
office plan — as featured in Invin- 
cible's big year-long ad campaign in 
the magazines your prospects read. 
For Office Planning Kits and dealer- 
version mats of our Wall Street 





Journal ads, write Dept. G-4. 
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fies 
Worth Carpet 





ke AE 
SG 





you can introduce these 
revolutionary plastic floor 
mats in your territory! 


Transparent plastic floor mats, developed and perfected in the Southwest, are now 


ready for national distribution. They’re smart! They provide complete floor protec- 


The 
tion! And they let the beauty of the carpet show through! Show these new non-com- ot 
petitive items with your other lines. Exclusive territories now available! : . 

eve 

. Tole 
call, write or wire for complete details ful 

CAT 

manufactures of transparent protectors for office and industry 3 
P. O. BOX 835 «© 1316 MILMORE ee AN 2-2525 e GRAND PRAIRIE, TEXAS 
OA-4 
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The 1958 FRITZ-CROSS line includes 
a full range of models of all types. 
in price ranges to compete at any 
level. Complete selection of leather, 
Tolex and fabric covering, in beauti- 
ful coordinated colors. WRITE FOR 
CATALOG AND DEALER DATA. 


FRITZ-CROSS 
Company 


300 EAST FOURTH STREET 


. Paul 1, Minnesota 


You Sell EXCELLENCE 
When You Sell FRITZ-CROSS 


Better Chairs For Every Business Purpose! 





Good design is important in business chairs, but appearance alone isn’t enough. 
Business chairs need GOOD LOOKS THAT LAST: they must be durable, depend- 
able. Every FRITZ-CROSS chair is built to meet those requirements—every one is 
smartly designed, soundly made—aimed at years of use without loss of comfort, 
shape, or mechanical smoothness. In every detail, there’s EXCELLENCE in FRITZ- 
CROSS chairs—in finest upholstering., cushioning, casters, mechanisms, frames 
and finishes. That's why, for well over 30 years, Fritz-Cross chairs have enjoyed a 


reputation for quality and value that’s second to none! 
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DESK ATTACHMENT 






ot i nye 


Western Mfg. Co. 
532-544 N. Highland Ave. 
Avrora, Ill. 
New accessory attachment which quickly and 
easily converts any double or single pedestal 
desk into a typewriter or machine desk, firm 
claims. Attachment locks into the dictation 
tray providing additional surface measuring 
15% by 30 inches. Top surface is covered with 
linoleum and trimmed with aluminum molding 
Both tops and paint finishes come in full 
Wesco color range 

—Inquiry Card No. 46— 





ACCOUNTING RECORD SAFE 


Mosler Safe Co. 
320 Fifth Ave. 
New York, N. Y. 


A fireproof safe specifically designed for 
the protection of machine accounting rec- 
ords accommodates ledger trays on a sliding 
shelf. Tests have demonstrated protection 
against fire up to 2000 degrees F. for four 
hours. Extra storage space is available at 
bottom of safe. Shelf is so positioned that 
it is never necessary to lift trays to remove 
them. When shelf is pulled out, trays may 
be referred to from seated position. 





—Inquiry Card No. 47— 


new :for the OFFICE 
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FILE CABINET 





Art Metal Construction Co. 
Jamestown, N. Y. 
New Miulti-File, left, placed 
beside regular four-drawer file 
accents the increased capacity 
and space-saving features of 
this latest five-drawer unit 
Company claims file capacity 
is increased by as much as 
33 1/3% and floor-space cost 
of filing reduced up to 509 
—Inquiry Card No. 48— 


DRAFTING TABLE 





Stacor Equipment Co. 
295 Emmet St. 
Newark 5, N. J. 
New extra-size drawers have been 
added to Stacor’s all-steel Multi 
master drafting tables. Finished in 
gray hard-baked enamel, the table 
has matching linoleum top. Available 
in heights of 30 and 37 inches, ad- 
justable Y2-inch above and below 
Table tops are made in three sizes 
30 by 50 inches with drawers 19 by 
19 by 3 inches; 34 by 60 and 34 by 
72 inches, both with drawers measur- 
ing 37 by 26 by 3 inches. Catalog 
available. 

—Inquiry Card No. 49— 


CLASSROOM & LAB CHAIR 


Toledo Metal Furniture Co. 
1100 Hastings St. 
Toledo 7, Ohio 
Student posture chair (No. 9610) for 
laboratory and commercial classrooms 
is quickly and quietly adjustable to 
individual needs. Seat and back rest 
are of birch plywood; base construc- 
tion is all-steel. Choice of 2-inch rub- 
ber ball bearing casters or ball and 
socket (swivel) feet which remain 
always flat on the floor 

—Inquiry Card No. 50— 


For More Information Use Inquiry Card Facing Page 70 
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OVER 1500 ITEMS 
for Business, 
Industry, 

Institutions 
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What does 
LYON offer 


the dealer? 
Check the 


BIG 


I A Highly Profitable Line 


» A Repetitive and High 
Unit of Sale Line 








A Complete Line 
for Many Markets 


i A Printed Sales Policy 
> A Printed Discount Policy 


45 Shipment from Stocks 


> Dealer Slanted 
National Advertising 


A Continuous Dealer 
Promotional Program 


Help from the local 
Lyon Salesman 


WRITE US...Let us show you the 
profit possibilities of a LYON Dealership 
in your area. Address Sales Department — 


LYON METAL PRODUCTS, INC. 
General Offices: 428 Monroe Ave., Aurora, Ill. 
Factories in Aurora, Ill. and York. Pa. 


STEEL EQUIPMENT 
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MODULAR DESK 














‘for the OFFICE 







Eisen Brothers, Inc. 
ai. MOLDED CHAIRS 
Part of a new line of office furniture is th 
desk of wood and steel construction. Pede 
stals are built on a free-standing steel 
frame that gives interior strength, rigidity 
and durability. Exterior panels and drawer 
fronts are of genuine walnut; drawer in 
teriors are of hardwood. Designed to fit int 
executive offices, reception areas, as well 
as general offices. Line is priced just below 
grade A steel furniture, company states 


—Inquiry Card No. 51— 



















Silver Craft-Casard Sales 

High Point, N. C. 

Three new polyester molded chairs of Thaden 

Molding Corp.’s Dynamic Group available ex 

clusively through Silver Craft-Casard Sale 

The Caribe swivel chair on the left is cushioned 
OPEN SHELF FILE with polyurethene foam; the Sparta (middle 
Stes he and the Boca (right) are stack chairs. Zippered 
covers can be removed for dry cleaning or 
decor changes 


—Inquiry Card No. 52— 
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DESK SERIES 


















Supreme Steel Equipment Co. 
53rd St. and First Ave. 


Brooklyn 32, N.Y. J. K. Rishel Furniture Co. 


1201 W. Third St. 





i nn hag is —_ te Williamsport, Pa. Moduform, Inc. 
Ba ‘ble oo od wala <> The new Space Age Series 3500 fea 4610 S. Main St. 
so space — tures this executive desk (No. 3560 Los Angeles, Calif. 


use. Posting shelf is standard 
equipment on every unit. File 
available in a wide variety 


which comes in a wide variety of free- Firm has introduced two new desk series 
shaped and *ectangular top sizes. The which are both completely surfaced with 


; model shown here is 60 by 30 inches Formica (tops, sides, drawers, an rs). 
heights, both legal size and letter : , Y s a ‘tops, sides, drawers, and doors 
sine The line features thin line square edge, Woodgrain designs and decorator colors 

; ’ genuine walnut construction, slide are available in combinations. Sizes range 

—Inquiry Card No. 53— uspension drawers, and brushed alu from small reception desks to custom ex- 


minum hardware and legs. Companion ecutive desks with basic units and ar- 
pieces available range in size from 120 rangement of modular components. The 
inch credenzas to 17-inch letter tray Wallstreet Series 400 features flush metal 
and yield thousands of possible grou trim, while the Wilshire Series 300 offers 
ings in this series. wrap-around construction 


—Inquiry Card No. 54— —Inquiry Card No. 55— 





For More Information Use Inquiry Card Facing Page 70 
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The Discount 
Problem 


ISCOUNT selling is a method of merchandising 
which has leveled a sword at the office machine 
dealer's economic life. 

To better understand the 
on the road to a solution 

Recently, while attending a trade meeting, I was a 
bit chagrined to find the chair ruled out of order all 
talk on the discount problem. After the meeting, I ap- 
proached this presiding officer to find his justification 
of these fiat rulings. He informed me that it had been 
his experience when the subject of the discount house 
was brought up, the membership became so involved 
that emotion replaced reason. The result was that the 
normal order of business was completely disrupted. 

It is easily understood why the office machine dealer 
should feel so strongly with regard to discounting. It 
perils the profit which should normally be his. 

What can be done ? 


problem is to make a start 


In Name Only 

We must first comprehend the nature of the system 
keeping foremost in mind that discount houses are that 
in name only. These establishments have the same fixed 
overhead as any business and they must realize their 
margin of profit from some source. It is true they have 
the advantage of volume buying, but so has the average 
department store. 

Hence, we must look for the gimmick elsewhere 

It would appear that the discount houses have refined 
to a science the old merchandising vehicle of the loss 
leader and therein lies their strength. By including the 
portable office machine line among their loss leaders, 
they have played havoc with the office machine dealer 
who has tried to compete with them on a purely cus- 
tomer cost basis. 

The discount operation is not interested in the sale 
of these loss leaders, but considers them primarily in- 
volved to increase store traffic with its normal corollary 
of impulse buying. 


Customer Helps Sell 

Such a method of selling creates in the customer a 
discount buying psychology. The customer in turn, by 
informing his friends of the fine price on these loss 
leaders, becomes in essence an unpaid advertising 
medium. 

This problem is one that is not geographically con- 
fined to the metropolitan areas as these people are going 
into mail order and if not stopped will eventually affect 
every dealer in the country regardless of location. 

The discounters have also instituted a deferred pay 
ment plan on major appliances, thereby robbing their 
competitors of another weapon. 
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by GEORGE A. PLANT 
Atiantic Typewriter 

& Adding Machine Co., 

New York City 





The discount type of operation right now is in its 
ascendancy, complacent in recent favorable court deci- 
sions, plus the fact that expansion capital is available. 

As one who is not directly involved and therefore 
can retain some degree of objectivity, I would like to 
suggest the following methods available to the dealer 
which, when implemented, can help sever the umbilical 
cord connecting the discount houses to the office ma- 
chine business: 

Join your local chapter of the National Office Ma- 
chine Dealers Association. Remember we are facing a 
collective danger and individual efforts will not suffice. 
It behooves us to join our brethren in the solution of 
our common problems. Wise men do not take counsel 
alone. NOMDA is completely cognizant of the problem 
and its seriousness and is constantly working toward its 
solution. 

Familiarize yourself with those machines carried by 
the discount houses and plan your buying so you do not 
set yourself up in competition with these particular ma- 
chines. When the manufacturers’ salesmen call on you 
for explanations as to why your buying habits have 
changed, candidly give him your reasons. If dealers’ 
quotas are not met, the manufacturers selling into dis- 
count houses will have to make some basic decisions 
with regard to their merchandising policies. At the pres- 
ent time, you are in the majority but if you do not cap- 
italize on this fact time will probably run against you. 


Mutual Buying Helps 
Work out mutual advertising schemes with your 
friendly competitors in neighboring areas on those ma- 
chines you can merchandise with a legitimate profit. Ex- 
plore the possibilities of a mutual buying set-up—some- 
thing from which many benefits can accrue. Merchants 
in the east have found this to be a happy answer to 
their individual buying requirements. 

—Don’t be complacent—explore all avenues of ap- 
proach to sales. Thumb through the Redbook, try to 
anticipate the office equipment needs of the listed busi- 
nesses. A case in point is a successful local dealer who 
specializes in the sales of white portables to the medical 
profession 

Include a service arrangement in your sales as a 
way to insure continuous customer contact, your most 
valuable asset. 

And lastly keep foremost in mind that this is a fight 
to the finish between the discounter and the retailer who 
believes successful sales should result in a fair profit. 
In actuality, the issue transcends the present combatants, 
for who can foretell the discounters’ attitude once the 
competition has been eliminated! 
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r (H9 insists that no part of an office chair is 
ae 34 a the base. It carries the load and 
all the tough punishment. People kick 
it, scrape it, bump it and grind sand into it 


with their feet. No wonder the ordinary base 
looks shabby in even a few weeks. 


He further insists that you could offer your 
customers genuine savings if you could sell 
office chairs with bases that never need re- 
finishing and never wear out. You would 
make more sales if the chairs you offered 
had this feature and those offered by most 
of your competitors did not. 


The Sturgis fiber glass base, he repeats, is 
unbelievably strong and tough. It never 
needs to be refinished because there is no 
finish to scuff off. In short, it will never wear 
out. When it gets dirty, a wipe with a damp 
cloth will make it look like new. And yet 
Sturgis chairs with fiber glass bases sell for 
no more than most ordinary office chairs. 








The Sturgis line contains 33 models, 15 with 


ns fiber glass bases, to meet every office require- 
oe ment. List prices range from $24.50 to 
1 Care to fight it out $260.00. Trade and quantity discounts apply. 
All models are shipped from either Sturgis, 
Ps with * Michigan or Charleston, S. C., whichever 
na our sales manager’? source provides the lower delivery cost. 
an: An exceptional selling feature, plus a com- 
nts plete line, plus a choice of two shipping 


to points could make it possible for you to in- 
crease your chair sales and your profit per 

l 5 

sale. 

“s Agree with our sales manager? If you do, 

- how about trying out for our team? 


st 
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POSTURE CHAIRS 


THE STURGIS POSTURE CHAIR COMPANY e@ STURGIS, MICHIGAN 
Seneral Sales Offices @ 154 E. Erie St © Chicago 11, Illinois 
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Olivetti dealers feature two highly saleable portables for 
graduation: The Lettera 22 (shown), and the Studio 44, 
both in colors, retailing for $88 and $123, plus FET. Both 
offer all features of office typewriters, plus exclusive 
Olivetti features. Both offer dealers full-profit opportuni- 
ties on each sale. Both are trouble-free machines; Olivetti 
has made more than a million portables. Powerful Life 
advertising supports Olivetti dealers, with four Life ads 
in color during three months ending June. For informa- 
tion, write Portable Division, Olivetti Sales Corporation, 


580 Fifth Avenue, New York 36, New York. 


olivetti 
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“LET YOUR custom- 
ers try the shears 
for comfort and 
balance in the 
hand,"’ is the ad- 
vice of William F. 
Durschlag, sales 
manager of Stev- 
ens, Maloney & Co. 
Here he stands be- 
side the scissors 
display in the Chi- 
cago store. 





Scissors and Shears 
Need SHARP Selling! 


— and shears are definitely impulse items 
and for that reason the proper display is one of 
the most important factors in developing profitable 
volume. 

Such is the conclusion reached by William F. 
Durchslag, sales manager of Stevens, Maloney & 
Co., Chicago. He is definitely of the opinion that 
merchandising of these important office accessories. 
can be profitable. 

“Quality is meeded, reminds Mr. Durchslag. 
“Alert dealers who find a line which represents such 
quality can develop a substantial scissors and shears 
volume as a result of providing their salesmen with 
the necessary product knowledge. This enables them 
to recommend the proper scissors and shears for 
their customers’ particular needs.” 

The Chicago dealer points out that it helps the 
salesman if he wiil demonstrate these three points 
of quality shears: 

-Blades are fitted with a steel screw, not a rivet. 

The hard, bright surface does not hide a soft, 
dull blade. 

The shears are “hot hammer-forged” from a 
single block of cutlery steel. 

In demonstrating the latter feature of top-quality 


shears, Mr. Durchslag often tosses the shears to the 
floor to demonstrate that they will stand abuse 

Regarding display of scissors and shears he points 
out that first of all a good variety of models is neces- 
sary. He advises that the items should be kept clean 
for the customer. 

“Take the customer right to the display,”’ he urges. 
“Let him try a pair of shears appealing to him. Let 
him feel the weight and provide him with something 
to cut. The demonstration can be the turning point 
of the sale. 

“Tell your customer to try the shears for comfort 
and balance in his hand, try them for cutting and 
listen for the “snick” of the blades that ‘run’ 
smoothly.” 

Scissors and shears are definitely impulse items at 
Stevens, Maloney & Co. They find that good display 
helps because it is seldom that a customer will ask 
for a pair of shears unless he sees them displayed. 
Therefore, they are not hidden in bins reserved for 
what might be termed ‘demand items.” 

The Chicago firm keeps the display at eye level 
and the stock peg board hooks are used to show the 
complete assortment. 

It all adds up to “sharp selling for volume’, con- 
cludes Sales Manager Durchslag. 
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From Risom’s collection of contemporary furniture, 


these versatile cabinets are effectively integrated with seating and desk units 
to create this efficient and distinctive executive setting by Everett Brown, AID., 
for the 1958 NOFA exhibition. Spaces 62-63. 

JENS RISOM DESIGN INC. 

49 East 53rd Street, New York 22, N. Y. MU 8-0030 


CHICAGO, LOS ANGELES, DALLAS, ATLANTA, TORONTO 
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First Prize . . . of $100 was earned by Jack Brock for this window at Ivan Allen Co., 
The window featured many accessory items suitable for ‘’Business Gifts for Business People. 


Christmas Windows Earn Cash P 


ere they are—the winners of the OFFICE AP- 
PLIANCES 1957 nationwide Christmas Window 


Atlanta, Ga 


ua 








Contest! rs 
Chosen for the coveted first place title by the panel P, 

of experts was a window by Ivan Allen Co. in Atlanta, Cc 

Ga. The judges, Miss Nell Lee Litvak, advertising wi 

counselor and vice-president of Cole, Fischer & Rogow, 

Inc., advertising agency; Ken White, Ken White As- 

sociates, designers; and Henry Berry, Henry Berry Asso- 

ciates, store designers and merchandise engineers, were 

unanimous in their selection for first prize of $100 

Second prize was awarded to the Schwabacher-Frey its 
Co. in San Francisco, Calif. 

Fight distinctive windows awards of $20 each were co 
sent to seven other dealers. The reason—Lamb Brothers Pe 
Stationers of Philadelphia, Pa., walked off with two th 
prizes, one for each window entered In 

The other winners were Zac Smith Stationery Co., O 
Birmingham, Ala.; A. Pomerantz & Co., Philadelphia, se 
Pa.; Horders, Inc., Chicago; Byrne Business Furniture 
Co., Kansas City, Mo. Myers Printing & Stationery, a 
South Gate, Calif.; and Hudson Office Supply, Anda- Cl 
lusia, Ala te 

In making their decisions (which are always difficult) as 
the judges reported that they paid as much attention c 
to the ability of the window to sell merchandise as to gl 

ba 
Two Awards . for distinctive windows went to Shannon ac 
TerBush, display director of Lamb Brothers Stationers in tr: 


Philadelphia, Pa. Judges rated both windows as worthy 
Tt prizes 
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Distinctive Award . of $20 was made for this 
window display offered by the Zac Smith Station- 
ery Co. in Birmingham, Ala. 


Another Award . . . was made to Myers 
Printing & Stationery Co. in South Gate, 


Calif. 


sh Prizes! 


Second Place money of 
$50 was sent to John H. 
Potasz f Schwabacher-Frey 
C in San Francisco for this 


window 


its attractiveness or attention-getting qualities. 
Each window eligible for the contest had one major 


consideration. The slogan “Business Gifts for Business 


People’ had to appear in the general theme. Several of 
the entrants used their own ingenuity to work the theme 
into the window, while others took advantage of the 
OA Christmas Kit and used the poster (or banner) in 


setting the mood. 
Window trimmer Jack Brock at Ivan Allen Co. used 
a combination of furniture and accessories to attract the 
Christmas shopper. He arranged a large number of gift 
items, all with a business emphasis, that could be given 
as a Christmas present that anyone would be glad to re- 
ive. A special tie-in ad ran in the local newspaper to 
give emphasis to the window. 
In designing the second place winner for Schwa- 
bacher-Frey Co., display director John H. Potasz took 
of the many small unit items in stock to at- 
ie: pti World globes, portable A. Pomerantz & Co. sas rated the nod of approval from the 
judges for this window, judged as one of the distinctive win- 


(Continued on page 148) ners. 
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NONMDA News 





NOMDA's Strongest Session 
Looms in Milwaukee, Wis. 


It’s the strongest. 

Such has been the comment of President Harold Steinke and 
other leaders of the National Office Machine Dealers Associa- 
tion when discussing the upcoming an- 
nual convention and trade exhibit set for 
Milwaukee, June 29-July 2. The Schroe- 
der Hotel will be headquarters. 

One of the nation’s top convention 
speakers will open the meeting at the 
Monday noon luncheon 

All set and ready to go is the finest 
list of afternoon panels that has ever 
been presented. Three new subjects will 
be covered in these discussions—subjects 
that have not previously been before the 

~ dealers at a national get-together. Each 
one will be headed by experts and will provide more intorma- 
tion than any previous set of talks 

For the first time the Manufacturers’ Division will present a 
panel on a subject that is the closest to every dealer's business. 
This event will be headed by one of the best-informed men in 
the industry and will include many company men who are 
eminently qualified to present a panel of great merit. 

Entertainment-wise there will be nothing left out. Another 
of NOMDA'’s famous Monday night outdoor jamborees will 
be on tap. These events are gaining in popularity each year. 
They come as pleasant refreshers after two days of convention 
business. The annual banquet will be given several “shots in 
the arm” with surprises in store. 

A complete program for the Ladies of NOMDA has been 
set by the officers of the organization—from panel discussions 
to the get-acquainted teas and the banquet. A style show, tour 
of the city and a luncheon are also on the program after the 
ladies have put their business sessions behind them 





Harold Steinke 


NOMDA Directors Meet 
At Roney Plaza, Miami... 


Future Conventicns 
Of NOMDA Set 


Seashore to the mountains. West Coast 
to East Coast. 

Such were two convention sites picked 
by the board of directors of the National 
Office Machine Dealers Association at 
its meeting in Florida in January. The 
1960 event will be held at the Hotel 


Hawaiian OMDA Makes Bow 


The far-flung territories of the United States are providing 
new fields for local associations in the office machine field, 
Hawaiian OMDA is a crew addition to the NOMDA family, 
The islanders were voted an affiliate in December and have 
been conducting an active organization ever since. 

Robert Miller is the first president of the local. Serving with 
him are Donald Sugano, vice-president, and Albert Lum, sec 
retary-treasurer. 

To Nicholas Fucci of Englewood, N. J., goes the honor of 
having been responsible for the Hawaiians getting together, 
Mr. Fucci spent several weeks in Honolulu early in 1957 and 
devoted many days to calling on the dealers, interesting them in 
the national organization as well as urging the formation of a 
local in the islands. That his efforts have borne fruit is evi- 
denced by the fact that there is a healthy, vigorous group of 
dealers now functioning there. 

The charter membership of the Hawaiian OMDA is made 
up of 14 companies. 





Directors of NOMDA Conduct Business, 
Enjoy Hospitality At Miami Beach 


The 1957 mid-winter meeting of the NOMDA board of di- 
rectors was held in Kansas City, Mo., in below-zero weather. 
This year the meeting was held at the Roney Plaza Hotel in 
Miami Beach January 18 and 19 and some expressed the 
thought that there really was very little difference. Actually, 
the directors enjoyed a very fruitful and pleasant two days 
and saw some sunshine, too. 

Forty-two directors were on hand. Deliberations took a day 
and a half as they worked through a strenuous agenda. On 
Saturday evening the visitors were guests at a cocktail party 
given by the South Florida OMDA at the hotel. 

Afterwards, the SFOMDANS joined with the board at a 
dinner at the Roney Plaza followed by a short program. 
Charles Meyers, vice-president of NOMDA, presided. Short 
talks were given by Harold Steinke, NOMDA president; 
Morton Biderman, president of the host local, and NOMDA’s 
executive secretary. 

On Sunday, Mrs. Jennie Grossinger held a cocktail party for 
the directors at her gracious home in Miami Beach. 








del Coronado near San Diego, Calif. For 
1961, the group will scoot clear across 
the country to almost the other shore to 
Grossinger’s in New York State. This 
famous resort is in the Catskills, some 
90 miles up from New York City 

Two entirely different types of locales 
were chosen—Coronado with all its sea- 
shore activities and close proximity to 
Tijuana, Mexico, (17 miles), and then 
to the famous mountains of New York 
where the country life will prevail 

The San Diego OMDA will entertain 
the 1960 meeting, while’ the New York 
OMDA will host the 1961 event 


86 


Pictured are (left to right) FRONT ROW—Charles Krause, Jr., legal counsel; J. 
Dal Marvil, Chicago, 2nd v.p.; Charles Meyers, Miami, Ist v.p.; Harold Steinke, 
Upper Darby, Pa., president; Paul McWilliams, Little Rock, Ark., secretary; Harold 
Mann, executive secretary; D. L. Keeney, Jr., Dallas; SECOND ROW—Irwin Ritchie, 
New York City; Mario Teschion, St. Paul; Harold Van Zant, Dayton, Ohio; David 
Silvers, New York City; Henry Sassman, Victoria, Tex.; Mrs. Elizabeth Stemp, 
Madison, Wis.; Jack Weiner, Chicago; Mack Steinberg, New York City; Vito 
Randazzo, Kansas City, Mo.; Curt Benner, Indianapolis, Ind.; THIRD ROW—Ed 
Knecht, Cleveland; Ed Feigle, Houston, Tex.; Jack Thomas, Lawrence, Mass.; Larry 
Walter, Chicago; Ed Killius, Oxnard, Calif.; Tony Kartous, Dallas, Tex.; Robert 
Randazzo, Kansas City, Mo.; Ed Noll, Philadelphia; Sam Halperin, Hackensack, 
N. J.; Jules Waedekin, Milwaukee, Wis.; FOURTH ROW—Sam Stein, New York 
City; Ed McHale, Cincinnati, Ohio; Herbert Touissant, Camden, N. J.; Russell 
Brewington, Houston, Tex.; Fred Johnson, Charleston, S. C.; Travis Jones, Atlanta; 
REAR ROW—Harold Peck, New York City; Ed Pfitzenmaier, Ardmore, Pa.; Patrick 
Crook, Miami, Fla.; Jack Macon, Macon, Ga.; Jim Ward, Chicago; Russ Brown, 
Evanston; Clarence Bush, Washington, D. C., and Miller Huggins, Anderson, Ind. 
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going to work in more offices 


A big favorite in offices everywhere— Venus Velvet Pencils with smoother “homogenized” lead write blacker, clearer, 
with no hard spots, no soft spots. And Venus Velvets are stronger, last longer for extra economy. Exclusive Pressure- 
Proofing clinches wood to lead, ends internal breaking. Remember: Venus makes over 2500 job-designed pencils including 
Venus Coloring Pencils and Venus Unique thin lead coloring pencils. Ask, too, about the complete line of fine Venus 
erasers. Write for the Venus Velvet Work-Saver Kit: Dept. OA-4. ©1958 Venus Pen & Pencil Corp., Hoboken, N. J. 


easier writing .. . longer writing 7 A) N US Velvet Pencils 
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SPACEMASTER 


Clerical Desk — 581/22" x 3011/2” 


i 


Superlative modern styling in wood desks for the general office! Chock 


full of new features and details at moderate cost. Spacemaster design 


is created for the contemporary office. The linear motif is ideal for any 


office, regardless of size. Note these features... 


@ Economical utilization of floor space. 


@ Plastic tops in walnut finish are standard to match the 


walnut woods used in all other exposed areas. 
(Wood tops optional) 


®@ Plastic tops self edged. 


@ File drawers have full progression extensions for 


easier opening and accessibility. 


@ File drawers easily interchangeable in right or left 


pedestal. 


@ Box drawers operate smoothly on permanently lubri- 


cated runners. 





Arm slide grip machined in lower edge of slide . . . 
easily accessible by finger-touch spring release. No 
knobs or hardware to catch clothes or come loose. 


Special design cast pulls, brush brass finish. 


® H-frame steel leg standards with adjustable glides. 


® Open, or recessed back, provides desirable knee 


space at approach side. 

Attractive perforated aluminum modesty shield op- 
tional on special order. 

Attractive new autumn haze finish. 

Colored plastic tops available, on special order. 


Group also includes overhang executive desk, consul- 
tation desk, secretarial desk, and tables. 


See the Spacemaster at NOFA Show, Philadelphia, March 28 to 31. 


JASPER OFFICE FURNITURE COMPANY 
JASPER, INDIANA 
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YALE 


THE YAtE & TOWNE 
MANUFACTURING COMPANY 





THE PENNSYLVANIA RAILROAD 
COMPANY 
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. THE BELL TELEPHQNE COMPANY 


GP)PENNS YEVANIA 
Myeth \ Lv 


WYETH LABORATORIES 








has purchased 
COLUMBIA. 


steel office furniture 






at 






a product 
COLUMBIA STEEL EQUIPMENT CO. FORT WASHINGTON, PA. 





No 






AVAILABLE 





THROUGH YOUR DEALER 






; Every Tuesday in the Eastern Edition and consecutive 
co um o) la Tuesdays in the Midwest, Pacific and Southwest Editions 
aii 1S of The Wali Street Journal— most-quoted business publi- 
cation in the world—Coiumbia presents the honor roll of 
proud companies which have purchased its office equipment. 
of th e Use this quality-by-association advertising to help you sell 
a more Columbia desks, filing cabinets, Nine-to-Five instal- 
corm panies lations, credenzas, bookcases, Hallowell workbenches, 
° Erectomatic shelving, newer-than-tomorrow “Meridian” 

it keeps desks and the complete Columbia chair line. 


COL.UMBIA. STEEBI OF FICE EBQUIYPYPMENT 


COLUMBIA-HALLOWELL PRODUCTS 
SPS, JENKINTOWN, PA. 
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New Products 





ELECTRONIC ANALYSIS 
SYSTEM 









Victor Adding Machine Co. 
3900 N. Rockwell St. 
Chicago 18, Ill. 
A new electronic-mechanical sales 
register and analysis system which 
permits the registration of sales in 
one place and their automatic analy- 
sis at a central location by its two 
separate units: the register and the 
analyzer. The former is the Victor 
Duo-Matic cash register with paper 
tape punch; the latter, a series of 
tape-activated automatic figuring 
machines (Digit-Matics) operated 
from a punched tape reader-translator 
unit. Analyzer can be centrally lo- 
cated to analyze sales from all com- 
pany registers into as many as 99 
data categories. 

—Inquiry Card No. 56— 


PAPER CUTTER 


be 






Safety Cutter Co. 
Edison Way at I Ith St. 

Menlo Park, Calif. 

The Slide-n-cut safety cutter will cut 
cardboard, plastic sheets, light leath- 
er, cork, carbon paper, rubber gas- 
kets. Takes up to 16 sheets of 16- 
inch bond at a time. Blade is replace- 
able in the cutter head which has 
four cutting edges. A _ built-in pro- 
tractor facilitates angle cutting 


—Inquiry Card No. 59— 


For More Information Use Inquiry Card Facing Page 70 
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AUTOMATIC LINE FINDER 





Monroe Calculating Machine Co., Inc. 
555 Mitchell St. 
Orange, N. J. 
Automatic Line Finder devised for 
all machines in the company’s Presi- 
dent series. It instantly positions as 
many as three forms both horizon- 
tally and to the correct writing line 
for immediate posting; forms are 
automatically ejected thereafter, sin- 
gly if necessary. Carbon impregnated 
cloth strips inserted at bottom of line 
finder render carbon paper or chem- 
ically-treated duplicates unnecessary 
in machines equipped with this device, 
company states. 

—tInquiry Card No. 57— 


TAX PORTFOLIO 





H. & R. Block, Inc. 
3937 Main St. 
Kansas City 11, Mo. 
The ‘‘Income Taxsaver’’ was designed 
for those who prepare their own in- 
come tax returns as well as for those 
desiring to save time when consult- 
ing a tax specialist. Inside spread of 
15% by 12 inches provides columns 
for income and deductions and pock- 
ets for receipts and canceled 
checks. Retails for 49c; comes 50 to 
a box 

—Inquiry Card No. 60— 








TABLET ARM CHAIR 





BelA Div. 

J & J Tool & Machine Co. 
9505 S. Prairie Ave. 
Chicago 28, Ill. 


A new tablet arm folding chair suit- 
able for schools, churches, assembly 
halls, and meeting rooms folds into 
3'4%-inch thickness for easy storage. 
Arm comes in either natural plywood 
or simulated mar-proof plastic; seat 
choices are steel, plywood, uphols- 
tered, or foam rubber. This non-tip 
1157 model is extra rigid, double “ae 
braced and bronze welded. Enamel 
frame finishes come in seven modern 
decorator colors. Gold bronze and 
chrome plate finishes are also avail- 
able. il 

—lInquiry Card No. 58— -. 
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CABINET WORK BENCH 





Equipto Div. 

Avrora Equipment Co. 

Aurora, Ill. 

One of a new series of 104 cabinet 
work benches featuring closed ends 
and backs and with doors, drawers, 
and shelves as desired. Benches are 
available with 12 gauge steel, mason- 
ite on steel, maple, or plastic bonded 
tops and generous storage capacity 
especially designed for production and 
maintenance workers. May be had in 
four, five, and_ six-foot lengths. 
Equipped with electrical knockouts 
for handy power source 


—Inquiry Card No. 61— 
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ge Leadership in Product Development... 











jern 
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means Sales Leadership for STEEL AGE Dealers 








The striking MEDALLION Line by Steel Age represents a dramatic 
new advance in the design of executive steel office furniture. It 
exemplifies Steel Age leadership in product development. 

This leadership embodies not only a fresh new approach to design 
appearance but also a familiar and traditional Steel Age approach to 
design quality. For MEDALLION, like all Steel Age office furniture, 

ser is created from the finest materials, by people who take uncommon pride 
ret in their work. 

are New MEDALLION executive office furniture is one more reason why 
ded Steel Age Dealers are successful dealers. Corry-Jamestown Mfg. Corp., Corry, Pa. 


See Steel Age Leadership in Product- Development at NOFA Convention, March 28-31, Philadelphia, Pa. 


EEL AGE 
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STANLEY MANUFACTURING COMPANY e 2310 NORTH MAIN . FORT WORTH, TEXAS 


STANLEY’S #5101 arm chair from a 
matched group of superior styled of 
fice chairs. 





FOR OVER 
FORTY YEARS 
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Distinctively BENTSON 


87640 


A complete line of overhang ar- 
rangements for executive comfort 
and efficiency. 


6032 


Clean, crisp designs in o full line 
of flat top desks for any office 
need. 


QUALITY WITH FUNCTIONAL BEAUTY 


2133-D 


MODULAR 


The ultimate in flexibility for office ar- 
rangements. Modular unit combinations to 


Desk dependability for any sec- 
retary .. . featuring the exclu- 
sive personal storage drawer for 
added convenience and storage 


fit any customer requirement. space. 


FEATURING EXCLUSIVE PERMA-HUSH CONSTRUCTION 


i 

- 

- 
S 


2230 


Fixed bed typewriter desks in single 
or double pedestal models. Single 
pedestal machine platform desks also 
available. 


COMPANION UNITS 


Matching companion units and ac- 
cessories to compliment any Bent- 
son model. 


CATALOG AVAILABLE ON REQUEST 


THE BENTSON MANUFACTURING CO. 
653 Highland Ave., AURORA, ILLINOIS 


Precision constructed, smooth oper- 
ating files provide filing efficiency 
for any office job. 


See us at the NOFA Show, Booth No. 312 








ROTARY CARD FILES 





Zephyr American Corp. 

95 Morton St. 

New York 14, N. Y. 

Six economy models, retailing from $9.95 


to $49.95, have been added to the com- 


pany’s Rolodex line. The Rolomatic prin- 
ciple of automatic ball bearing tension con 
trol is included in these models. While per- 
mitting rotation in either direction, Roloma 
tic indexes as the knob is turned and main 
tains the cards in perfect balance at the 
desired position, it is claimed 
—Inquiry Card No. 62— 


STATIC-FREE STENCIL 





Frankel Mfg. Co. 

285 Rio Grande Bivd. 

Denver 19, Colo. 

A stencil said to be 100% 

static free is now available in 

the company’s established 

Klean-Write product The 

Frankel stencil will remain 

completely static free under all 

climatic conditions anywhere in 

the world, the firm claim 
—Inquiry Card No. 65— 





UNDER DESK PAD 





Hookrite Products Corp. 
49 Empire St. 
Newark 5, N. J. 
Floor pad for use under desks 
is fabricated from Y%4-inch tem- 
pered hardboard. Has rounded 
edges and corners. Stocked in 
natural, green, gray, and ma 
hogany. Dealer literature avail 
able for the asking. 

—lInquiry Card No. 63— 


STEEL CARD FILE 





The H-O-N Co. 
Third & Oak Sts. 
Muscatine, lowa 
The company is introducing a 
new and complete steel card 
file line in four standard fin- 
ishes. Ten different hinged-lid 
models are available for ac- 
commodating 5 by 3, 6 by 4, 
and 8 by 5 inch cards. The line 
includes the smaller ‘‘tickler’’ 
files and also models which are 
8% and 13 inches deep, re- 
spectively. The latter two units 
have follower blocks and cover 
stops 

—AInquiry Card No. 66— 


NEW PRODUCTS (0viinued 


RECORD PACK 


Acme Visible Records, Inc. 
Crozet, Va. 
The “‘Activisible’’ record pack was 
designed to make any drawer a vis- 
ible record file. A single lifting mo- 
tion opens it to full view. It consists 
of 25 cards, 50 records, and requires 
only 2-inch filing space. When 
open, cards lie flat in posting position; 
when closed the pack may be carried 
easily, in a salesman‘’s pocket, for 
example. May be used for every kind 
of record, firm states. 

—Inquiry Card No. 64— 


MIMEOGRAPHING MACHINE 





Gualco y Cia. 
Sarmiento 534 
Buenos Aires, Argentina 
This company has developed a simple 
and practical mimeographing machine 
known as the ‘““‘Wembley.”’ A special 
feature is the ball bearings on which 
the printing roller is mounted. The 
machine also has an automatic check 
which prevents the roller from soiling 
when no paper is going through, and 
yet permits a general regulation of 
the mechanism. Equipped with double 
paper releases to avoid sticking of 
sheets to the drum. Ribs are of Dur- 
aluminum and shock-proof. Priced at 
$103, list 

—Inquiry Card No. 67— 


For More Information Use Inquiry Card Facing Page 70 
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ved at the NOFA Convention 
h 28-31, Philadelphia 
Booth 80-81 


Elegant . . . dignified . 

will, Royal's newer-ti w Pe > offic 

strike a note of incomparable distinction in any ¢ 

setting. From vibrant new upholstery materials to ¢ AC 

trim-line bases, here’s good design at its best . eae 

cluttered, free from the influence of transient sar ee 
- will look refreshingly modern and remain luxuriously com- Pars 

fortable throughout its long, long life. Write for brochure oe ‘ 
- and name of dealer. See the complete Park Avenue eal *e 


| Manufacturing Company, e Park Avenue, New York 16, New York 
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FOLDING MACHINE 


. a ar 





Martin-Yale, Inc. 
2100 W. Fulton St. 
Chicago 12, Ill. 


An improved model of the Premier 


Auto-Folder CV (featured in this 
magazine a year ago), having a new 
spring mechanism which yields more 


uniform folding. This new device 
makes adjustments during operation 
unnecessary, and the company states 
that now ‘‘even a child can use it 
This electrically operated automatic 
machine makes the seven most pop 
ular folds used for letters, invoices 
mailing pieces, bulletins, and circu- 
lars. A simple control adjusts from 
one type of fold to another 
—Inquiry Card No. 68— 


STORAGE FILES 





Bankers Box Co. 
2607 N. 25th Ave. 
Franklin Park, Ill. 
The new Tandem storage file 
offers a combination of simple 
inexpensive corrugated filing 
tray and a rugged stacking unit 
that can be built up and added 
to as additional capacity 
needed. Tray is 15 inches wide 
12 deep, and 10 inches high 
and has an automatic locking 
bottom that requires no tape 
staples, or fasteners. Tw 
fit into each of the stacking 
units, which consist f fibre 
board shell with steel side plate 
end steel stackers. No t r 
special skills needed t 
Tandem file 

—Inquiry Card No. 71— 





10-KEY CALCULATOR 





Bohn Duplicator Corp. 
444 Fourth Ave. 
New York 16, N. Y. 


A “personal calculator’’ that adds, 
subtracts, multiplies, and divides but 
which weighs only six pounds. This 
manually-operated machine, called 
the BDC Contex, has no “handle” in 
the ordinary sense; its actuating bar 
is similar to the motor bar on electric 
machines. The bar is depressed with 
the palm without removing the fin- 
gers from the keyboard, attaining 
speeds that equal those of electric 
machines, the company claims. Over- 
all size is 10 by 7 by 3% inches; 
sells for $125 
—Inquiry Card No. 69— 


CASH REGISTER 





Regna Cash Registers, Inc. 
175 Fifth Ave. 
New York 10, N. Y. 


A streamlined cash register, the 
Regna Cash Register, yields 
automatically receipts which 
ore itemized, numbered and 
dated, and stamped with the 
firm’s name. It is equipped with 
an accumulating customer 
counter and can be used as 
an adding machine 
—Inquiry Card No. 72— 





NEW PRODUCTS ¢ovtinued 


STEEL LOCKER 
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Penco Metal Products Div. 
Alan Wood Steel Co. 
Oaks, Pa. 
One of a new line of steel 
storage lockers, the Penco 
6000 series, designed for use 
by industrial plants, schools, 
stores, offices, and institutions 
Available in single, double (as 
shown), and multiple _ tiers; 
choice of 12 styles. Three 
standard and six special colors 
are offered 

—Inquiry Card No. 70— 


INCOME TAX RECORD 











Wilson Jones Co. 

209 S. Jefferson St. 

Chicago 6, Ill. 

Business expense form specially de 


signed to meet the requirements @ 
the Internal Revenue Service. Liste 


as ‘Expense Report No. 44-950,” ff 
is a two-color set that measures 8% 
by 11% inches before detachmer 
and 8% by 11 after. The back @ 
the employer’s copy carries space fo 
notations. Both copies are punchel 
to fit in standard Wilson Jones bindet 
—AInquiry Card No. 73— 


For More Information Use Inquiry Card Facing Page 70 


96 


OA—4 /5# 





OA—< 





[inuHed 








se 
66 b 2] 
) CHIEF EXECUTIVE 
ra To Distinguish Every Executive Suite 
Designed Exclusively for Grosfeld-Keller by 
Leigh Allen — prominent Designer-Decorator 
Ihe distinctive new “Chief Executive’ line — de 
signed for Grosfeld-Keller by Leigh Allen—is sold 
exclusively through office furniture dealers. To the 
executive suite, this imaginatively-styled modern 
a collection of desks, tables, chairs and upholstered 
= pieces brings outstanding beauty and function. 
Manufactured by Grosfeld-Keller in their own fac 
slp tories, the “Chief Executive” line bears the unmis- 
Xe takable mark of quality that is synonymous with 
these two famous names. 

Visit the Grosfeld-Keller Exhibit - National Office Furniture Association Convention 
ial Convention Hall * Philadelphia 
nents 

Liste March 28 to 31 * Booth No. 35-36 
950,” 
ires 8 
achmer 
back ¢ VOSTECE OUSE 
pace 10 
punche Ard 
s bindet and its wholly owned subsidiary 


Keller Furniture Manufacturing Corporation 


General Offices 215 East 58th Street. New York 22. New York * Factories: Brookiyn and Oneida, New York 
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STORAGE CABINET 
ais interes 





Akro-Mils, Inc. 
820 E. Market St. 
Akron, Ohio 





TYPEWRITER CLEANER 





Camie Co. 


NEW PRODUCTS 


The Haz-Bin, Jr. cabinet (JL2-32) 
hos 32 drawers, each with four 
molded compartments and _ plastic 
cover to store and protect precision 
parts. Drawers have safety stops to 
prevent spilling and press-on labels to 
facilitate indexing. Cabinet is made 
of weided steel with boked-on silver- 
gray hammertone finish and fully en- 
closed steel back. May be hung on 
wall. Available 32, 48, 64, 96, or 
128 drawers (with or without covers) 
Brochure may be had on request 
—Inquiry Card No. 74— 


SEALING MACHINE 


=. 





Seal-O-Matic Dispenser Corp. 
169 Murray St. 
Newark 5, N. J. 
The new 14-inch automatic 
tape sealing machine, _ the 
Tapemaster No. 70, overcome 
tape-jamming, company claims 
by virtue of its ‘’Feed-O 
Matic’ drive. Lengths of tape 
as short as Y2-inch or as long 
as 10 inches may be obtained 
automatically through this de 
vice. Takes tapes 2 to 1% 
inches wide and which will 
automatically measure, moisten 
and dispense in one operation 
—~-Inquiry Card No. 77— 


9225 Watson Industrial Park 

St. Lovis 19, Mo. 

A fast-acting cleaner for typewriters, 
adding machines, mimeographs, and 
cash registers. Camie does not con- 
tain carbon tetrachloride and is non- 
flammable, says the manufacturer. It 
is applied by pointing valve top down- 
ward and gently pressing the sides of 
the container to release spray. Comes 
in five-ounce cans 


—Inquiry Card No. 75— 


CARBON PAPER 








Codo Mfg. Corp. 
Leetsdale, Pa. 
A new carbon paper made pri 
marily for electric typewriters 
is called the ‘‘Electro-Write.’ 
It makes sharp and clear 
copies, free from smudges or 
feed roll marks and is clean to 
handle, company states. This 
carbon paper is said to be 
extra long-wearing and to en- 
hance the appearance of copies 
made on manual machines 
—Inquiry Card No. 78— 


PAPER DISPENSER 





Peerless Photo Products, Inc. 
Shoreham, L. I., N. Y. 

A_ light-tight paper dispenser 
designed to accommodate po- 
pers used in the Dri-stat and 
similar office photocopy proc- 
esses has been introduced by 
Peerless. Made of pressed board 
with a durable gray gloss fin- 
ish, this unit provides separate 


continued 


compartments for both nega- 
tive and positive papers. Han- 
dle on top ejects the negative 
paper one sheet at a time 
Takes letter and legal sizes. 


—Inquiry Card No. 76— 


DRAWING PENCIL 








Alvin & Co. 

853 Palisado Ave. 
Windsor, Conn. 

The flat propelling draw 
ing pencil is precision- 
designed to permit sharp, 
uniform lines at high 
speed. Called the Con- 
structor, it is especially 
suited for work with 
graphs, _ charts, plans, 
and drafting. Lead in- 
serts are .016 thick and 
.047 wide. Shaft is hard 
rubber 

—Inquiry Card No. 79— 


For More Information Use Inquiry Card Facing Page 70 
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IT’S THE CROSS BETWEEN 


today’s most , 
efficient and economical 


Thousands of leading business and ‘ndustrial firms 
are using the Venus Velvet Ball Px'N-cil as their 
number one office writing tool! It improves writing 
efficiency and lowers costs . . . because it combines 
the best features of both a pencil and ball pen: 
-wood barrel has light comfortable feel of a pencil 


check style desired here 


([) Regular . forall general 
pur; yee writing. 


*Ink 
0 = _ ply dou! 
ing mileage. 
Pe 
‘= Super-Fine—for stenog- 


jo ey on bookkeepers, 
fine writing. 


DoubieDeisiinnas 
bles writ- 


0 Liguid Velvet Lead 
N-cil—for Li 


Gogoite a 


0 + bee clear, 


ble reproduction in 
office duplicating machines. 


*choose blue, black, red or 
green ink. 


velvet 
ball PEN: cil’ 
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VENUS VELVET « ball PENecil Regular Ne 10 
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"THE PEN AND THE PENCIL 


writing tool for the office 


* no point to wear down or sharpen « finest ball 
mechanism + writes on any normal surface—even 
glossy photos « ink supply lasts longer + nothing to 
twist, turn + comes in 5 styles to cover every 
writing job. 29e—39c each. More economical by the 
dozen. Order from your stationer today. 


MAIL THIS FREE TRIAL COUPON TODAY 


Venus Pen & Pencil Corporation, Hoboken, N. J., Dept, OA-4-58 
Please send me a sample of the Venus Velvet ball PEN -cil 
at no obligation to me 


Name. 





please print 
Company Name 





Address. 





State 


City 





Stationer’s Name. 
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PEERLESS 


STEEL EQUIPMENT CO. 


6600 Hasbrook Ave., Philadelphia 11, Pa. 


NEW YORK CHICAGO HOUSTON LOS ANGELES 


Our 25th Year 








ald a metal desk, file or table for every office need 


SRererean 
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NEW 


@ 3 Way Bulb (50, 100, 
150 watts) 






@ Non-glare Lighting 
® Complete 360° Turning 


@® Wafer Thin Die Cast 
Base 


®@ Decorator Colors 
brown and brass 
beige and brass 
office-grey and brass 
sylvan green and brass 
General Electric 


Flamenol cord set— 
U.L. approved 


f | ‘4 j / MODEL No. 55 


SWIVEL ARM DESK LAMP... 


the lamp with 50 
LITE-ABILITY +2 ~ 


A design triumph . . . a price wonder, Citation make you the competition. Smart, distinctive, 


completely functional — for office or home — in decorator tones. The three way bulb (50, 100, 
150 watts) permits lighting to fit the need — 50 watts serving ideally as a T.V. lamp. The air- 


cooled reflector diffuses non-glare, shadowless illumination over a wide area and the graceful, 
swivel arm turns 360) keeping the lamp out of the way. That's Lite-Ability. Full felted, the wafer 
thin die cast base will not mar the finest finish. Write today for complete catalog and price list. 


seme LITE PRODUCTS COG 


CONGERS, NEW YORK 
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CENTERING SCALE FOR 
STENOS 
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Stenographic Centering Scales 

1511 N. Algona 

Dubuque, lowa 

The application of this Stenographic 
centering scale takes the guess work 
out of centering titles and other copy 
on the typewriter. By following sim- 
ple instructions, the stenographer can 
center copy in a matter of seconds 
The material to be centered is typed 
measured on the scale, and the nu- 
merical starting point for the line to 
be centered is obtained and trans 
ferred to the typewriter. No back- 
spacing, character count, or calcula 
tion is required. The scale has been 
worked out for pica, elite, and vari- 
able-spacing typewriters. It may also 
be applied to copy written in long- 
hand. Available in flexible plastic; 
carries imprinted instructions right on 
the scale. 


—tnquiry Card No. 80— 


CARBON PAPER 





Peerless Imperial Co., Inc. 

28 Peerless Place 

Newark 12, N. J. 

Crescendo, a new carbon paper 

said to produce a blacker im 

pression when used with an 

electric typewriter. Equally 

suitable for manual machines, 

company states that tests yield 

ed 15 usable carbon copies 

with a_ portable’ typewriter 

Clean to handle, curl-proof 
—Inquiry Card No. 84— 





STAPLER 





Markwell Mfg. Co., Inc. 

200 Hudson St. 

New York 13, N. Y. 

Said to be equally suited to 
light, medium, and heavy duty 
work, the Markwell Staple- 
Master can utilize three dif- 
ferent types of staples without 
adjustment to the machine. It 
uses Markwell’s RF %4-inch 
RFD 5/16-inch, and RFL %- 
inch leg staples. Each load 
carries 250 staples. 


—Inquiry Card No. 81— 


UPHOLSTERY LEATHERS 


Masland Duraleather Co. 
Amber & Willard Sts. 
Philadelphia 34, Pa. 

Two new leathers are available 
for office furniture coverings 
in a wide variety of colors. The 
Maverick comes in 23 colors in 
Duran elastic fabric back. The 
Yearling, a grained pattern, is 
being offered in 25 colors 


—Inquiry Card No. 83— 


BALL POINT CARTRIDGE 


NEW PRODUCTS «ovtinued 


FIBRE WASTEBASKET 


zg. 





Federal Fibre Corp. 
37-10 Tenth St. 
Long Island City 1, N. Y. 
A round-cornered rectangular 
waste receptacle is the latest 
addition to the company’s Fib- 
erok line. Made of vulcanized 
fibre and re-inforced with rust- 
proof galvannealed steel chan- 
nel at the top and bottom. 
Sizes are 20 by 10 by 30 and 
20 by 10 by 24 inches. Comes 
in brown, gray, or green bright 
lacquer finish. Rubber bumpers 
around top available if re- 
quired. 

—Inquiry Card No. 82— 


W. A. Sheaffer Pen Co. 
Fort Madison, lowa 


Cutaway view of the new Skripwriter ball point pen 


cartridge in place 


It contains the new smudge-proof 


Skrip ball point writing fluid, first of the company’s 
ball point fluids to carry the Skrip name. Its maker 
claims it writes without smudging or skipping on 


smoother surfaces 
pens 


than do conventional ball point 


—lInquiry Card No. 85— 


For More Information Use Inquiry Card Facing Page 70 
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7) fe licatovs and Dufe licaling Supprltes 


STENCIL... eee eee LIQUID 


Write for... 


Dealers’ New 82 Page 4 Color Catalog 





ALL SPEED-O-PRINT STENCILS NOW MANU- 
FACTURED WITH WET STRENGTH TISSUE FOR 
ALL TYPES OF INK, WATER OR OIL BASE 


SOVEREIGN STENCILS 
Non-glare . . . dull velvet finish . . . excellent visibility. 
Special triple coated process for long life and long runs. 
Consistently uniform . . . best for typing and stencil art 
work. Takes corrections easily and perfectly. Accurately top 
printed with typewriter scale. Sealed in moisture and oil-proof 
wrapper for protection. 

THRIFT QUALITY STENCILS 

Where economy is necessary there is no better buy. Better 
than many stencils at a higher price. Reproduces good legible 
copies. Top imprinted typewriter scale. Sealed in moisture 
and oil-proof wrapper. 

FILM-TAB STENCILS 
Genuine Goodyear dull finish Pliofilm eliminates cutting out 
of letters—type cleaning and platen swelling. 


CHURCH AND SCHOOL BULLETIN STENCILS 
The special top imprinting aids in placing copy accurately 
and neatly for double page forms or 2 and 3 column widths. 
Eliminates all guess work and saves time. 


SOVEREIGN STENCILS 
PRICE PER 

SIZE COLORS* STYLE QUIRE 
Legal B-G-1... Regular $3.50 
Letter... B-G-1_..Regular 3.35 
Legal B-G-1... Film-Tab Topped 4.15 
Letter... B-G-1... Film-Tab Topped 4.00 
Legal B Church Bulletin 

(For use with 82 x 11 paper 
Legal B Church Bulletin 3.50 

(For use with 8’2 x 14 paper 
Legal B School Bulletin 3.50 
Legal B Music Staff Die Impressed 3.80 
Legal | Address-O-Label 3.50 
Junior B Regular 2.25 


HRIFT QUALITY STENCILS 
PRICE PER 
No SIZE COLORS* STYLE QUIRE 
550 Legal B-G-1_..Regular $2.85 
551 Letter B-G-1... Regular 2.60 
550P Legal......B-G-1... Film-Tab Topped 3.50 
551P Letter B-G-1...Film-Tab Topped 3.25 
550CB-1.. Legal B......Church Bulletin 
(For use with 8 x 11 paper 
550CB-2.. Legal B Church Bulletin 2.85 
(For use with 8'2 x 14 paper 
550SB Legal B School Bulletin 2.85 
550A Legal | Address-O-Label 2.85 


“AVAILABLE COLORS: B—Blue, G—Green, I—ivory 





FOR ANY MAKE owruce 
STETNER, HEYER, REX-ROTARY, ROME é 
GARA, AND ALL OTHER MAK _ 
OF DUPLICATOR WHEN OR 





SPEED-O-PRINT STENCILS CAN dl FURNISHED 
A. B. DICK MIMEOGRAPH, G 

NEO-STYLE, MARR, NIA 
SIZE, MAKE AND MODEL 


RING. 


PLEASE SPECIFY 


mae Boe A $PBEO-0 - P 


FILE SPEED-O-CABINET 


CABINET 
c The ideal duplicator 
Sz V4 na base and utility cabi- 
net. Electrically spot- 
Offset welded heavy gauge 
steel throughout that 
is dust and vermin 
proof. Two 12 inch pull 


out shelves give a 50 


; inch working surface 
Keeps stencils and plates fresh—properly that easily accommo 


filed. Capacity 200 hangers dates duplicator and 
Complete with 50 hangers $49.50 supplies. Roomy stor- 

ADDITIONAL HANGERS age space below. Fin- 
=194-A Stencil—Offset plates 25 ea ished in Futuramic 
+194 Prior Model Stencil 25 ea Grey. Ht. 31 in., Width 


Hangers for all make stencils and offset 26 in., Depth 16 in $ 
77.50 


plates, specify when ordering. 
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OIL BAS WATER SOLUBLE— LIQUID AND PASTE 


K OIL BASE e LIQuUII , Each type of Speed-O-Print ink is the result of endless research and 
Seduced from a formula that is unique in the duplicating testing to produce better copies and to increase the usefulness of 
ink field, this DUO-PHASED ink dries in seconds. Copies duplicators. All Speed-O-Print inks can be used in any temperature, 
ore clean, sharp and smudge-free, with negligible offset with any stencils and in open or closed cylinders. They are non- 
Packed in — ee <p Bar Neder top corrosive and will not cake or harden on the pad. Choose the type 
—_—-* . best suited for your needs with complete confidence that it is the finest 
$2.50 Va |b $1 25 duplicator ink of its type available. 


NO. 50 DF 


per Ib 


NO. 30 INSTAN-DRI BLACK WATER SOLUBLE 
e LIQUID 


Dries on contact with paper. Clean, non-smudge copies 
on bond, card or coated stocks. No offset or show-thru; 
copy can be run on both sides of paper. Wash stencils 
with water for filing. A 12 oz. plastic bottle simplifies 
$1 75 application. For open or closed cylinder. 


per bottle $2.25 
=z a 


-FAST BLACK OJL BASE e PASTE 


Speed-O-Print’s famous DUO-PHASED ink in paste form. 
Copies are usable right from the start; produces more 
copies from a single inking. Packed in modern 9/2 oz. 
plastic tube for easy, completely clean application. For 
open or closed brush type cylinder. 


per tube 


NO. 95 THR ALITY BLACK OIL BASE NO. a INSTAN-DRI BLACK WATER SOLUBLE 
e PASTE 


e LIQUID 

Produces results comparable to most higher-priced ink, but Speed-O-Print's = , water-soluble ink in paste form. 

ot a price to fit the smallest budget. Richly-toned black; Dries on contact a offset and show-thru. Permit. 

lean, uniform impressions; quick drying. Packed in easy Mon <—_en ne On mn on roy ay 
e i; e i r inking. on, easy ipply 4 o2. 

pouring oblong cans or open or closed cylinders tube. For open or closed brush type cylinder. 


+ 1.25 per tube $2.25 


per Ib 


WATER-SOLUBLE 


OIL BASE 
Add interest to bulletins, folders, etc., with these Grade A fast omen woqpuine <<" ag sy ae Speed-O-Print's 
drying inks. Clean, sharp copies; no oily outline; minimum wes a —— — e + ° — or see 
Sie” Available in 7 beautifully toned colors. 2 half-pound M -—— ee eo . pace-saving 12 oz. plastic bottles have 
cans to color-keyed carton. No. 86 Blue, No. 87 Purple, No. 88 32 Po wg Fog By "> _j—— “33 > Blue, a 
urple, No. ed, No. rown, No range, No 
Red, No. 89 Brown, No. 90 Orange, No. 91 Green, No. 92 Yel 36 Green, No. 37 Yellow 


low, No. 94 White Toner 
per Ib $3.00 $1.50 - per bottle $2.50 


xe 


A TOP-GRADE PAPER FOR TOP-QUALITY COPIE 


Size 16 Ib. sub 20 Ib. sub 
6x9% White 
‘ 82x11 White White and colors 
; ; 84x14 Whit Whit 
Clear, firm, lint-free surface. Lies flat, feeds smoothly without misses ™ ae ne aoe 
or double feeds. Absorbs ink quickly, eliminating slip-sheeting. Minimum HEATHER BOND 
thow-through or offsetting. Special sizing permits pen writing without A beautiful, distinctive mottled finish provides unusual eye-appeal and 
feathering. Constant inspection during hand counting assures freedom refreshing, new dramatic effects. Can be printed on both sides. Choice 
from imperfect sheets or uneven bulk. Available in white, green, pink, of canary, red, blue, green, tan and gray. All colors available in 
blue, canary, buff and goldenrod. 8'2x 11 and 8%x 14 sizes, 20 Ib. sub. 


_ WRITE FOR SOVEREIGN MIMEO BOND AND HEATHER BOND PRICE SCHEDULES 


PRODUCT for Every Duplicating Need 


as 
illustrations tracing 


DE LUXE SCOPE For repreducing P'icwerings, shadings, ond mony O1s" O°" meee 
charts, con adaptable to all makes © SCOPE 


Four adjustable legs tilt scope in any enasis 


position. One-piece chassis of black Beautiful black bokelite chassis with 
ebony bakelite. Parabolic white en- : red bakelite Louver section for venti- 
ame! metal reflector with 15 watt lation. Equipped with translucent 
fluorescent lamp distributes light white glass writing bed which dif- 
evenly. Complete with plastic T- fuses light evenly. Complete with T- 
square, stencil clamps, triangle, square, stencil clamps, triangle, 

stylus, writing plate and manual. 

Lighting fixture equipped with 8 foot 

cord and all electrical equipment ap- 
$39. 50 proved by Underwriters’ Laboratories. 


tylus, writing plate and manval. 
10 foot extension cord. All electrical 
*quipment approved by Under- 


writers’ Laboratories, Inc. $49 50 
. 








LETTERING GUIDES 


PLAIN LETTERS 


A WN Each No. Size Each 
$1.9 105 “vw b Yar 48) 

1.0 6% it 2.45 

7 4 7 a 75 


SHADOW LETTERS 


$2.05 111 % in $2.45 
2.20 112 % 2.75 


TEMPO LETTERS 
al $1.95 116 4 in b Yara) 


BK 1% 2.05 117 % in 2.45 
2.20 148 % in 2.75 


ITALIC LETTERS 


/\ r”% $1.95 123 % in. . $2.20 
-4 { 1.95 124 % in. 2.45 
{ 2.05 125 Y% in r $e 


> 71 
4.4 


LOWER CASE —-PLAIN LETTERS 


yr 201 % $1.65 205 ‘4 in b Yast) 
| 202 % i 1.65 206 % in 2.20 
P 1.95 207 % in 2.20 


1 2.15 


LOWER CASE TEMPO LETTERS 


C y } $1.65 216 ‘A in $2.20 
yal ey 1.95 217 % in 2.20 


2.15 218 % in 2.20 


LOWER. CASE ITALIC LETTERS 


d yak $1.65 223 a in. b ¥arat) 
27 1.65 224 % in 2.20 


4 1.95 225 % in 2.20 
a 2.15 
on OUTLINE LETTERS 
/ 
/O\ N Size Each No. Size Each 
uy 2¢ i 40) 128 % in $3.75 
127 “% 25 4: ee 4.20 
P NU-SHADOW LETTERS 
1 1 Va it $2.05 541 % in. $2.45 
40 % 2.20 303 % in 2.75 
2.20 
« BROADWAY LETTERS 
320 $2.05 323 in. $2.45 
21% i 2.20 324 % in ts) 
2.45 325 Y% in 3.50 
HUXLEY VERTICAL LETTERS 
f ! 508 Vs $1.95 512 % in. $2.75 
09 % j 2.20 513 lin 3.05 
l 2 2.20 514 1% in. 3.30 
8 2.45 515 1% in y. 
GILLIES GOTHIC LETTERS 
t} Upper and lower case included 
2 $2.95 524 4 in $3.95 
22 “% 3.50 525 “% in 4.40 
3.95 526 VY in 4.95 
OLD ENGLISH LETTERS 
nN Upper and lower case included 
Ps » $4.95 546 % in b a) 
4.95 328 % in 4.95 
SWING LETTERS 
l | Upper and lower case included 
~ j b Va hs) 317 Yq in $3.00 


OLD ENGLISH TEXT 
A Upper and lower case included 
423 ' $4 


42 $3.50 4 in. .10 
421 “% 3.50 4124 % in 4.10 
42 3.50 425 ¥% in 4.10 
For Old English use stylus No. 32 for letters 
and “2” and No. 33 for %° and %. On 
all other styles use No. 32 for letters %° or 


mailer and No. 33 for letter 4” or larger 

















































=I 
No. 11 = No. 26 Giant Curved 
Small Ball Point 70c Sha — Implement 95<¢ 
—J ED) We 
ae ie 
Medium Ball Point 70c No. 27 
—. Shading Implement he 
a a 
La Ad 
No. 13 
Large Boll Point 70c “No 32 Small Lettering 
suide Stylus rAtT 
OO - a — 
No. 14 No. 33 large Lettering 
Roll Ball Point PAtTa Guide Stylus 70 
oS ——— = a 
No. 39 No. 34 Fine Right WW itella 
Fine Ball Point 70c Shading Wheel $2.25 
= — =— 
unin “ss —* A 
" Med hae Wale LL 
7 c r ee 
Fine Wire Loop . 5c ara. : 
—— et Oe r—& 
= No. 36 Coarse Right Anal 
No. 19 Shading Wheel $2.25 
Medium Wire Loop 95c . cE = os 
2 % No. 401 Rapid Roll 
Y | —— i 
Line Wheel $1.75 
No. 20 4 
Coarse Wire Loop _ 8 {Oo} 
No. 402 Rapid Roll 
. Detted Line Wheel $1.75 











3 ¥ 
_W eto} -------- 


No. 403 Rapid Roll 
Broken Line Wheel $1.75 


No. 404 Rapid Roll Dot 
$1.75 


No. 24 
Music Staff Wheel $2.50 


No. 25 Spoon Bill 
Shading Implement 95c 


Desh Line Wheel 


$] 40 


TRANSPARENT PLASTIC 
SHADING PLATES 


Ki og Precision 
made—Easy to use with 
complete visibility — Ten 


beautiful designs 





No. 950 
Wood Grain 


No. 951 
Splatter 





No. 955 
Earth 


No. 954 
Herringbone 


No. 953 
Medium Dot 


No. 952 
Coarse Dot 





No. 956 
Basket Weave 


No. 957 
Plaid 


No. 958 
Masonry 


No. 959 


CIRCLE, OVAL and SQUARE GUIDES 





Geometrically perfect quides of finest quality plastic 


No. 188 CIRCLE—16 circles from to 2 $1.95 
No. 189 OVAL— 14 ovals from °\4’ to 3 $1.95 
No. 190 SQUARE ike) squares from 4 to 2 $1 95 
ie] Stic), Bemei tiie) 3 MUSIC GUIDE 


76 character groups 
Includes every symbol 
needed for arrange 
ment of musical scores 


Ideal tor borders, dec 
Pelachilolsl Mmolale Maal ta Sat 
you desire to put em 
phasis on headings or 


paragraphs. Size 434 x 2\4 x 62 inches in 
V5 h size 
Ne 800° $3.90 Ne 1e7-: $3.30 


Borders & Symbols 


o- 
» 


$2.50 
$2.50 


No. 749 ART BOOK, GENERAL, 4th Edition 
No. 750 ART BOOK, GENERAL, 3rd Edition 
No. 751 ART BOOK, CHURCH, 2nd Edition $2.50 
No. 751A ART BOOK, CHURCH, 3rd Edition $2.50 
No. 155 CELLOPHANE SHEETS 12 for $ .95 


No. 152 CELLULOID WRITING PLATE LEGAL SIZE $1.40 
No. 153 CELLULOID WRITING PLATE LETTER SIZE $1.30 


No. 154 CELLULOID WRITING PLATE 
SIGNATURE SIZE $ 35 

No. 96 CORRECTION FLUID, '/2 oz $ .40 

No. 96A CORRECTION FLUID, 1 oz $ .65 

No. 700 CUSHION SHEETS, CARBON, White 
or Black 12 for$ .45 

No. 700 CUSHION SHEETS, TISSUE, White 
or Black 

No. 1501 CUSHION SHEETS, CARBON, 
White for Liberator 50 Stencil 

No. 197 CYLINDER COVERS, light weight 
absorbent (Oi! Treated) std. punchings. .25 for $ .90 

No. 197A CYLINDER COVERS, Duol-Protective, heavy 
weight absorbent, standard punchings. .25 for $2.25 

No. 198A CYLINDER COVERS, Dual-Protective, heavy 
weight absorbent, Model 50 10 for $ .75 

No. 192 FILE FOLDER, light weight absorb- 
ent (Oil Treated 

No. 192A FILE FOLDER, heavy weight ab 
sorbent 

No. 706 FILM-TAB, Sheets (pkg. of 24 

No. 760 HAND CLEANER, 8 oz. Jar 

No. 770 HAND CLEANER, 1 Ib. Jar 

No. 830 HAND CLEANER For Instan-Dri Ink, 
6 Oz. 

No. 193 IDENTIFICATION LABELS, 
GUMMED 100 for $1.25 

No. 1002 INK BRUSH, LARGE GOOSENECK. Each $1.75 

No. 1001 INK BRUSH, JUNIOR GOOSENECK Each $1.50 

No. 97 INK BRUSH, STRAIGHT HANDLE Each $1.50 

No. 764 INK BRUSH HOLDER, PLASTIC $ .85 

No. 761 INK CAP, NO-DRIP, PLASTIC $1.10 

No. 612 INK SPOUT, for narrow mouth can $ .35 

No. 752 MANUAL OF THE DUPLICATING PROCESS $3.50 

No. 199 MASKING SHEETS FOR INK CON- 
SERVATION AND CLEANLINESS 

No. 705 PLIOFILM SHEETS (pkg. of 24 

No. 756 POWDERED SOAPSTONE 

No. 725 RULER, PLASTIC, 12” Size 

No. 653 SILK SHEETS, 8 x 15 inches 

No. 766 STATIC ELIMINATOR—Aeroso! Can, 
12 Oz. $2.25 

No. 651 STENCIL CEMENT, 1 oz. bottle $ .70 

No. 757 STENCIL CLEANING BLOTTERS 25 for $1.50 

No. 758 STENCIL CLEANING FLUID, pint $ .75 

No. 196 STENCIL FILE BOOK, Holds 50 stencils. .$3.50 

No. 40 STYL!I & LETTERING GUIDE HOLDER. Each $3.50 

No. 755 SUPPLY KIT, STANDARD $9.55 

No. 1508 SUPPLY KIT, JUNIOR $6.85 

No. 701 TINSEL, Eiminates static $ 60 

— TRIANGLE, PLASTIC, 8’ Size, 30°, 60°, 


24for$ .60 
12 for $ .30 


25 for $1.50 


25 for $1.50 
$ .80 
$ .75 
$1.25 


$ .75 


25 for $1.50 
$ .60 
$ .60 
$ .85 
$2.60 


$ .95 
No. 735 TRIANGLE, PLASTIC, 6°’ Size, 45°, 90°. .$ .95 
No. 759 TYPE & PLATEN CLEANER, 4 oz. $ .65 
No. 765 TYPE-PLATEN CLEANER—Aerosol Can, 

7 Oz. $1.50 
No. 500 TYPE CLEANING BRUSH, Round style $1.70 
For L. C. Smith, Royal, and late Model Woodstock. 

No. 600 TYPE CLEANING BRUSH, Toothbrush style $1.50 
For Senenmend, Remington, and early Model Wood- 
stock. 


TILT-O-SCOPE STAND $59.50 


IMPRESSION ROLLERS 


Speed-O-Print Liberators Mode! 75-100-200-300. .$6.50 
Speed-O-Print Model ‘‘L $6.50 
Speed-O-Print Model ‘'L-P $6.50 
Speed-O-Print Model ‘’T $6.50 
Speed-O-Print Model ‘‘R”’ $6.50 
Speed-O-Print Liberator Model 50 $4.50 
Speed-O-Print Late Junior $4.50 
Speed-O-Print Prior Model Junior $4.50 


INK PADS 


No. 1510 Liberator Models 75, 100, 200, 300. $3.75 doz. 
No. 130L Speed-O-Print Model ‘‘L’’, “L-P $3.75 doz 
No. 130T Speed-O-Print Model ‘’T $3.75 doz. 
No. 130R Speed-O-Print Model ‘’R $3.75 doz 
No. 1505 New Liberator 50 or Late Junior. .$3.00 doz. 
No. 1004 Speed-O-Print Junior Prior Model. .$3.00 doz. 
No. 250 SILK SCREEN PROCESS INK PADS 


for Electronic Stencils— 


Liberotor Models 75-100-200-300 $9.00 


CYLINDERS 


“A’’ CYLINDER—Libertaors—Interchangeable 
No. 1601 Open Cylinder, Hand Brush Inking 
“BY” CYLINDER—Liberators—Interchangeable 
No. 1602 Open Cylinder, Automatic 
Brush Inking 
“CC” CYLINDER—Liberators—Interchangeable 
No. 1603 New Closed Cylinder, Automatic 
Brush Inking 





12 for $ 
24 for$ 
12 for $ 


25 for $ .90 
tive, heavy 
25 for $2.25 
tive, heavy 


10 for $ .75 
25 for $1 


25 for $1 
$ 
$ 
$1 


$ 


00 for $1 
Each $1 
Each $1 

$1 


Each $3.50 
$9.55 
$6.85 
$ .60 


$ .95 
$ .95 
$ .65 


$1.50 
le $1.70 
IstOck 
style $1.50 
del Wood 


$59.50 


$3.75 doz 
$3.75 doz 
$3.75 doz 
$3.75 doz 
$3.00 doz 
$3.00 doz 








ELECTRIC STENCIL DUPLICATOR 


ABSOLUTE HAIRLINE REGISTRATION © AUTOMATIC FEED * POST CARD TO LEGAL SIZE © 
6,000 COPIES PER HOUR * EQUIPPED WITH FAST AND SLOW SPEEDS * FEEDS TO THE LAST 
SHEET WITH AUTOMATIC SHUT-OFF © VERY QUIET IN OPERATION. 

A machine designed and engineered in the highest standards possible and still priced to beat 
all competition. Equipped with General Electric new dua! fans, air cooled long-life motor. A 
he=vy duty machine thot will feed light weight paper to heavy card stock. Has “C” cylinder 


. cutomatic brush inking ... “A” or “B” cylinders available. Will reproduce anything thet 
can be typed, drawn, photographed or die-impressed on a stencil in black or multiple colors. 


D.C. motors available . . . please specify, Available in Futuramic Grey or Ebony Black finish 


with trim in Chrome. Shipping weight 85 Ibs. Equipped with NEW Closed Cylinder, Automatic ‘ 


Brush Inking. 
$399.50 Reset 4-Digit Counter $14.50 Extra (Plus Excise Tox) 


MANUAL STENCIL DUPLICATOR 


ABSOLUTE HAIRLINE REGISTRATION * AUTOMATIC FEED ¢ rose 

HEAVY DUTY MACHINE * POST CARD TO LEGAL SIZE « DER LOCK * 
COPIES PER HOUR * FEED TABLE CAPACITY OF 275 SHEETS * Caen WITH “BY 

* AUTOMATIC BRUSH INKING. 

A famous model with greatly improved feotures. Very quiet in operation. Will 

thing thet can be typed, drawn, photographed or die-impressed on a stencil in 

colors. Feeds light-weight paper to heavy card stock. Sharp copies with a minimum 
adjustments. Constructed of the finest materials ond workmanship, Available in 

or Ebony Black finish with trim in Chrome. Shipping weight 57 lbs. “A” or “C” 

Equipped with “B” cylinder, automatic brush inking. 


$199.50 Reset 4-Digit Counter $14.50 Extra (Plus Excise Tax) 


MANUAL STENCIL DUPLICATOR | 


ACCURATE REGISTRATION * AUTOMATIC FEED * AUTOMATIC ROLLER RELEASE * 

COPIES PER HOUR * FEED TABLE CAPACITY OF 225 SHEETS © B” 

INKING © FEEDS LIGHT WEIGHT PAPER TO HEAVY CARD STOCK © 

Here is an accurate registrating machine to fill the demand where beers ot in r 
of secondo : 


its operation is very quiet and the cylinder is easily removed in a 
changeable. 

The Liberator 100 will reproduce anything thet can be typed, drow thiend or 

a stencil in black or multiple colors, Shipping weight 52 ibs. Available oedag ay 
Black finish with trim in Chrome, Equipped with “B” cyinder. 


$149.50 Reset 4-Digit Counter $14.50 Extve (Plus Excise Tox) 


pap Os « 


MANUAL STENCIL DUPLICATOR 


AUTOMATIC FEED * 3000 COPIES PER HOUR * POST CARD TO LEGAL SIZE 
REGISTRATION * SIMPLE DEVICE FOR RAISING AND LOWER! =, PRINTING Pi 
FEEDS LIGHT WEIGHT PAPER TO HEAVY CARD STOCK « FEED CAPACITY 22 
* POSITIVE AUTOMATIC ROLLER RELEASE INSURE PERFECTLY COPIES * 
AMOUNT OF ADJUSTMENTS * VERY QUIET IN OPERATION * EQUIPPED Cores a 
Most dependable duplicator in the low-priced field. Because of accu 

good copies are obtained with simple and speedy operations, the | 

confirmed choice of budget-minded users in all groups, growing businesses, 
social organizotions, etc. Reproduces anything that can be typed, yn, pl 
impressed on a stencil. The Liberator Model 75 is precision 

with the fine quolity of all Speed-O-Print duplicators. St 

Futuramic grey hommer-tone. In Futuramic Grey or Ebony Block 

“C” cylinders. Equipped with “A” cylinders. 


$99.50 Reset 4-Digit Counter $14.50 Extra (Plus Excise Tax) : 


Fw 
ae 


MANUAL STENCIL DUPLICATOR _ 


AUTOMATIC FEED * 2000 COPIES PER HOUR AND WILL FEED LIGHT To HEAVY. 

STOCK IN SIZES 2% x 5 to 6 x 9% * SIMPLE DEVICE FOR RAISING AND LC 

PRINTING POSITION © INSIDE INKING * ACCURATE REGISTRATION. 

Automatic feed, reproduces clear, clean-cut copies—on postcords, index cards, menue. 
ment franking cards, ail small size forms, sales tickets, price tags, 

Prospective users are restaurants, hotels, clubs, retail stores, social and 

Liberator 50’s low selling price and low operating cost make it a oy Pia attractive unit 

potential users. Economy size stencil opens a steady, lucrative repeat business 

the dealer. Available in Futuramic Grey or Ebony Black Wrinkle Finishes. Shipping 


$44.50 (Plus Excise Tax) 


PRICES SLIGHTLY HIGHER WEST OF ROCKET 


LIBERATOR 
MODEL 300 


4 


LIBERATOR 


MODEL 200 


LIBERATOR 


MODEL 100 


LIBERATOR 


MODEL 75 


LIBERATOR 


MODEL 50 





oR RE ee aoe oe 


Duplicating Supplies 








SUPER SOVEREIGN TER UNITS 
NO SMEAR ...NO SMUDGE NO STAIN 























































A stainproof, clean Master Unit because of its super-coated surfaces, guaranteed to 
produce brilliant copies and long runs 


SILVER COATED—LONG RUNS CLEAR COATED—MEDIUM RUNS 
No. 2101 82x11 Purple $6.75 No. 2105 82x11 Purple $5.75 
No. 2102 82x14 Purple $7.50 No. 2106 812x114 Purple $6.75 
No. 2103 82x11 Black $7.50 
No. 2104 82x14 Black $8.25 100 Units to a box 
SOVEREIGN MASTER UNITS 


A long run Master Unit that will reproduce uniformly brilliant, clear and distinct copies. 
Clean edges at top, bottom and protective seal coating at sides. 


No. 2201 8%x11 Purple $6.25 No. 2205 8%2x 11 Green $6.75 
No. 2202 82x14 Purple $7.00 No. 2206 842x114 Green $7.50 
No. 2203 8%x 11 Red $6.75 No. 2207 8%4x11 Blue $6.75 
No. 2204 82x14 Red $7.50 No. 2208 842x114 Blue $7.50 


100 Units to a box 
THRIFT QUALITY MASTER UNITS 


An economical Master Unit where large quantities are used for reproducing somewhat 
shorter runs. Clean edges at top and bottom and protective seal coating at sides. 


No. 2301 842x111 Purple $4.75 No. 2302 82x14 Purple $5.50 
100 Units to a box 


CARBON (SINGLE SHEET) 


Uniformly coated Carbon Papers of the very best quality assuring sharp reproductions 
for long runs. All carbons have half-inch clean edge on long side with seal coating at 
the other edges. 


SOVEREIGN 

No. 2209 82x11 Purple $5.50 No. 2214 82x14 #£2Green $6.75 
0.2210 8x14 _~ Purple $6.25 No. 2215 8%x11 Blue $6.00 
No. 2211 8%x11 Red $6.00 No. 2216 82x14 _ Blue $6.75 


No. 2212 B%2x14 Red $6.75 No. 2217 84x11 Black $6.00 
No. 2213 8%x11 Green $6.00 No. 2218 842x114 Black $6.75 
THRIFT QUALITY 100 sheets to a box 

No. 2303 84x11 Purple $4.25 No. 2304 842x114 Purple $4.75 


100 sheets to a box 


LIQUID PROCE 

COPY PAPER 
Available in white and colors. White 
in sizes 842 x 11, 8% x 14, 16 and 
20 Ib. Colors are blue, buff, pink, 
green, canary, goldenrod and sal- 
mon. Available in 8% x 11,20 lb. 


LIQUID PROCESS 
MASTER PAPER 


Sovereign Master Paper, super-cal- 
endered for use with spirit sheet 
carbons. 


No. 2081 81x11 Ream (500) $3.25 


No. 2083 82x14 Ream (500) $4.00 Write for Price Schedule. 












HANI LEANE! 
Quickly removes all ink and carbon 
, se stains. 
LIQUID PROCESS No. 760—8 oz. jar ‘ $ .75 
UPLICATING FLUID No. 770—1 Ib. jar............ $1.25 
Can be used with all makes of atest 
purple, black or colored masters. BACKII SHEE 
No. 2500 Gallon Can........... $3.00 Me. 2401 Legal Sise.............§ 40 
No. 2510 Pint Can ................$ .65 
No. 2515 54 Gal. Drum, gal. $2.10 CORRECTION PENCILS 
No. 2511 SPOUT for Con- No. 2410 Box of 12 $1.50 
venient Pouring $ .45 ae $ .15 
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1801 W. LARCHMONT AVE., CHICAGO 13, ILLINOIS 

























—______-NEW PRODUCTS «vlinued 





‘‘NIGHT-WRITING’’ PEN BALL POINT PEN 


< % pay 













Waterman Pen Co. 
1 De Forest St. 
Seymour, Conn. 
Slated to be the keystone of the company’s ‘’Big 
W” line for 1958 is this new under-a-dollar ball 
point pen. Representative of the firm's initial 
entry into the economy ball point market, the 
pen carries a 30-day money-back guarantee. The 
push-button mechanism is said to be foolproof, 
and the silver-tipped point assures a smooth flow 
of ink even on cellophane and plastic, the com- 
pany claims. Available in red, black, or blue plas- 
tic barrel. Retails at 98c. 

—tInquiry Card No. 87— 


Silver Bellis Limited 

P. O. Box 982 

Carmel, Calif. 

A new ball point pen with built-in 
light for writing in the dark or under 
poor lighting conditions. Called the 
Infra ‘“Night-writer’’, it is constructed 
of an aluminum cylinder and brass 
lead slide with Burgess battery and 
GE flashlight bulb. Bulb and battery 
replacements as well as ball point BALL POINT PEN 
refills are available. Priced at $4.95 , a 


—Inquiry Card No. 86— 





NEW LEATHER LINE 


Eagle-Ottawa Leather Co. 

Grand Haven, Mich. 

A new leather line for upholstery has 
CARBON SETS been introduced under the name of 
Pearl Essence.’’ Genuine mother-of- 
pearl is added to the finish material, 
a total of 14 soft pastels being avail- 
able. Material lends itself to many 
furniture styles and is easily tailored 
on tight or loose constructions. 


—lInquiry Card No. 89— 










Autopoint Co. 

3200 Peterson Ave. 

Chicago, Il. 

The “’Penstik’’ is a ball point 
pen designed for commercial 












Brownville Paper Co. use specifically. It will write 
Brownville, N. Y. 37,000 words, company claims. 
The company’s second sheet, Of pencil length and pencil 
“Sea Foam Bond”, is now grip, it is filled with approved 
available in carbon set form, inks which will not fade or 
known as Sea Foam Carbon- transfer. Available in  blue- 





sets, a single sheet with one- 
time carbon attached. Seven 
colors are available. Free sam- 
ples and brochure may be had 
by writing to company’s Dept. 


Cs 
—Inquiry Card No. 88— 
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For More Information Use Inquiry Card Facing Page 70 


black, red, green, reproducing 
and laundry marking inks. Reg- 
ular point for all inks except 
the blue-black which has the 
“Real-Thin” fine writing point. 
Reproducing ink, laundry mark- 
ing, and ‘’Real-Thin’” models 
retail at 39c; all others at 29c. 


—tInquiry Card No. 90— 
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Sales Stimulators 








Seripto, Inc., P. O. Box 4847, At 
lanta 2, Ga.—presents this window 
display about its ink cartridge foun 
tain pen. One dozen Scripto pens are 
shown on a display easel in a 
sorted colors along with six boxe 
of eight ink cartridges, which reta 
at 50c. 
—Inquiry Card No. 101— 





George B. Graff Co., 54 Wash 
burn Ave., Cambridge 4( 
Mass.—has available a new 
counter and window display 
promoting Graffco Nu-Vise file 
signals free of charge to deol 
ers. It is 19 inches tall and 
14 inches wide, in red, black. 
blue, and white. 
—Inquiry Card No. 104— 


Wilson Jones Co., 209 S. Jefferson 
St., Chicago 6, IIl—announces the 
availability of newspaper mats, win 
dow streamers, news release 
business page editors, imprinted 
ples, and other materials to bact 
up the sale of its new Expense | 
port form, the GrayLine No. 44-95' 
—Inquiry Card No. 106— 


For More Information Use Inquiry Card Facing Page 70 
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Alvin & Co., 853 Palisado Ave., 
Windsor, Conn.—has put out a 
counter display of its Ideal Precision 
lead pointers. Display is included 
with box of 12 lead pointers. Price 
$21 per box 
—Inquiry Card No. 102— 





Waterman Pen Co., | De Forest St., 
Seymour, Conn.—is offering thes« 
display pieces for the promotion of 
its new ball pointer. Emphasizing 
price and the company’s 30-day free 
trial, these four cards carry one, two 
12, and 24 pens, respectively. The 
largest one also features pen refill 
—Inquiry Card No. 105— 


Fisher Pen Co., 7333 W. Harrison 
t., Forest Park, Ill has announced 

display featuring four new Ink 
Pen-Cils which stands about 1! 
inches high and holds two dozens 
of the product in its one-piece white 
plastic construction. Its red-tipped 
nose features the price of 49c for 


each Ink-Pen-Cil and is encircled 


with a transparent plastic ring that 
identifies the type of product n 
lisplay 


—Inquiry Card No. 107— 





BATES ™ 








Bates Mfg. Co., Orange, N. J.—has 
emphasized the function of its “88” 
stapler in the home with this display. 
Five staplers in white, turquoise, 
cordovan, gray, and chrome are set 
on a sloping platform against a home 
back-drop in a_ three-dimensional 
unit. The display is free with the 
purchase of al! of the staplers 
—Inquiry Card No. 103— 


Gsterbwook 
SAFARI 


FOUNTAIN PEN 





The Esterbrook Pen Co., Dela- 
wore Ave & Cooper St Z 
Camden 1, N. J.—offers an 
eye-catching “‘flag’’ to pro- 
mote its Sofari fountain pen 
and to proclaim the price. This 
product display card slips 
easily under the Safari‘s clip; 
it is to be used when the twin 
cartridge pen is displayed out- 
side its own box. 
—Inquiry Card No. 108— 


OA-—4/58 















EXECUTIVE TECHNIPLAN 


Reflecting only the finest taste limited only by the imagination . . . 
Executive Techniplan is the most sought-after furniture for offices today. 


Featuring unlimited arrangements of standard components, each Executive 


. Techniplan office is as personal as it is functional. For Executive Techniplan, 
A . : the original metal modular office equipment is designed to satisfy your most 
; VUE UM J discriminating customers who demand the finest available 


3 Tit These customers are part of a tremendous ready-made market, available 
WOK WHER 


to you as a Globe-Wernicke franchised dealer. Hundreds of businesses and 
; vy industries agree there is nothing finer than G/W metal office equipment. And 
OYUL LMM WA each year, as their needs increase, they purchase more and more Globe- 


Wernicke metal modular office turniture and equipment 














Why not start today toward building that important customer satisfaction 
on which a very profitable future rests? Now is the time to investigate all 
the outstanding advantages of a Globe-Wernicke Franchised Dealership. Write 


for full information that may lead to an entirely revitalized business for you. 


remember GLOBE-WERNICKE 


success depends on the 





1 | strength of your line The Globe-Wernicke Co. ¢ Cincinnati 12, Ohio 
















THE BANK 








| you don’t want a stack of 
|} paper— you want profit. 
SO, READ THIS — 




















ie pretty tough for a dealer to bank 
a buck these days. Often he gets 
caught in a painful profit squeeze. To 
avoid this, he buys cautiously . . . he 
tries to pick the product with the 
quickest turnover . . . he cuts down 
the number of brands and concentrates 
on the profit-makers. 


All this isn’t easy. And we believe that 
it is our job to help him find the answers 
and put a buck in the bank. 


WHAT DO 
EVER READY DESK CALENDARS 
OFFER YOU, THE DEALER? 


FIRST—you do business with a company 
that has earned stature in the industry. 
Its policies, its way-of-doing-business 
are well known and recognized as the 
best in the field from the dealer's 
point-of-view. In service, quality of 
product and pricing structure, the 
dealer is its first concern. 





SECOND—EVER READY desk calen- 
dars move fast and “stay put.” It is a 
complete line — from loose-leaf, 
double-page utility types to executive 
DeLuxe and gift styles. You can make 
“The right calendar for the job” your 
own service keynote. 


150 
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THIRD—a quality that can’t be topped. 
Many calendars may look alike but 
there’s still a difference . . . in the finish, 
the styling, the quality of paper, the desk- 
protecting rubber bumpers, and pat- 
ented key-hole slots, the strong molded 
plastic and the heavy gauge steel bases. 




























And, FOURTH — several new sales- 
producing features: the patented 
“Snap-on” arch for the popular 717 
and 919 loose-leaf models ...a wide 
choice of colors — Mist Green, Desert 
Sand, Walnut and Grey... Mylar 
wrapped refills designed for self service. 


TO PUT A BUCK IN THE BANK 


STARE 3. 28 CE F 


DISPLAY AND SELL EVER READY CALENDARS 


EVER READY CALENDAR MANUFACTURING CO. 


GC € yt. 


NEW JE&S 84 
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ALL-TIME 
PROFIT CHAMP 
IS EASIER TO 

SELL THAN EVER roam nusser 


DOES IT! 


Take a look at that seat cushion. No 
fillers, sheets or bonded materials. 
Just deep, molded virgin foam rubber. — 
That's what we mean by Quality, 
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C-1500 Executive 
Swivel Armchair 





c-1510 
: Side Armchair 
d 
7 ~ 
rt 
ad More men have found comfort in the C-1500 than in any other office 
P. chair. It’s the business man’s favorite and a fine profit item. Now, with 


the foam rubber seat, the C-1500 line has more comfort and more sales 
appeal than ever, at no increase in price. Welded steel construction. 


Flawless finishing. Wide choice of distinguished upholsteries and 
colors. Matching side chair, side armchair and swivel chair. Also 
C-1500A series with wider arms. The C-1500 is part of the complete 


Harter line that’s always quality-built and consistently nationally adver- STURGIS MICHIGAN 


Ww STEEL CHAIRS 


tised. If there’s no Harter dealer in your area, drop us a line. 


HARTER CORPORATION, 425 Prairie « Sturgis, Michigan 
In Canada: Harter Metal Furniture Ltd., Guelph, Ontario 
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———SALES STIMULATORS ©0/i11ed 





Smith-Corona, Inc., Syracuse, N. Y 
making available a new dealer sales to 
called the ‘‘executive type selector’ in con 
nection with its dealer sales training pro- 
gram. This is a leather-bound portfolio 
which makes it possible for a prospect to 
see how various type styles will look on his 
letterhead. The type faces are printed on 
acetate pages which fit over the letterhead 
page. They are offered to dealers at cost 
—Inquiry Card No. 109 





Nessen Studio Inc., 5 University 
Place, New York 3, N. Y.—has pul 
lished a new catalog which incorp 
rates under one cover the company 
complete line of lamps. It includ 
the many new lamps which hove 
been added—two new = swing-arn 
models for wall mounting, and fou: 
new table lamps, for example. A! 
lamps are of brass and are availabl: 
through architects and decorator 
well as through stores. 

—Inquiry Card No. 121— 


J. K. Rishel Furniture Co., 120!) W 
Third St., Williamsport, Pa.—tha 
issued a new catalog for 1958 with 
an entirely new format, a double 
pocket loose leaf binder. It contains 
38 pages and features four new 
series of modern office furniture in 
addition to a new popular-priced 
school line called the Educator Serie 
No. 300. Also in printing is th 
Rishel Deluxe Catalog which is fre: 
to stocking dealers and available 
others at a nominal price. It has a 
hard cover, poster-weight pages, and 
contains materials samples. 
—Inquiry Card No. 122— 


The General Tire & Rubber Co., 
Textileather Div., Toledo 3, Ohi 
is offering free to dealers a complet: 
vinyl upholstery sample kit on busi 
ness and professional office furnituré 
It contains all of the Textileather 
patterns and colors in loose-leaf ar 
rangement. Has hard cover with gold 
embossed lettering; equipped with 
handle. A map included with each 
kit shows location of warehouse di 
tributor and jobber sources of stoct. 
—Inquiry Card No. 123— 





All-Rite Pen, Inc., 241 Hud 
son St., Hackensack, N. J 
presents this “‘showcase’’ dis 
play of its Hidden Helix ball 
pen. The back of the display 
has an illustration and descrip 
tion of the ‘“‘Hidden Helix’ 
components Pens’ displayed 
are black, blue, green, gray, 
and marcon, exhibited in in 
lividual ‘‘cribs.’’ 


—tInquiry Card No. 110— 





Bankers & Merchants, Inc., 
3229 N. Sheffield Ave., 
Chicago 13, I1l_— intro 
duces a new method of 
packaging rubber bands 
Called the Faymus ‘’4-Pak, 
the new unit consists of 
four %4-lb. packs of a size, 
each in a yellow and black 
carton tightly wrapped in 
clear cellophane to form a 
one-pound package. 

—Inquiry Card No. 111— 


New Catalogs 








Prefinished 
wallis:-ceilings 


with Textured 


*— 


leminated to 
metals and hardboords 








os A Be = 
The Masland Duraleather Co., 
Amber & Willard Sts., Phil 
adelphia 34, Pa.— is offering 
a free folder containing in- 
formation about a_ versatile 
vinyl sheeting for iaminating 
to metals and hardboards. The 
product is called ‘‘Masland 
Duran Clad.’’ 

—Inquiry Card No. 124— 


Cole Steel Equipment Co., Inc., 415 
Madison Ave., New York, N.Y.—ha 
recently released its newly revised 


72-page catalog featuring the firm's 


complete line of office equipment fur 
nishings. Complete information § i 
given on every item, including size 
prices, materials, trimmings and de 
tailed specifications 


—Inquiry Card No. 127— 





Diagraph-Bradley Industries, 
Inc., P. O. Box 269, Herrin, 
Illinois—has issued a new 
catalog entitled ““Your Handy 
Helper... Described as a 
modern guide to better ship- 
ping methods and _ shipping 
room supplies, it gives full de- 
tails on the company’s line of 
products. Free copy available 
to those requesting it on com 
pany letterhead 
—Inquiry Card No. 125— 


C. L. Barkley & Co., 1220 W. Van 
Buren St., Chicago 7, IIl_—has pub- 
lished a new catalog listing the com- 
pany’s guides, folders, and filing sup- 
plies, some of which are new addi- 
tions to the line. Illustrated, 35 
pages. 
—Inquiry Card No. 126— 


For More Information Use Inquiry Card Facing Page 70 
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Our Men Specialize in 
CUSTOM WORK : 





How often do you get calls for record filing or counter 
equipment that cannot be found in usual stock catalogs? 

In these modern days more and more jobs require that custom 
touch that can be done only by specialists. 


WATSON metal furniture is custom engineered 
and designed to meet special conditions as 
they exist — 


WATSON plants ‘and their men are experienced 
to handle the engineered designs of our 
field experts. 


WATSON custom products are sold by men 

who know the full scope of design potentials and 
know how to adapt this fine steel equipment 

to variable conditions; and every 


WATSON dealer, regardless of size, has these 
men at his call. He enjoys the facility of fast, and 
unlimited cooperation when he is called upon by: 


BANKS — Professional knowledge of design and functional 
layout of modern banking facilities is used to 
equip a bank with styled counter work 
engineered with expansion factors. 


COURTHOUSES and other public buildings 
The many variables in filing requirements in 
these installations are met by intelligent 
adaptation of the flexible line of equipment 
WATSON makes for these purposes. 


OFFICE COUNTERS — our complete line of counter 
height equipment and special devices has 
unlimited potential for a multitude of arrangements. 


Some dealer territories are open: 
Write Metal Furniture Division, Dept. O-4 for information. 


WATSON MANUFACTURING COMPANY, Inc. 


Jamestown, New York 
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WATSON Dealers are 
assisted by these Specialists: 


RALPH A. BENDER 
P.O. Box 1217 
3224 Peachtree Rd., N. E. 
Atlanta 5, Georgia 
Phone: Cedar 75-836 


NELSON CADY 
3153 Niles Avenue 
Cincinnati 8, Ohio 
Phone: East 19-322 


RALPH G. CARLSON 
1017 Investment Building 
Pittsburgh 22, Pa. 
Phone: Express 12-659 


JOHN H. GRIFFITH CO. 
928 Cathedral St. 
Baltimore 1, Md. 

Phone: Saratoga 75-190 


R. L. HANSON 

30 Church Street 
New York 7, New York 
Phone: Worth 43-881 


A. M. LEHNINGER 
Room +803 
8 So. Dearborn St. 
Chicago, IIlinois 
Phone: Financial 6-2289 


ROBERT MUSE 
737 Cheviot Court 
Kirkwood 22, Missouri 
Phone: Yorktown 63-796 


DONALD POLGREAN 
3826 Buckingham Rood 
Los Angeles 8, Calif. 
Phone: Axminster 19-890 


ED. SPEAKMAN, Pres. 
Wilhide Equipment Co. 
2107 Main Street 
Dallas 1, Texas 
Phone: Riverside 83-314 


JOHN D. STEWART 
4027 E. tiff Avenue 
University Park Stat. 
P.O. Box 8806 
Denver 10, Colorado 
Phone: Skyline 6-1013 


STANLEY WERKSMAN 
729 Boylston St. 
Boston 16, Mass. 

Phone: Copley 733-55 
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Since 1887 








in Other Lands 








Stationery Trade Fair 
Sets New Records 


By S. E. Rhodes Lancashire Press Agency 


277 Corn Exchange Buildings, Fennel Street, Manchester 4, England 


@® THE FOURTH ANNUAL Stationery Trade Fair was held 
at the end of January in London. Organized by the Stationers 
Association, it was the best yet organized by the official body 

H. H. Brookes, chairman of the trade fair committee of the 
Association, said that the Fair was in many ways without 
precedent in the industry's history 

“Bigger and better than anything pres iously attempted, the 
Fair is a tremendous advance on its predecessors in every way 
It is a remarkable achievement in four years,”’ he said 

It would be difficult to cover the whole Fair, exhibitor by 
exhibitor. The following represents some of the lines of a few 
of those exhibiting: 

Benno Partners and Products, Ltd., of London, showed new 
designs in pictorial playing cards, tartan cards, Tudor Rose 
cards, patience cards of various sizes, and a complete range of 
Bridge sets, leather card cases in twin book style, and so on 
Many of the designs were of a high artistic order 

Castell Brothers, Ltd., of London, included in the display 
the well-known Pepys pocket and five-year diaries, Pepys card 
and party games and Pepys personal and gift stationery 

National Loose Leaf Co., Ltd., of London, displayed for 
the first time new lines which included the Flowline ledger 
which incorporates a mechanism of unique design. 

At first thought, a window display of analysis, salaries, 
wages and time books, may not seem very attractive. However, 
Tollit & Harvey, Ltd., of London, put on a display which upset 
quite a few preconceived notions. The display was a specimen 
window and was made up of ruled books, colored pelmets 
and attractive new show cards. 

This firm also supplies what it describes as Silent Salesmen 
There are 15 in the series, and these Salesmen are show cases 
supplied free for selected books. Results appear to indicate 
that the use of these special showcases amply justifies the 
claim for them to be regarded as ‘‘Salesmen”’. 

The Guildhall series produced by Tollit and Harvey Ltd., 
included over 350 rulings for various types of account books 
* 

Another fair of interest to the trade is the National Sta- 
tionery & Book Trades Fair, which was held February 10-14, 

also in London. 


ee oS 
Esterbrook Pen Co., Ltd... . had ao powerful sales aid at the 
Fair in the large self-explanatory technical diagram showing 
the desk pen set. With the exhibit are H. H. Brookes, sales 
manager, and Miss B. E. Cummings, Sussex stationer 
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Percy Jones (Twinlock), Ltd. showed the newly-designed 
Vetro lateral cabinet with a roller front at the fourth annual 
Stationery Trade Fair. R. C. S. Weir, London sales repre- 
sentative, here demonstrates its features. 





introduced the new Waterman 
CF875 cartridge pen to the trade at the Fair. In the picture 
are Miss S. Wilson, pen department buyer of Brown, Muff 
& Co., Ltd., and G. W. Truscott, Waterman sales manager. 


Waterman Pen Co., Ltd. 


Exhibitors here were many and it is possible to mention 
only a few. 

British Pens, Ltd., of Birmingham, showed a new develop- 
ment the Derwent water color pencil in 36 shades. This 
is a versatile coloring medium which is sure to find a ready 
sale among professional and amateur artists 

F. Chambers & Co., Ltd., of Nottingham, had as a special 
feature, the Polaris art crayon, a wax crayon of very dense 
color with unusual blending qualities. It is packed in sixes 


(Turn to Page 192, Please) 


Representatives of office equipment concerns abroad, 
visiting in the United States, are cordially invited to 
make the offices of this journal their headquarters. The 
staff at the main office, 600 W. Jackson Blvd., Chicago, 
and the staff at the branch headed by G. C. Wheeler 
at 1023 Pershing Square Bldg., Pershing Square, 42nd 
St. and Park Ave., New York, will be happy to be of any 
possible service. While the facilities at New York are 
not so many as at Chicago, there will be found the 
same desire to serve. 
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"For the Line 
to Greater Profits 
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Port-a-Wall Train” 
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OFFICE 
PARTITIONS 





Flexible and portable wall partitions give 
your sales volume a big step forward 


into new markets and big rewarding profits. 


Take the step forward with the “FORWARD 
STEP” in office design. For all commercial 

and industrial offices, PORT-A-WALL partitions 
are designed to provide utility and economy. 
Functional beauty is built right in. 

You sell the best when you recommend 
PORT-A-WALL . . . “and it sells for you.” 
PORT-A-WALL gives you these additional 
selling advantages: 


@ FLEXIBILITY . . . to meet any and every 
situation and requirement. 


@ AVAILABLE IN 5 STANDARD HEIGHTS: 
39”, 54”, 68", 74”, 84”. 





; @ AVAILABLE WITH OR WITHOUT DOORS, 
different type glass, corkboard, acoustical 
board, pegboard, chalk board or solid steel. 
Pass through shelves and book shelves. 


@ QUICK, EASY INSTALLATION .. . earlier 
occupancy with less fuss and disturbance 
when installing. 


@ EASY ACCESS TO UTILITY SYSTEMS. 
@ EFFICIENT NOISE CONTROL. 


@ SAFETY ... FROM FIRE. Reduces insurance # 
risks . . . meets all safety specifications. 


GET ON THE GRAVY TRAIN. 
GET THE COMPLETE DETAILS TODAY . . . write to 


Port-a-Wal 1 Office Partitions 


Division of HEMISPHERE STEEL PRODUCTS CORP. 
SECT. BS ° 263 KENT AVENUE ° BROOKLYN 11, N. Y. 
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{, JOHNSON 


See the exciting new additions to the Johnson Line at the NOFA Convention — Booths 
148 and 149, ‘‘Boulevard-of-Style’’ — Convention Hall, Philadelphia — March 28-31. 


Johnson Chair Company 7109 Merchandise Mart Chicago 54, Illinois 
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Lalu every whorl agiee 


ZZ NISI-SHELF gives more 


| of what we're selling 
filing for! 


us Parents 












protected - 


more profits 


Thanks to Visi-Shelf’s exclusive 
features that provide — 


more filing capacity 
Visi-Shelf units file “Twice as many 
records in the Same Space” — offers 
maximum space savings—by almost 200%! 
to our customers! 











more record protection 


Our customers really go for the 

exclusive, patented Drop Doors that 
protect records from dust, dirt and light — 
and are so easily handled 

with just one hand! 


more filing per day 


Filing is faster and easier with 
the Visi-Shelf Filing System — adds up 
to more records filed per day! 


more National advertising 


More people ask for Visi-Shelf 

Filing Systems, because Visi-Shelf is 

consistently advertised in the magazines if You're Not Getting Your Share 

our customers read, such as: of Filing Profits — Send Today For 
Full Details of the VISI-SHELF 











Dealer Promotion Program! 


| yg ea a VISI-SHELF FILE inc. 
DUN’S REVIEW . . The x ae ee rl | ears: 




















7 $7 225 Broadway 
nan ‘ ' New York 7, New York 
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Committees Selected for 
Eastern Stationery Show 


A complete list of committees has been announced for the 
Eastern Commercial Stationery Show October 25-28, jointly 
sponsored by the Stationers Association of’ New York, Inc., 
and the Metropolitan Travelers Club 

The group met on January 28 to draw up plans fos 
the various committ s Another session was 


the 


operation of 
scheduled for February 27 
The committees are: 
General Chairmen—Carl C. Judkoff, Cantigny Printing & 
Stationery Corp.; Milton Stone, Stone-Newman Associates, Inc 
Exhibits—George Reichman, Mooney's, Inc., and Arthur 
Friedland, Advanco Products. 
Sales—Mannie Klein, The Klein-Heimbinder Co., and Martin 
Moldow, Martin M. Moldow Associates 
Advertising and Publicity—Bob Reichman, Mooney’s, Inc 
Irving Judkoff, Cantigny Printing & Stationery Corp.; Wallace 
Fisher, Orrice APPLIANCES, and Herb Grayson, Ace Fastenet 
Corp. 
Budget—Irving Steinholtz, Cantigny Printing & Stationery 
Corp., and Harry Fensterheim, S.E. & M. Vernon, In 
Chairmen ex-officio—George Niklaus, manufacturers’ rep 
resentative, and Emil Contreras, Joseph Dixon Crucible Co 


Lovejoy Re-Elected Head of 
Fountain Pen, Pencil Group 


The election of officers highlighted the annual meetiag of 
the Fountain Pen & Mechanical Pencil Manufacturers Associa- 
tion, Inc. held on February 6 at the Madison Room of the 
Roosevelt Hotel, New York City 

Charles K. Lovejoy, executive vice-president of Scripto, Inc., 
was unanimously re-elected to the office of president of the 
Association. Held over for a second term as well was Vice- 
president George Bartoll III, president of C. Howard Hunt 
Pen Co. 

The other officers and executive committee 
to serve commencing July 1 are as follows 

Treasurer — Irving T. Willard, L. D. Van Valkenburg Co 

Secretary — W. Clarke S. Mayes, Jr., Marshall & Meier Co., 


Inc. 


men bers chosen 


Executive committee chairman Frank D. Waterman. 
Waterman Pen Co. 
Executive committee — T. J. Peters, American Improved 


Products, Inc.; Jules W. Lederer, Autopoint Co.; Charles P. 
Schoen, Essex Corp.; Robert N. Wocd, Esterbrook Pen Co.; 
Paul C. Fisher, Fisher Pen Co.; Julius M. Kahn, David Kahn 
Inc.; Alan J. Freedman, Ketcham & McDougall; R. A. Lanoie, 
Lew Mfg. Co.; W. L. Main, Jr., Main Products Co.; E. B. 
Nichols, Nichols Products Co.; Ivan D. Tefft, The Parker Pen 
Ca. and Wilbur K. Olson, W. A. Sheaffer Pen Co 

The guest of the afternoon was introduced by John T. Mc- 
Loughlin, vice-president, Esterbrook Pen Co., who acted as 
toastmaster for the afternoon. Mr. McLoughlin welcomed 
Walter R. Barlow, executive vice-president, Opinion Research 
Corp., Princeton, N. J., whose topic was “Opinion Research, 
Friend or Foe of Business’. With the help of some charts Mr 
Barlow disclosed the results of several surveys recently con 
ducted by his firm. 

Questions dealing with taxes, government, labor and related 
areas were asked of various representative groups from all 
walks of life in an effort to determine the feelings of the 
American people regarding these top: Mr. Barlow's finding: 
indicated a lack of awareness on the part of most working 


people today toward the many things being done for them by 
management. American business must do a better public rela 
tions job to compete favorably in the field of public opinion 

The group heard a report on the work being done in behalf 
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of Fountain Pen & Mechanical Pencil Man- 
ufacturers Association (left to right) are: Irving T. Willard, 
treasurer; Frank L. King, executive vice-president; Charles K. 
Lovejoy, president, and Frank D. Waterman, executive com- 
mittee chairman. Not shown are George Bartoll III, vice-presi- 
dent, and W. Clarke S. Mayes, Jr., secretary 


New Officers 


of the Handwriting Foundation by William Ruder of Ruder & 
Finn, Inc., who handle the Foundation’s public relations. Mr. 
Ruder told of the need to “create a will to buy” writing in- 
struments by increased education in the art of writing properly. 

Frank L. King, executive vice-president of the Association, 
conducted the business session of the meeting and asked for 
a report from the committee chairmen present. The following 
committees were heard from: 


Nominating and Education — Wilbur K. Olson, W. A 
Sheaffer Pen Co., chairman. 
Government Relations — Ivan D. Tefft, The Parker Pen Co., 


chairman 

Statistics R. A. Lanoie, Lew Mfg. Co., chairman 

Mr. King urged the Association to retain its present pro- 
fessional representation in Washington in behalf of existing 
tax regulations and pending legislation which have a vital bear 
ing on the writing instrument industry. 

In closing, he extended an invitation to the members to at- 
tend the Association’s summer meeting scheduled for June 18- 


22. Bermuda has been selected as the sit« 


Office Furniture Dealers 
Meet in Dearborn, Mich. 


Office furniture retailers making up the backbone of the in 
dustry across Michigan, Ohio, Indiana, and southern Canada 
met February 22 at the Dearborn Inn, Dearborn, Mich. Some 
50 retailers attended the conference sponsored by the Detroit 
NOFA chapter, headed by Roger Young of Detroit 

Selling in Today's Market’’ was the feature address by 
Dr. Joseph Thompson, college of business and public service, 
Michigan State University. Dr. Charles Lawrence, also of Mich- 
igan State University, was another speaker 

Workshop sessions on office furniture retailing were con 
ducted by Walter J. Duncan, Walter J. Duncan Company, D« 
troit; James Finn, president, Illuminating Engineering Society 
of Michigan, Detroit, and Arnold J. Gannaway, American 
Accordian Fold-Door, Inc. 

John R. Gray, who heads the NOFA headquarters staff in 
Chicago, spoke on the 1500-member association’s 1958 program 
tor helping dealers with retailing problems 

W. H. Bretzlaff, Jr., Detroit Office Equipment Mart, Detroit 
is NOFA area chairman. Thor Marsh, Marsh Office Supply 
Inc., Ypsilanti, Mich., was chairman of the one-day meeting 
Registrations were accepted by Harvey Beaudin, Miles Fox Co 
Detroit 
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you make a clean sweep of clutter. 
Your desk top is cleared and stays 
clear. Here’s how it’s done! 

Work Organizer drawer interiors 
provide specific space for letter trays 
and all other work and working tools. 


A new Organized Desk with an ingenious 
ability to lend a hand to a man at his work 


COCO OOOO EEO EEE E EERE EERE EEE EEE EEE EE EEE EEE HEHE EEE EEE EEE EEE EEE EEREEEEEEEEE EEE EEES 





Ever noticed the amount of useless stuff that drifts 
around on top of a desk? And a lot of desk drawers 
too are in the same state of clutter. 

This condition gets in the way of a lot of work. 
It’s the reason why the new Shaw- Walker Organized 
Desk is such a big help in getting things done. 

Move in behind one of these Organized Desks and 
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Everything is organized for quick finding with- 
out hunting. Two revolutionary advances are, 
drawer space for your wastebasket and telephone. 

The 292-page Shaw-Walker “‘Office Guide’’ pic- 
tures, describes and plainly prices 86 Organized 
Desks and 5,000 other items. Ask your local repre- 
sentative for a copy, or write Muskegon 61, Mich. 


HAVW- A KE. Largest Exclusive Makers of Office Equipment 
8 Muskegon 61, Mich. Representatives Everywhere 








Seles Force .. . and home office super- 
visors photographed outside new Ameri- 
con Pod & Paper Co. plant. From left 
Jamés Cronin, Douglas Allen, Robert 
Reid, Glenn Chambers, Obe Meloan, 
Berton Chillson, Harland Bradford, John 
Whalen, Graham Spickard, Donald Ta- 
ber, Russell Ragan, Gerald Henningson 
Clayton Person, Edward Bradford, Henry 
Fifield, George Bissel, August DeProsper 
and Richard Weiser. 


American Pad & Paper Holds 
Open House at New Plant 


The American Pad & Paper Co. is now in full operation 
at its new $700,000 plant in Holyoke, Mass., where an open 
house was held January 30. The company was host to its special 


guests at noon that day at Hotel Roger Smith in Holyoke 


The company, which conducted operations from its old fous 
story plant on Winter St. since 1895, completed its move to 
the new two-story quarters late in December 


Much of the new plant’s modernistic appearance stems from 
more than 450 windows, four feet wide and eight feet high 


which form a continuous ribbon around the building 
Norman buff-colored brick was used in the construction of 
the new facility, which contains 25% more space than the old 


Winter St. quarters. 


Other construction highlights include the lining of the inside 
front lobby with azure glazed tile and a special roofing insu 
lation which is so constructed that rain water in puddles can 
be retained to a depth of two inches for an added cooling effect 
during the summer months 


All of the first floor is devoted to shipping, receiving, and 
storage space. The floor contains 40,000 square feet for the 
warehousing of both raw and finished materials 


All manufacturing and offi yperations take place on the 
second floor. 


Current key officials inclu Philip M. Judd, president; 
Donald R. Taber, treasurer and general manager; John J. 
Whalen, vice-president; Harland S. Bradford, vice-president 
and Clayton S. Person, assistant treasures 


American Pad & Paper, which does most of its business with 
some 2,000 commercial stationers who sell its products to of 
fices and factories, maintains a sales force of 11 men who 
travel throughout the United States and the Hawaiian Islands 
Sales offices are maintained in N York, Boston and Chicago 

Although sales to commercial stationers total 75% of the 
firm’s business, the remaining yf its sales are to college 


bookstores in every state of t 
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A New Era Begins . . . as modern, two-story plant, the new 
home of the American Pad & Paper Co., goes into full pro- 
duction. The $700,000 building is located in Holyoke, Mass. 


Arnot Jamestown Sees Sales Volume Increase 


A sales conference of district representatives of the Arnot 
Jamestown Division, Aetna Steel Products Corp., manufacturers 
of the Arnot line of free-standing partitions and modular furni- 
ture components, was held at Hotel Barbizon-Plaza, New York, 
January 27-29 

General Sales Manager B Ww Knott (second row second 
from left) says that, based on reports from all 
the Division looks forward to a 17% increase in sales volume 


epresentatives, 


during ‘58 

Left to right: Robert Fuller, Chicago; A. H. Breslin, Pitts- 
burgh; Leonard Robinson, Toronto; Stanley Werksman, Bos- 
ton; Percy Seitlin, manager, advertising and publicity, Aetna 
Steel Products, New York; Milton Reiss, New York district 
manager; G. W. French, vice-president, Arnot-Jamestown Di- 
vision, Jamestown, N. Y.; B. W. Knott, Arnot general sales 
manager, Jamestown; John Griffith, Baltimore; Wayne House- 
holder, Detroit; Ralph Bender, Atlanta; C. L. Scheffler, Dallas; 
R. Youngstrom, Denver; Tim Murphy, Kahr Bearing Division, 
Aetna Steel Products, Burbank, Calif.; Ken Tolson, Cincinnati; 
Lynn Carlson, Cincinnati; D. E. Dahlgren, San Mateo, Calif 


An Arnot Conference... 
Arnot-Jamestown Division sales confer- 
ence held in New York City January 27- 
29. 
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styled in steel with plenty of sell... built and backed by 


REPUBLIC 


REPUBLIC—a name that ‘“‘stands, out’’ in 
office equipment because Republic “stands up” 
under all conditions of service. And because 
it is made of steel, Republic Office Equipment 
offers many advantages in durability, efficiency, 
convenience, 

Styled in steel for beauty and comfort, Republic 
Desks combine smart styling and design with 
simple construction. Full-formed rolled edges 
are attractive, complement modern office design 
and decor. Safe, too— eliminate the tragedy of 
snagged hosiery and splintered fingers. 

Republic steel desk drawers slide silently, 
smoothly, on nylon “glides” with effortless opera- 
tion. They never stick, warp, bind. 

Strong, sturdy, rigid. All-welded steel con- 
struction assures maximum durability and long 


REPUBLIC STEEL 


BERGER DIVISION 


pe Canton 5, Ohio 
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life. 


Stainless steel trim never loses its luster. 


Especially hard finish resists mars and bumps. 
The stay-beautiful finish will not peel, chip, or 
flake. Wide array of colors and finishes. 


These features and many more are built into 
every Republic Desk from the handsome Execu- 


tive 


Conference model with its big 21-square- 


foot desk top to the many secretarial and special 
purpose units. 

Republic’s big line also includes matching 
desk-high cabinets and telephone stands, tables, 
filing cabinets, and other equipment designed to 
simplify office procedure and make it more eco- 
nomical and pleasant. 

Stock and sell Republic with all the “most 
wanted” features. Call your Republic representa- 


tive 


today. Ask about available dealerships. 


REPUBLIC STEEL CORPORATION 
BERGER DIVISION 

DEPT. C-5507 

1058 BELDEN AVENUE + CANTON 5, OHIO 


Please send me the following literature and information: 
OC Illustrated Booklet—Republic Office Equipment 
0 Information of available dealerships 











Name Title 
Firm 

Address 

City Zone State 
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The projected styling of the VOLEE group in 
genuine walnut and extruded aluminum 
uniquely combines taste, modern decor and 
modular efficiency to bring you a new 
concept in design for today’s office living. 


Write for color brochure showing the 





complete VOLEE line. 







SEE OUR 
COMPLETE 
DISPLAY 
AT THE 
N.0.F.A. 
SHOW 













© desks 







* chairs 


* upholstered 
office 
furniture 









* desk 
accessories 










BOOTH 
126-127 





an outstanding design... in the world of office living. 
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“Wow! 
When I'ma big 
shot, I'll have one 
of them too.”’ 


P. S. to dealers: 
Everyone is 

impressed when ’ 
you sell Gunlocke. 4 







Copr. 1957 by 


uP Ow Ho GUNLOCKE CHAIR COMPANY, WAYLAND, NEW YORK 

















In Session on 9th Regional plans are, from left: Frank 
Bernard, Forest C. Buchanan, Victor C. Hayes (chairman), 
Harvey E. Rivera, Thomas L. Kreiter, John R. Jacobs, W. E 
Eldridge, Robert Lindstrom and Irwin F. Posey. Absent were 
Herbert C. Parker, Jr., John J. Seaman, Luke J. Scramuzza 
and Earl Story. 





meet to plan 9th Regional entertainment 
From left: Mesdames Herbert C. Parker, Jr., Forest C. Bu- 
chanan, Harold J. O’Donnell, Clyde Smith, Lucas J. Scramuz- 
za, John R. Jacobs (vice-chairman), Paul Mule, W. E. Eldridge 
(chairman), Lawrence Comiskey, Sr., E. Lamar Murray, Victor 
C. Hayes and John J. Seaman 


‘Nifty Ninth’ Prepares for 
Convention in New Orleans 


ished hosts and hostesses 


New Orleans has its most accomp 
preparing for “The Time of a Stationer’s Life” on April 9-11 
at the NSOEA Ninth Region convention to be held at the 
Jung Hotel. 


The invitation includes Mr. and Mrs. Stationer and all the 
little stationers—to stay over the weekend and discover Lake 
Pontchartrain with shimmering sandy beaches, sea breezes and 


municipal amusement park. “Bring your bathing suits; New 


Orleans is balmy in April,” state the convention hosts 


A committee of 12 is planning a treat for the ladies at 
eing trip and Yacht 


f 


convention including a Thursday sig 
Club luncheon, a Friday night banquet and danc« 
special secret entertainment planned for Friday that they aren't 
even telling the men about. 

The men’s program, under the dir 
general convention chairman, as planne 
cludes golf, informative business sessions, Cajun humor 
luncheon, and other features 

The Texas Traveler's committe 
III as chairman has exclusively engaged the riv 
President” for a Thursday night party of dining and dancing 
afloat on the Mississippi River 

Texas Travelers’ President Jess Musgrave and a fellow com- 
mitteeman, Clarence F. Escher, ag: when Chairman Straf 
ford said, “With the gentle breeze, the moonlit deck and soft 


music romance will abound in the Deep South this night. It 
Stationers feel 


and an extra 





tion of Victor C. Hayes, 


by the committees, in 
at a 


with R. C. (Bob) Strafford 


steamer “The 


n 


will make old stationers feel young and young 
younger.” 


Cheney Named Southworth Vice-President 


Paul W. Cheney was named a vice-president of the South 
worth Co. at the directors’ meeting following the annual meet 
ing on January 13. The following officers ted or r 
elected: 


President—Melvin D. Southworth 

Vice-president and treasurer—Phelps Brown 
Vice-president and sales manager—Paul W. Cheney 
Secretary—John H. Southworth. 


126 


‘Rally for Sales’ Attracts 
Los Angeles Crowd of 500 


hy AL BALGHER 


Golden State Travelers Club 

Che seventh annual “Rally for Sales’’ was presented to more 
than 500 stationers, travelers and friends by the Golden State 
[ravelers Club at the Hotel Statler in Los Angeles on the 


evening of January 30 


A cocktail party, dinner, group singing, and three fine speak 
ers were well received. The “Salesman of the Year" contest 
awards were the feature closing this outstanding industry 
event 


Dick Kirpatrick of Old Town Corp., as general chairman 
and toastmaster for the evening, presented a balanced program 
in smooth fashion 

Willis Clark, Bankers Box Co., opened the meeting with 
benediction. During the dinner hour and later as tables were 
being cleared Roy Baughman, American Crayon Co., and the 
Michael Page Trio led the 500-voice group in singing 

Jack Schwartz, author and salesman, presented a novel and 
factual story on “How to Get More Business by Telephone’, 
telling the importance of using a ‘Smiling voice’ to charm 
listeners 

Herb Morgan, National Blank Book Co., as field division 
vice-president of NSOEA, fave a clear picture of the responsi- 
bilities which reside with the salesmen in the stationery and 
office equipment industry. 

John N. Christianson, vice-president of the Quality Park 
Envelope Co., pleased the huge crowd with his good humor, 
His “Horse Sense in an Atomic Age’ outlined five guide posts 
for this year's sales eftort. 

Ralph V. Maneval, A. W. Faber-Castell Pencil Co., as chair- 
man of the contest committee, and NSOEA Governor John 
Wikle, Wikle’s Stationers, Phoenix, Ariz., were called upon to 
make presentation of trophies to the 10 “Salesmen of the 
Year’. The winners of cups and special trophies are: 

Al Boyle, Grimes Stationery; Bob Garver, Southern Cali- 
fornia Stationers; Don Hess, Industrial Office Supply, Pasa- 
dena; Bert Purdy, Sarrett’s, Las Vegas; Mike Milnick, Gills 
Office Supply, Long Beach; Clyde Davis, Forrest Stationery 
Santa Monica; George Gillfillan, Vroman's, Pasadena; Bob 
Hagedorn, Westwood Office Supply; Charles “Ted” Vaughn, 
the Brown Shop, Pasadena, and the ‘Salesman of the Year 
Robert E. Gans, Jr., Cornell's, Chula Vista, Calif 

The grand prize award carries with it a check for $250 as 


well as a trophy 


Northern California OMDA Holds 
Two-Day Meeting in Stockton 
Members of the Northern California Office Machine Dealers 


Association and guest machine dealers met in Stockton, Calif 
for a two day session on March 8 and 9 

[The program, at the Stockton Country Club, included a 
board meeting, cocktail party and special dinner on Saturday 
and a brunch breakfast on the Showboat on Sunday morning 
followed by a panel discussion on the discount house probles 


with R. W. McAllister as moderator 

[his was the first meeting conducted by the newly elected 
president, James C. Dunn of Holladay Co., San Francisco, and 
his fellow officers: Jay Balch, Modern Business Machines, 
Alameda, vice-president; William M. Secor, Guaranty Type 
writer Co., San Francisco, vice-president; Earl S. White, Ames 
Supply Co., San Francisco, vice-president; Elmer Williams, 
Business Equipment Center, Hayward, treasurer and assistant 
executive secretary; Herb Wheeler, executive secretary: and 
Ed Noakes, Noakes Typewriter Co., Sacramento, sergeant-at 
arms 
Directors include Ed N. Monaghan, Stockton Typewriter Co 
Stockton; Ed Mielenz, General Office Equipment Co., Walnut 
Creek; James W. Dunn, James W. Dunn Co., Visalia; L. A. 
Quella, E. & M. Machine Co., San Francisco; Wallace E. 
Nickel, Fresno Cash Register Exchange, Fresno; Roy Kennedy, 
Kennedy's Business Machines, San Jose; Peter A. Tobin, Addo- 
X Sales Agency, San Francisco; and Lloyd Cowan, Lloyd's 
Business Machines, Stockton 
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Heinrich-Seibold Showroom 
designed by Marble’s Design Center 
increases sales 76% 


“Our new showroom, designed by the B. L. Marble Design Center, 
has far exceeded our expectations,” says Kenneth C. Heinrich presi- 
dent Heinrich-Seibold Stationery Co., Inc. of Rochester, N. Y. ““We 
expected a return on our investment but nothing like our 76% 
increase in sales in less than two years. Now, we're selling com- 
plete offices, desks, chairs, lamps, carpets and drapes. We’re making 
more sales, bigger sales. Our new showroom deserves the credit. 


“But these sales triumphs aren’t all we got out of our showroom 
modernization. Our entire sales force has new energy and inspiration. 
They were good furniture pushers — now they’re furniture specialists. 
That’s why I say to office furniture dealers everywhere . . . those who 
do not modernize, will be in the red, profitwise.” 


All over the country, Marble Dealers have taken advantage of this 
Design Center service in the modernization of their showrooms. All 
have been financial successes. There’s no better way to tell your pros- 
pects that you know more about office furniture than anyone else in 
your city than by an attractive showroom. It’s tangible, hard-selling 
proof that builds sales... profits. Write or call today to find out 
how the Marble Design Center can help you. 
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The World’s Largest Selection of Fine Office Seating 
CONTEMPORARY * MODERN * TRADITIONAL 





At Head Table .. . for District 11 sales 
rally are (from left): Ken Sutherland 
Oregon Trail Travelers’ first vice-presi 
dent; Gerry Whitcomb, president O.T.T.; 
James Kalbus, governor District 11; Ken 
Dickensheet, general chairman = and 
toastmaster; Donald C. Sloan, speaker 
Herbert S. Morgan, vice-president 
NSOEA field division; and Ed McCarthy, 
secretary O.T.T. 


Oregon Trail Travelers 
Stage First Sales Rally 


The Oregon Trail Travelers’ first annual sales rally and 
dealer salesman of the year award banquet in Portland, Ors 
on January 24 proved a successful affair with 140 dealers 
dealer salesmen and travelers in attendance 

“Dealers gave tremendous support 
master of ceremonies, Ken Dickensheet, National Blank Book 
Co. 

Gerry Whitcomb, president of the 
audience. Remarks on the forthcoming regional at Sun Valley 
were given by 11th District Governor James Kalbus of the 
Kalbus Office Supply Co., Nampa, Ida 

Herbert S. Morgan, west coast district manager of National 
Blank Book Co., addressed the meeting as vice-president of the 
Field Division of NSOEA, on the subject, “Why We Are 
Here.” 

Featured speaker of the evening was Donald C. Sloan, presi 
dent of Sloan Investment Securities Co., Portland, Ore 
talk was entitled, “Think Big’’ 

Five dealer salesmen were introduced as finalists in the con 
test and each received an engraved trophy from the Oregon 
Trail Travelers Club and a leather wallet from Mr. Morgan 
These finalists were: 

Leonard Berglund, The Stationers, Inc., Tacoma, Wash 

William Marsh, Shaw & Borden Co Wash 

Harold Halders, Charlie Helwig, Inc., Portland, Or 

Donald Minton, Strawn’'s, Boise, Ida 

Harold Myers, Kilham’'s Stationery & Printing Co 
Ore. 

Judges from the Portland Sales Exe 
Myers as the outstanding dealer salesman and he was awarded 
a large trophy from the Oregon Trail Travelers as well as an 
engraved wrist watch. 

Serving with Chairman Dickensheet on the meeting commit 
tee were Ed McCarthy, F. S. Webster Co.; Chet Williams, Yaw 
man and Erbe Mfg. Co., and Norm Lincoln, Eaton Paper Corp 
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Stationers Square Club Observes 
‘‘Past Presidents’ Night’’; Present Plaques 


A salute was given to 16 past presidents of the Stationers 


Square Club of Greater New York at February 20 meeting 
held at the Gramercy Park Hotel 

On hand to receive a gold plaque in commemoration of thei: 
services to the club were the following former chief 


Irving M. Levy, Lawrence R. Schmidt, Henry Bowman, 
George Nicklaus, Albert McLane, Fred Steinhilber, William 
Beck, William Mayers, George F. Griffiths, Jr., Mortimer 
Libien, J. Howard Shoemaker, Edward Leventhal, Charles 
Shelly, Ralph Barnett, Edward Jensen and Jesse S. Libien. 

President John F. Fisk read letters of appreciation from 
those past presidents who were not able to attend in person 
They were John A. Riedell, Louis Tavernier, Harry Lynn, 
Harry Yaeger, Benjamin T. Sandner, Jack Walder, Arthur 
Burger and Milton Stone. 


Honored guests were heads of s ral of tl ister organ 
izations: 
President Stanley Geismar, re} nting Statione 


12:30 Club of New York; George Nicklaus, president of the 
Metropolitan Travelers Club; M. H. Chute, president of the 
Wholesale Stationers Association 


treasurer of W.S. A. 


Donald Frey, secretary- 
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The Big Moment 


Ken Dickensheet (left) presents Harold 
Myers with his award and watch for being outstanding dealer 
salesman of the year. 


Federal Stationery Holds 
Sales Meet, Open House 


} 


The second a 
by the Federal Stationery Co., St. Paul, Minn., at the Curtis 
Hotel in Minneapolis February 22 was accompanied by an 
open house the day before at Federal’s new location, 865 N 
Vandalia St., St. Paul. 

Visitors found much of interest in the company’s new build: 
contains 30,000 square feet of office supplies and 
They were intrigued by the handling equipment, 

odern type, and the attractive offices and display 


innual merchandising and sales conference held 


ing which 
equipment 
of the most 
rooms 1n keeping 

Attendance by more than 250 at the sales and merchandising 
conference exceeded that of last year by 50%. Stationers came 
from North Dakota, South Dakota, Minnesota, northern Iowa 
and western Wisconsin. “We feel that the large crowd was 4 
fine tribute to our Federal St. Paul operation 

Speakers and 

Bill Aylward, The Globe-Wernicke Co.—'‘The Sales Value 
of Filing Supplies to the Individual Dealer and Dealer Sales 


with the stationery business 


their topics were: 


men.” 

Joseph Burger, Art Steel Co—“Opportunities in 1958 fot 
the Retail Stationers.” 

Carl Priesing, Venus Pen & Pencil Corp.—"Suggestions to 
Increase Sales of Writing Instruments 

Roger How, Minnesota Mining & Mfg. Co.—‘Why Retail 
Stationers Should Advertise in 1958.” 


Herb Johnson, Wilson Jones Co Selling Staplers. 
Ed Whittemore, Wilson Jones Co-~—“New Ideas for Selling 
Grayline 


Bill Gove, EMC Recordings Corp I'll Swap Ya.’ 
Phil Ackerman, stationer, “Selling Starters.’ 
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: | SMNA one hour label 






CAN OFFER THIS 


LOW COST 


Underwriters’ Laboratories 
ONE HOUR “D” LABEL 
FIRE PROTECTION 


VICTOR Detailed Certification 


This container is certified to be effective in 
withstanding the following conditions: 

(a) severe fire reaching 1,700 degrees Fahren- 
heit for at least one hour before interior temper- 
ature reaches 350 degrees Fahrenheit. (b) an 
explosion test where as unit is subject to con- 
stant 2,000 degrees Fahrenheit for one half hour — 
without damage to paper contents and to — 
determine whether a sudden heating will cause : 
an explosion in the walls or interior. ) 
































| Victor Treasure Chest is the only chest on the market with 
the “Consumer Accepted’ Underwriters’ “D” label : 
and the “Industry Accepted” | aboratories. Inc 
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The famous Victor Treasure Chest has 

p deen redesigned to provide more cer- Cc Sain F2-ND | 
tified protection from fire than any are S ANUFACTURERS NATIONAL ASSOCig7; 
other chest on the market. The world Sh FIRE INSULATED CONTAINER 0 ©) 
famous Underwriters’ Laboratories SMNA RATING @BRMBBHR EXPOSURE-CAT NO 
“Label of Approval” certifies that the 
Treasure Chest provides the same high fire protection standards You can show 4 practical sizes, each with a key or 
nthe home as important business records are given in the office. combination lock, and your customers can select 
Victor Treasure Chest is the only insulated chest certified by both from 4 attractive colors. 
the Underwriters’ Laboratories and the SMNA that is available to Plan now to order a variety of sizes and colors 
the mass home market at such a low price. of the new high profit-low cost Treasure Chest. 


For complete information, see your Victor salesman or write to 


Memington Brand. yx 








315 FOURTH AVENUE - NEW YORK 10, N.Y. 


| OA~4/58 129 








Wise buyers know... 


anned 


Purchasing 


with R-B Products 


means higher profits 







ee 


PROFITS really begin with “smart buying”. And 

the Rockwell-Barnes line of quality Office Papers & Pape 
Products increases YOUR profits by making it easy to 
maintain balanced stocks—at advantageous prices— 
through “PLANNED PURCHASING”. 

PLANNED PURCHASING is simple and profitable— 
and to your benefit. From a complete line of quality 
Office Papers and Paper Products, you may order 

(in carton units) any combination of items, in proper 
ratio to keep you amply stocked until your next order date 
Orders for a total of (10) cartons are billed at 
DELIVERED PRICES—we pay the freight. Guesswork 
in markup is eliminated, because the billing prices 

(on shipments of ten (10) cartons or more) are 

your DELIVERED COSTS. 

The R-B line is a complete and varied one—enabling you 
at any time to place one order with but one supply soure 
—receive shipment on one Bill of Lading—and pay 

one invoice with one check—labor-saving and time-saving 
with more selling-time as a result. 

Write for further information—complete catalog — 

and price list. Prove to yourself that PLANNED 
PURCHASING is for YOUR benefit. 


j 
} 


R-B means REPEAT BUSINESS — Prove it to yourself! 


Ask about Persona liged La hels —another customer-keeping aid! 


Catalog, price list and samples 
available to qualified dealers 
upon request. 


Spotseald Adding Machine & Other 
Rolls « Desk Blotters, Embossed & Plain 
"file Folders, Menilo «Notebook, Ee, «= ROCKWell-Barnes Company 


Tint & White « Pads, Plain & Ruled ° 


Printed “COPY” Second Sheets » Bond Specialists to the Stationer Since 1903 
& Sulphite Papers « Duplicating Papers 
e Mimeo Papers « Manifold Papers « 35 EAST WACKER DRIVE e CHICAGO 1, ILLINOIS 


Manila Second Sheets « Offset Papers. : 
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‘The FGinst Cousin of Every Active Desk 


Sf 2 STEEL DESKSIDE FILE ON WHEELS 


The ideal “Reach-don’t-walk” file for quick reference at fingertips, easy to move. 


(Letter Size only). 









ne | Shown equipped with Weis Let’er Hang Index, can also be used with any differ- 

) ent filing system, has follow block for upright vertical filing. The double hinged 
drop lid cover closes 

» completely for the 





night. Four attrac- 
| tive colors, NU-Tan, 
NU-Green, Silver- 
Gray, Dark-Green. 








& Pape 

y to 

ble— | 
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work 

ng you 

source 

“Savill 
' 
' 
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y | As necessary as desk and chair. This is just one of the many Weis Steel hinged 
| cover card files, cabinets, letter trays, personal, and stationery trays carried in 
' stock by commercial stationers and office outfitters everywhere. 

1s 


The Weis Manufacturing Company Monroe, Mich. 
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Industry News 





Ivan Allen, Jr., Tells Why 
He Quit Governor Race 


“Why I Got Out of the Governor's Race’ is the title of a 
recent article in the Atlanta Journal and Constitution Maga 
zine. The views of Ivan Allen, Jr., Atlanta stationery and 
former NSOEA president, are told to Margaret Shannon. 

Mr. Allen speaks candidly about the reasons why he aban 
doned the gubernatorial race after a preliminary “swing 
through Georgia at the grassroots level 

He concludes, “I spent five months touring Georgia to de 
termine whether the time was right for me to seek the state's 
highest office. I decided it wasn't. I got out of the race before 
I really got in.” 

Why was this decision niade? Mr. Allen tells of several 
reasons, one of the main ones being the issue of segregation. 
He had long before taken a firm strong stand for it but after 
the shift in emphasis caused by the Little Rock incident he 
found that out in the state there was a feeling that Atlanta “is 
more liberal on segregation than other sections of Georgia.” 
Being from Atlanta, his background could now be a handicap 
despite a clear and unequivocal stand in support of segregation 

Other factors, too, which led to his decision are analyzed by 
the Atlantan in the newspaper magazine article 


$100,000 Remodeling Program Marked 
By Open House in South Bend, Ind. 


A major remodeling program that has more than doubled 
the frontage of Business Systems, Inc., 126 S. Main St., South 
Bend, Ind., was marked recently with a formal opening 

According to Morris and Julius Tucker, founding partners 
of the business furniture and supply firm, $100,000 was spent 
in the remodeling and acquisition of property for the expan 
sion. 

Most of the additional interior space is occupied with seven 
specially-designed showrooms for the display of office furniture 
groupings. 

The building’s previous 20-foot frontage has been increased 
to 44 feet and topped with a story-and-a-half facade of Indiana 
limestone unbroken with windows 

Just above an aluminum marquee that extends across the 
building is a tier of translucent glass panels which direct nat 
ural light into a concave chamber within the building, reflect 
ing the natural light downward to illuminate each of the show 
windows. 

The effect of the lighting arrangement is supplemented 
with a black asphalt concrete pavement beneath the marquee 
for the entire length of the building to absorb reflected sun- 
light. 

The new section, with one of the largest single plate glass 
windows in South Bend, is devoted exclusively to office furni- 
ture. The entire building has been structurally remodeled. The 
firm has been one of the first recipients of South Bend Chamber 
of Commerce awards in recognition of major contributions to 
the improvement of downtown business 


Ackerman Joins Whiting Stationers 


Phil Ackerman has been 
general manager of Whiting Stationers 
of Rochester, Minn 
James E. Whiting 


appointed 


announces President 


The new executive of the Rochester 
firm has had 33 years of experience 
reaching into all phases of the com- 


mercial stationery field 





Phil Ackerman 
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Present Distinguished Salesman Award... 
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Thomas W. Bowman (right) of Royal McBee, is congratulate 
by Rudolph Lang, managing director of the National Busines 
Show, and Connie Conrad, queen of the Show, on being name 
winner of the 1957 Distinguished Salesman Award contest 
Mr. Bowman, who received his award at an honor dinner @ 
the Waldorf Astoria, was top man in a group of 4,000 sale 
personnel at the National Business Show. Runner-up in thi 
year’s contest, and winner of the Distinguished Sales Achieve 
ment Award, was Robert Tullius, who handles Verifax fy 
Eastman Kodak. 


Father and Son Sell Tiffany Together 


Arthur Frey and his son, Heron, of Cincinnati, Ohio, wil 
represent Tiffany Stand Co. in Indiana, Kentucky, Michigan ang 
Ohio, the manufacturer announces. 

Frey, Sr. is well known in the office equipment field wher 
he has represented a number of outstanding manufacturers. The 





1 


Heron Frey 


Arthur Frey 


younger Frey joined his father in 1956 and finds himself @ 
home in the office equipment field for as his father puts it 
Heron could say ‘office equipment’ before he could sa 
‘daddy 

Correspondence to the team should be addressed to 385 


Davenant Ave., Cincinnati 13, Ohio. 


Arthur Poliquin, Jr. Joins Horder’s, Inc. 


Arthur A. Poliquin, Jr., has joined Horder’s, Inc., Chicagt 
as manager of the furniture and systems department 
Equipped with a background of Ul 
years’ experience in the office furnituft 
industry, Mr 
work with all levels of management on 


Poliquin is prepared 


problems of effective use of office spac 
and labor 

Currently, he is president of the Cht 
cago Chapter of NOFA and is a mem 
ber of the board of directors of Offic 
Management Association of Chicago. 
& He will direct Horder's office furniture 
A. A. Poliquin, Jr. expansion program now being developed 
to help Chicagoland offices achieve ? 

modern, functional appearance and operation 





OA-4 /58 








| 
C 
e 
; 
a 


ratulate 
Busines 


: 
) named 


contest 
inner @ 
OO sale 

in th 
Achieve 


fax fo 








IMPERIAL 


SERIES 













a superior contemporary design with exclusive 
distinction...calculated to win 
buyers and influence sales your way. 
Stock and display the 
“IMPERIAL” group. 
Full details on request. 


4@ Side Armchair 
440 U 


Swivel Chair 
4404%U 


makers of fine chairs for over hal a century 


MILWAUKEE CHAIR COMPANY « Milwaukee 45, Wisconsin 
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Inca Metal Products Adds Division 
To Expanding Carrollton Plant 


Inca Metal Prod 


equipment division 


E. M. Quintana, president icts Corp., has 


announced the recent addition of a 


to the expanding Or 


storage 


pany which is lo 





cated on Highway 77 in Carrollton, Tex 
This ision will manufacture and 
distribut ymplete line of steel lockers 
whi h 1 in hools hurches in 
dustrial | its and institutions; storage 
cabinets which are required in offices 
plants. laboratories, hospitals and homes 
and st lving of various sizes and 
types for storage n ls and self-serv 

ice ty] isplay shelving 
C. D. Hannum Phe products will be sold through 
an exclus listribute lealer organiza 
tion on a national basis, ; ling to C. David Hannum, 
newly-appointed sales manag f this new division. Mr: 
Hannum has had 20 years of manufacturing and merchandising 
experience in this industry g served in a similar capacity 
with manufacturers in tl D irea and other locations 


throughout the country 





Artist’s Sketch . . . of entire Inca Metal Products plant 

The addition of this new division is timely, since this is 
Inca’s 25th anniversary in the sheet metal fabrication business 
The plant was moved from Bi ngham, Ala., in 1949 

The manufacturing area 1.000 square feet, which 
is surrounded by the company’s tool and die shops, warehouses 


and offices 


NOMDA Christmas Window Winners Named 


Keeney Office Equipment C Dallas, Tex., won first prize 


in the eighth annual Christmas window trimming contest 
sponsored by the National Offi Machine Dealers Association 
Second money went to W. T. Ritson Off Machines of Bald 
win Park, Calif. The A. & L. Typewriter Co. of Houston, 
Tex. was third and Koepsell Typewriter Sales & Service Co 
of Milwaukee fourth. The Keeney Co. r¢ ved $50.00 for first 


place, with Ritson winning $25 





Window Winner Keeney Office Equipment Co., Dallas 
The Keeney window had bt t green holly with brighter 
red berries stenciled as a frame and the snow sprayed behind 
the red and green gave an un | effect. Nothing but colored 
portables were used in the 1S] iding ge! ly to the ove 


all colorful appearance of the ons 
The Koepsell entry was built around id of a portable 
Christmas tree portables growing on the branches of a tree 


as the center of attraction 
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Smith-Corona Features Natalie Wood 








Smith-Corona Inc. has announced a new portable adver- 
tising campaign featuring Warner Brothers star Natalie 
Wood. This is the first time that Smith-Corona has used 
a ‘‘name” personality in advertising to arrest reader at- 
The decision to use Miss Wood's picture was 
actually based on marketing according to 
Charles A. Lane, advertising manager. He stated that 


tention 
policies, 


teenagers are a primary market for portables and 
Natalie Wood enjoys top popularity with fans in this 
age group 
Central Florida OMDA Becomes 
39th NOMDA Affiliate 
The expanding National Office Me 


chine Dealers Association has just added 
its 39th local affiliate the Central 
OMDA. The member ot 
the long list of locals was voted into the 
and at its mee 
that month it re 
Charles Meyers, vice 
NOMDA, made the 


entation as the official 


Florida newest 


Association in February 


ing on the 22nd of 


ceived its charter 


president ot pres 


representative 





+ the parent group 
“Rocky” Jones C. Leroy “Rocky” Jones was the driv 
ing force that made the CFOMDA 34 
reality. He realized the dealers in the central part of the state 
could do with a local of their own to deal with the many prob 
lems of the area. His conviction provided the force and energy 
local re 


sulting in a charter membership of 25 companies. Several meet 


that enabled him to interest his fellow dealers in a 


ings have been held in various cities in the area 

It was only natural that the one responsible for getting the 
first president of the 
selected for the pos 
Tyler was 





dealers together should be named the 
group, so Mr 
William 


elected secretary 


Jones was unanimously 
Rumley was named vice-president; E. E. 
and W. M. Ohse, treasurer 


[he charter presentation meeting was held in St. Petersburg 


with members and their wives in attendance 





Minifon Used in Trapping Fellow Cops 
How I 


irticl in 





Trapped My Fellow title of a receif 
the Saturday Evening Post which details the expem 
ences of Capt. Todd O. Thoman, Jr., of Washington, D. C. @ 
the office equipment industry is a picture of Thomaft 


Cops is the 





re 







interest to 






wearing a concealed Minifon, distributed by Geiss-Americél 
[he small wire recorder is worn by Thoman in place of hi 
usual shoulder holster. Thus, he “got the goods” on fi 


1 two conniving policemen 
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There’s nothing like repeat business to make 
FREE Dealer Helps! your cash register ring up sales. Thousands of 
» Envelope Enclosures, with users have purchased LIBERTY Storage Boxes 
your imprint. me” d a : ’ ly f 35 
» Newspaper Ad Mats. again and again . . . continuously for over 3 
¢ Ads prepared for your Catalog years .. . proof of customer satisfaction. 
or Mailing Pieces. 
pCsiertal 16-page “stalog. It’s a real customer service to provide LIBERTY'S 
e Manual of Record Storage Practice. 
“file and find’ method for all inactive office 
records .. . and a money-maker for you! 
er 
lie 9 ° °° ° 
ae $25 STOCK SIZE —_ LIBERTY’s National Advertising, a dealer’s potent 
ISec Ee a ae 
at- iM Uses a... WE y sales-help, reaches over 1,000,000 business 
was lit LETTERS 12” x 10%" x 24” ; 4 4 
to — | LETTERS 12° x 10%" x 15” j executives who influence buying every 
2 ; 5° x 10%" x 24” . 
_ a ch Mb | 4 month. Add these factors to LIBERTY’s 
Ind | 13 INVOICE 10%" x 8%" x24 : Pr , 
this [2 CHECKS x 3% x2 + reputation for quality and low-cost and 
§ CHECKS 9*x 4” x15’ ait c 
7) veuenen wurtlt the sum total is more sales for you. 
[5 CHECKS "x 4%4"x24" 
| 1 DEP. SLIPS 8"x 4" x24" 
[8 DEP. SLIPS x x15” 
us [19 TAB CARDS x 3%"x 18" 
re [23 TAB CARDS x 3%"x 24" 
<= 4 TAB CARDS 15u"x 3%" x 18" 
a ) uy" CARDS x Su" x 2a" 
re [3 4x6” CARDS 6°x 4” x26" 
-_ 0 4x6” CARDS "x 4%"x 15" 
: 6 5x8” CARDS x 5%°x 24’ 
. 0 x5" CARDS x 8%" x24" 
ae [i ar x 5%" x28" 
pee bar 8%"x 7” x24" 
7" 2 Sat 9%"x 6" x28" 
, ‘ Sail’ 8%" x 1ll%”" x 18" 
DA [W imir 12” x 12%" x 12" 
ms “= | 15 VOUCHERS 4%"x10" x24" 
© Stay | 4 SALES SLIPS "x24" 
prop — 
energy} 
cal 
mec 
ng the 
of the 
posts 
rr we 
rsburg only 
has all ‘ 
= these Corrugated Board Dustproof Spillproof Fast- Finding Convenient 
vere All LiperTy boxes are Overlapping top forms The s le clos Copyrighted Label : d flat, fi be 
a FEATURES made of moisture-re- at tight joint for dust wall bead savioche ovens nanelantnain for Aisle, oa I~ ys 
C. Of sistant, High Test Cor- proof protection and if the box is accident- Tier, Shelf, Box Num- loose parts, One-piece 
omafi rugated Fibre-board added strength. ally dropped. ber and Destroy Date. construction. 
erica 


of hi 


BANKERS BOX COMPANY 


Established in 1918 Sf 
2607 NORTH 25th AVENUE + FRANKLIN PARK, ILL. ininc> Atenas) 
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‘It really makes 
filing easy!’’ 





IT’S THE ONLY FILE 
MADE PROVIDING 
SO MANY WORK- 
SAVING FEATURES 














Browne-Morse GLIDER FILES 








SMOOTHER, FEATHER-TOUCH ACTION 
New, full-length Glider drawer suspen- 
sion means smoother, faster, easier filing. 


COMPLETE RANGE OF SIZES 

Glider files are available in two, three, 
four, and five drawer heights (letter 
and legal size) and a full range of 
card file sizes. 





NON-LUBRICATING 

Case-hardened ball bearings mean no 
lubricating. Ball-running contoured 
raceways make drawers roll freely. 
Lifetime steel in new modern colors 
means practically no maintenance. 


Write for Free Folder 






prowne 


- orse 










GLIDER EXTENSION ARM 

Extension arms are engineered so that 
entire drawer load is equally distrib- 
uted. Gives full length drawer support 
at all times. 


MORE FLEXIBILITY 

Drawers are interchangeable on Glider 
files. They’re so easy to change. Just lift 
and drawer is automatically released. 


SIDE-ACTING COMPRESSOR 
Easy-to-move follower block keeps con- 
tents vertical at all times. Locks itself 
in any position. 


LOW COST 
Glider files are available at the lowest 
cost ever. 


= a 
By = | 
me >| - 
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MUSKEGON 
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Architects of Efficiency for America’s Offices 
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A New Swing-Arm Pedestal Model 


Now Dazor gives you a matched set of lamps that you can recom- 
mend for any fine office. The arms of the Desk and Pedestal Models 
swing completely around, permitting the user to place the light in the 
preferred position. The arm can be raised or lowered on the pedestal 
of the floor lamp. All three in this group combine indirect lighting 
with high style. And they'll all sell for the swing to Dazor is on. 


Air-Cooled for Comfort and Safety 


Another feature of the new Dazors is the Air-Cooled Reflector—safe 
and comfortable to touch even after long use. There’s no risk to the 
user while changing the position of the light source. Full informa- 
tion on the lamps is available from your Authorized Dazor Dis- 
tributor. If you need his name, write to Dazor Manufacturing Corp., 
4481-99 Duncan Avenue, St. Louis 10, Missouri. In Canada address 


Amalgamated Electric Corporation Ltd., Toronto 6, Ontario. 


ONLY QUALITY FIXTURES COME FROM 
THE MAKERS OF 


2azoR FLOATING LAMp, 


: 
FLUORESCENT and INCANDESCENT 


OA-4/58 


The swing is to 


DAZOR Swing-Arm 


Lamps... 
Matched for styling 
Priced to sell 





The distinctive styling of Pedestal Model 
1086 shown at left adds a note of good taste 
to the executive office or reception room. 
Like its decorative companion, Desk Model 
1056, above, it provides soft indirect lighting. 





Simplicity of design and restful lighting are 
characteristics of this Dazor Model 1055. 


The standard finish of all three lamps is 
frost-green baked enamel over bonderizing, 
combined with brass; optional colors: frost- 
tan, statuary-bronze, gray or ebony over bond- 
erizing, combined with brass. 
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A three-fold plan of 





expansion at Palace Office 





Supply in Tulsa, Okla. 


meets the needs of... 


A Growing 


iS 4 





New Store . . . affords room for display of furniture on main floor 
and mezzanine since all storage and stock are handled at sales 
service terminal. 


@® THE GROWTH OF TULSA, tl! increasing demands of 


customers, and the absolute n ssity of minimizing cost of 
doing business to service a maxin number of customers and 
prospective customers prompt three-pha plan of expan 


sion at Palace Office Supply 


The first link in the expansion uin occurred in June of 
1956 when Palace completed a n sales and service terminal 
at 6743 E. 12th St. This terminal is located outside of the city 
limits in the heart of a thriving industrial area, yet it is only 
15 minutes from the downtown area by automobik 

The second step was the 1 nt ve of the main store to a 
new and larger location at 116 E. Fifth St., right in the heart 
of downtown Tulsa. This has become the home of the plan 
ning and decorating department, the outside sales force, the 
stationery and supply department, the office furniture display 


area, and the general offices 











The third plan calls for th ynstruction of a complet 
printing plant adjacent to the sales-service terminal. This plant 
will give the printing department 50% more space. This, in 
turn, will allow expansion in t endeavor toward increased Stationery and Supplies . . . are stocked for drop-in trade in 
color printing and lithographing the downtown store. Self-service display units are not utilized 
All of these steps are part of one master plan, conceived by by Palace Office Supply. 
George Constantine, son of the founder of the business, the 
late James Constantine. ' 
In explaining his firm’s expansion, Mr. Constantine pointed cient ways of processing phone orders and salesmen’s ordets, ] 
out, “In 1956, we completed our new sales-service terminal and planned the best and quickest routing of deliveries 
building. It is designed with an inside dock at truck level He added that the new location made it possible to central 
new stock shelves were install with ample aisle space, a ize buying control with all travelers and salesmen gcing to 
power lift was purchased, and gi ff ind display spac« one place instead of trying to do their job in the downtown 
were provided.” selling area. As soon as the company opened the terminal, tt 
was made a clear rule that no merchandise was to be put on 
Many Improvements Noted shelves until it was accurately checked in, inspected, da ed and 
“Working in this ideal situation,’ he continued, “the per priced 
sonnel has enthusiastically effect better care of merchandise [he dating of merchandise, Mr. Constantine pointed out 
improved stock control records, perfected better and more effi gives visual control of the movement of merchandise. This 
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Ss are moved first, and, of course, the 
k is speeded the yearly inventory evaluation 
ilone | | any hours which can be utilized in 
lak 
[The new d town location was the answer to a drean 
When it became possible to sell the old store, the 
a of store for retail sales only was developed 
H he said, t company maintains a well-balanced stock 
tationery and supplies to accommodate drop-in-trade. There 
stora probl so the whole display area can be used 
Earn Favorable Reaction 
Our st te glamorous”, he continu and we have 
thrilled th the favorable customer reaction. Our loca 
is well t and tt is very convenient for regular as 
ia WwW < rospective customers 
ti stat ry epartment he said \ have chosen to 
keet bulk tl merchandise decked-up instead of using 
popular pen display idea for customer self-selection. All 
tionery vell as office furniture, is plainly priced fot 
1 in servin tomer! 
yorit f Palace’s stationery business is through out 
phon les efforts, Mr. Constantine pointed out, but 
Sa tomers will come into the store when they are 
t f furnishings, so the best presentation he 
ll the displays, material and the like are 
liate 
ne tion inclides the first floor ezzanine and 
nt building. It was completely remodeled, insid: 
ti ntran is redesigned The showrooms are ait 
ft er and employee comfort 
Color Keynotes Interior 
( f the keynote of the interior. Blue is the basic theme 
arpeting, blue floor coverings in vari 
les—all shading into blue grays and gray 
lliance, contrasting hues of yellow, reds 
ked up in trim and artfully placed dis 
in referring to tl new store, 1S 
reatest, but we are still on the move 
\ waiting for the completion of our new 
2 he home ot Palace Pt 
When t of the printing plant complete, th 
will be the home of the four impor 
business- -sales—service—production—and 


tter will be ideally located right between 


(Continued on Page 220) 





1g) Business in a Growing Community 





Design Center . . . is now located in this attractive area in the 
main store downtown. Here planning, co-ordinating and dec- 
orating services are offered to all customers 





Salesmens’ Offices . . . are located on the mezzanine of the 
main downtown store. Here they work in attractive surround- 
ings with a minimum of disturbance. 
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H. S. Bown 
Modernizes To Sell 
Suburban Market 


@ THE STRIKING modernization recently completed by the 
H. S. Bown Co., Jersey City, N. J., office furniture dealers, is 
one dealer's answer to the tough question of how best to pro 
mote a store to new firms moving into its market area 

Like many other dealers located just outside the nation’s ma 
jor metropolitan centers, President H. S. Bown sees the trend 
that shows more and more business concerns moving from the 
city to the suburbs as a major opportunity to build volume 
And his experience in selling this market—both before and 
after completing modernization—indicates that the suburban 
business exodus will challenge local dealers to adopt the most 
up-to-date modern merchandising techniques 

Mr. Bown states that many buyers whose firms have moved 
out of New York are accustomed to the glamorous, high 
fashion atmosphere of Gotham’s leading office furniture dealer 
showrooms. 

He says: “When I found that I could show these customers 
an orderly arrangement of the sam¢ 
New York, quote the same prices, and still lose many of them 
because they wanted store atmosphere to bring out the quality 
of the furniture .. . well . . . that’s when I called for top- 
flight, professional store design know-how 

In addition, he says an up-to-date selling atmosphere has 
become a vital factor in keeping old customers as well as 


furniture they had seen in 


building volume with new arrivals. He explains: ““At one time, 
the business firms in this area were pretty consistent in buying 
office furniture and equipment from northern New Jersey 
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One of Many... varieties in the Ken White moderniza- 
tion of the H. S. Bown Co., iis interesting Japanese- 
type screen helps give the store oa sense of order while, 
at the same time, preserving the essential feeling of 
openness that encourages traffic to move throughout the 


store 


dealers, even though mid-Manhattan was only minutes fro 
most of them. But the tendency to buy locally has decreas 
sharply in the past few years and, with market boundari 
getting fainter, we're beginning to see some real competition 

The results of H. S. Bown Co.’s modernization, designed 
Ken White Associates, seems to bear out the dealer's theo 
Mr. Bown reports that since the refurbishing was completed f 
the first of the year, store traffic has increased by more th 





300%, and the increase in the percentage of closed sales wit 
the drop-in trade has been even greater. In addition, he poin 
out that the increase is directly attributable to improved sto 
appearance itself, since there was no “grand opening’, public 


or advertising connected with the modernization 


A Walnut Panel establishes the 
aura of high fashion elegance that 

pervades H. S. Bown Co’s new store. ; 
Together .with a lighting system keyed 
to the floor’s selling arrangement this 

panel draws traffic through to the New 

rear, thus providing maximum expo- decor 

sure for all merchandise culmi 
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NEW LOOK! 
NEW FEEL! 
NEW LUXURY! 


is is probably the finest line of 
wecification Fabrics ever developed for the contract field! 
: 


Tron 
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point 
| Storm 

icity 


THE 100% SARAN-AND- NYLON FABRIC 











ny ite chairs covered in Counterpoint NYLO-SARAN. Colors harmonize beautifully with plastic or leather. 


New NYLO-SARAN is a material engineered solely for the 
decorative and practical needs of the contract market. The 
culmination of years of tireless research to create the best 
possible fabric for specification purposes, new NYLO-SARAN 
is an upholstery that blends luxurious softness of ‘‘hand”’ 


with lasting beauty 
That's why B.L. Marble has selected Counterpoint NYLO- 


SARAN in a range of 18 colors as a basic fabric for their 
fine line. See and specify new NYLO-SARAN, the fabric 


engineered for you! 


BOOTH NO. 3i 
NOFA CONVENTION 
Morch 28-31, Convention Hall, Philadelphia 


Exceptionally Durable — 
combines the abrasion-re- 
sistance of Saran with the 
strength of Nylon. 


Easy to Maintain — 
washes clean quickly with 
a wet or soapy cloth. 


Flame Resistant — 
will not support combustion, 
passes fire laws of all states. 


A VAC @) PRODUCT 


VIRGINIA FIBRE CORP. 
Petersburg, Virginia 


625 Ward St., High Point, North Carolina - 











Virtually Stainproot — 
even ink washes out. 


Soft, Luxurious — 
wonderfully soft to the touch, 
in rich colors and patterns. 


Comfortable — 
woven to breathe, for year- 
round sitting comfort. 

Also — fade-resistant, moth- 
proof, mildew- proof, allergy- 
free. 


388 Broadway, New York, New York 











New Addition Moves 


Warehouse into Store 





Furniture 
addition. Customers can now see what Ellie’s has to offer as 
well as try out the merchandise if they are 


equipment and supplies are on view in the new 


» Inclined 


@ ADDING THE STORE next door has provided Ellie’s Book 


and Stationery store in Sarasota, Fla. with the space necessary 
to display merchandise once restricted to a warehouse area 

This move, according to Ralph J. Putthoff, the owner, has 
taken the wraps off the merchandise and made possible the 


asurably boost | the sal of office 


kind of display that has n 
machines, equipment and suppli 


The addition, offering a 20 by 70-foot spa has relieved 
what once was a handicap for sal 


= 


ramped for 


space,’ Mr. Putthoff said, ‘and when a custon indicated in 
terest in a chair or desk or other bulky equipment, it meant 
that a clerk had to leave the sto: taking th ustomer witl 
him, and climb up two floors t reho in the rear of the 
building. 

This, it became obvious t adding anything to th¢ 
business volume, and considering the minimal space previously 
alloted to office equipment, it s ed vis ve to lease the 
new store, even though it is locat in tl heart of the most 


expensive business block in Saras 


Originally Ellie’s was the sou: supply f ost of the 
books sold in this famous “Circus City [This was the result of 
careful planning, aggressive merchandising and skillful sales 
manship 

The idea behind the expansior is to keep the book busi 
ness running full blast and at the same tin ake an all-out 
effort to increase the sales in equipment and supplies 

“Since we've moved much of our merchandise into the new 
addition, it is quite common fo: ustomer who comes in to 
buy a book to wind up buying hling ibinet or typewriter 
Mr. Putthoff said. 

“It is quite possible for a ret r to serve Customers mor 
efficiently in a small store, since y lon't have to travel as 
far in servicing his needs. And that was all right when our 


primary interest was books and stationery 


“It won't work with offi iances. Shoppers for thes« 
items like to see them and dis th proble: On the other 
hand, people browsing over books don't care to be annoyed by 
tuning in on a sales pitch for a tH machin 

As a comsequence, im arranging t new st Mr. Putthofi 
divorced the book-stationery fs t new applian 
tion by cutting an opening bet t t tor This p 
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New Addition at the right has permitted the display of 
office machines and equipment formerly stored in a warehouse 
by Ellie’s in Sarasota, Fla. Books, previously the main display 
item, are now concentrated in one store area 





Machine Salesmen 
sales floor, presenting a better opportunity t 
talk about the merchandise in sighit 


now have the equipment right on the 


make a sales 


mits traftic to flow between both a vet permits concentra- 
tion and separation of each 


"Now that Ww ¢ have the rool ré enabled to 


Wait On mor people at a time in \ save salesmen’s time 
because customers will often select tl item they want and 
} 


bring it right up to the sales counte: 
Another 


stronger stress on oftice appliance sales, it becas 


significant aspect of the change is that with a much 
necessary 


tor this store to employ sales people who were fully conversant 


with the new erchandis¢ so the Ould discuss customers 


needs intelligently 


Such is Ellie's store which has kept abreast of t hanging 


haracter of its trading area. Putthoff has considered the cus- 

tomers needs and has loaded his new store with office ap- 

pliances and furniture of quality. This is a stor vhere sales 

people really sell—not merely take orders. They are trained to 

bring t ry selling point and to show by monstration 

the superiority of the store's merchandis This creates good 
ill an vord-of-mouth advertisit hich keet business 
roming at Ellie's 
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BORROUGHS 


BOOKCASES and SUPPLY CABINETS 





in 





Pictures are okeh. . 
line on your floor, you are missing good, profitable sales. Here’s the Borroughs line-up . . 
available in four heights — 29’, 42’, 78”, 84’. All units are 36” wide outside, in depths of 12” and 18”. The 29” and 
42" models can be converted into sliding-door cabinets, with steel, glass or Borite doors, and the 78” unit with steel 
doors. This is a unique feature. Write us today for more details. 


Look at these attractive setups .. . 
how you can place two 29” cabinets side by side, or a 29” x 12” cabinet 


x 18” cabinet. Regardless of the combination, you create 
a good-looking piece of furniture. These are only two of the combinations 
you can make with Borroughs cabinets, with or without doors. Set ‘em up 


combinations, and watch your sales and: profits grow. 


on top of a 42 












All Borroughs Bookcases and 
Supply Cabinets have quickly 
adjustable, sliding shelves... 
no bolting or tools required. 
29” and 42” models have %4” 
vertical adjustment, and the 
78” and 84” models have 
1%’ vertical adjustment. 
Choice of four modern colors 
— Spring Green, Dark Green, 
Gray, Fall Tan. 


i 


another big Borroughs feature. See 








as necessary in your stock as bread and butter are 
in a grocery store...a real necessity in every 
office... quick turnover and good profits! 


You know very well that you can make more sales when you have the merchandise the customer wants on the floor. 
. but one “live’’ model is worth 10 pictures in making a sale. If you haven't the Borroughs 
. Borroughs Cabinets are 


























B oO R R Oo UL G al - MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 
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OF KALAMAZOO 


3004 NORTH BURDICK ST. al. KALAMAZOO, MICHIGAN 
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County Stationers Remodel..... 
















Main Displey . . . of County Stationers, Inc. in Ven- 
tura, Calif., has been converted from center tables 
running crosswise and displaying books and some 
commercial stationery to a wide-open area utilizing 
two 28-foot Bulman self-service fixtures running the 
length of the department. The wrapping counter has 
been divided and half placed on either side of the 
store. Office machines have been re-located at the 
far end of the area, and chairs have been placed at 
the tables for customers to try out the machines 





Books . . . have been removed from the 
tables in the center of the store to a 
special area in the rear. Here they are 
displayed on special fixtures designed by 
the American Booksellers Association 


Furniture . . . displays, pictured above 
and to the left, were modified from 
one large room to a number of small 
display units so that groups ant 
suites can be shown to advantage 
Dividers have been installed, and per 
forated board along one wall offes 
display for desk accessories 





New Cutting Table . . . was designed for use in the art 
department to cut roll papers and cardboards with stor- 
age provided below for stock. Along the wall are spe 
cially constructed containers for stretcher bars, roll paper 
stock, and drawing boards. Shelves above display bulle- 
tin and black boards 
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TUNE UP SALES VOLUME!... 
with the Profit-Making 





A NEW 
AND DIFFERENT 
SELLING PLAN! 


ra PROFITS 
Plenty of FREE 
Dealer Aids! iis 3454) Dey 


PROFITS! 


SPECIAL DEALER 
AWARDS! 


ASK YOUR CRAMER MAN 


FOR FULL DETAILS 
: , AIRFLOW 


STANDARD OF THE 
OFFICE SET 





CRAMER POSTURE CHAIR CO., INC. 
625 Adams Street . Kansas City, Kansas 
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DON’T MISS AN ADVANCE LOOK 


at the advanced line 


of contemporary wood office furniture 
~ a a a 





























DUOTONE STYLED... 


PRICED TO GIVE YOU A 
SALES ADVANTAGE EVERY TIME! 


Styled in the contemporary spirit? Yes, indeed. Nothing could be newer 
or more farsighted in design. Duotone is a new, advanced contempo- 
rary—contemporary with a look of refinement and subdued elegance. Ex- 
quisite combination of high-gloss and dull-finished walnut . . . handsome 
cane paneling on desk front . . . distinctive ‘‘contour’’ hardware with new 


brushed-silver finish. 


if you can’t attend the convention, write for new catalog and details | 
of Indiana’s profit plan backed by over 50 years of service. : 





SPACE 152 and 153 
NOFA CONVENTION 
March 28 to March 
31, Convention Hall 
Philadelphia, Pa. 


designed by 
J. Charles Dergins 
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Your safe prospects The New 


will be impressed by Right Angle Look 

















in Meilink’s new line of A, B, and C label safes 


Sharp, clean, smooth, the new Meilink safes fit 
handsomely into offices of contemporary design. 
Note particularly how the frame, sides and top 
are now completely flush, providing a smooth 
unbroken surface. Note also how the new base enclo- 
sure, the rectangular polished metal handle plates, 
the black-and-chrome handles and the vertical pol- 
ished metal door and hinge strips complement and 
emphasize the right angle look. We know your 
safe prospects will like the Meilink’s modern right 


angle look. 


They will also 





Special Finishes 


| 
| 
| 
be impressed | Bolt-O- Matic 
by these fine | Dor-Gard 
features: 7 
| 
| 
F 
Standard Colors | . . 
| Combination 
Also | x 
| Dial 
| 
| 


EIL if Producers of the most complete line of insulated products: A, B and C label safes, insulated files, 


money chests, vault doors, home vaults—as well as business machine and typewriter stands. 


MEILINK STEEL SAFE COMPANY - TOLEDO 6, OHIO 
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Christmas Windows... 
(Continued From Page 85) 





typewriters, pen sets desk sets, desk lamps, atlases, dictionaries 
priert cases and even adding machines vere blended into the 
ittractive Window 

Santa Claus bag was packed with the same type of gifts in 
the window designed by Patricia Sholtes for A. Pomerantz & 


Co. in Philadelphia. Cut-out Christmas trees laden with gifts 
suitable for both home and office use were also features 
Another Philadelphia, Shannon TerBush, display director for 


Lamb Brothers Stationers, took equal amount of care for two 
windows, which in the opinion of tl udges, both merited 
prizes 

One window featured office furniture highlighted by gold 











Judges’ Choice . . . for a distinctive award prize of $20 was 
this window designed by James A. Rice, display manager for 
Horder’s Inc., Chicago 


close-up 
on profil 
builders use of bright reds, greens, silver and Christmas tinsel. It also 


Plastex flooring and a flocked pink Christmas tree. The other 
window, featuring all items taken out of normal stock, made 


showed the use of many manufacturers’ signs and displays in a 
blend of extra selling power. 

A white-sprayed Christmas tree on a revolving turntable 
was the center of attraction in this distinctive window by 
Horder’s Inc. in Chicago. James R. Rice, display manager, de- 
signed the window for effective “mass” display of items suit- 
able for business gifts. Leather goods, desk accessories, port- 





ables, dictionaries, atlases, and ashtray sets were featured 


Betty Roy Pitts trimmed a window depicting ‘Christmas 


Magu Viliy,. 


is the reason more dealers are selling, 
more customers prefer Barkley x 
Plastic Tab File Guides and 
Card Indexes. Angled, crystal 
clear plastic tabs are entirely 
above file cards to save 
valuable space too! 









e . ° ° There’ 
Available in six color tints. odes @ he 
Write for complete illustrated - beso haga 
literature. A 


Serving Stationers Since 1921 





Around the World was the theme of this distinctive win- 
dow award winner submitted by Betty Roy Pitts, artist for 
Byrne Business Furniture Co., Kansas City, Mo 


Cc. L. BARKLEY & CO. 


Manufacturers of Filing Supplies 


: ; ; [Time around the World” for Byrne Business Furniture Co. im 
9 
1220 W. Van Burer St. @ Chicago 7, Illinois aan Fite Site! We 


IL) 


window showed different ways of gift 
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* FLERE - 2. laminated board hav- 


ing a melamine resin plastic surface on 
an extremely dense core of wood fibre 
and phenolic resin. This combination of 
materials is welded together in hydraulic 
hot plate presses at accurately controlled 
high temperatures and pressures. The 
decorative wood grain patterns and col- 
ors are an integral part of the surface. 


FLELRE SN The tough plastic sur- 


face is virtually indestructible. Staining, 
chipping, cracking, and scratching are 
practically impossible. No warping, no 
veneer layers, no metal or wood edges. 


FIELRE GW The FIBERESIN 


surface scored A+ in reflectance tests 
conducted by the University of Wiscon- 
sin showing ideal reflectance value of 
40-50% ... desirable for fine furniture. 


FLCLRE SN Maintenance is no 
problem. Marks and stains are readily 
removed by wiping with a damp cloth. 
A FIBERESIN Plastic Top never needs 
refinishing 


DEVELOPED AND PIONEERED 


a FIBERESIN 


= PLASTICS COMPANY 





°o 


CONOMOWOC, WISCONSIN 
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COSCO Furniture makes any room more cheerful 
and inviting . . . gives smaller rooms an open, spa- 
cious feeling. Invitingly comfortable, too, thanks 
to COSCO’s exclusive Leaf Spring Suspension: 
seat cushions float on flexible steel bands! Legs are 
extended in rear, to prevent backs from marring 
walls, and have socket glides that stay level when 
furniture is tilted, to protect floors and carpets. 
Reversible inner spring or foam rubber cushions. 
Bonderized, chip-resistant, baked-on enamel finish 
in tan or ebony. Cloth and plastic upholstery in 
wide choice of patterns and colors. Six matching 
occasional tables, with lifetime FIBERESIN tops 
and shelves. 
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intinctively atyled... 
Daningly different... 
ot, | So moderately priced! 
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._ classic modern! Bringing the 


trend of tomorrow into the realm 
of today. Truly functional, 
Citation embodies a high 
flair design, but creates a class of its 
being priced in a 
moderate price range. Highly 


fashionable furniture at a price 


you can afford. 








Write today for descriptive literature 


showing complete line. 


ORNA METAL INC. 
2412 So. 7th St * St. Louis 4, Mo. 
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wooden 
Pinata of 
Mexico. Each method, of course, featured business gifts. The 


practical 


giving at Christmas from various countries, such as 
shoe of Holland, the olive tree of Italy, and th 


window attracted attention and called to mind how 
gifts of a business nature are at Christmas 

Mary Ann Myers and Allan Ratliff of Myers Printing & 
Stationery Co. of South Gate, Calif., took a comparatively 


small window area and featured individual gift items in a 
snow-scene display. The one-of-each approach kept the window 
from looking cluttered and gave emphasis to each gift sug- 
gested. An old-English scene caught ittention of the pass- 
ers by 

A frosted window-pane effect in usually-warm Birmingham, 
Ala., attracted attention of both customers and the judges for 





decorator for Hudson Office Supply Co., An- 
designed this window which was judged to merit 


Lee Galin 
dalusia, Ala 
a distinctive window award 


Zac Smith Stationery Co. A full-sized figure in the window 
brought focus to an office layout. Gifts, both wrapped and 
lisplayed on the furniture and on the floor. 

glass effect was also us Lee Galin 
Andalusia, Ga. Here too, snow 


open, wet 
The frost by decorat 


in Hudson Office Supply Co., 


was a major attraction. Business gifts were used sparingly, well- 
spaced to give each one prominence. The choice of gifts 
ranged from a new chair through a desk set or portable, with 


ach item getting full play against the white background 

As can be seen, these winners, and the many other entries 
which came to OFFICE APPLIANCES, show that orating the 
store window for Christmas to spur the sale of “Business Gifts 
People” is a bonus idea well worth the effort. 
Besides adding the sales figure in a month that would nor 


tor Business 


mally see a slow period, the Christmas windows help to 
brighten the community and add to the holiday spirit. 


Offureps Elect New Officers 

The Offureps Club of New York City elected new officefs 
and held its annual banquet on January 28 at the Manhattaft 
Hotel 

Burnham Matthews, Security Steel Equipment Corp., was 
elected president, succeeding Milton Stone, Stone-Newman A& 
sociates. Serving as first and second vice-presidents are Ed 
Golden, manufacturers’ representative, and Sam Cohen, Ip 
vincible Metal Furniture Co. Jack Barnes was named secretafy 
and Martin Moldow treasurer. Both are manufacturers’ rep 
resentatives 

Serving on the board of directors for the current year afe 
Hugh T. Morgan and Hjalmar Clemetsen, both manufacturers 
representatives; Joseph Eckstein, Designcraft Metal Manufaé 
turing Co.; David Kohansky, Acme Safe Co.; Milton J. Skala 
Milwaukee Chair Co.; Harry Nechamen and Milton Stong 
both manufacturers’ representatives 

It was announced by the new president that Offureps had 
decided against having an office furniture show in 1958 ina# 
much as NOFA's convention was being held in Philadelphia 
in Marcl 
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BALL POINT ‘BEAUTIES’ 


Get On The Ball Point Band Wagon 


with Weldon Roberts Erasers es- 
pecially made for correcting mis- 
takes in ball point pen and pencil 
writing! 














NO. 380 BALL POINT. 


In attractive, green color, inviting texture, 
handy elliptical shape. 


NO. 138 BALL POINT. 


Convenient, paper wrapped, pencil 
shaped eraser, with pull string 
for easy repointing. Attractive 
green rubber core in bright 
yellow casing. 


NO. 838 BALL POINT JET. 
Convenient pocket and desk 
eraser, with green rubber core. In 
clear plastic holder with pocket clip 

attached. Cap unscrews so eraser stick 
can be moved outward. (NO. 8380, not 
illustrated, same eraser with whisk brush 
attached instead of pocket clip.) Ideal for 


typists and office workers. Refills, of course. 


ORDER TODAY 
WELDON ROBERTS RUBBER CO. 


365 Sixth Avenue, Newark 7, N.J. 
World’s Foremost Eraser Specialists 


Eastern Canadian Agent, Ben Sanders Co., Toronto 


Correct Mistakes in Any Language 
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by JACK BEDFORD 
ad advertising consultant 


clinic 


Should a Dealer 
Stop Advertising ? 


@ PROBLEM: An office equipment dealer writes as follows: 
I have been a consistent advertiser since I started business. My 
volume has grown steadily for the past ten years. Now I have 
twice as much help as when I started and we are busy all the 
time. Present sales and profits are adequate to give me a com- 
fortable living 

My problem is not whether I should advertise. What I 
would like to know is whether or not to continue advertising. 
I do not want to expand my business and since advertising has 
been responsible for my past expansion, I feel that it might be 
best to curtail my advertising. 

What would happen if I stopped my advertising 
SOLUTION: This office equipment dealer raises a very timely 
question. High taxes and other business problems have given 
many people the same attitude toward advertising 

I am sympathetic with this dealer. The extra work and worry 
involyed with an expanding business gives One food for 
thought. Is it worth it? 

Let's assume for a moment that we want business to remain 


the same and we stop advertising. What happens ? 
Sales Hold the Line 


Based on the experience of other business firms, sales will 
remain about the same for six months or a year. Profits, on 
the other hand, will increase at least by the amount of the 
advertising expenditure. 

Fine! Steady sales! Profits up! 

However, after six months or a year it has been the experi- 
ence of these non-advertising business firms that sales will start 
a gradual decline. This may not be a serious drop and with the 
saving in advertising expense the profits will remain about the 
same as befor 

The longer this non-advertising policy continues the more 
total sales volume will decline. Of course, local conditions vary 
and the dip in income may be more or less than the average. 
It may take two or three years before there is any noticeable 
drop in sales, or the decline may start the month that the ad- 
vertising is discontinued. 

Local competition will have a bearing on the degree of the 
decline. But, if there is no local competition now a non-ad- 
vertising office equipment dealer finds that someone with a lit- 
tle business vision will take advantage of the local situation. 

Then, too, in the office equipment business there is some 
competition at the national level through mail order catalogs. 
[hese national firms will find a community where the local 


office equipment dealer does not advertise a gold mine for sales. 
Other Factors Arise 


[here is one other factor that should be considered before 
a non-advertising policy is established. What about the new 
people who move into your community? Will they know about 
your business? What about the young people who may soon 
be customers of office supplies and equipment? What about a 
firm that has not needed any equipment since you have been in 
business and finally decides to modernize the office? Will these 
people remember your past advertising program? 

he scene changes every day—-people move, take up new 
interests, acd grow older. This demands a steady year-in and 
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CHECK THESE FEATURES: 


Always Say Bay-Lah 





8 


Vv 


9505 S. Prairie, 
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L-shaped, pinch proof 
Safety Seat Hinges 
(Pat. Pend.) - 


Full-width reinforcing 
Brace under front of 
seat 


Tubular reinforcement 
inside front legs 


Double braces between 
rear legs 


Four steel 
reinforcement plates 
inside and outside 
seat apron 


ee) ee oY 
tubular frame 


Extra strong 20 gauge 
steel seat 


100% superstrength 
bronze welded braces 


i 


No. 1000 
ALL STEEL 


FOLDING CHAIRS 


ONLY 


/ 





DARES COMPARE 


.. . because only BelA builds all 5. quality 


features into a low-priced folding chair 


The chart below tells the story. Only BeLA—of 
the top ten folding chairs—has all 8 quality fea- 
tures essential to longer life and extra strength. 
This “all-8” quality construction means double 
the service, double the strength of other chairs 
in the same price range. That’s the competitive 
edge that makes BeLA a sales leader. Point for 
point, your best chair buy. Order samples and 
compare. You (like thousands of others) will 
choose and standardize on BeLA. 


Famous for non-tip safety, comfort and 
quiet folding. Choice of six decorator 
colors in enamel, or gold-bronze or 
chrome plated finishes. All steel, ply- 
wood, padded, foam or deep-comfort 
spring cushion seats. 98 combinations 
in all...achair for every budget. Fully 
guaranteed. Also complete line of acces- 
sories — folding tablet arms, kneelers, 
bookracks, etc.— and a bright line of 
modern classroom furniture. 


Write today for a free catalog. 


Only BeLA has all 8 Quality Features 
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anchises available in some areas. Write or call. 
icago 28 or booth A-41, AASA Exhibit, Cleveland. 
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WHEN INSTALLING AND USING 


COPI-MATE 


DOUBLE PACK - CLEAN CHANGE 


TYPEWRITER RIBBONS 


PLUS EXCLUSIVE: 


® Clean Change Ribbon Sheaths 
Patent 2,788,111 —- PAT. PENDING 
® Handy 12 packs for all typewriters including 
13th pack for electromatic typewriters. 
© Visual pack — attractively merchandized — 
duPont film wrapped. Freshly packed, 
completely overwrapped 
@ Every pack shows how to install ribbon 
correctly at a glance 
® The finest ribbons in Nylon, Silk and Cotton 
unconditionally guaranteed 
MAKE A CLEAN CHANGE, TODAY! 
WINDOW DECALS, ENVELOPE STUFFERS, 13 PACK CHART — 
PRICE LISTS 
LEEDALL Products Mfg. Co., Ine. 


MILLTOWN, NEW JERSEY 
INKED RIBBONS @ CARBON PAPERS @ DUPLICATING SUPPLIES 


% TRADE MARK 
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ear-out advertising program. People who heard about your 
office equipment business last yeas ll torget it mext year 


Keep adver tising! 


Of cours it 1S possible to curtail rtising without Com- 
ing to a plete halt. This requir ireful analysis of your 
present advertising. What types of a tising can | reduced 
profitably? What fields is competit using st? What 
non-pr advertising are you ing that can be elimi 

A curtail idvertising program ist be sure that it is: (1) 
naintainin present markets; (2) itacting new prospects 
(3) keepi ip with competition; and (4) following-vp your 
old « Following this four-point program on a cur- 
tailed advertising budget will avoid the steady decline of busi- 
ness that follows adoption of a non-advertising policy 

Remem! Don't be lulled into a feeling of fals urity be. 
ause busin |. eer keep advertising! 

& 
@ PROBLEM: How can an offi quipment ler write 
strong selling headlines for his advertisements ? 
SOLUTION: Headlines determine ho many peof will see 
your advertis nt. If people do not see your ad, they will not 
react to your offer by buying in your store. Here are a few 
basic ideas on how strong selling headlines can be developed 

1. Point out some benefit. Readers are interested in them.- 


selves and ir problems. They want vill solve 





1 problem they have—saving money tting mor njoyment 
ut of life, and being proud of their off furnishin 

Good selling headlines start right out with some 
mention of the customer and his probler or a solution to his 
probler You will save money with this file is an ex- 
ample of a headline that points out a benefit to the reader and 
1 solution to his problem 

2. Mention new items or new services. Your readers will be 
reading the newspaper. They read it for news. Point out any 
new offi juipment you are now stocking with headline 

t says N Just arrived.’ This gets in step with the 
reader of your advertisement and will be a natura stopper’ 
ror your a 

Warning! Do not use the word “new” or “now” unless it 
is something new. We can be fooled into reading about some- 
thing we know about, but when we get through not have 
the proper regard for the novelty or the news value of the de 


vice that v used to capture our attention 
3. Follow-up your headline promise. After stopping your 


newspaper reader in his reading, it is necessary to enlarge on 
th headlin immediately. This should be tied-in with the 
promise made in the headline .. . . not something unrelated 

A headline that has news value will prove to be a real “stop 
per”. Then, if the copy following this headline goes on to give 


17 


step right 
nt busi- 


ore information about the news or promise, it w 
out and do a good selling job for your office equi} 
1 will keep the reader in a good frame of mind 


Kriloff Starts Furniture Leasing Service 


Louis Kriloff, president of Kriloffice, Inc., Chicago, the man 
ho revolted against usual letter-writing form, started a 
furniture leasing service similar to the renting of automobiles 
to in lustry 

According to the Chicago Tribun Kriloff’s plan, he feels 


is beneficial to new businesses with a small capital. Rental pay- 


nents can be charged against operatin xpense, tl reducing 
taxable inco and lessees have an option to buy the desks 
ind chairs the re renting 

Regardi his letters, Lucy Key Miller in Tribune's 
olumn Front Views & Profiles’, says that long » Kriloff 
decided that business letters sounded as though they were 
written by robots, and his war against cliches like “Dear Sir” 
nd Respectfully Yours” earned him the nickname, “The 
Dear Slayer.” 

The Tribune writer quotes Kriloff 

I could never understand how a man, especially a friend or 
icquaintan ould freeze into such feudal formality in a letter 


loped what I call ‘Telephon 


English’ for my own 


> 
f 


rrespon 

Thus Kriloff’s customers began receiving letters that began 
“Hello there, Mr. Jones” and continued in a conversational 
tyle that defied office etiquette a cent r so old 
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Model 2200 


— 
~ 


that makes them your customers’ best seating investment 


You can always point out that, among the many ease and the lowest of cost. Rest-All models with 
things Rest-All upholstered aluminum chairs will do Flare-Back legs won't mar walls. Rest-All swivels 

and do very well is look beautiful, for years have Nylon bushings that won't bind, wobble or 
and years their aluminum parts in natural get noisy. These are just a few examples. 


finish or a gamut of anodized colors, and their rich 
All told, the things that Rest-All Chairs won't do 


upholsterings, complementing any office interiors 
However, even more important, from the standpoint add up to the highest return in beauty and comfort 
of selling an investment in seating equipment, are per dollar invested in the entire chair industry. 
the things Rest-All Chairs won't do. For one thing, There is a Rest-All Chair for every requirement — 
they practically refuse to wear out — except for each a sparkling example of the best from exclusive 
upholstering, which replaces with the greatest of specialists in fine seating. 





COMPANY. INCORPORATED FINE CHAIR SPECIALISTS 


YOUNGSTOWN. OHIO 





408 M MERIDIAN 80D 







Export Dept: 25 Beaver St. 
New York 4, N. Y. 


_— 











Model 850 
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The Taylor Chair Company 
presents the 


aladdin 


Group 






A Robin Robinson Design 


Another achievement of Taylor inspiration and 
freedom in creative design. Impelling features: back hand-caned 
by Society for the Blind. . .ingenious back hinges with cushioned 
action ... sculptured arm rests . . . air-borne lightness and ease 
of movement. ..snap-on, foam rubber back pad optional. Scaled 
to modern office requirements 


JUOQNU lO L CHAIR COMPANY 
BEDFORD, OHIO 
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A “LOST SALE” Quiz 
Thick-headed Thornton 





a an 
PLEASE ! | 





“THE HEEDLESS HERON’’ 


. never tries to get in step with his prospect. 


He loses sales because 


a) ...he is too informal in his approach 
b)...he doesn’t first offer the prospect a 
| cigarette 
c)...he ignores his prospect’s likes and 


dislikes 


Thornton's sale went up in smoke because (c) he 


wasn't sensitive to his prospect's likes and dislikes. 


Always try to get a line on a new prospect before 
you call. Ask other salesmen, associates 
and even his office personnel how to best get in 


business 


step with this man’s personality. Once inside his 
office look for “‘clues”’ Let the 
prospect take the lead when it comes to smoking 


to his eccentricities. 


and joke telling. You'll make more friends and 
] ° . 
more sales when you try to be the kind of man 
your pospect likes to do business with. 
| Parker Pen Fights for Fair Trade 
s a ee 
Continuing the enforcement of its Fair Trade program, thé 
| Parker Pen Co. has announced that, in the east alone, 15 case 
| involving a breach of its Fair Trade rights have been succes* 
fully concluded. All were completed during the past fouf 
months. 
OA-4/58 
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Seal-C)-matic offers the 


Hottest Protit 

































1 
at = 
Ye Clear away space on your counter for the biggest free-wheeling 
<p deal SeaL-O-Matic has ever offered. We're pulling out all the stops to 
\§ introduce our revolutionary new automatic tape dispenser, the 
DY TAPEMASTER #70! 
OVER 50% DISCOUNT on this amazing package deal, including 10 
) rolls of gummed tape with your name, address and advertising message 
imprinted 20,000 times. 
You've seen “Limited Time” offers used and abused, but we mean it. 
Come heaven or high water, it will not be repeated. 
Offer expires May 15, 1958. 
Here’s what you get: 
ct. 2 TAPEMASTERS +70—list $24.50 each ........ $49.00 
New 112” automatic tape dispenser. Chrome 
top. 100% JAM PROOF, RUST PROOF. Rub- 
ber wheel action gives world's easiest tape 
feed. Double water box. 
2 JEWEL 3” MOISTENERS—list $4.25 each .... 8.50 
Chromed brass and zinc construction. Every 
office needs one. Quick turnover. Rustproof. 
Pure bristle brush. 
1 LIGHTNING BRUSH SEALER—list $10.95 each 10.95 
Popular 3” pull-type dispenser. Subway 
h feed for easy pull of tapes. Rustproof water 
C ° 
box. Pure bristle brush. You can’t afford to pass up 
1 FLASH BRUSH SEALER—list $7.50 each ........ 7.50 this profitable DEAL. The 
ai 1%” pull-type dispenser. Exclusive remov- question ® HOW MANY 
) able rustproof water box. NON-CLOG roller combination packages do you 
tes feed for uniform flow. Positive end-to-end need to take care of your 
in moistening. customers who want and use 
nia these revolutionary dispensers, 
20,000 ADVERTISING LABELS in Roll Tape Form— moisteners, and sealers? 
he imprinted with your name, address and ad- Order today from your local 
ng vertising message ............. Valued at..... 24.05 distributor or write direct to 
nd Advertise your business with this tape im- us. Remember . . . this deal 
an printed with your message. Use our cuts or expires May 15, 1958. 
send us your own. Choice of colors in tape 
and printing. |” Tape width cm 
TOTAL VALUE $100.00 | “>eal-C )-matic 
_ YOUR COST $49.95 DISPENSER CORPORATION, 
= YOUR PROFIT $50.05 Dept. OP-4, 169 Murray St., 
fout Newark 5, New Jersey 
1/584 CA-4/58 157 











Self-Service Gondolas Promote 
Office Supply Sales 


@® NOT SATISFIED with standard 
available on the market. Neil Lofgreen, owner of Lofgreen’s, 
office supply firm in Mesa, Ariz., designed his own—and in 
the process came up with a highly successful display fixture 
which he credits with a sharp advanc 

Investing approximately $200 in materials and doing much 
of the construction work himself, Mr. Lofgreen designed a 
series of five four-level units which occupy the center of the 
store from front to rear, in a herringbone pattern. Deliberately 
set “on the bias” along the aisle, the fixtures are so arranged 
that 95% of their shelf space is entirely usable and permits 
full visibility from one end of the fixture to the other 

Built of heavy plywood, each of the fixtures has an odd 
“scow’-shaped lower platform which slopes upward at an 
angle of 15 degrees from the floor to a point 10 inches above 
which is the first display level on the 
thus produced provides plenty of space for the shopper to 
“stand up close”, with his toes actually within the overhang, 
Calvin Madsen, display manager for the Arizona store, points 
out, 

The three shelving display vels above, all of hardwood 
plywood, are mounted on slender posts, which are kept almost 
completely out of sight by merchandise displayed at the end. 

The posts are recessed so that each end of the gondola 
serves as a display area, as to the sides. Featured office supply 
items, shown along the end of the gondolas in this way, at the 
closest point to the aisle, move so well that Mr. Lofgreen 
experimented and began showing some of his ‘shelf warmers 
instead. 

Sales began rising at once and thus the aisle-side display 
has helped substantially to balance out turnover throughout the 
inventory. Succeeding shelves toward the top of the fixture are 
spaced enough to permit larger items, such as two and three 


rieties of display hxtures 


in sales 


gondola. The overhang 


Gondola Fixtures . . . designed by Neil Lofgreen are so ar- 
ranged that 95% of shelf space is usable 


level sets of letter boxes, postal scales and small files, to be 
shown conveniently. Each of the successive shelving levels 
is slightly smaller than that before, so that a symmetrical dis- 
play picture is maintained. 

With all shelves easily adjustable up or down and renioved 
altogether, as desired, to use base platform for super market 
types of ‘mast displays’, these versatile fixtures have gone a 
long way toward boosting sales in the store at minimum 


expense. 





That important first impression is often made in your reception room. 
Beautiful Howell Modern Metal Furniture—for over 30 years the leader in 





the field—offers a complete selection of upholstered lounge furniture for 
office use. Howell combines the durability of tubular steel with pleasing 
contemporary design in a choice of attractive metal finishes; warniigleam- 
ing Bronztone or striking Blactone. A wide selection of decorator upholstery 
covers and laminated wood grain plastic finishes for table tops makes 
Howell furniture adaptable to any interior decor. Choose Howell modern 
» | metal furniture for reception rooms, executive offices, company dining 


~ yy a. rooms and employee lounges. 








tive displays of mew and used machines at either side of the 


In-store Rental Service operating area. All of these are marked with large, prominent 


price cards which give additional information on time pay 
Builds Machine Sales ment costs and salient selling points. The net result has been 
a steady turnover of “impulse sales’’ along with the creation 
of a valuable list of new prospects whose names and addresses 
are taken at the time they pay the rental charge for later 


@ UP TO A DOZEN additional sales of typewriters and 
: direct mail use 


a f ry month has been the result of an in-store 
yped by Comille Duviehl, office machines 
ns, La 
steps away from the Crescent city’s 
ar Canal street, the Duviehl Typewriter 
ivy sidewalk traffic which is made up 


Columbia Steel Pushes Spring Selling . . . 


rly need typewriters, adding machines, 
business machines at frequent intervals 
odeling his store a little more than a 
| substituted in place of several display 
ble table with room for a half dozen type- 
achines, spaced on three-foot centers and 
fortable, leather-upholstered posture chairs. 
ads of standard size typing paper, legal size 
s are distributed up and down the center 
ther with handbooks on the operation of 
n for the customer new to the equipment — : 
2 sign on the window points out, “You The first 1958 Columbia Steel Equipment Co. sales clinic was 
iter or adding machine inside. Material fur not held on Candlemas despite the lack of shadows and the 
f hour patch of snow in front of the Fort Washington, Pa., building 
public has been electric, according to Held on January 20 and 21, it anticipated the groundhog by 
that the number of customers attracted almost two weeks. Assembled to start a spring selling spree 
<pectations. Most of the six typewriters and are (standing) left to right: Jim Pierson, Walt O'Neill, Joe 
hines, which make up the usual battery of Mazer, Nat Plaine and Frank Puckett, all of Columbia; Wil- 
use during every minute of the business liam Dubey, Herb Brause, Dick Braun, visiting dealers; Jack 
Emhardt and Herman Gessner, Columbia president and treas- 
necessary to set up appointments in order urer, respectively; Bob McManus, Richard Kilpatrick, Monroe 
vill find the machine available when he Heide (the last being Columbia’s new metropolitan N. Y. rep- 
es, in good condition and serviced regu- resentative;) Milt Markel and Columbia salesman George 
gram, are used for the most part and Little. Proving their elastic youth by squatting are Columbia’‘s 
never they begin to develop any me- Jerry Larkin and Tom Adams; Dealer Representatives George 
Eberle, John Solomon, Joe Jones, Sol Wasserman, Bob Cassidy 
of course, subjects the users to attrac and Carl Hoammerl. 


We ay 


Modern Metal Furniture (oa —. 









UPHOLSTERED DESK AND 
FURNITURE DINING CHAIRS 





eleter S-iie), 7.15 RESTAURANT 
TABLES TABLES 








aids fe) ae del el ele) 


The Howell Co., 429 S. First St., St. Charles, iMlinois 


Please send me your new 4 color catalog of contract furniture. 
Name 
Address 


City _ OT —=—_—ia— 














Furnish an Office 
for $275 


Murphy-Miller products afford you the 
opportunity of giving your customers 
Style and Comfort at a price they can 
afford. 









Modular desk and two chairs 
featured retail for less 
than $275. 


Franchises still available 
in some areas. 


e Ad Mats 
e Envelope stuffers 


e Dealer mailings 
in color 


e Catalogs on 
request 


No. 590 


a 


No. MEP66 
“f 
Npuply § Yiter 
sg 
OWENSBORO, KENTUCKY 


SPACES 260-261-262, NOFA SHOW, PHILADELPHIA, MAR. 28-31 
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Appointments—— 


Heads Addo-X, Inc. Retail Sales 


Thomas F. Frawley has joined Addo-X, 
Inc. of 300 Park Ave., New York City, 
as manager of retail sales. Prior to his 
new position he was New York sales 
manager of the accounting machine di- 
vision of Remington Rand and before 
that time was in the home office as 
sales manager of the retail and whole 
sale industries covering the United 
States. He had considerable retail selling 
experience previously 





Pete Carrels Joins Rockwell-Barnes Co. 


Pete Carrels recently joined the sales 
staff of the Rockwell-Barnes Co. He will 
assist Don LaVigne in covering the Mich- 
igan-Indiana-Kentucky territory. Addi- 
tional representation in the area, it was 
said, will permit more frequent direct 
contact with dealers. Mr. Carrels has 
been traveling in the territory for a ma- 
jor ink company 


Directs Underwood Dealer Sales 


Sam S. Smith has been appointed na- 
tional director of dealer sales for Under- 
wood Corp. A veteran in the office 
equipment industry he assumes over-all 
responsibility for sales of the complete 
line of Underwood portable typewriters 
and Leader adding machines through 
dealer channels. A native of Worthing- 
ton, Minn., he now resides in Mon- 
mouth Geach, N. J. 





To Travel South for Associated Stationers 


William ‘‘Bill’’ D. Green is now repre- 
senting Associated Stationers Supply Co. 
in the South, according to a recent an- 
nouncement by C. B. Horr, vice-president 
of sales. Mr. Green has several years of 
experience in the industry, including a 
period when he managed his own store 
in Lebanon, Tenn. He also worked with 
Remington Rand’s systems division in 
the Tennessee territory. His _ territory 
consists of the states of Alabama, Arkan- 
sas, Georgia, Louisiana, Mississippi, and 
Tennessee 


Harry Tehan Ill Joins Father in Selling 


Harry Tehan III has joined his father, 
Harry Tehan, Jr., as manufacturers’ rep- 
resentative operating out of Jacksonville, 
Fla., in selling the firm’s lines in Mary- 
land, Washington, Virginia and the Car- 
olinas. Returning to the U.S. after four 
years with the Marine Corps in the Far 
East, Harry Tehan III decided to join 
the industry which has long known his 
father and his grandfather, the late 
Harry Tehan. After training with his 
father for the past eight months and 
completing some studies at the Uni- 
versity of Maryland he went out on 
the road since February 1. 
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Write for Catalog | 
and details TODAY! 


PR 2301 








2. COMPRESSOR 
imal a: 
DRAWER 


HASKELL’S 
redesigned P-line 
makes selling easier 


Yes, it’s big s-e-l-l-i-n-g news . . . when you add more 
features . . . at no extra cost! It not only makes selling easier 
for the dealer .. . but the customer too enjoys and prefers 
extra value! Only Haskell know-how in budget steel makes 
this possible. Haskell’s engineering, designing and production 
department work consistently together on a continuing 
program of new developments and improvements — to hold its 
position of leadership in the budget office furniture field. 

No steel furniture line is complete without Haskell! 


Gowr Honenr Stel Budget lime, 


© STEEL DESKS * TABLES © CABINETS © CREDENZAS © ACCESSORIES 





HASKELL) 


PITTSBURGH | 








r 


303 E. CARSON STREET © PITTSBURGH 19, PA. 
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DESIGNED AND BUILT & 
With A Flare For Sales! 1 








COMBINATION FILES 


@ Heavy Gauge Stee! Construction 


Electrically Welded Throughout 
Chrome Finished Hardware 


Positive Locking Compressors 


Ball Bearing Rollers ae 


* 

+ 

° 

®@ Color Choice of Green or Gray 
. 

a 


Satisfaction Guaranteed 








FULL SUSPENSION NON SUSPENSION 
FILES FILES 





Write Today For Complete New 
Catalog And Price List 





Welham Metal Products Co., Inc. 
Michigan City, Indiana 


Lewes e ees ee ee 
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Appointments 


Appoint General Sales Manager 


Robert L. Hoven has been appointed 
general sales manager of Stationers 
Corporation, in charge of sales for all 
divisions of the company. He has been 
with the firm for 22 years, the last 20 of 
which have been in the commercial 
sales division. Stationers Corporation is 
one of the leading stationery and print- 
ing organizations in Southern California. 
Retail stores are located in Los Angeles 
and San Diego, with printing and en- 
graving facilities centered in Los 
Angeles. 





Manages Underwood's New York City Branch 


John W. Clauss was recently named 
manager of Underwood Corp.’s New 
York City sales branch with headquarters 
at One Park Ave. In his new post, Mr 
Clauss will direct sales of the complete 
line of Underwood typewriters and busi- 
ness machines, including integrated data 
processing systems and electronic busi- 
ness computers. 





Takes New York Roytype Post 

E. W. Ferris, formerly southern regional 
Roytype manager of the Royal McBee 
Corp., has been named to the position 
of New York City Roytype manager. He 
succeeds F. S. Korwan who has retired 
from the company after 30 years of 
service. Mr. Ferris first joined the com- 
pany in New York as a Roytype sales- 
man in 1938. He has held the post of 
Roytype manager in Newark, N. J. as 
well as his southern region position. 





New Sales Manager for Emeco Corp. 


Joseph G. Chaney has taken the position 
of sales manager at Emeco Corp. He was 
formerly director of sales in the New 
York area for Security Steel Equipment 
Corp., and he had been with that com- 
pany for 17 years 





Cosco Promotes Jelliff to Sales Chief 


Edwin H. Jelliff has been promoted to 
sales manager of national accounts at 
Hamilton Mfg. Corp. Mr. Jelliff’s promo- 
tion to the newly-created position is an- 
other step in the expansion of the com- 
pany’s sales and marketing structure. 
He will work with office equipment deal- 
ers who sell Cosco office chairs and fur- 
niture. 





Edsal Gains Larger Space in New Quarters 


Edsal Manufacturing Co., 1044 W. Madison St., Chicago, 
producing factory and shop equipment, steel shelving and 
steel tables, is moving from 10,000 square feet of factory space 
to 38,000 square feet in building at 1236 Fullerton Ave., Chi- 
cago. The move for this firm, which has strictly dealer distri- 
bution, is scheduled for about April 15 
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TO CLEANER, 
FASTER, SHARPER 
STENCIL CUTTING 


No Static. « 
No Chop Outs - ‘ 
No Eye Strain - 
No Type Cleaning" 


No Ragged Tracings “Wy a 
a Mig. Co. 


No Mess...just press the patented 2714 Walnut St.. Denver 5. C 
Red Dot to seal the film... it’s fast, 


no sticky fingers, no-gummy files. DEALERS: Th 


Aw dealers 
\ 
3 J 


R LOCAL PANAMA-BEAVER MAN—ALWAYS A LIVE WIRE. IN THE EAST, CALL TRU-RITE, INC., 110 LAFAYETTE ST., NEW YORK, N.Y 
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OLD ENOUGH TO KNOW HOW 
...XOUNG ENOUGH TO TRY IT/* 


*Old enough to know how to build the most practical 
drafting tables... . 

Young enough to introduce the latest functional innovations 
in drafting room furniture. 









No. 870 ANCOSTEEL 
DRAFTING TABLE 
¢ Fingertip 
tilt contro! to 
full 90° vertical. 
« Print drawer 
full width of base. 
« ittustrated supply and file 
drawers are optional. 















































No. 800 ANCO DELUXE 


FOUR POST DRAFTING TABLE 
The old standby of drafting 
rooms throughout the 

country. 


No. 602 ANCOBILT 
PEDESTAL DRAFTING TABLE 
The most widely used 

table in drafting room 

and studio. 



















WOOD SP Pe 
71-08 80th Street, Glendale 27, New York 


Write for descriptive literature on 
ANCO equipment for the artist and draftsman. 







*ANCO never deviates from its strict policy 
of selling through dealers only. 













4th District Notes J 


R. E. HILBURN, correspondent 
P.O. Box 2935, Greensboro, N.C, 


















Edwards & Broughton’s new display area is fast shaping up 
and George Taylor told me it was planned to have a formal 
opening sometime in March. Even the old section of their store 
in Raleigh is changing its shape and by the formal opening 
time the entire store should make quite a splash. Thought per. 
haps I would have the complete details, including pictures, for 
this issue of your favorite mag but George must have been too 
busy. Hope to have better luck next month 
wo 

Horace Carter, head man at Atlantic Publishing Co., 
City, N. C., and editor of The Tabor City Tribune 
into a new plant out on the edge of town and is putting in 
complete line of office supplies with equipment to follow. 

All you manufacturers are invited to get your name in th 
pot by placing the firm on your mailing lists for catalogs. AB 
though Horace is not jumping into the supplies section in oné 
big hop, at the rate he is progressing it won't be many monthg 
before he will have most anything his customers will ask fog 

® 

Pound & Moore, Charlotte, is getting set fo 
some big doin’s come next May 7 and 8. The firm has recently 
completely and the furniture displa 
area, at the above dates marking the 50th anniversary an opep 
house will be held. All of 
the supplies section have been replaced with the very latest of 
modern units, the and 
most modern plants in the country. All suppliers, special guests 
and the public will be invited for the celebration, so from all 
be one of the brightest occasions the 






















Tabor 
has moved 





















Seems as how 











remodeled redecorated 





and business show the fixtures if 






self-service providing one of largest 







indications this is to 










deah ole ‘“‘foth’” has seen for many a day. So, make your plans 
now to be there 
. 
On Saturday morning, February 15, 5:30 A.M., the fire de 
partment in Gastonia received an alarm which turned out to 
be for Spencer's, Inc. When the boys got there, flames were 


shooting out the roof so they decided to try to keep the fire 
confined to that one building. Nothing but the brick shell re 
mained 

Arthur Spencer, owner the 


$120,000 and equipment and merchandise about $80,000, most 


said structure was worth about 
of which I am glad to report was covered by insurance. 

Plans are already on the boards to rebuild on the same spot 
with a two-story instead of the former three-story building. A 
location has been obtained down on S. Marietta St 


for operation from there until such time as the new building is 





temporary 


ready 

Spencer's, Inc., is a 41-year-old firm handling the usual sup- 
plies and office equipment with a large book section and f 
printing plant included. Naturally, the entire catalog file was 


destroyed so all manufacturers are requested to supply at least 
three copies of everything. 
* 
Taff Office Equipment Co., down Greenville, N. ¢ 
done a really nice job of expanding and refurbishing the old 


, way, has 


You « 
Bind 


All st 


store lately and evidently the goings-on at the store had some- 
thing to do with his outsid. bush shaker, Jim Rayford, because 
an expansion program, too. Exemption No. 2 ar 
rived on January 20, a gal name of Jennefer Lorraine. Myrt 
and Jim have another little girl 314 sc keep that up kids and 


he staged 


you will wind up in the same boat as Sam Orr—he has four or bu 
or em the N 
“ All 
Greer Garrick, Carolina Office Supply, Jacksonville, N. C, 
had better luck on his fourth try. After three girls, 9, 6, and 4, tabul 
Martha finally made the grade and presented him with a boy, § count 
Greer III. With all them sisters little Greer will never lack for is an 
a baby sitter 
In 
Jim Burkhead, Sr., of Burkhead-DeVane Printing Co., Fay- amaz 
etteville, N. C., died on January 12 from a heart attack soluti 
8 
Vic Parr is now traveling the southeast for the lines formerly Wil 
held by Frank Neville, namely Haskell, Hoosier, Meilink and 
209 S.J 
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and 


We put the arch where it belongs 
=| sa.in the posts...not the pages 











You can read everything in | GrayLine | Nylon Post 
_ Binders including data in center margins of all pages 











. All sheets lie flat in the lower binder — irrespective of position 
or bulk— because the arch required to turn them is provided by WILSON JONES SALESMAN 
the Nylon Posts instead of the sheets themselves. 
. F OR WRITE TODAY. 
( All your customers who file, store, refer to or analyze data 


14 tabulated on continuous forms produced by high speed ac- 
} counting machines have the problem of housing such records 

In an accessible and convenient manner 
In Wilson Jones GrayLine Binders . . . with plastic posts of 
Fay amazing strength, durability and flexibility . . . you have the 
| solution and WJ is helping you tell your customers about it. 


od} WILSON JONES 


209 S. Jefferson St., Chicago 6 * 122 E. 23rd St., New York 10 
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one source 


All the Shears 
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always better to sell the best. 


f the Stat 


trements o 


FREMONT, 


f shears... 
precision 





7 
And because they are 


tne O 


a) 


CLAUSS CUTLERY CO., 


. 


‘ 
< 


BANKER’S SHEARS e EDITOR’S SHEARS e UTILITY SHEARS 
Clauss Shears are made by craftsmen to be us 


craftsmen. 


I 


HOT HAMMER-FORGED 





1877 


built specifically to meet the requ 


w 
— 
= 
“wv 
> 
a 
w 
~ 
_ 
2 
wu 
w 
z 
ve 


ls 














Sikes. Vic got his “road” training from Jake Hearn which could 
easily be one of the principal reasons for his fast rise in the 
equipment field. We all wish you well in your new position 
Vic and I, for one, haven't the slightest doubt that it won't be 
long before we will promote you to the “Cadillac” class. 

e 

Talk about your weird looking characters—next time you 
come to Greensboro, N. C., be prepared to see one of the 
healthiest crops of said characters, not to mention beards of all 
descriptions, to be seen anywhere outside Hollywood, or a few 
institutions I could mention. In April, Greensboro will cele- 
brate it’s sesqui-centennial so all the boys, or most of them at 
least, are letting their beards grow. 

The gals are protesting vigorously, and in a number of cases 
successfully, but the more hardy characters are now coming up 
with some doozies. Jim Rudd, Bill Sharpe and Harold Sharpe, 
all of Piedmont Office Suppliers, seem to be out in front of 
the pack. 

Jim is now being hailed as “Abe” everywhere he goes—the 
likeness is really there. Bill has a brush that looks like a Cana- 
dian backwoodsman’s and Harold’s is on the more conserva- 
tive side. Charlie Keesee’s I haven't seen lately but at the 
Charlotte party those of you who were there got a glimpse of 
what was to come. “W. P.” Haynes, Wyrick’s, has a very be 
coming mustache but the rest of the Wyrick clan backed out. 

. 

The week-end of February 15 will go down in the history 
books as the day of the big snow storm and sub-zero tempera- 
tures. One below zero and six inches of snow combined to 
make it rough on everybody but more especially on our own 
“Inky” Sanford Lydiard. He decided to try to make it from 
Raleigh to Greensboro but barely got outside Raleigh when he 
came over a rise and there in front of him was one of the in- 
numerable pile-ups. “Inky” did what came naturally and piled 
into the pile-up. Result? One busted in Desoto front end. How- 
ever, the damage was not too serious so after a return to 
Raleigh for a check-up he tried again and made it all right. 

e 

If the column seems on the short or dry side this month you 
can blame it on the complete absence of any outside flavoring. 
Cooks gotta have plenty to cook with don’t they? Oh well, 
mama told me there would be times like this. Bye now. 


N.Y. OMDA Launches Member Drive 


An all-out effort to attract new members was kicked off at 
the February 11 meeting of the Office Machine Dealers Asso- 
ciation of New York, held at the Advertising Club. 

President Harry A. Ritchie, Addressing Machine & Equip- 
ment Co., New York, got the drive off to a good start by 
introducing two new members, Edward Klumpp, Ecco Business 
Systems Co., New York City, and Harry Rogove, Apex Type 
writer & Stationery Corp., Brooklyn, N.Y. Mr. Rogove is 4 
former member who has returned to the club after a long 
absence 

Chairman of the membership committee, William L. Kauf- 
man, R. L. Kaufman & Son, New York, reported on plans 
which his committee had to stimulate new dealer memberships. 
A number of application forms which include listing of the 
services rendered by NOMDA were distributed at the meeting. 

A moment of silence was held in respect for the memory of 
William Barrer of International Office Appliances who passed 
away recently 

Chairman of the entertainment committee, Harold Peck, 
Ideal Business Machines, New York, announced that the 
Waldorf Astoria Hotel had been chosen as the place for the 
next annual affair to be held in November. 

Chairman of the board of directors, Sam Stein, Quality Offie 
Equipment, New York City, reported on the National board 
of directors’ meeting held in Florida, which he attended, and 


the plans being made for the national convention next June. 
Mr. Stein got in a word for the regional meeting of the New 
York group which has been scheduled for Grossinger’s Country 
Club next October following the Business Show 

Among the topics discussed at the meeting was the influx of 
machines into the United States from Iron Curtain countries 
and the need for maintaining typewriter rental rates that would 
afford a decent profit. 
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H-O-N STEEL CARD FILE LINE 


© Handsome appearance with ¢ Lid overlaps for better 
pleasing rounded-lid radius. alignment and appearance. 


© Sturdy construction © Dimpled bottom prevents 
marring of polished tops. 


© Complete line. Attractively packaged. 





At right: Midget model 
At left: 82" deep model 
ON Se ee 


COMPLETE SELECTION OF FINE QUALITY, 
SMARTLY STYLED UNITS. Now H-O-N broadens 


your selection of small goods from this reliable 


COMBINE YOUR CARD CABINET source. Ten models in 3x5; 4x6; 5x8 inch 
AND YOUR CARD FILE ORDERS sizes. Depths vary from the midget size to the 
H-O-N drawer-type card cabinets 814” to the 13” models. Positive locking fol- 
with the exclusive ‘tilt back" fol- lowers and cover stops are included on the 814” 
lower have won a great deal of and 13” models. All units in four standard col- 


larity si their introducti . 
loot sustain. Veena profit i ors: Gray, Green, Sandalwood, Spruce. 


combining your card file and card 

cabinet orders for maximum dis- 

count ... either through your job- T a | | =" --O-R] 4 S. 
ber or direct to the factory. OFFICE EQUIPMENT 


MUSCATINE, IOWA 
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NG LINE 


OF STYLES and DESIGNS! 





What you DONT 





see or hear helps 
you sell 
Indiana Chairs 


Comfort is always a strong selling 
feature of any Indiana Chair. Up- 
holstered patterns made with pre- 
mium quality multiple coil spring 
units attached to noiseless flexible 
steel webbing — all offering the un- 
matched beauty and warmth of na- 
tural wood. You can guarantee your 
customers maximum comfort and 
service for years to come. The C-2 
pattern above is a good example. 
Genuine walnut. Brass ferrules and 
large rubber-cushioned metal glides. 
One of a long line of styles and de- 
signs you can feature, promote and 
sell with assurance. Chair specialists 
since 1929. Now, with a new two- 
story warehouse to expedite custom- 
er service. 


See us Booths 152 & 153, NOFA Show 


WRITE TODAY FOR 
CATALOG OF BEST-SELLERS 


a Chain Company 


JASPER, INDIANA 


5th District Notes 


PAT PATTERSON, correspondent 
3710 Grosvenor Road, Cleveland 18, Ohic 





The West Virginia Office Equipment 
Dealers Association held its first meeting 
of 1958 recently at the Ruffner Hotel in 
Charleston. Two outstanding speakers 
were on the program—Elmer G. Rahe, 
vice-president of sales, The Globe-Wer- 
nicke Co., and W. W. Sproul, vice-presi- 
dent, Alma Desk Co., “Chief Petticoat”, 
Doris Dalton of Morgan's, Inc., Hunt- 
ington, held a very successful meeting 
as president of the association. The 
“Friendly Fifth’ governor, J. Hanly 
Morgan, graced the meeting with his 
presence, though he is literally up to his ears in work prepar- 
ing for the regional convention in Greenbrier, White Sulphur 
Springs, W. Va., March 21 and 22 

2 

George Brown, who has been with Wuebbold’s in Hamilton, 
Ohio, for some years, has joined the sales force of Globe 
Office Equipment & Supplies in Cincinnati. 

© 

Mutual Papers, Inc., stationery wholesalers in Detroit, has 
announced the appointment of Jack Heenan as representative 
in Michigan. Mr. Heenan was formerly manager of Office 
Supply & Equipment Co. in Kalamazoo, Mich., and has years 
of background and experience to offer the dealers he will be 
calling on. Ira Schlesinger, sales manager, states that the com- 
pany will be servicing a 200-mile radius, and will have per- 
sonal representation covering Ohio, Pennsylvania, western New 
York, West Virginia, Kentucky and Indiana in addition to 
Michigan 





s 
C. D. (Stan) Stanley is the new store manager of Office Sup- 
ply & Equipment Co. of Kalamazoo. Mr. Stanley, 36, is a na- 
tive of that city, and resides there with the Mrs. He has a 
background of seven years in the industry. 
~ 
HURRY UP AND GET WELL DEPARTMENT: 
Henry Ten Hoor, Office Supplies, Inc., Muskegon, Mich. has 
recently gone under the knife, and is now recuperating in 


Florida. . . . G. C. (Joe) Meyer, order department manager 
of Eriksen’s, Inc., Toledo, Ohio, recently underwent corrective 
eye surgery. . . . Lynn (Sandy) Sanderson, buyer at The Daniels 


Co., Muskegon, Mich., has been suffering the sacroiliac blues. 
Our best wishes for rapid recoveries 
* 

Ida Smith, learned veteran of many years in the industry, 
has been transferred to the wholesale division of Commercial 
Stationers Supply Co. in Detroit. 

* 

Donald B. Doubleday, president of Doubleday Bros. & Co. 
Kalamazoo, Michigan, announces the opening of the firm’s new 
building at 1919 East Kilgore Rd. The ultra-modern structure 
will house the printing plant, general offices and warehouse 
four miles south of the business district 

Arch McKenzie has been selected as manager of the down- 
town store at 241 E. Michigan St. Additional officers of the 
company are Donald T. Strong, vice-president and treasurer, 
and William Dykema, secretary. Fred U. Doubleday, senior 
vice-president, is semi-retired. Mr. Strong is furniture buyer. 
with Miss Veda Hendricks as his assistant; Mr. Dykema is 
paper buyer; Willard Vermeulen is buyer of office supplies. 
The firm anticipates its formal grand opening in April, which 
will be coincidental with the 60th anniversary of the founding 
of the business 

. 
WEDDING BELLS: 

Harry Doran, who covers Detroit and vicinity for Scripto, 
Inc., will be wed on May 10 to the lovely Alice Wells of De- 
troit 

» 
SIR STORK STILL FLYING: 
Davida and Jack Gale were blessed with a bouncing boy, 
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from 

any angle 
your 
best buy 


Professional writers like 

John Cameron Swayze, 
Quentin Reynolds and 
Kenneth Banghart choose Cole 
above all other portables, 
hecause only Cole has all the 
important features they 
demand in a typewriter... 
Mist Green, Desert Sand or 
Cole Gray. Complete with 
matching carrying case... 
only $94.50 plus tax. 


COLE STEEL OFFICE MACHINES, INC. « Affiliate of Cole Steel Equipment Co., Inc. ¢ 415 Madison Avenue « New York 17, WN. Y. 
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Compute. and 


you'll choose 


LAWSO 
LAWSON 


WASTE 
BASKETS 








Executive 
No. 2900 


Paneled 
No. 34 Space Saver 


No. 2180 





Excel in 


STYLE - STRENGTH - ECONOMY 


Lawson Waste Baskets are made of selected steel for ap- 
pearance, durability and economy. They are recognized 
leaders in beauty and utility. Available in a wide range 
of popular colors and simulated wood grain finishes. Ex- 
clusive construction features protect furniture and floors 
against scratches. Fireproof. 


LAWSON Sandurns 


and Smokurns 














Lawson offers a wide se- 
lection of Sandurns and 
Smokurns, finished in glis- 
tening baked enamels, 
smart decorator colors, 
trimmed in glowing cop- 
per or gleaming stainless 
steel—or a choice of ultra- 
smart all stainless steel. 


Lawson Smokurns have an 
inner container (hot- 
dipped galvanized) which 
holds water or deodorant 
for fire protection and 
odor quenching. Hides 
smokers’ waste, eliminates 
smoke and odors. 


See Lawson complete lines of Waste Baskets, Sandurns, Smokurns, Desk Files, 
Hotel Baskets, Torpedo Waste Receptacles, and other Utility Receptacles. 


THE F. H. LAWSON CO. 


E stot hed 1816 


821 EVANS ST CINCINNATI 4, OHIO 
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Daniel Stephen, on February 5. They also have a daughter. Mr 
Gale is sale anager for a new anufacte ber of 
NSOEA, Midwest Rotary Maniforms Co., who anufacture 
snap-out business forms in Caro, Mi 

+ 


A. G. Daferner, Office Supply House, Jackson, Mich., hosted 
a dinner on February 20 in honor of Mrs. Blanche Peach who 
has completed 40 years with the firn 

e 

Speaking of old old-timers, Herb Murdoch has returned to 
Gregory Mayer & Thom in Detroit. Mr. Murdock started with 
the firm in 1910 and stayed until 1942, when he left to join 
Miles Fox Co. of that city, where he has been until his recent 
move back to Gregory Mayer & Thor 

« 

Mrs. Clara Phelps, Nestor’s, Detroit, recently won an all. 
expense trip for two to Jamaica through the courtesy of W. A 
Sheaffer Pen Co 

. 
THOSE VACATIONISTS: 

What's Florida got that we ain't got, including ice and 
snow ? Lola and Matt Yakes, Yakes Office Supply Co.,, 
Grand Rapids, Michigan, lolly-gaggin’ around in Sarasota 
Jack Schaefer, Schaefer's, Flint, Michigan, has his family down 
in Madeira Beach Stan Gregory, C. & J. Gregory, Bay 
City, Mich., at Miami Beach with his family 

& 
PASSED AWAY: 

Robert E. Kindel, 80, died on February 5. Mr. Kindel was 
one of the oldest pen experts in the industry, and was known 
nationally for his knowledge of the business. He founded the 
R. E. Kindel Pen Co. in Cincinnati in 1901, retiring as head 
of the firm in 1954. His son-in-law, Raymond A. Benza, heads 
the firm Mr. Kindel founded. The deceased leaves his daughter, 
Mrs. Benza, two sisters, a brother, and two grandchildren 

C. A. Penzel, Penzel’s Book Store, Muncie, Ind., died on 
February 7 at the age of 81. His son, Charles, will continue 
‘ Joseph B. Lynch, treasurer Of! 


to operate the business 
suddenly on 


Transylvania Printing Co., Lexington, Ky., died 
February 10. He had been with the firm 36 years Our 
heartfelt sympathy to the respective families 
FAITHFUL READERS PLEASE NOTE: This 
column, with the exception of the previous paragraph, details 
activities mostly in Michigan; whatsamatta with the rest of you 


nothin’ happening? 


month's 


Office Suites, Inc., Shows New Products 

Office Suites, Inc. of Chicago, will spotlight two new prod- 
ucts at the NOFA convention-exhibit in Philadelphia 

Working with the Bell Telephone Co. engineering staff, 
Office Suites has developed a 45-inch wide walnut hardwood 
cabinet, which takes the telephone permanently off the desk, 
The phone base, hanging receiver, angled dial and push but 
tons are on a panel, which is part of the work-organizer cabi- 
net adjacent to the main office desk 
cabinet, in matching walnut, joins the 18-inch, 27- 
inch and 36-inch stock component cabinets with which Office 
Suites and dealers have been furnishing a wide variety of bust- 
ness, industrial and professional offices. These cabinets match 
the curved, angular and L-shaped desks, available in a hun- 
dred sizes and shapes, individually suited to purchaser s needs 

Stephen Levitas, president, announces that Office Suites, Inc 
also will “debut” in its convention exhibit with a revolutionary 
dealer's sales kit developed by Poetzinger Dechert & Kielty, 
Chicago sales consultants, and Rol Johnson, OSI designer- 
consultant. This permits dealers to provide instantly a three 
dimensional office layout to exact scale, showing the customer 
exactly what his new furnished office looks like. A tracing: 
paper copy of the layout can be made quickly from the dimen- 


The new 


sional model. 


Incorporate Firm in Shreveport 

Used Office Furniture Supplies, Inc., 617 Lake St., Shreve 
port, La., has been incorporated with $5,000 in capital stock to 
sell used office furniture and equipment 
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from 


| TEXTILEATHER 


Ci 


for contract 
furniture dealers 
















| hf’ ae a complete sample kit of 
i es 7 vinyl upholstery fabrics 
for business furniture 


Here, for the first time in one complete, easy-to-use 
es sample kit are all of Textileather’s vinyl fabrics 

for business furniture. With this book, office furniture 
dealers can show contract customers the entire selection 
of Tolex vinyl fabrics in weights, colors and patterns, 





\ Y proved for style and sales appeal. It also gives complete 
. information on how to specify the selected material 
to the furniture manufacturer. Textileather will keep 
all books up-to-date by automatically supplying new 
loose-leaf sample inserts, as new lines are introduced. 


Here’s how to get your Free Sample Kit! 


1. Order on your company letterhead, giving 
name, title and complete address. 


2. State whether you are a dealer, wholesaler, 
dept. store, manufacturer, etc. 





GENERAL W 
PLASTIcs 


e Genera 


3. Mail it directly to Dept. { OA—458 





THE GENERAL TIRE & RUBBER COMPANY 
See this complete line at booths 26-37 during the EY . ae aT 
NOFA Show, March 28-31, Convention Hall, Phila., Pa. 
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same at the | -- DOUBLE-DUTY CALENDAR DESK PADS 
Scentatie of | for every desk in every office 
uses of ; 

aor tna Here's the desk-top personal secretary 


| for busy people who can profit by a 
permanent, visual record of daily trans- 
actions, appointments, expenses, and 
personal business notes. 

It's the new, 12-month, full-size calen- 
dar desk pad. Attractive for the finest 
offices. Functional and convenient for 
keeping a daily record of what has 
been done and what is to come. For 
recording and organizing the month's 
work. 

Convenient in size (17% x 22%). Am- 
ple space for each day's notes and 
memoranda. Twenty four pages toa pad 
(one duplicate for each month hidden 
from view to assure privacy). Printed 
in soft brown to match the leatherette 
binding and corners. Perforated for 
easy removal. Sturdy backing for year 
long use. Sheets take pencil or ink. 


PRICED FOR SALES . . . PROFITS! 
Desk Calendar pads retail for $3.50. Dealer markups range from over 
40% to 60% depending on quantity ordered. Minimum investment to 
stock. Easy to display. Requires little space to stock 
Be the first in your area to get the new 12-month Calendar Desk Pads 
on the desks of your customers. Order your initial stock today, or write 
for price list and full information 


Recording appoint- 
ments throughout 
the month; 


recording tele- 
phone transactions, 
quotations, etc.; 


recording daily ex 
penses for month; 


scheduling future 
projects; 


notes on produc- 
tion schedules; 


and for dozens 
of other uses 
where permanent 
reminders are valu- 
able 


12-month Calendar 
Desk Pads sell on 
sight — at a profit 





Available only from — 


DOOLITTLE & CO., INC. 


320 N DEARBORN ST ° CHICAGO 10, ILL 
GET FULL INFORMATION . . . MAIL THIS FORM TODAY 


Doolittle & Co., Inc (Signed) . Pagl 
320 N Dearborn St 
Chicago 10, Ili 
Please send me without 
obligation prices and 
Company 


full information con- 
cerning the 12-month 
Calendar Desk Pads so 
1 can start selling them 
right away 
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|: PROFITABLE! 


6th District Notes 





The N Brookwood Country club spacious and we I] ap- 
pointed, proved delightful site for 169 persons attending the 
Great Lakes Travelers Club Birthday Ball Saturday night. 
February 

Going out of the Chicago Loop area tor the first time, GLTC 
had an encouraging response to a change of site. Dealers, man- 


ufacturers and travelers enjoyed the cocktail hour, dinner and 
dancing to the music of Bob Sleeper and his orchestra 
Engineering the well-attended affair was a committee com- 


posed of Bob Krumwiede, chairman: Frank Cognato, co-chair- 
man, Don Pike, Bob Greco, Ray J. Eichenlaub, Tom Gillice and 
Sam Riggs. 

GLTC’s first president, Rus Carpenter, was among those at- 


tending. Likewise, Harry Balch and Elmer Krumwiede of 
GLTC’s original eight founders, were present to greet their 
friends in the industry. 

Sixth District Governor Art Finger and Mrs. Finger, to- 


gether with Mr. & Mrs, Erwin W. Doepke, all from S. J. Olsen 


Co., made up a Milwaukee delegation 

. 
Finger, together with his convention chairman, Ed 
Manitowoc, Wis., attended the GLTC 
afternoon before the Birthday Ball, and they had good 
May 25-27 Nippersink Manor, 


Governo! 
Napp otf 
sion the 
about the 
Genoa City, Wis 
advance registration had already gone over the 


business ses- 


news regional at 

Because the 
00 mark the entire Nippersink accommodations belong to the 
th District for the three days. There was some hard work by 
Don Sharpe, Reyburn Mfg. Co., behind the scenes in the big 
advance registration 


open with the GLTC golf tournament on 
The program is distinctly one aimed at the 
members of NSOEA they 


their business which 


Festivities will 
afternoon 


whether or not they ar 


Sunday 
dealers and 
are invited to share in the knowledge of 
vill be imparted 


Follow ing are 


highlights of the program 


SUNDAY, MAY 25 


l pl Men and ladies golf, GLTC-sponsored 
3 p.m. on Registration. 
i GLTC golf dinner, awarding of prizes 


midnight — Dancing 
MONDAY, MAY 26 

Breakfast 
9:30 a.m. to 12 — Business meeting 
Dr. Ralph DeArmond Cies, ‘Management for 
Profit.” 

Luncheon. Ed Napp, speaker 

William R. Diehl, Jr., NSOEA president, “Up 
Out of the Chair’. 
p.m. — Dealers’ 


3 p.m. to 5 forul 


8 p.m. te idnight — Square dancing show, snacks 
TUESDAY, MAY 27 
7:30 a.m. to 8:30 a.m. — Breakfast 
8:30 a - Dr. William H. Harris, University of Georgia, 
Merchandising, Advertising, Salesmen Selection 
and Training.” 
1:00 a.m Edwin H. Mosler, vice-president NSOEA, "A 
Modern Approach to Safe Sales 
1:45 a Committee reports, election of office 
15 p.n GLTC luncheon. 
2 p.m. to 6 p.m. — Free time 
6 p.m. to 7 p.m. GLTC House of Friendshif 
7 p.m. to 9 p.m. — Banquet 
9 p.m Midnight — One-hour show, dancing 
A feature of the ladies’ program will be the luncheon and 
zet-together at Honey Bear Farm on Monday at 12:45 p.m. 
a 
Recent Deaths Mrs. Hilduz Lennartson, 86, mother of 
Walter Lennartson, editorial director of OFFrice APPLIANCES 
mother of Manny Goldberg, Stein Bros. Mfg. Co. ... 
mother of Emil Mayer, S. W. Beck Co., Elgin, III John 


in Des Plaines, III 
e 
Robert Cleary, Jr., for Mr. & Mrs. R. M. Cleary. 


Bremer, deal! 


It's a boy 
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Thanke to YOU...from @UPREME 
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Steel Cabinets, Library Shelving and Lockers eu = 























NOW 


SUPREME adds a complete line of 


UNIFLEX rig a 


STEEL SHELVING REVOLVING BINS 
me CUTTING TABLES 


= . ae 
PT ieee 
—_e ; 


We invite you to see 
the new, complete 
Supreme line 


lo} bb mee) otebeleebelemes do) Aeemetelemse) doles aor NOFA, Booths 301, 302 
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53RD STREET AND FIRST AVENUE - BROOKLYN 32, NEW YOR 
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Hluminum 


COAT and HAT RACKS 






Styled to harmonize with fine ap- 
pointments, these smart wardrobe 
units are quality built of closed-end 
aluminum tubes rigidly held in cast 
aluminum brackets. Permanently 
beautiful in “clear’’ or “gold” an- 
odized finishes. Mount at any height, 
on any wall — singly, end-to-end or 
in tiers, to give any desired capacity. 
Brackets adjustable to exact centers. 
Come in lengths by the even foot 
up to and including 8 feet. 


Write for Bulletin DL 13 


3 BASIC SHELVES 


Shelf No. 21 

has full length Hanger 
Rail extending 11-5/8” 
from wall. 





Shelf No. 31 
has staggered, diecast, anchor- 
style coat hooks instead of Coat 
hanger rail. 






Shelf No. 11 
general utility shelf or for extra 
hat shelf above types 21 or 31 


Packaged— Ready to put up 
‘ ote 


Vogel-Peterson Co. 


127 WEST 37th STREET 
CHICAGO 9, ILLINOIS 

















Continued from page 172 


He's a manufacturers’ representative and this is their first-born, 
The Jim (Permacel Tape) Martins are parents again, their 
sixth we understand 
e 
New members of GLTC include Lester L. Nelson and Robert 
W. Seeman of Blaisdell Pencil Co., Kemp Huber of Weber- 
Costello Co., Charles Winters of OFFICE APPLIANCES and 
George Olson of Harter Corp. 
e 
Chris Malone, GLTC jovial member from Eureka Specialty 
Co., has been ill in West Suburban Hospital, Oak Park, Ill. 
We understand it’s a bout with ulcers 
° 
Benny (Venus Pen & Pencil Corp.) Allen expected to wrap 
up details of the Milwaukee gclf tournament in a trip to the 
land of the Braves early in March. The probable site is Tuck- 
away Country Club and the probable date the Friday after 
Labor Day Walter (Johnson Chair) Bryzek says that the 
Cog Hill golf tournament will be held on Thursday, July 24. 


ivan Allen Sales Show Increase; 
Two New Operations Are Opened 


William H. Glenn, president of Ivan Allen Co. of Atlanta, 
recently released figures for the first six months of the firm’s 
1957-58 fiscal year 

Gross sales during July through December, 1957, for Ivan 
Allen Co. and associated stores totaled $3,381,321.99. Mr. 
Glenn stated: 

“Our gross sales show a 5% increase over the same period 
of the previous fiscal year. While we are pleased with an in- 
crease when the trend for many businesses is in the opposite 
direction, it is less of an increase percentage-wise than we 
have enjoyed during other recent periods. We believe that to 
continue healthy growth in sales, we must expand and ex- 
plore new markets.” 

In line with this, he further announced the opening of two 
new Ivan Allen operations. A new branch store in Columbus, 
Ga. was to be opened February 10 at 1020 13th St. Occupying 
750 square feet of street level space, this represents the ninth 
branch store in the Ivan Allen organization. Contemporary in 
every respect, the new store has complete visibility of interiors 
through ceiling-to-street glass. Off-street parking facilities are 
provided in the rear of the building. Harold Fields, former 
manager of the Augusta branch, will be the Columbus manager, 
with Tom Kenney assisting in outside sales. 

A new outlet for the firm’s Thermo-Fax sales has opened in 
Atlanta at 1369 Spring Street, N. W. This is a separate opera- 
tion of the Ivan Allen organization, and it fields a specialized 
sales force of 11 men, with Francis Webster, sales manager. 
These new facilities on the street level afford complete sales 
and demonstration area with striking contemporary furnishings 
in shades of beige with black and white accent. General offices 
and complete inventory and repair facilities occupy the bal- 


ance of 2000 square feet of space 


Reorganize May Office Service 
Following Ellen May’s Marriage 


The May Office Service, Beckley, W. Va., since the recent 
marriage of its owner, Ellen May, to John R. Fader of Newark, 


Del.. now the couple’s home. 
The business is now known as the May Office Service Inc., 
and Mrs. Fader will continue as its president and also head of 


the May Building Co. and several other business enterprises. 

Other officers in the corporation are Executive Vice-presi- 
dent George S. Long, manufacturers’ representative of the firm 
of George S. Long & Son, Cincinnati, Ohio; General Manager 
Gene Hall, Mrs. Fader’s son-in-law; and Treasurer and As- 
sistant General Manager Clyde McCoy, another relative 

Mr. Long will be active only in an advisory capacity in as- 
sisting tiie interests of the former proprietor. 

Remodeling of the store is being carried out to improve its 
appearance and increase sales of heavier equipment 

The board of directors consists of Mr. Long, a local at- 
torney, and outside accountant, Mr. Hall and Mr. McCoy. 
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| lA gay assortment—all sizes of top quality 
idea... anc bands (about 300) in vivid colors . . . 


MAKER for vou! 2. ina sturdy “crystal-clear” hinged box highly 
re-useable (for keeping little things) in OFFICE, 
HOME, SCHOOL, WORKSHOP, DEN, HOBBY 

‘PROFIT or SEWING ROOM. Appeals to ail ages. 


AT 
* INSIDE DIMENSIONS 11/2” deep x 4/2” x 3” 
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KEENER RUBBER, INC. e ALLIANCE 2, OHIO 


Gentlemen: Enter our order for - gross of your 
new “BANDBOX” Stock No. 391. 
A4/L THIS 


A 
VVE 


CARD 7S 
NECE 


COMPANY NAME (PLEASE PRINT 


ORDER STOCK No. 391. Packed 
72 to shipping carton weighing 20 
lbs. Minimum order 72 (% gross) | a 
F. O. B. factory, Alliance, Ohio. 


KEENER RUBBER, INC 


Sther Side) ALLIANCE, OHIO © —- YOUR NAME, PLEASE 


FREE DISPLAY 









We make Rubber Bands exclusively. Every type, size, width and 








color for any need. This is our ¢@ ii Poetaw-. tas ———_— 


tio 


Bis 
Se F 
ae 









new, modern plant. 







—.. 


Ss 












a 





























bs We sell only through regular trade channels and invite you to see Le 

| our samples to judge their excellency . . . get our prices to know ‘ 
| your fine profit. Our shipments are prompt; you'll like the 

way we do business . . . and we'll look forward writ 
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J to hearing from you. Thank you. . J: 

. beer 

“4 Pictured h ‘ 

: icture ere, our inch 

$ ee ig KENNETH B. MILLER, Presiden 

“Sufreme Quality . ape on 

ele 

PURE CREPE BANDS skirt 





1 OZ. } 
M LB. 
118. | 


IN ‘’PIK-TOP’ 
BOXES 







KEENER 












ALL SIZES OF _ 
BANDS ARE AVAILABLE 

IN THE STANDARD 
FLAT STYLE 


OR 
CIRCLE 








New 
hanc 
boar 
Mar 
the | 
at th 
luck) 
We also manufacture sa 

Club 


a “‘competitive-price” line . . . 
Robe 


GREYLIN FS 





















eG GE GE GE GE GE Ge Ge Gan Guu GamF came cue 





























Mhance 2, Chto 


Vy STATIONERY RUBBER BANDS De 
FIRST CLASS ! that will help you get the order = 
PERMIT No. 229 | ! when price is the main factor. polit 

| 
ALLIANCE , OHIO | | ‘ W. 
le NEWSPAPER BANDS, SERVICE BANDS, COL- husb; 

BUSINESS REPLY CARD j ORED CELERY AND VEGETABLE BANDS ARE 
EO 
No postage necessary if mailed in the United States a 7 PACKED IN 1 LB. BOXES OR 5 LB. BAGS. Jac 
am _ —— pital 
en fe SPECIAL SIZE BANDS WILL BE PROMPTLY MADE | Jack, 
POSTAGE WILL BE PAID BY a Z TO YOUR SPECIFICATION ECONOMICALLY. 

| | — 2 KEENER RUBBER, INC. * ALLIANCE, OHIO °° 
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7th District Notes 








CHARLIE CORDRAY, correspondont 
914 W. 801, St., Bloomington, Minn. 


Our Latch-String is Always Out 


Al Collatz has just secured a position 
with Northern States Envelope Co. Mr 
Collatz, formerly with Carter's Ink and 
Pitney Bowes, is really happy to get back 
nto the industry in his home town, 
Minneapolis. Lots of success, Al 
* 
Bob Anderson of Sioux City Station 
rs, Sioux City, Iowa, and Mrs. Ander 
n just completed a trip to Mexico 
[There are so many of us traveling to 
Mexico lately. Maybe it’s a_ pleasant 
all the bull, but to actually see a bull 
e 
Jack Dowd fa ix City Stationers, Sioux City, Iowa, has 
n put in char f the new branch, office systems 
7 
Al Nordstrom Mrs. Nordstrom (note Al, this time I 
luded your fe) will make a trip to Hawaii for the Shrine 
t ay back they intend to stop at Los An- 
lege book stores’ convention. From grass 





| be quite a contrast 





Wally Hubbs and Bud Caruso were on 
Schrancks ‘‘Happy Landings’’ before they 


New Orleans Bound 
hand t 


wish the Bot 





- boarded the Braniff Airliner that was to carry them to the 
a Mardi Gras in New Orleans. More proof that it pays to attend 
7 the Lucky Seven conventions. The 1958 session will be held 
4 at the Leamington Hotel, Minneapolis, June 1-3, where some 
ucky couple w win an eight-day vacation at the Hotel Del 
Prado in Mex City. From left are A. A Bud’ Caruso, 
Northern States Envelope Co., president Northwest Travelers 
Club; Mrs. Schranck; Virginia Hergenrader, Braniff stewardess; 
_ Robert ‘Bob hranck, Duluth, Minn.; Wally Hubbs, Thomas 
= & Grayston, former vernor of Lucky Seven 
— ° 
Dean Perdue, formerly associated with Klipto Looseleaf as 
er lesman and manager in 1940 and retired in 1951, re- 
: ntly died. He was a salesman for many years for the Metro- 
‘ politan School Supply in Cedar Rapids 
. 
f We are sorry to hear of the death of Mrs. Ed Gosh, whose 
DL F usband is cont 1 with Fidler & Chambers 
RE § * 
3S 4 Jack Hazlett f Ames Stationers, Ames, Iowa, is in the hos- 
pital undergoing major surgery. We are all pulling for you, 
DE & lack, an ish you a speedy recovery 
Lv. ae ° 
i0 § Some more Mexican travelers. The L. H. Triponels of Min- 
neapolis [rip’’ of General Paper Corp. and ‘“Myrt”’ of 
Poucl Printing & Lith. Co., left the first week of February 
tor their eight nmnual invasion of Mexico for about two 








AUTO BANK ENVELOPES 
FEATURED 


BY JUSTRITE 


THe Fst NATRONAL Lad 
avon, THAD 


cee en eS 


Size Extended 
7Vex7 


Size Folded 
4x7 


fe up-to-date drive-in deposits Justrite presents 
new style Drive-In Bank Envelopes 


Used by all banks having curb banking facilities, 
drive-in bank envelopes provide added convenience 
to both depositor and teller. It puts bank lobby 
efficiency at the curb teller’s window. Functionally 
arranged this Justrite specialty has two separate 
pockets, one for loose coins, the other for currency 
and checks. ideal for safe handling of coins 


and currency. 


For 
attached deposit slip which folds over the pockets 
making a compact unit. The deposit slip is easily 
detached from the envelope along its perforated 
edge. For faster service the depositor fills out the 
deposit slip before reaching the drive-in window. 


time-saving transactions this envelope has an 


As a good will builder the drive-in bank envelope 
provides ample space on both sides for printing the 
bank name and advertising messages. Be among 
the first to introduce your banks to Justrite Drive-In 
Banking Envelopes . 


drive-in banking. 


. the new concept in modern 


Write either factory for samples and prices of these 
and other envelopes in Justrite’s complete line of 
standard and specialty envelope products. 


Two Modern JUSTRITE Factories 
J NORTHERN STATES ENVELOPE CO. 
uS 






300 East Fourth Street « Saint Paul 1, Minnesota 


JUSTRITE ENVELOPE MFG. CO., INC. 
523 Stewart Avenue, S.W . Atlanta, Georgia 
old for Resale Only 
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‘line-o-matic’ 





bookkeeping machine-—with automatic line-finder and card 
injector cuts posting time in half, gives perfect item-spacing 


write: “addo-x inc” 300 Park Ave, NY 22 


R°NE® 


the RONE® Duplicator plus R°NE°-TRONIC picture reproduction 
—makes professional quality printing a regular office routine 
write: “addo-x inc’ 300 Park Ave, NY 22 
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months. Experienced Mexican travelers, they each year seek 
out remote and unknown parts of old Mexico [rip is an 
expert fisherman of coastal waters and “Myrt” is ar pert on 
Mexican foods and bull fights 

e 

New Dealer I'win Ports Offi Supplies, 333 W. First 
St. Don't know the town or state. Whoever mailed this in 
neglected to give me that information. How about somebody 
enlightening me 

+. 

Warren Carlson, The Fireside Shop, was to open a new 
branch in Richfield on March 1 with grand opening announced 
later [he address is 721 W 77\4 St Richheld, M 

7 
Don’t You Remember ? 

10 Years Ago Nels Schrieber, Fort Dodge, I i, Statione 
well known singer of ballads, appeared in a presentation of 
Handel's Messiah during the Christmas season before a sell 
out crowd at the local high school auditorium 

— 

20 Years Ago The Minneapolis stationers | their an 

nual frolic in the Lowry Hotel, St. Paul. Credit for the success 


of this event should go to the untiring efforts of Ed Hanson, 
Art Grayston, Sterley Jerue and Herb Fall. Boys from Iowa 


were there in all their glory Cliff Cody, Dubuque; Joe 


Popple, district governor, and B. J. Bristoll, national president 
all of whom delivered fine speeches 
e 

30 Years Ago Fargo dealers entertained. Walter Mad- 
dock and Jim McGovern of the Commercial Stationers and 
Larry Hamm of the Pierce Co., Fargo, N. D., were entertained 
by members of the Northwest Travelers in connection with 
the sales meeting program now in force in the Northwest. Joe 


Bush, L. R. Branson, Bill Wilkerson, Walter Hildreth and 
Harry Jennison were with the travelers 
my 

Coming Events — The 1958 convention will be held at the 
Leamington Hotel, Minneapolis, June 1-2-3, wher ne lucky 
couple will win an eight-day vacation to the beautiful Hotel 
Del Prado in Mexico City. Remember the dates, June 1-2-3, 
and it may be your picture being taken boarding the plane 
tor Mexico City 


* 

Northwest Travelers’ meeting at the White House, Minne- 
apolis, is always on the last Saturday of each month at 122 
noon 

oe 
Write yours truly for those snappy Lucky Seven cuff links 
As 
( ( 
P. S. Say, take a gander at Henry Hurett's latest jazzy vest 
Watts Elected Le Febure President 

LeFebure Corp., Cedar Rapids, Iowa, has announced newly 
elected officers. LeFebure is a wholly-owned subsidiary of 
Craig Systems, Inc., whose general offices a1 Danvers 
Mass., and manufacturing plant is in Lawrence, Mass 

K. W. Watts, a LeFebure vice-president sin oming fro 
the Craig organization 18 months ago, was elected president 
Prior to his LeFebure experience he was director of procure 
nent and director of sales engineering for the parent company 
which he joined in 1950. Prior to his Craig association he was 
employed by the United Shoe Machinery Corp., where he spent 
12 years in the research division 

L. T. LeFebure was elevated fro president to lurman oO! 
the board. He joined the firm in 1911 as a stock clerk, and held 
practically every post in the company since that time. The 
company was founded by his father in 1894, at which time tt 
was known as the LeFebure Ledger Co. He supervised the re 
organization and incorporation in 1938 and becat president in 
1940. He successfully guided the firm during the major de 


velopment period of the last 20 years, and brought it to the 


position of prominence it now holds in the field of bank and 
office systems and equipment 

J. C. Greedy, LeFebure treasurer, was named vice-president 
and treasurer. A native of Cedar Rapids, he beca active in 
the firm after 15 years with Inter-Ocean Reinsurance C 
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The Shé¢er Look...Modern Styling 


Luxurious Comtort ++ a// at a Budget Price! 


\ 
\ 





LUXCO Model 1020 LUXCO Mode! 3165 
Swivel Arm Chair DeLuxe Secretarial Posture Chair 
$59.75 Retail. ($65.75 in Zone 2) $41.95 Retail. ($46.15 in Zone 2) 


e Excitingly new, these modern chairs combine premium quality and 
rich luxury at a price to give your customers the best buy by far! 


Vv Saddle-shaped steel seat pan with foam rubber V Easy-rolling 2” soft rubber ball bearing casters 
covered by elastic Naugahyde assures comfortable for quiet, easy mobility. 
correct seating posture. 

\¥ Stamped one-piece steel base is undercoated LUXCO ..+ the line with most to offer! 


for full sound insulation. 


° ° . A | Li f d | Chai 
Write for complete information today. complete a et et Se 


and Stools and a Deluxe Personal File. 


N [ — 
qs BADGER Inc. eLA CROSSE, WIS. R = ae ss > 
lia FS 


Export Department, 25 Beaver St Y 
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?) COVER THE 
FIELD with... 


Aurora Steel 
Products Company 


’ book- 


el cases 


Just the thing for busy 


executives, sales offices, pur- 
chasing departments, secre- 
taries, etc . . . Quickly pro- 
vides needed shelf space 
alongside the desk, under 
windows or as counter-hi 
room dividers. 


THE AURORA STEEL 
PRODUCTS LINE 


of bookcases which of- 

fers you unlimited sales 

opportunities. 

@ MODERN DESIGN, 
double wall construc- 
tion, rounded cor- 
ners, flush sides [no 
unsightly shelf sup- 
ports to snag books, 
etc.} 

EASY TO ASSEMBLE 
ATTRACTIVELY 
PRICED Pett 

eofet eo) kee Ti [ 
STANDARDS... a 
Other colors on ‘ 

request 


Size 36” x 12” x 42”, two adjust- 
able shelves, with or without sliding 
glass doors. (Model shown without 
glass doors.) 


OTHER Quality PRODUCTS 


ALSO, Book Racks « Box Lockers 
* Space Saver Units 
© Basket Racks 


WRITE TODAY 


FOR COMPLETE 
DEALER INFORMATION 


153 THIRD STREET 
AURORA e ILLINOIS © 
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8th District Notes 
IZZY VODA, correspondent 


2001 S. Hanley Rd., St. Lovis 17, Mo, 


The second 8th District pre-planning meeting was held at 
Western Hills Lodge, Wagoner, Okla; under the guidance of 


Governor Lou Blair and Al Perry, president of Midwest 
Iravelers Club. All the groundwork was laid for a great con- 
vention to be held May 22-May 23. If you haven't made your 


room reservations please do so as time is getting short 
e 
Harold Barcley, for many years with Manley’s Oklahoma 
City, Okla., died in early February. 
We're sorry, too, to hear about thé 
on February 16. R. J., before his recent 
ted the Tulsa Stationery Co. in Tulsa, Okla 
w 
Newman Donnell, 1004 Remany 
is now representing the following manufacturers: Diebold, 
Inc.; Badger, Inc., Stempel Mfg. Co. and Homer B. Brown Co 
Newman covers Missouri, Kansas, lowa and Nebraska 
o 
Louise Weinberger, co-owner of A-1 Office Supply Co., 125 
E. 5th St., Kansas City, Mo., died unexpectedly on February 20 
She had been in the stationery business for 19 years 
« 
in Chicago training at the A. B. 
Good luck to you, 


death of R. J. Attaway 
retirement, owned 


and opera 


Road in Kansas City, Mo., 


Dean W. Stover is now 
Dick Co. for a position in Atlanta, Ga 
Dean 

* 

Jack Wheatcraft has been appointed 

CThacher-Hall Inc. of Topeka, Kan 
. 

Les Poynter is now associated with H. Dorsey Douglas Jr. 
in Oklahoma City, Okla. Les, 
Thacher Indey of Topeka 


general manager of 


formerly was a salesman for 


e 
Oklahoma City, had a grand opening the week 
of February 16 under the direction of Val Messer, president, 
The firm purchased and remodeled a three-story building at 
Sth and Broadway. Many manufacturers and salesmen attended 
the grand opening. Best of luck, Val 
a 
Seen in Oklahoma and Kansas recently were the following 
Heine Sengbusch, Bankers Box; Folger Fellowes, Bankers Box; 
Bob Strafford, Dick Towne, 


Wesbanco 


manufacturers’ representative 


National Blank Book; Steve Allen, National Blank Book; 
Maxwell Anderson, Oxford Filing Supply; Jimmy O’Brien, 
Boorum & Pease; Tom Seward, Swingline, and Izzy Veda, 
WX allace Pencil Co 
* 
Al Stites, Field Stationery Co. of Tulsa, is the human 


timepiece for many in Tulsa. You can set your watch at 7:35 
A.M. as he walks into the Alvin Hotel for breakfast and 7:55 
A.M. as he walks into the door of his stationery company 


“LET’S GO WESTERN” 
WESTERN HILLS IN ’58 
May 22-23 


Stationers 12:30 Club in Session 
12:30 Club of New York held their regular 


The Stationers 


monthly meeting on February 24 at Rosoft’s Restaurant, New 
York, with President Stanley Geismar, Joshua Meier Co., pre- 
siding 

Treasurer Edward Leventhal, Biddle Purchasing Co., made 4 
last call announcement concerning the group hospitalization 
plan which is now open to the membership. Ed also told of 
the annual outing coming up in June 

Mort Libien, Libien Press, Inc., N. Y., acting in behalf 
of Region 13's Governor Al Pickar, asked the members to sub- 
mit suggested ideas for the “Name the Region” contest now in 
ettect 


Among the new members introduced at the meeting was 


Peter W. Amberg of Amberg File & Index Co 
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ALL WRAPPED UP AND 


Ready to Show 


AT THE NOFA CONVENTION 











with exciting new sales opportunities 
FOR HERRING : HALL +> MARVIN DEALERS! 


ACES 
H-H-M EXHIBIT sP 
401, 402, 403. 404 





oo tg Og tO, yin 


Follow the crowds to Spaces 401, 402, — ' 
403. 404. We'll be | “4 f SEE YOU AT THE CONVENTION! If you cannot attend, lef us 
; Bes + ee ee know and we'll send you our ‘‘new products”’ literature as soon 


Come in and see how Herring « Hall « Marvin as it’s available. 
or a 


leads the way to avenues of profit for office 

















equipment dealers. ——— 
After you have seen and inspected the NEW | 
dramatic new products we’re unveiling at PRODUCT 
the Convention, we'll be proud to review H-HoM 
for you the big sales potential of our entire EXHIBIT gee | Zoe 3 
line. Our complete Convention display will Pag A - 
include insulated safe record files, record safes, 403, 404 
money safes and other safekeeping 


equipment that should be in every 
modern office. 








HERRING-HALL-MARVIN SAFE CO. 


HAMILTON, OHIO © Builders of the United States Silver Storage Vaults at West Point 
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Earn Extra Profits 


sell Ideal Speaker's Stands 









& 
{{ to schools, clubs, industry 


Inside Rear View Front View 


Handcrafted by shilled workmen 


More people are getting together 
in sales meetings, clubs and 
lodges, schools, churches, and 
industry where a fine speaker's 
lectern is welcomed. Now you 
can offer this growing market a 
variety of sizes and styles of fine 
quality lecterns in a range of 
prices. The IDEAL line is quality 
built . . . has buy-on-sight-value 
that lets you meet every sales 
need and earn tidy extra profits 
every time. 


PORTABLE MODELS IN 
SELECTED FINISHES 
Those preferring port- 
able stands can choose 
from IDEAL’s two 
styles according to 


price and finish de- 
sired. 


@eereererresre ee SG eSeesert st ert t err eeeeeeeereeeseeeeerses 





SPEAKER’S PRESEN- 
TATION EASELS 
Maps, charts, dia- 
grams are easier to 
handle and show 
with an IDEAL easel. 
Here’s an extra on 
the extra profits 
mentioned above. 


STRIKING MODERN 
TROPHY CASES 


For safekeeping and 
display of prizes, tro- 
phies and awards there 
is nothing finer. Grad- 
vating classes find them 
to be ideal gifts. 





Write today for illustrated literature and discounts 


IDEAL SCHOOL SUPPLY CO. 


8312 South Birkhoff Avenve — Chicago 20, Illinois 
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Oth District Notes 


CHARLES C. MCDANIEL, correspondent 
4909 Overton Ave., Fort Worth 15, Tex. 


A fire early Saturday morning, February 8, caused a 100% 
loss at the Wilson Office Supply Co., Wichita Falls, Tex. 
Fortunately, the fire was confined to the one building, which 


also housed a men’s clothing store on the street level. I was 
told that the fire started in the switch box, near the elevator 
shaft in the rear. It spread upward and forward. When | 


visited the store I found it a shambles and the sky could be 
seen from the ground floor. 

However, this sad experience was judged only by those fine 
people at Wilson's as another hurdle for them to step over 

Wires, telephone calls and perhaps short wave radio were 
used to notify suppliers. The telephone company 
the owner of another building was contacted along with a sign 
painter and believe it or not, Wilson Office Supply Co. 
opened for business the foilowing Monday morning at 1008 
Scott St 

Stationers Distributing Co. and Carpenter Paper Co., Fort 
Worth called uckload of merchandise 
on Sunday 

Plans call for a new building in the very near future at 8th 
& Lamar Sts. 

We are all very sorry, Don Wilson, to hear of your mis- 
fortune, but we know that a bigger and better Wilson Office 
Supply Co. will rise out of the charred embers. 

Manufacturers please note: Send 


to R. A. “Cy” Giegling. 


was called, 


were and each sent a 


a supply of new catalogs 
ra 

Speaking of new buildings, J. A 
is moving to larger quarters at 311 This move 
should be completed by the time you read this And an- 
other renovation is taking place at Dameron-Pierson Co., Ltd., 
in New Orleans. It will be a complete job on the first and 
I am sure this will be completed in time for 


Hoerner Co., New Orleans, 


Magazine St 


second floors 
our 9th regional meeting in New Orleans April 10-11 and all 
of the delegates to the convention have been extended an in- 


vitation to visit the store. 


The invitation comes direct from C. N. Wursteisen, vice- 
president, and J. R. Jacobs, sales manager. And may we 
acknowledge the wonderful assistance given the Texas 


Lillian Russell, assistant to Harvey Rivera 
obtaining information en- 


Travelers Club by 


of Dameron-Pierson, in necessary 


abling the committees to work without loss of time in pre- 
paring for the Thursday night party. Thanks a_ million, 
Lillie 


® 

Nelson Office Supply, 
additional 5,000 feet on 
This will be used for 


and expansions: L. O 
Wichita Falls, Tex., is planning an 
the third floor of the present location 
furniture displays and could be ready by early summer 

Dixie Office Supply, Lafayette, La., is moving to a new loca- 
tion on East Vermillion on or about April 1. E. G. Arcenaux 
invitation to all travelers to visit him at the new 


Lloyd Mabe, Mabe Office Supply, Fort Worth, 


More moves 


extends an 
location 


Tex., invites travelers to visit his new warehouse showroom. 
~~ 
Just a reminder about the Louisiana Printers & Stationers 


Association annual meeting to be held at the Bentley Hotel, 
Alexandria, La., on May 9-11. Travelers and dealers are in- 
vited to attend 
° 

Arch Ryan’s retirement been announced but we want 
to let him know that we of the Southwest miss him. 
Good luck, Arch. And may many years of fishing and loafing be 
wonderful to our industry 


has 
will 


Service 
o 

Congratulations to Lois & Bill 
Inc., New Orleans, on the birth of a 
David, on January 31. 


your reward for a 
Hanson Flotte, 


William 


Hoftman, 
new exemption 
° 
We are all sorry to learn of the passing of the mother of 
J. P. Landry, F. F. Hansell & Bro., New Orleans, La 
& 
I just learned that Perce Holloway, Stationers Distributing 
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i. Maple Leaf offers the most extensive and profit- AM flew Chute 3 

a line available, including: W. Fletcher Prull, President é 
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WE CREATE 
ONLY THE FINEST 
CONTEMPORARY ACCESSORIES 





BH141 WEATHER BALLOONS 
B4147 MALEIDESCRFPOLLS 





ee oe ee PRODUCTS 








Come visit our display at the NOFA Conven- 
tion where we will be guests of the Costa Mesa 
Mfg. Co., Space 69-70. 

Write to Dept. OA-38 for your free catalog. 
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Co., Fort Worth, was in a bad auto accident near Clarksdale, 
Miss. It seems that some drivers over there can’t see very well 
and pulled out from behind a farm tractor, sideswiping Perce. 
He took to the ditch and his auto was demolished. Fortunately, 
there were no serious injuries. 

a 


Wedding bells rang for Jean Lesser and W. C. “Speedy” 
Moore, Stationers, Inc., Houston, Tex., on January 16. Jean and 
‘Speedy” honeymooned in Las Vegas and points west. Our 
heartiest congratulations. 

» 


It is reported that Pete Mentzel has returned to American 
Printing Co., Galveston, Tex., as of February 1. Gene Jones 
has taken over the stationery buying and Earl Epps the furni- 
ture at Cargill's, Houston, Tex 

o 


Buddy Brown, Eagle Pencil Co., is now covering north Texas 
and Oklahoma. It seems Julian was breaking his neck trying to 
service too many dealers, so he is now going to concentrate on 
south Texas. Julian, don’t you and Nina forget your old 
friends! 

& 


Word comes that our friend Mac McWilliams of Texarkana, 
Tex., has opened a branch store in Hot Springs, Ark. Hey Mac, 
are those baths up there really good 4 

And have you noticed the smile on Dick Turpin’s face re- 
cently? Dick runs the Turpin Office Supply, Victoria, Tex. It 
seems someone put a hole down on his property and up comes 
a lot of natural gas. What are pipeline fees, Dick? 


Bob Strafford reports the election of T. B. Trotter to the of- 
fice of president of Cargill's, Houston 
» 


Attending the Texas Office Machine Dealers Association re- 
gional meeting in San Antonio, Tex. February 15-16 I saw a 
number of office supply dealers as well as some of the Texas 
Travelers. First, sincere thanks and congratulations to “Scotty” 
Allen, Central Typewriter Co., San Antonio, for his untiring 
effort in promoting and conducting the affairs of the meeting. 
The same to his committee chairman. It was a successful con- 
vention 

® 


Have you made your reservation for the 9th regional meet- 
ing in New Orleans????? 

The dates are April 10-11 and the place is the Jung Hotel. 
Fun? Well, I guess there'll be plenty. Final plans are completed 
for the Texas Travelers’ party and IT WILL BE A BALL. But 
don't forget there will be good business meetings presided over 
by our dear governor from the Deep South—Billy Kimbrell. | 
am sure that most of you know how well Governor Kimbrell 
can fling that stuff from the podium. And he has lined up 
speakers better than he ever was! 

Fellows, lets go back to those days when we took our best 
gals for a moonlight ride. Well, the Texas Travelers party 
Thursday night, April 10, will enhance those memories of long 
ago though it may not be with the same gal. There'll be cock- 
tails, food, music, etc. on the Mississippi. Relive your youth 
and bring your wife or girl friend. I'm bringing mine—WOW! 
Wife, I mean! 

Texas Travelers’ committees for the convention have been 
named, as follows: 

Executive—C. L. Scheffler, chairman; Dave Daveler and 
Ernest Dickinson. 

Convention—Bob Strafford II, general chairman; Clarence 
Escher and Ray Froeba. 

Publicity—Steve Allen, chairman, Bev Cherrington, Al 
Blakey and S. K. Jones. 

Golf—AIl Marshall, chairman, Mc Gee Ault and Norman 
Snider. 

Registration—Charles McDaniel and Vera McDaniel. 

Reception—Ace Collins, chairman; Bob Silliman, Cliff York, 
G. C. Holcombe and Hugh Stempel. 

Friendship—W. C. Eby, chairman, Charley Guion and 
Chandler Schackleford. 

Tickets—George Millican and Mike Holberg. 
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Olivetti offers unique machines with features that 
sell, such as the first (and only) high-speed calculator 
that prints, the first (and only) printing calculator with 
two registers, and the first (and only) manual typewriter 


with proportional spacing. 

Olivetti offers one of the most complete lines in the 
industry : six accounting machines, five typewriters, four 
calculators, and three adding machines. 






olivetti 


The Olivetti Divisumma 24, a high-speed 
single-keyboard printing calculator with 
automatic constant and memory, com- 
bines many individual computations into 
a single continuing calculation, eliminat- 


ing re-entries, saving time and work. 
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Olivetti provides plenty of LIFE. Olivetti ads in LIFE 
will get 100 million reader-exposures in 90 days, starting 
mid-March. 


Olivetti offers a 50-year record of growth, has made 
and sold 3,000,000 typewriters and 700,000 calculators. 
An Olivetti franchised dealership may be open in your 
area. For information, write Olivetti Corporation of 
America, 580 Fifth Avenue, New York 36, N. Y. 








joy new markets with 
the NEW Romco Space 
Saving series, curved 
top Aristocrat series, 
as well as a choice of 
standard desk models. 





mith pleasure! 


THE 


ROMCO LINE 


BUILDS BETTER SALES! 


Build important customer satisfaction and a 
profitable future for your business. 
The functional design and inherent beauty of 


the ROMCO LINE plus superior construction 
and a competitive price lets you sell with con- 
fidence. 


ROMCO, with styling that sells, appeals to 


customers. ROMCO desks are attractively fin- 
ished in three colors that will harmonize with any 


decor. 


Wear proof, burn proof, ink proof and chip 
proof. 


ROMCO dealers en- 





For 10 Years Foremost Manufacturer of 
Economy Metal Furniture. 


ROMCO 


EQUIPMENT COMPANY 
358 Market St., Kenilworth, N. J. 
154 Nassau St., New York 38, N.Y., BEEKMAN 3-3922 
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10th District Notes 


LLOYD B. JOHNSON, correspondent 

3720 Marshall St., Wheat Ridge, Colo. 

Derek Jonson, a Rocky Mountain Traveler, is the first re- 
cipient of the newly established Van Dorn Award of the Jo- 
seph Dixon Crucible Co. The award goes to the outstanding 
salesman of the company for the year. He received the 1957 





prize during a company sales conference in February 
. 

According to reports from Governor Bill Kistler, plans for 
the regional meeting are rapidly shaping up—under the able di- 
rection of Galen Seal, general convention chairman 

[his promises to be the largest regional the 10th District 
has ever had. To augment the business management seminar 
on Friday, May 16, there will be a “Sales Rally” on Saturday 
morning, May 17 

This will be of particular interest to dealer salesmen. Dur- 
ing the banquet festivities on Saturday night, the travelers will 
name District 10's “Dealer Salesman of the Year 

Remember the time and place—May 16 and 
politan Hotel, Denver 


Cosmo 


Oregon Office Supply Dealer 
Successful Despite Handicap 


DESPITE THE FACT both of his legs were paralyzed for 
16 years, Frank Conliff conducts a highly successful office 
equipment business that fans out from his store in Oregon's 
Coos Bay, to the 200 miles he covers each month in the Pacit 
Northwest Coast country of his trading area, calling on pros- 
pects and customers 

A polio attack at the age of five months left Frank “hope 
lessly paralyzed from the waist down’, according to the doc- 
tors’ verdict. Today, aithough he walks a bit awkwardly, the 
dealer is as nimble as a rabbit. A single leg brace is the sole 
reminder of his youthful ailment, thanks to the unfailing devo- 
tion of his mother who for 16 years practiced the principles 
of the then-unknown Sister Kenny treatment on her son 

In time, Frank was offered a chance to learn to repair type- 
writers and office machines for a man named Werner who 
owned an office equipment business in Coos Bay. On his 
salary meagre enough for a handicapped man, he managed to 
save some money and when Werner offered to sell him the 
repair end of his business, with misgivings as to his ability, 
Conliff assumed the responsibility. About three years ago he 
bought out Werner's entire business-store, dealerships and 
repair shop 

Frank increased the business by hitting the road himself, 
until now he employs two full-time repair men and a woman 
who manages the store while he's out soliciting business. Con- 
liff spends most of his own time on the road servicing cus- 
tomers 

And selling ? 

No,” offers this genial man. ‘That is, I seldom sry to sell 
anything. I just give service. I like to feel that all machines 
purchased from me are always in first class working condition. 

Of course I make sales, but I never sell a man an item 
that I don't believe he needs. In fact, I sometimes turn down 
orders because I'm certain the customer's business doesn't really 
require the particular machine he’s set his heart on 

Deeply religious, Conliff is reputed to be welcomed heartily 
by every customer on his far-flung route because of his cheery 
philosophy of hard work, a sincere interest in his customers 


welfare, and his belief in the powet 


f prayet 


Pardon Our Error 
In the March issue of OFFICE APPLIANCES, Roth's Equip- 
ment Co., Dayton, Ohio, inadvertently was moved to Toledo, 
Ohio, and to compound the error, the name was misquoted in an 
article on page 114 
We have apologized to Mr. Roth and his staff, and we hope 
our readers were quick enough to catch the error of confusion 
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Available in pencil striped hand-rubbed walnut 
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THE JASPER DESK COMPANY, JASPER, INDIANA 


OA-4/58 






Mr. Dealer. we are taking the liberty 


of a slight exaggeration (just for demonstration) 


.. . The FULTON LINE of 
MARKING DEVICES 
and MARKING INKS 


- - moves Easily and Profitably, and assures you 
a continuous source of Repeat Business. 
All our products are sales inducing items. 


eELL! 
a SO PRO, 
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SERVICE 
DATER 
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FULTON 
RUBBER *- 
TYPE % 
OUTFIT 


FULTON GUARANTEES 
quick service and 
dependability, solves any ink 
problems. Write for 

your catalog! 


FULTON MARKING EQUIPMENT CO. 


82 Fulton St., Elizabeth 1, New Jersey 
“Manufacturers of Marking Devices for Over 50 Years” 
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llth District Notes 


HAL SULLIVAN, correspondent 
17252 13th Ave. N.W., Seattle 77, Wash. 





On January 24, the Oregon Trail Travelers were proud to 
select Harold Meyers of Kilham Stationery & Printing Co., 
Portland, Ore., as dealer salesman of the year. Mr. Meyers be- 
gan his career in the stationery industry in 1935 as a salesman 
for Latsch Brothers in Lincoln, Neb. Six years later, he joined 
the Burns Office Equipment Co., in Omaha, where he re- 
mained until entering the service in 1942. Following the war, 
he went with the Kilham Stationery & Printing organization in 
Portland, and has been doing an outstanding job the entire 
time. 

Needless to say, his fellow workers, not to mention the 
Oregon Trail Travelers, are proud to see him justly honored 
for his hard work and accomplishment. Mr. Meyers wishes to 
thank each and every member of the Oregon Trail Travelers 
for the handsome trophy and engraved wrist watch presented 
to him 

e 

Recent Happenings and Events in the Northwest: 

Mr. & Mrs. R. L. (Bob) Smith write from Honolulu that they 
have an apartment until April, and are thoroughly enjoying 
themselves. We're all certain that the volume on Boston pencil 
sharpeners and Autodex will show a fantastic rise in Hawaii 
in the coming weeks. (Bob should look good with a suntan, 
for a change?) 

+ 

H. C. Lyles, manager of the R. L. Smith Co., reports that 
John Burns, formerly of Dixon pencil and Minnesota Mining 
companies, will represent them for the four northwest states 
and Colorado. Mr. Burns will replace your correspondent, 
Hal Sullivan, who resigned to enter the manufacturers agents’ 
business calling on stationers in Oregon and Washington. 
(Had to get in a plug). 

2 

On February 11, the J. K. Gill Co. held its second annual 
dealer sales meeting in the Gill Auditorium. An impressive 
list of more than 50 dealers and their salesmen from the 
Northwest were in attendance. 

The meeting started at 9:00 A.M. and lasted until 5:00 P.M. 
[he following factory salesmen did an outstanding job of ac- 
quainting these dealers with the merits of their products: 

Ken Sutherland, Wilson Jones Co.; Gerry Whitcomb, Venus 
Pen & Pencil Corp.; Bill Healy, Doubleday Co.; Wayne Davis, 
Minnesota Mining & Mfg.; F. W. Sheperd, Ekonomik Inc.; 
Jack Smoot, The Globe-Wernicke Co.; Jack Turner, Wilson 
Jones Co.; Jim Roberts, Grumbacher; Harry Shook, Sanford 
Ink Co.; Roy Morgan, Midwestern Mfg. Corp.; Chuck Nord- 
strom, Simpson Paper Co.; Joe Dwyer, Apsco Products Co. and 
Hal Sullivan, Stebco (Tufide) Products Co. 

All agreed that the meeting was a huge success, and enjoyed 
lunch, cocktails, and dinner, courtesy of the J. K. Gill Co. 
Jack Turner was an excellent host at an informal party that 
evening at the Multnomah Hotel. 


Royal Metal Promotes New Seating Series 

Royal Metal Manufacturing Co.’s new Park Avenue series 
of office chairs is being introduced by an extensive advertising 
and promotional campaign. 

Publications used are U.S. News and World Report, Business 
Week, NOFA Bulletin, National Stationer, Interiors, Manage- 
ment Methods, Modern Office Procedures, Interior Design, 
OFFICE APPLIANCES and Architectural Record. 

The Royal Metal agency is William Hart Adler, Inc., Chicago. 

In addition to this kick-off advertising campaign, promo- 
tional and advertising materials will be made available to 
dealers at the local level, according to Robert Reetz, Royal 
office division sales manager. 

The Park Avenue series is being shown for the first time at 
the NOFA convention. The series of executive, secretarial and 
guest chairs is based on the popular contemporary Danish 
modern school of design, according to Mr. Reetz. 
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Kleen Master Black 


SPIRIT DUPLICATING MASTERS 


Kleen Master Purple 


Winningest pair since Aces back to mess hands or clothing. The typist Unit that starts where others leave off. 


back is the KLEENMASTER combin-- can actually rub her finger on the Most Blacks begin with a big splash 
ation. Either way whether you! coating without a smear. It can’t of color, but fade in the stretch. 
customers call for standard color or | bleed, can’t stain the Master sheet. KLEENMASTER’S special retarding 
black you've got the finest in its And there’s never any tacking. What’s agent releases black at a metered rate. 
field to offer. Just ask em to let you more, it gives /onger runs with cris- That means way down deep in the 
demonstrate and, 9 times out of 10. per, more readable copies. run your copies are still dark and 


you'll walk out with the order. legible, without frayed characters. 


KLEENMASTER Black is the first 
Plastic coated KLEENMASTER ends black hecto that really gives you a 
the horrible 5 o'clock clean-up. Won't run for your money. It’s the Black 





Send tor samples now! 


Go Go Go. Go KLEENMASTER and get 


your share of this lucrative business. Repeats are in INCORPORATED 





PEERLESS mpetil COMPANY 






General Office and Factory : Peerless Place 
Newark 12, New Jersey 


the bag. Write today for samples and prices. 






J - y 
ae ra 
7) 4 : ,) 
ih J Yumi HA (cabord typewriter ribbons, carbon paper ribbons, carbonized rolls, Peerless rubber keys. 
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THE 


PROFIT 
ROAD 


WITH 
PARTITIONERS 


PARTITIONER DELIVERY IS 
SO FAST, IT’S FABULOUS... 
AND IT’S A CONSTANT 
SOURCE OF EXTRA 
PROFITS FOR YOU! 


NO MORE 15 TO 30 DAY 
WAITS FOR ORDERS 


NO MORE ANGRY CUSTOMERS 
NO MORE LOST SALES 
NO MORE HEAVY INVENTORY 


Your orders are delivered so fast, you 
don't need to carry heavy, costly in- 
ventory. Your dollars and your storage 
space are not tied up in stock. 


Our unusual delivery is just one of our 
many profit making services. Get the 
facts about the others, and about our 
effective dealer sales aids, (available 
to you, without charge), by writing for 
them today. 





MARNAY SALES DIVISION 
ROCKAWAY METAL PRODUCTS CORP. 
1270 Broadway, New York |, N. ¥ 
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by George Frey 
7819 Anise Ave. 
Los Angeles, 45, 


New Golden State Travelers Club officers are 


President—Bill Lashbrook. 

First vice-president—Willis Clark. 

Second vice-president—Bob Lauterjung 

[Third vice-president—George Frey 

Secretary—Stewart Anderson. 

[reasuret Loyal Carlon. 

a 

Some of the old timers in the stationery industry were pres 
ent for a recent Golden State luncheon. They included Frank 
Hawley, Wilson Turner, Sr. and A. A. Ernst, the latter retiring 
trom Everett Pulp & Paper Co. after 50 years with the firm 
These three, together with Bill Lindsey of West Coast Station- 


ery & Printing Co., represent more than 200 years in the sta- 
tionery industry 
* 
Al Hatlestad of the Imperial Office Equipment Co. and Mrs 
Hatlestad are parents of Theodore Lewis born January 5 
s 
Congratulations to a new firm, Business Supplies, Inc., 10514 


Burbank Blvd., North Hollywood. The owners are Jerry M. 
Kosterman, Don Olson and Robert E. Hutton. 


@ 
The Commercial Stationery & Printing Co. has moved to a 
new location at 2110 S. Grand Ave. It is now in a new building 


allowing plently of room for the printing department in the 
rear and the stationery section in front. A balcony provides an 
extra 1,200 feet of storage space 

@ 

Mr. & Mrs. Arthur Carlson became grandparents when a boy 
was born recently to their daughter. This is their first grandson 
but they have two granddaughters 

Bob Paul of Bailey Office Equipment in Hollywood tore a 
ligament in his knee while skiing at Alta. He is working, but 
will enjoy no skiing for at least four months 

a. 

The spring golf tournament was scheduled to be held on 
March 14 at the Woodland Hills Golf Club in the San Fer- 
nando Valley. Prizes were announced as “out of this world” in- 
cluding First prize, a one-way trip in the next Sputnik; sec- 
ond prize, a dog that didn’t go up in Muttnik 

The full year’s slate of tournaments will be published soon 

Another lady's day will be held this summer so be sure to 
bring the litle woman along to show you the proper method of 
blasting out of a sand trap 

& 

Al Baugher will be the new editor of ‘‘The Sunny Side of the 
Golden State Travelers” beginning with the next issue. It will 
be greatly appreciated if you will give him any bits of news 
about yourself or any of the travelers or stationers. Getting 
w Al will do a great 


news is sometimes a problem but I kn 


i0ob 
[hanks to everybody for helping me out and a special bou 
quet to Louise Whiting for her ever-helping hand 


Adios amigos 


150 Attend Phoenix Session 


One hundred and fifty persons attended the annual dinner 
meeting on January 28 of the Phoenix Stationery and Office 
Equipment Association, Phoenix, Ariz 

Leighton Cress was general chairman of the affair which 
was held in the Phoenix Country Club. Stationery and office 
equipment dealers throughout the state attended the meeting 

Guest speaker was J. N. Christianson of St. Paul, vice- 
president and general sales manager of the Quality Park En 
velope Co. His subject was “Horse Sense in an Ato Age” 
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A MODERN FILING SYSTEM 
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Smead's lell-I-Vision System 
The scientific filing system. Simple 
to operate—fiexible—serviceable 


Smead's Vertical File Folders — single tops or Two-Pli-Top 
Smead file folders are available in standard height and guide height (system folders). They are 





available in a wide variety of cuts, tabs, sizes, weights and materials. The material used in these 


















































—durable. Available from 25 i : : i i i 
divisions up to 10,000 folders and the precision in Smead manufacturing assures you of the best obtainable in filing folders. 
j 
me | 
3 
i 
Buaeulll 
a | 
: Cell-U-Weld 
W Follow-up Folders 
With sliding signal channel. The 
: ; liding signal channel provides 
Smead's Miscellaneous Folders . 
Oy Made of henveuutgie materiel. From Smead's Individual File Pocket coting of Senet t man Geom 
insed's Primory Guides 25 to 200 divisions, A to Z. Lorger Drop front, 5 piece construction. For aes oe? Oe ae 
! r i . 4 i 
fint two posit one of [78 cot. Avatiette divisions available. Plain tabs or rite- tp viet ee = ee the ie ter aneuien ?° 
7 wide variety of tabs. Lorne index angle insertable celluloid tabs. referred to frequently. Redrope or ; 
2 variety of tabs 9 Leother-Like material. 


M inserts for quick reference 1 7 


See 





Whether you are selling a complete Tell-l-Vision system, or separately the integral parts that make up the Smead Tell-l-Vision 
ystem, you can be sure that there is no finer quality and no greater choice than that found in the Smead line. Everyday 
lems such as guides, folders, pockets, etc. are available from Smead in many finishes, colors, sizes, expansions and tabbings. 


but. . . one of the most profitable advantages which the Smead line gives its dealers is found in the fact that there are 
tundreds of special items, for special types of filing, which are included in the Smead listing of over 4,000 items for the filing 
ond container fields. In addition to items shown in the catalogs, Smead can furnish you with jobs built to the specifications 
of your own customer. Smead invites dealers not stucking these items to write for free sample. 


Smead MANUFACTURING CO. - HASTINGS, MINN. « Locan, oHi0 + CHICAGO, ILL. 
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For HIGH Profits 


Stock and Promote 
The ORIGINAL 


‘Bottor Moistener 


2 MODELS + 3 COLORS 


Model 3C 
Grey or black cast iron 
wrinkle finish base 


Model 3A 
Brown, black or 
grey porcelain base 


MANY USES—moistens stamps, envelopes and 
labels in a jiffy, or for moistening fingers when 
handling papers and counting money. 


A FAST SELLER — you have a prospect for multiple 
sales in every bank, office, insurance company, shipping 
department, commercial house and institution. 


Your customers will like these features: 
e@ sparkling chromium cover of durable cold-rolled 
steel, fits perfectly on 


@ attractive porcelain base with glossy baked enamel 
finish (Model 3A), or on 


e wrinkle-finish sturdy cast iron (Model 3C) 
@ weighted bases will not tip 


e@ 4 rubber feet protect desks and tables from marring 
and scratching 


e 3” adjustable brush always moistens evenly 


ORDER FROM YOUR DISTRIBUTOR TODAY 


Place a trial order and see how fast 
the Pike ‘Better Moistener’’ moves, 
or, for literature and full information, 


write or phone 


= 
pee 
> _PIKE < 
a | ~< ) 


E. W. PIKE & CO., INC. 


577 PENNA. AVENUE, ELIZABETH, N. J. Elizabeth 2-0630 
ulelalthiclaitiacia mei 
‘BETTER MOISTENER”’ 


Pike for 30 years 
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in Other Lands 
(Continued From Page 116) 





and an attract folding dozen tray k, compact and handy 
for quick identification of color 
For greetings cards, unusual designs come fr Collet’s 
Holdings, Ltd., of London. The stand reflected t growing ¥ 
popularity of Chinese prints and cards 
The new 1958 designs are based upon brilliantly colored 
paper-cuts, wood-cuts and paintings by artists whose work is 
of the highest quality and also of popular appeal iq 
i 
t 
. 
§ 


H. Burnham & Sons, Ltd. 
with large variety of nibs to choose from. W. H. Burnham, 
joint managing director, exhibits the new line at the Fair. 


Leabank Office Equipment, Ltd. . 





. showed an interchange nib pen 





had their latest in office 
desks on exhibit at the Fair. Making a demonstration of the 
new Leabank unit are A. D. Bruce, London sales representa- 


tive and B. W. Mace, technical representative 

















Newcomers to the field of religious Christmas Cards are 
Crux Greeting Cards of London. They are entirely new and 
up-to-date in their depiction of the Nativity scen 

> - 

Following a market survey, the Minnesota Mining & Manu- 
facturing Co., Ltd., of London, found that popular taste was i 
for traditional Christmas symbols reindeer, fir trees and 
snow repres in a contemporary manner. So, the company I 
has introduced an entirely new metallic silver tape which 1s 
printed with Christmas motifs, specially drawn to take full 
advantage of the mirror-like backgrounds 

A highlight of the stand was the n round-about self-serv- 
ice counter unit, which was made of etal and finished in 
black, white and red stove enamel. It contained the most popu- 
lar widths and lengths of the 400-inch, 36- and 72-yard rolls. 
[They had been chosen after caretul consideration of the items 
most in demand They are designed stimulate the often 

asual impulse to buy tape and enable the customer to identify 
at once the typ¢ he requires. 

A new medium-sized container unit was also shown for the 
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PROCEDURE, OFFICE 


OF ACCOUNTANCY, 


appears |lin {the 


April issues. of: NATION’S BUSINESS, MODERN 


MANAGEMENT, 


THE OFFICE. 





= TIOMAL ad 


NATIONAL BLANK BOOK COMPANY 
Holyoke, Massachusetts 


FREE sample of 20/20 Buff Analysis Pad. 


Mail this coupon. 


Name 
Company 
Street 


City 

















You'll like 
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Just see how your figures stand out! 
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An NBB Product 
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first time. Thi ymmodates the popular, low-priced rolls 
Tallon, Lt of London, is a firm which has come increas- 
ly to the fore among the leading makers of ballpoints 


and the company has been responsible for important recent in 
novations in ballpoint styling and design 

[he Tallon stand featured a striking new line in the new 
n, which has only just been introduced and has already 
d widespread trade interest. It is fully retractable, smartly 
styled in two-tones and with a sheerline ink unit 





Other new lines are the 2-piece and 3-piece gift writing sets 
suitable for all-tl year-round trade 
® 


Leonard Sculthorp, son of W. E. Sculthorp, a past president 
[ypewriter (& Allied) Trades Federation, has recently 
d the business of Sculthorps, Ltd., and thus is the third 
generation now starting in business life 
Che late E. C. Sculthorp was selling typewriters at the time 


> “y 


the Ren was being sold and at or around the same time he 
was selling the Densmore. Another machine at that time being 
sold was the Smith Premier 4 

In 1901 he went to Glasgow for an exhibition representing 
the Rockell-Wabash Co., and opened a branch for them, and 
thereafter remained in Scotland, selling office equipment of 
one kind or another 

[he present Company was formed in 1925 and he was man 
aging director until his death in 1945 

W. E. Sculthorp is well known to members of the Federation 
and in particular for the splendid work he did as president 

Leonard Sculthorp qualified as a chartered accountant in De 


ce ber, 1954 


+ 
Lowthrop & ¢ Ltd., announce that two new directors have 
been appointed to the board. They are George H. Appleyard, 
who was appointed sales director and Robert C. Walker, 
works’ director. Mr. Walker's service with the firm is almost 


30 years. Colin Lowthrop has been appointed managing dire« 
tor and Bernard Lowthrop remains chairman and governing 


tor 


R. C. Allen Appoints 
Evropean Director 

Appointment of Max von Wuthenau to the position of 
ng director has been announced by Ralph C. 
Allen, chairman of the board of R. C 
Allen Business Machines, Inc 

Von Wuthenau has been in the United 
States since the tall of 1957 on a pro 
gram of intensive training in all phases 
of business machine production and 
sales. He began formal operation of the 


European managi 


new wholly-owned subsidiary in Stutt- 
gart, Germany, as of January 1. Von 
Wuthenau’s unique and varied training 





in fields other than business machines 
Max von Wuthenay Qualifies him for this position. 

He is an active member of various 
German businessmen’s associations and European business as- 
sociations. He has gained European recognition as a horseman. 
Other hobbies include boating, skiing and sports car racing. 


D. Matthews & Son, Ltd., Publishes Catalog 

[he firm of D. Matthews & Son, Ltd., Liverpool, England, 
frequently publishes a new catalog with detailed descriptions 
and illustrations of its products, “from a paper clip to a com- 
plete office 

Another such catalog was issued in January and is available 
to those who write David Matthews at the firm's offices, 61-63 
Dale St., Liverpool 2, England. 


Five Firms Share in Municipal Purchase 


Five Dallas, Tex., office furniture firms—Clarke & Courts, 
Farrell Office Supply Co., Industrial Office Supply Co., Texas 
Office Furniture Co. and Wilhide Equipment Co.—recently 
shared in the sale of more than $9,000 worth of office furni 
t purchased by the city 
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BALI-HT TYPEWRITER TABLES 
SOLD IN 2 MONTHS BY ONE 
OFFICE MACHINE DISTRIBUTOR" 


Now eee You can cash in on America’s 
Most Versatile All-Purpose Work Table 


fx 


a 


ri 
: 
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Built for rugged use 

Patented folding feature —— Easy storage 
Light Weight — 7% Ibs. 

Proven application for typewriters — bus. ma- 
chines 

Large work area — 16” x 20” 

Doubles as temporary desk or work table — 
smooth plastic surface 

® Dozens of uses in Business — School — Home 
fields 


*NAME OF DISTRIBUTOR and DETAILS 


on request 
Write for Literature 


HANLEN PRODUCTS CORPORATION 


General Office 
1021 North Woodward, Birmingham, Mich. 
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“PROTECTED 
PROFITS FOR yoy" 
with 
Advanco’s 

Policy 

of Selling 
through 
dealers 
exclusively! 









For consta 
ntuse... 
ADVANCO PUNCHLESs 


‘ HOLDER 
+++ holds pa i 
Place dete. ta 
holes to Punch, no 
holes to tear in re- 
Moving or inserting 
Papers. Holds UP to 
150 sheets. Samples 
On request. In Red 
Black, and Gray, 25 
Point Pressboard. 











For Permanent use 












ADVANCO’S parcz’ 
E - 
om vee <a eee 
se 

Store away. Stee Oe 

Holes Punched to fy ' 

size sheet UP to 11” x ain 

Equipped With 82” fags : 

er, with compressor oy 

4 APVANCO cou, 
TE 
Penboard eo ot FOLDERS “7 
cov Wie stitched, bene pr and letter sizes, made 
doth apres oa = ge e~ Ib durable 
om 


_ Paper. Dupij 15 , 
and triplicate Secae "hae Ib. stock Packed 100 0" 1 
“ © tele. 


ea 
ves to each book. scope box, 500 to carton 





Manufacturers of 

Manifold Books + Printed Stock 
Forms * Pressboord Guide and 
Folders * Bristol and Pressboard 
Guides * Suspend-O-Folder - 
Collated Manila Folders * Filing 
Supplies * Punchless Paper Holder 


ADVANCO PRODUCTS Inc. 


76-05 Sist Avenue, Elmhurst 73 Long Island, New York 
Telephone ... Hickory 6-4848 
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““8 Dates to Remember 
















March 28-31. National Office Furniture Association exhibit 
and convention, Bellevue-Stratford Hotel and Convention Hall, 
Philadelphia, Pa 


April 8-11. National Association of College Stores, I: an- 
nual Convention, Biltmore Hotel, Los Angeles, Calif 


May 25-28. National Office Management Association annual 
convention and exhibit, Conrad Hilton Hotel, Chicago 


May 25-28. Stationery & Office Equipment Guild of Canada, 
Inc., exhibit and convention, Royal York Hotel and Queen 
Elizabeth Building, Toronto, Canada. 


June 29-July 2. National Office Machine Dealers association 


exhibit and convention, Schroeder Hotel, Milwaukee, Wis. 


September 27-October 1. National Stationery & Office Equip- 
ment Association exhibit and convention, Conrad Hilton Hotel, 
Chicago. 


October 20-24. National Business Show, New York Coliseum, 
New York City. 


October 25-28. Second Annual Eastern Commercial Stationery 
Show, New York Trade Show Building, 500 Eighth Ave., New 
York City. Stationers Association of New York—Metropolitan 


Travelers Club 


NSOEA Regional Dates 
Region 
5 The Greenbrier, White Sulphur 


Springs, W. Va. March 21, 22 


4 Peabody Hotel, Memphis, Tenn April 18, 19 
9 Jung Hotel, New Orleans, La April 10, 11 
14 Hotel Westward Ho, Phoenix, Ari: May 2, 3 
11 Sun Valley, Idaho May 8, 9 
12 Hotel Ahwahnee, Yosemite, Calif May 12, 13 
10 Cosmopolitan Hotel, Denver, Colo May 16, 17 


8 Western Hills Lodge, Sequoyah State 


Park, Wagoner, Okla. May 22, 23 
6 Nippersink Manor, Genoa City, Wis May 26, 27 
7 Hotel Leamington, Minneapolis, Minn June 2, 3 
3 Cavalier Hotel, Virginia Beach, Va June 8, 9, 10 
2 Schroon Manor, Schroon Lake, N.Y June 13, 14 
13 Grossinger Country Club, 

Grossinger, N.Y. June 16, 17 
1 Equinox House, Manchester, Vt June 23, 24 


WHOLESALE STATIONERS ASSOCIATION 
MERCHANDISING CONFERENCES 
May 5—Southwestern, Adolphus Hotel, Dallas, Tex 
June 16—New England, Somerset Hotel, Boston, Mass 
July 7—Eastern Canadian, Royal York Hotel, Toronto 
July 28—Mountain States, Brown Palace Hotel, Denver, Colo 
August 18—Midwestern (part 2), Drake Hotel, Chicago 
September 8—Southern California, Biltmore Hotel, Los Angeles 
September 13—-Mid-Coast, Mark Hopkins Hotel, San Francisco 
Calif 
September 15—Northwest, Olympic Hotel, Seattle, Wash 
September 17—Western Canadian, The Vancouver, Vancouver 
October 17-18—Mid-Atlantic, Pocono Manor, Pocono Moun 
tains, Pa 
November 3—Southeastern, Denkler-Plaza Hotel, Atlanta, Ga 


NOFA Dates 
March 27 Sales Management Clinic, Hotel Bellevue-Strat- 
ford, Philadelphia, Pa. Dr. Joseph W. Thompson, Michigan 
State University, presiding. 
May 24-29 NOFA basic management seminars; one for 
dealers, one for manufacturers. Kellogg Center, Michigan State 
University, East Lansing, Mich 
October 12-16 Advanced Management Seminar for all who 
have participated in basic seminars. Kellogg Center, Michigan 
State University, East Lansing, Mich 
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This is the office of a successful 
man it is a Steelcase office, 
typical of those installed for many 
outstanding companies by auth- 
orized Steelcase dealers. 

And, because Steelcase manufac- 
tures the world’s most complete 
line of fine steel office furniture, 
many clients specify Steelcase 
throughout all the private and 


general offices in their organiza- 


eee 
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tion — through the same dealer! 
The cost is surprisingly modest, 
the return to the dealer sur- 
prisingly high. 

If you are not now handling the 
superb Steelcase line, write or 
call today for more information 
about our profitable dealer plan. 
Steelcase Inc., Grand Rapids, 
Mich. In Canada: Canadian Steel- 
case Co., Ltd., Don Mills, Ont. 
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This is a section of iniand Stee! 
Company's new general office. 





IN © 


STEELCASE 
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Don’t do it the hard way 
- do it the PRONTO way! 


LOCATE YOUR RECORDS EASILY—No more fussing 
and fuming. With Pronto files your records are 
as active as your regular files. 


BEAUTIFUL APPEARANCE—Finish in attractive 
olive green to match your regular office files. 


STURDY CONSTRUCTION—Built of 275 |b. tested 
corrugated fibre board... reinforced with steel 
on the shell and the four corners of the drawers 
as well. 


SAVE FLOOR SPACE—Prontos are constructed to 
interlock into solid units and stack as high as 
the ceiling. 


PRONTO 
STORAGE FILES | 


$4.55 











Legal Size 


Letter Size $3.70 


Prices slightly higher 
in Texas, Colorado, 
West of the Rockies and 
outside the U.S.A. 


PRONTO FILE CORPORATION 
415 MADISON AVENUE, NEW YORK 17, N. Y. 


Check Size $2.50 
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Men on the Move 


Three new district managers are now representing Yawman 
and Erbe Mfg. Co 

Edward E. Maneval, who will take over territory No. 50 in 
Pennsylvania, has had experience in both the steel and supply 
fields as a dealer salesman. He replaces George R. O'Neill 
who has become Philadelphia branch manager. Mr. Maneval 
covers Pennsylvania with the exception of Philadelphia and 
Pittsburgh 

George Burns has been given territory No. 6 in Connecticut. 





a 


E. E. Maneval R. G. Hanchett 


G. J. Burns 


He has been employed as a wholesale salesman for a stationery 
firm for the past 12 years in this territory. 

Richard G. Hanchett is now covering territory No. 5 which 
extends through northern New England. He is a native New 
Englander, and he has served the industry several years in the 
territory as a salesman 

« 


Changes in sales personnel in two eastern territories were 
recently announced by Oxford Filing Supply Co. 

Clement M. Mather has been assigned to cover Pennsylvania, 
except for Pittsburgh and Philadelphia, as well as West Virgin- 
ia and Maryland, except for Baltimore. He has been traveling 
in this sales area for the Joseph Dixon Crucible Co. for the 
past seven years 

Robert D. Keltner, who formerly represented Oxford in the 
same territory, is continuing with the firm as a consultant. 

Frank Sheehan, who was formerly with Eberhard Faber Co 





R. D. Keltner 


C. M. Mather 


in the territory comprising District of Columbia, Baltimore 
and Virginia area, is now traveling for Oxford in that same 
district. Harold J. McCauley, who represented Oxford there, 
is now in the home office, where he is working with Pendaflex 


franchise administration 
cs 


It has been announced that O. Eric 
Peterson is now mutual sales manager 
for the Worcester Pressed Steel Co 

Mr. Peterson will be in charge of all 
sales activities of the Mutual Products 
Co., Inc., a newly acquired subsidiary of 
Worcester. The subsidiary firm has taken 
over the manufacture and distribution of 
the Mutual Centamatic Paper Punches 


4 
& 
ra Artin Aslanian has been named ex- 
~~ ; ; 


6. € filemon ecutive vice-president of the Royal Metal 
aes Mfg. Co. it was recently revealed. For 
the past year Mr. 





Aslanian has been sec- 
retary of the company 
He became associated with Royal Metal in November of 
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WEAR-DOWN TEST 


gat kK /33 
ont. Test t 2— <6 


W- 10-57 


= 
o> 


LAB. TEST- 


= 
on 


QUALITY c 


~ 
wo 


DATE 





> PrP rr ewwwwwwwwwwhhPh KD AD Lad 


oomonowk wn 


ES 





SSRBEBB EBEREBAEBBEEARE SRE EES 
“BSBBRERBBBBRBBRBEBRBBEBBBREBRRSBEBEBBBEEE 
RR ener a 
‘BRBBI EYRE ren casement 


A¥BBBSSREBRBREBESASESESABBBEBEBI 
REEBRESRARBEBBEBBBBBB! 
: 2 BRBRBBBBY 


BBRSBEBBBBBI 





‘25 358HBBI 
®BRBBBRBE 
L3RE ZR RABI 
iMARPRRe 


There are no tricks to this test. What you see on the left is the actual result of typing time after time on the same line 
of standard brand carbon paper. What you see on the right is actually the same test with new, plastic-finish NU-KOTE! 


“DURABLE? Plastic-base NU-KOTE outlasts ordinary carbons 3 to 1!” 


Check! And that’s only the beginning of the fresh dealer and 
customer advantages built into M&V typewriter Nu-Kote. 
For instance: 

e A single weight and grade of Nu-Kote does just about 
every job imaginable. No more inventory problems for 
you or customers. 

e@ Two-minute sales training! Give your salespeople the 
Nu-Kote facts, show them where your Nu-Kote’s located 
—and instantly they’re your carbon paper experts. 

@ Nu-Kote lets you promise clean copies that stay clean, 
keep typists’ hands clean. 

Send the coupon today for free sample 

on a Nu-Kote dealership. 


and information 
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DEALER SALES DEPT., BURROUGHS DIV., BURROUGHS CORP., DETROIT 32, MICH. 


CJ SEND ME FREE SAMPLE! C] I'D LIKE DEALERSHIP FACTS! 


OA-57 
Name 
Firm Name 
Firm Address 
City___ 4 Sal Zone State 
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How much more would you 
sell if you could say this 


to your customers? 


“Fi prove your least- 
experienced clerk can 


| file twice as fast 





with no mistakes!’ 


Only you know the answer. Dealers who are say- 
ing just this are boosting sales figures every day. 
They and their customers are honestly enthusi- 
astic about this new, visible 
filing system. Now made in America, now stronger, 
better than ever... now priced way below the line 
we pioneered and distributed for years. 


greatly-improved 


Find out why users call Site-Filing 
the HI-FI’ of filing! 


Any of your customers’ systems can be converted 
quickly, easily, inexpensively to this practical, su- 
perior filing method. And results are so amazing | 
immediately that hundreds of users wonder how 
they ever got along without Site-Filing. 





Attention, Dealers! 


Some choice areas open. We conduct sales meet- 
ings and field-training clinics to help you and your 
salesmen. Send for new informative folder. 


Write, wire or phone now! 


Site-Filing Company 
1411 Walnut Street, Philadelphia 2, Pa. 
LOcust 4-5080 
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1956 when he and D. Dadourian, president, and P. Piranian 
acquired ownership of the company 
* 

Formation of a world-wide export division and appointment 
of J. D. Marshall International to administer it has been an- 
nounced by Midwestern Mfg. Corp 

At the same time Midwestern announced the appointment 
of J. J. Carter Agencies in Canada as exclusive representatives 
for the entire Dominion. 

In Philadelphia, Pa., R. D. Anstock is now representative for 
the firm. He will also cover eastern Pennsylvania, Delaware, 
and southern New Jersey. 

e 





Pat Patterson . is now representing Midwest Rotary Mani- 
forms Co. in Ohio, Michigan, Indiana, Kentucky, and West 
Virginia. He will carry the new line of Rotary Printed Standard 
Snap-A-Carb business forms. Mr. Patterson, left, is shown with 
Jack Gale, sales manager, during a recent kick-off meeting 
at the factory which initiated the release of the catalog. 
© 

Smith-Corona’s toy 
ization has been further expanded by the 
election of Drummond F. Gaines to the 
new post of vice-president of marketing 

Mr. Gaines joins Smith-Corona after 
working eight years with National Cash 


management organ- 


Register Co. where he was sales manager 
for the adding mechine division 

In making the announcement of “Mr 
E. L. Smith, pres- 
creation of this new 





al 


D. ¥. Geines 


Gaines’ appointment 





ident, said: ‘The 
position is another step in the company’s 
program of broadening and re-aligning 
its top management group.” 

Mr. Gaines will be responsible for domestic sales of type- 
writers, adding machines, and supplies, and for administration 
of advertising promotion, and market research activities. In 
addition he will have staff responsibility for all other market- 
ing Operations of the company, its divisions and subsidiaries 

* 

Anthony J. Arancio and Rolf B. Rehder have been promoted 

to the sales division of Facit, Inc. it was recently announced. 





A. J. Arancio R. B. Rehder 


Mr. Arancio, associated with Facit for the past six years, has 
been named assistant in the sales department to work undef 
the supervision of George Haag, general sales manager, in the 
direction of the firm's network of office machine dealers and 
distributors 


Mr. Rehder will assume the new post of assistant to Lou 
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More and more businessmen 


Zim Og -.are seeing 
.accepting 

















and 
BUYING. 
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Office equipment dealers know the flexibility of Diebold’s 
Add-A-Shelf feature allows their customers letter and 
legal filing capacity to be expanded as record volumes in- 
crease. One or more shelves can be added anytime. 

Based on a modular interlocking system, Diebold Open 
Shelf Filing units are quickly added and locked in place 
side-to-side, top-to-bottom and back-to-back. No tools 


=" 
= 


Modular sections, cap sheets and 
base sections ore quickly locked 
together in rigid batteries with- 





out tools required. 
Diebold Open Shelf Files . . . save time, up to 50% ... 
save on initial investment, from 30% to 70% ... save 


space, up to 60%. 


For new business and increased profit, arrange to demon- 
strate the greater filing visibility and accessibility pro- 
vided by Diebold Open Shelf Files. Send for literature 
and prices. Order floor samples today. 


DIEBOLD, INCORPORATED, 
Canton, Ohio. 





Models are available with and 
without doors on factory ship 
ments 








Diebold, Incorporated 
Department OE-125 ® Canton, Ohio 


Divider-compressors hove posi- 
tive lock. Use os mony os re- 
quired. 








Please send full details about your Modular Open Shelf Files. 























FIRM 
INDIVIDUAL TITLE 
STREET 
alll | PM ENT CciTY emsstisdientsinantsissinain SOPOT 


Removable posting shelves ore 


quickly located where needed SERVING BUSINESS FOR 99 YEARS 











OA-4/58 201 





— 
YOUR QUALITY OFFICE CHAIRS 


VAR Mee 


WITH 


CASTERS 


NATIONAL 












HOODED-TYPE 


ene ed f 





FOR || 
METAL [I 
CHAIRS 
















FOR 
WOOD CHAIRS 


Ee 


National Lock offers a complete selection of casters 
to meet your requirements of wood or metal office 
chairs. Double-race ball bearings provide free- 
swiveling action. Choice of Rubber or Phenolic 
wheels. Samples on request. Send for yours today. 














GLIDES AND LEG EQUALIZERS 
FOR WOOD AND METAL DESKS 


Glides, pivot-type leg equal- 
izers, leveling screws, sockets, 
locks, pulls, hinges, latches, 
screws and bolts are all in- 
cluded in the National Lock 
line of fine quality hardware. 


If you are an original equipment manufacturer or 
jobber, write us. If you are a dealer, see your jobber. 


a P-Wele), 7. ae Beles Gece)" iy -¥. bi 


Rockford, Illinois * Industrial Hardware Div. 
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Merlano, northeast district sales manager, in supervising the 
distribution of products in the New England and Middle 
Atlantic states 

- 

Dr. Ben H. Alexander has been appointed director of re- 
search for the Paper Mate Co. He formerly served as manager 
of the semi-conductor division of CBS-Hytron and earlier held 
a Management position with Sylvania Electric Co. 

He will make his headquarters at the Paper Mate plant in 
Santa Monica, Calif. 

a 

Hemisphere Steel Products Corp. recently revealed that 
Glen Gourly of Dayton, Ohio, is now midwestern representa- 
tive for the company’s Port-a-Wall office partitions. 

At the same time it was announced that Harold Vertel of 






iy” 
_— 





Harold Vertel Glen Gourly 


Dallas, Tex. will be southwestern territory representative for 
Port-a-Wall 

Both men, the company states, are experts in office planning 
and design and will be available as special dealer assistants to 
help them in business activities or solve special problems. 
Both men have set up centrally located warehouses for dealer 
service 

o 

Anthonsen & Kimmel Associates, New York City, has been 
ippointed a distributor for Meilink Steel Safe Co. 

The firm is operated by Arnold Anthonsen and Irwin Kim- 





Irwin Kimmel 


Arnold Anthonsen 


mel, partners, who employ five salesmen to cover the territories 
of New York, New Jersey, and New England 
The firm has two warehouses and a new showroom in New 


York City. The showroom will be available for dealers to use 
when demonstrating the company’s equipment 
z 

Roger W. Sanville has been named as the advertising man- 
ager of the Northern States Envelope Co. In his new capacity 
he will be responsible for the advertising and promotion pro- 
grams in both direct mail and trade publications for the com- 
pany and its associate in Atlanta, Ga. 

« 

F. M. Miller has been named sales 
manager of the International Division of 
Royal McBee Corp. He will be responsi- 
ble for the direction and co-ordination 
of the sale of both typewriters and data 
processing equipment. He will make his 
headquarters in the Royal McBee general 
offices 

Royal McBee has also announced the 
opening of a new branch office and the 
appointments of six men to managerial 
posts. 

W. H. Lewis, formerly manager of the 
corporation's special products department, has been named 
district manager at Jacksonville, Fla., succeeding J. H. Hinck 





F. M. Miller 
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Carbon Papers + Inked Ribbons * Carbon Paper Ribbons - 

















EXPERIENCE 


that can be acquired only through 
sixty-three years of uninterrupted 
quality production...now 
combined with the most modern 
merchandising and packaging 
methods. 


DEPENDABILITY 


of products and service ... man- 
ufactured and supplied by one 
of the few remaining owner- 
managed corporations in the 
ribbon and carbon industry. 





DUPLICATING PRODUCTS THAT 
REFLECT YOUR GOOD JUDGEMENT 
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Carbon Copy Sets + Spirit Carbons + Master Units + Printed Master Sets + Duplicating Supplies + Copyholders 


? 





ah 


CURTIS-YOUNG CORPORATION 


110 West 18th Street, New York 11, New York « ORegon 5-3636 


U.S. CARBON & RIBBON MANUFACTURING CO., INC. 
621 Cherry Street, Philadelphia 6, Pa. * WAlnut 2-1416 
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FREE DISPLAYS 
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to help you sell 


lorful NU-Vise display in Red, Black and 
high and 14” wide. 
ptack display in Black, Red, 
+’ high and 18” wide. 


E 
get tH 
woe stor” 
at A i anct t 


20 COLORS 


all kinds of 
shapes and sizes 


These attractive displays point up the 
unusual variety of Graffeo signals and 
maptacks, available. Use them in your 
windows or on counters for increased 
sales of the entire Graffco line. Both 
displays are free at your request. Send 
for yours today. 


fed =e) - 1c) ae = Graff 


1 V by | 


Washburn Avenue, Cambridge 40, Mass. 





no iS retirin ift ? years of service witl he company 
Leo Gallivan, formerly New York City anager, downtown 
assumes the of Detroit district n 





5 
W. H. Lewis Leo Gallivan C. W. Green 
Io fill the vacancy in New York created by his appointment 
C. W. Green, formerly district manager at Providen R. | 


has been promoted to that position 
Succeeding Mr. Green at Providence is W. H. Braley, former 





W. H. Braley Frank O’“onner Ed Valentine 


ly district manager at Portland, Me. Frank O’Connor, formet 
ly Newark, N. J. typewriter salesman ill take the post in 
Portland 

The nev ranch § office opened 1n lat pa Fla as Ed 


Valentine, f istributor in Tampa listrict man 


Overholt Heads Vancouver Firm 


At a recent eting of the directors 
John D. Overholt was elected president 
and managin lirector of Murphy Sta 
tionery Co. Ltd Vancouver, B.¢ ti 


succeed the late P. H. Murphy. 

Mr. Overholt is a director of the Sta 
tioners Guild of Canada and past gov 
ernor, Distri National Station 
& Office Equipment Association 


J. D. Overholt 


Top Friden Salesmen to Attend 
Conquistadores’ Convention 


More than 200 Friden, Inc. salesmen managers are pres 
ntly de-mothing summer clothing preparatory to attending the 
eight annual sales convention, Fiesta los Conquistadores 
April 28-May 3, at the Palm Beach Biltmore in Florida 

Another score of management and department leaders fro! 
the home offi in San Leandro, Calif. and subsidiary plant in 


Rochester, N. Y. will attend to participate in the sales program 
with Vice-president and General Sales Manager L. B. Taylor. 


Attendance at the convention is based on sales qualification 
and special recognition goes to John J. Angus, Friden manager 
in Waterbury, Conn., who has qualit luring every month 
since the big annual event was inaugurat in March 1950 


As part of the meeting there will be a complete display of 


Friden oftice equipment, including the full line of integrated 
lata processing machines, and there will be two full days of 
sales discussion and instruction for all attending. Special din 
ners on April 28 and May 2 plus a full program of golf, fishing 
and other entertainment are features of the hve-day session 
Among those attending will be representatives of almost 
ery state in the union, Hawaii and Canada with the record 
tor the largest group from a single offi going to New York 


City, managed by J. Arthur Russell. 
Represents LeFebure Corp. in Oklahoma 


Arvis Williams of Oklahoma City, Okla., has been appoint 
to represent LeFebure Corp. in northeastern Oklahor 
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EATON’'S Mascon ““AT-A-GLANCE’’ BOOKS 
in Desk and Pocket Sizes 


SELL Best because they TELL Best 








There’s a daily, weekly or monthly Nascon “At-A-Glance” Record Book for 
every business, social, and professional record-keeping need. That’s why busy people 
everywhere depend on Nascon Record Books to remember the details they 
can’t afford to forget. Take advantage of this consumer demand . . . build 
volume and profits by selling the complete Nascon line for the home .. . 
the office... and pocket. Send for the 1959 Nascon Catalog now for complete 


listing and prices on this active, repeat-business line. 


FOUR OF THE MOST POPULAR “AT-A-GLANCE” BOOKS 





NASCON 

DAY AT-A-GLANCE 
presents a full day of 
quarter-hour appoint 
ments from 8 A.M. 

to 9 P.M. on a single 
page. Wire-X or Wire-O 
bindings permit flat 
opening for a level 
writing surface. Dated 
and undated, simulated 
and genuine leathers. 
Smart color selection. 


Sell for $2.50 to $6.25. 











NASCON 

WEEK AT-A-GLANCE 
for business, profes- 
sional, social use. Shows 
full week of engage- 
ments on double-page 
spread, with convenient 
calendars for current 
and following month. 
Indexed address section 
also included. Wire-O 
binding opens fiat. 
Simulated and genu- 
ine leathers in library 
colors and pastels. 
Desk and pocket sizes 
sell for $1.45 to $6.25. 





NASCON EXPENSE 

AND TAX RECORD 
provides daily listings 
for personal travel expense 
records, Each week is 
visible at-a-glance on 
double-page spread 
Additional pages for 
principal tax deductions, 
monthly recaps, and cash 
record. In simulated 
leather, popular colors 
Pocket size, $1.50 retail: 
vest-pocket, $1.20 retail. 


























SEND FOR 
THE 1959 
NASCON 
CATALOG 
NOW! 





NASCON 

AUTO RECORD 

for recording com- 
plete car maintenance 
and operating ex- 
penses, and listing 
tax-deductible travel 
items. Extra sections 
for listing important 
names, addresses, 
telephone numbers, 
memoranda, Acetate 
envelope for registra- 
tion, etc. Simulated 
leather, selection of 
popular colors. 
Retails for $1.50. 





“AT-A- 
GLANCE" 


Products) 





NASCON PRODUCTS DIVISION, EATON PAPER CORPORATION, PITTSFIELD, MASSACHUSETTS 
e CHICAGO, 6 North Michigan Avenue 


Showrooms: NEW YORK, 475 Fifth Avenue 
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Patents 


(Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 





Granted February 4, 1958 
2,821,909. Type Control Apparatus for Business Machines and the like. Willy 


Srosse, Oberndorf, Gern any, assignor te Olympia Werke Aktiengeselischaft, Wil- 
nshaver yermany 
2,821,910. Master ‘Ejecting Mechanism for Duplicators. Anthony J. Mazzio, 
ago, George P. Niesen, Niles, and George E. Engelstad and Edgar H. Du Bois 
Chicago a r to A. B. Dick Co 
2,822,046 Tape Dispensers with Slitters. Theodore Henry Krueger, Stratford 
assignor t etter Packages, Inc 
2,822,128 Register Indicator. Aifred E. Previti, Brooklyn, N. Y 
2,822,129. Typewriter Accumulator. Eugen Buhler, Poughkeepsie, N. Y as- 
ynor to ernat Business Machines Corp., New York, N. Y 
2,822,130. Readout and Radix Conversion from a Mechanical Register to a 
os gga Sonne 3eorge V. Nolde, Berkeley, and Harold T. Avery, Oakland 
ys to Marchant Calculators, Inc 
“2.822 171 Stacker Arrangement. Georoe A. Luning, Endicott, N. Y., assignor 
oO! Machines Corp., New York, N. Y 
2,822,172 oy pecan Machine. Clyde R. Mayo and Americo J. Cerasani 
R er, N. Y nors to The Haloid Co., Rochester, N. Y 


2 822 189 Carbon Holder for Autographic Register hn E. Euth, Chicago, 
2 82 2 232. Slide sanemaiie for Drawers. Harold P. Lhota, Cant Ohio, as- 
Reput teel Corp., Cleveland, Oh 





SOLD because they Granted February !!, 1958 


are engineered and 2,822,580. Process for Erasing Record Disks to Remove Sound Tracks and 
built for USE tn ane Bee Y eng _— Tarrytowr N. Y assignor to The 
2,822,633. Loose Leaf Memorandum Index. Ever Munsor t. Paul, Minn., 
1 nor to Bigelow St. Paul, Minn 
2,822,752 oD ifferenti al Type Setting ‘and meeting Means. Robert Bradshaw 
$r na t Stromback, Paoli Pa i | to Burroughs Corp 
2,822,781. Electric Pencil Sharpener. Edward F. Burton, Los Angeles, Calif 
2,822,810. File Card Compression Indicating Device. Theodore C. Hailes, Bronx- 





N. Y ignor t The Wright Line, Inc Worcester, Ma 
2,822,847 Combined Brief Case and Portable Lectern. Anthony Cesaroni, Jr 
n ] } 
el 2,822,909. Apparatus for Automatically Opening and Closing the Eyes of a 
AND STANDS Ribbon Carr er for Typewriters and like Printing Machines. Earl A. Roy, Union- 
i or to Royal McLee Corp., New York, N. Y 
_ te oy 2 822 976 Regi ster Engaging Mechanism. Richard W. Pitman, Hillcrest, Pa., 
Teg, nor t nderwood Corp., New York, N. Y 
2 822.979 Gusting and Dividing Circuit. Cari D. Southard, Endicott, N. Y 
2 r t ational Business Machines Corp New York, N. Y 
2.822 980. Record Perforation Analyzing Mechanism. Robert I. Roth, Briar- 
ff M r 7 assignor to International Busine Machines Corp., New York, 
PORTA-MATIC N. Y 
POSTING TRAYS, 2,822,981. Reciorocal Computing Mechanism. Erik Konrad Grip and Lars 
AND STANDS sustav Hellstrum, Atvidaberg, Sweden, assignors to Aktiebolaget Atvidaberg-Facit 
Atvidaberg, Swede nt-stock company of Sweder 





Granted February 18, 1958 


— 2,823 382 Micro-Print Enlaroer and Viewer. Walter W. Gray rozet, Va 
(For Register Forms) 3 yr le Records, Inc., Crozet, Va 
2 823, 645. Fount ain Pen Clarence R. Johnsor sary 4., assiqnor of one-half 


hicago, Ind 


2,823, 750. ae Type Tape Holder and Dispenser. Clarence W. Vogt, Weston, 





2 823 970. Desk. Wenceslao Sarmiento, Laude, M gnor to Bank Building 
E amant Cre f America, St. Louis, Mo 
aia” | Granted February 25, 1958 
Containers) 2,824,307. Staple Driving Device. Herbert W. Marano, Summit, N. J., as- 
WwW s Co., Elizabeth, N. J 
3 824 nan Reclining Chair. Herbert V. Thaden, High Point, N. C assignor to 
HANDI-MATIC TRAYS Thader ng Cor High Point, N. C 
(Fer writing board and > 824 685 orm of Series-Connected Envelopes and Method of Making 
machine accounting rec- Same. Theod Patton, Chester, Conn assianor ¢ Uaree 
erds requiring small 3 0 
capacity containers ) 2,824,686 Conti inuous Envelope. William S_ Hamilt Newark, . 
2,824,688. Ten Key Actuator Stop Mechanism for rCaleulating Machines. Thomas 
). Meha Park ye assignor to Victor Ac j Machine Cc Chicago, Ill 
ALSO POSTING BOXES, SPECIAL SIZE 2,824,695. Constant Multiplier Mechanism. Gilman Plunkett, San Leandro 
TRAYS AND STANDS, AND INDEXES i Nils H. Berofelt an Francisco, Calif., assig to Friden Ca ating Ma- 
Ask for complete information on { i 
sizes and prices 2,824,737. Hand Feed Table for Duplicating Machines. Herbert F. Bruns 


ag tto, Inc., Chicago, Ill 
2,824 775 Locking Key for Adjoining Cabinet Unit Richard W tler 





} srora Equipment Co., Aurora 
> 824 776 "Magnet c Recording. Alexander Elov i Donald T. Best, Phila 
F : rs to Burroughs Corp., Detroit, Mict 


MeL MEAD-LEE Associates . ‘ 
Write today ASSOCIATES | SOus DesTRBUTORS FOR Observe 25th Wedding Anniversary 
Mr. & Mrs. Harry Sills observed their 25th wedding anni- 


for our new 4 . 
POSTING EQUIPMENT Copooralion versary on February 11. He is an executive of the Conenanlll 


| st ¥ Co w WV "sew } diate past pres- 
1721 Elmwood Ave., Buffalo 7, N. Y. | Stationery ¢ New York City, and the immediate past pres 
ident of the Stationers 12:30 Club of New York City. 
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114 Clinton Road. Garden City, Neu York 


“Our sales and profits are bigger 
because we feature the full line 


of Oxford Filing Supplies, 


®99 


as well as Oxford Pendaflex. 


Dan and Perry Waldner 
D. Waldner Co., Inc. 
Long Island, N. Y. 


Waldner’s is one of Long Island’s most successful 
office equipment stores . . . and one of the big 
reasons for that success is that Waldner’s, like 
so many other prosperous office supply houses, 
carries the full line of Oxford Filing Supplies. 
There are many reasons why a complete line 
of Oxford supplies can increase your sales and 
profits. In addition to the new concept of filing 
you offer in Pendaflex hanging folders you'll be 
carrying a line that’s complete, competitive, and 
that enables you always to sell the “‘right product 
at the right price.” Try the full Oxford line, and 
you ll see why TODAY’S SECRETARY, in a sur- 
vey of all leading brands of filing supplies, 
named Oxford THE preferred brand name! 


IN FILING 


: ; € Te 
Profits go up when you're a full line Oxford 
dealer! Write today for information on all xX a) 4) rl 
Oxford filing supplies. “ 
Oxford Filing Supply Co., Inc. FIRST NAME 
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FOR YOU... 


LITHO, CUSTOM TAB 
A wide yariety_of special papers and 


special purpose carbons, plus litho, 
make Hawo Custom Tab today’s uni- 
versal for 











LITHO STAN’D TAB 

Custom cdpy and custom perform- 
ard prices permit Stan’d 
variety of installations 


s and quick deliveries, 
Stock.T ab is best 


Twenty-nine sizes of Hano 
Stock Tab provide-the. right tab for-"™ 
the right job /- ~ . 











ss 4 te, ix tof—yo 
umes Pree LINE -cHcuier 


~~. ment ene’ 
. TT 461. The-.0' ** ere, ‘hae 


tems. For 














MANIFOLD PRINTERS SINCE 1888 


Warehouse and Branch Plant 
Mt. Olive, Illinois 


General and Sales Offices: 
Holyoke, Massachusetts 
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Deaths 


Theodore Augustin Heyer, 

president and founder of the Heyer 
Corp., Chicago manufacturer of office 
duplicators and supplies, died February 
27 in his home, 4845 N. Bay Drive, Mi- 
ami Beach, Fla. Born in Chicago January 
7, 1874, Mr. Heyer was 84 at the time of 
his death, which came after a short ill- 





ness. 

Mr. Heyer is survived by his widow 
Augusta Frances; two sons, T. Reeves 
Heyer and Arthur J. Heyer, both vice- 
presidents of the Heyer Corp. and re 
siding in Oak Park, Ill., a brother, William Reeves Heyer, of 
Seattle, Wash., and a sister, Mrs. Louise Shifferd, West Chi- 
cago, Ill. Services were held at the Philbrick Chapel, Miami 
Fla., on March 3 

The passing of Mr. Heyer, affectionately known as “Ted” to 
his friends and business associates, marks the passing of an era 
in the office duplicating industry. He was one of the last of 
currently engaged 





the original founders among manufacturers 
in this field 

Back in 1903, T. A. Heyer, already a successful salesman of 
a staple office item, realized that the revolution in office equip- 
ment that started with the introduction of the typewriter would 
go even farther. He changed his original business and began 
manufacturing duplicating equipment. At the time tew people 
had heard about duplicators, but T. A. Heyer worked 20 hours 
a day for several years to make sure that more and more people 
understood the increased efficiency and greater convenience 
they provided for all types of businesses, schools and non-com 
mercial activities 

His first product was the Chicago Hektograph, a gelatin pan 
duplicator. He added stencil machines in the early 20's, and 
finally spirit duplicators and supplies. Today 
his products is international and the name Heyer is among the 
leaders in the field of office duplicating. On September 19, 
1953, 130 employees and associates of the Heyer Corp. awarded 


Mr. Heyer a bronze plaque on the occasion of the 50th anni- 


distribution of 


versary of the company. 

Industrious as Mr. Heyer was throughout his active business 
career, it was not a case of all work and no diversion. He was 
an active member of Justice Lodge 949, A.F. & A.M.; Columbia 
Commandry, Number 63, Knights Templar; Medinah Temple 
El-Hajj, an honorary organization of the« Medinah 
Country Club in Chicago; and LaGorce Country Club in Miami 


Fla. 


Shrine; 


Roland G. Attaway, Sr., 
founder of the Tulsa Stationery Co., in Tulsa, Okla., died at 
his home on February 16. 

Mr. Attaway, who established Tulsa Stationery in 1926, re 
mained head of the firm until last June when he retired and 
turned the business over to his sons, Robert A. Attaway, 32 
now president, and Roland G. Attaway Jr., 36, vice-president 

Born in 1893 on a farm at Fouke, Ark., Mr. Attaway grew 
up and graduated from high school there. He attended Ar- 
kansas A&M College and for a short period played semi-pro- 
fessional baseball in the area. 

He started his career in the office supply business in 1913 
working two years for a firm in Texarkana, Tex. About 1915 
he went to Dallas and was employed by the Dorsey Co. there 
On May 20, 1917, he moved to Tulsa and was employed by 
Field’s Stationery Co. Ambitious to own his own firm, he 
went to Bartlesville and formed the Bartlesville Stationery Co. 
He sold that firm in 1925 because of ill health and moved 
his family to El Paso, Tex., and later to Albuquerque, N. M. 

Returning to Tulsa, he founded the Tulsa Stationery Co. 
on June 11, 1926. His brother, Pat Attaway, was associated 
with him in the business from the beginning, and in late 1927 
O. L. Seale joined the firm and was assistant manager and sec 
retary for more than a decade. 

A lover of the out-of-doors, Mr. Attaway liked to fish and often 
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QUIET MODEL 
| ADDING MACHINE 


send for REGNA literature NOW! 

















REGNA is the lowest priced electrically operated full It’s low priced! It’s profitable! 
safety keyboard machine in the world. Mail the coupon—Mail it today— 
: ' Mail it NOW! 
Everyone who sees the new REGNA admires the wonder 
of streamlined FUNCTIONAL BEAUTY. eros creer 
Everyone who tries this sturdy and dependable adding REGNA CASH REGISTERS INC. 
: Le ” . 175 Fifth Avenue, New York 10, N. Y. 
machine becomes a “high speed” operator — fingertips , 
“Ss - ' Gentlemen: 
literally float over the moulded keys! Please rush more information aa cil new Blectrie 
iffe acities: ; . gna ing Machine and outline advantages o 
Diffe rent capacitie S; fully automatic safety keyboard; Socata o Elise Cation 
models in light grey or ivory. Also low-priced hand oper- 
Name 
ated models. 
Address 
In Canada: Regna Cash Registers of Canada Ltd., 704 Notre Dame St. City +2 4% @ 
W. Montreal, Que., ond eae tng wy Machines, 
489-R King St. W. Toronto, Ont. Zo s ht 
OUTSIDE CONTINENTAL U. S:: Ap a 
Jorgen S. Lien, Box 507, Bergen, Norway on euennen 
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EVERY ATLAS SYSTEMS 
SALE CREATES CONTINUOUS 
REPEAT BUSINESS FOR YOU! 


When a customer buys an Atlas System from 
you he immediately becomes a prime prospect 
for more Atlas equipment. ..for Atlas Hangers 
at regular intervals . . . and for additional 
Atlas Cabinets as his expanding requirements 
exceed the capacity of his original Atlas 
System. A good idea: check your past Atlas 
customers now for more Atlas business today! 


ATLAS 


VERTICAL FILING 


SYSTEMS 


FOR NEGATIVES « OFFSET PLATES 
STENCILS « SKETCHES » ARTWORK 
e X-RAYS « MASTERS 








FAST 
EFFICIENT 
ECONOMICAL 

SAFE 





ATLAS CABINETS —<« complete line 
of models for negatives, plates, stencils, etc. 
up to 21” wide. Capacities up to 1400 pieces. 
Wide range of sizes, up to 26” wide, 52” 
high, 28” deep. 


ATLAS HANGERS -~ over 20 types and 
sizes, a complete patented line of lug, spring- 
clip and envelope types to fit every need. 


Write for Current Literature 


ATLAS 


STENCIL FILES CORP. 


16716 Westfield Ave. « Cleveland 10, Ohio 
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took his family for weeks at a time to Minnesota fishing spots 
He was an organizer of the Bartlesville Gun Club, and was a 
follower of golf 


Survivors include his widow, Virginia; his sons, Roland and 
Robert; a sist Mrs. J. L. Jones, Fort Worth, Tex.; his 
brother, Pat G. Attaway; and three grandchildren 


Ward H. Silliman, 


62, pioneer manufacturers representative 
in the office supply and equipment in- 
dustry, died January 7 

A native of New York, he began his 
office supply career in that state 30 years 
ago. In 1930 he moved to the Southwest 
living 18 years in Houston, Tex. and the 
past nine years in Dallas, Tex 

Mr. Silliman was a member of Univer- 
sity Park Methodist Church, the Midwest 
Travelers Club and the Texas Travelers 





Club, serving as president of the Texas 
Club in 1937. 

Surviving are his widow, Lola Mae; two sons, Robert W. 
and Ronald R.; and two grandchildren 

He will be greatly missed by his many friends and business 
associates who have known him through the years. 

His business will be carried on by his son, Robert, under the 
name of Ward H. Silliman Associates, Inc., calling on retail 
and wholesale office supply and stationery concerns in the 
southwestern states of Arkansas, Louisiana, New Mexico, Okla- 
homa and Texas 


Floyd J. Kavanaugh, 

owner of the Kavanaugh Typewriter Co., Galveston, Tex., died 
recently at the Sealy Hospital in Galveston after a two-year ill- 
ness 

Mr. Kavanaugh was long known as an expert on typewriters, 
old and new. He was a man of at least seven hobbies and he 
became expert in each, 

Back in 1908 his first hobby was hammered brass, copper and 
silver. In later years he took up bowling and after reaching a 
high game of 290 thought it was time to quit. So, then, he 
took up photography and specialized in third-dimension pic- 
tures. In between times boat models interested him and _ his 
best model is on exhibition at the Galveston library. For more 
than 30 years he built a Christmas scene that went under the 
tree, a new one each year. 

In his business his hobby was in the way of doing a better 
job with less effort and time in shop work. He made, for ex- 
ample, a spray gun that could be changed from any color in- 
stantly without cleaning the gun after each change. 

Such a man was Floyd J. Kavanaugh—collector of type- 
writers and the history of the machines, speaker at service clubs 
and mechanic extraordinary. Back in 1905 he got into the of- 
fice machines business with the Houston Typewriter Exchange, 
then introducing the No.3 Oliver typewriter. He went into 
business for himself in August of 1915 


Harold Donaldson Barclay, 
vice-president and general manager of Manly Office Supply 
136 N. W. 2nd Street, Oklahoma City, Okla., died February 
14 

Stricken with an apparent heart attack while at work in the 
store, Mr. Barclay died soon after reaching Wesley Hospital. 
He was a step-son of Homer E. Manly, who founded Manly 
Office Supply in 1902 

Born in Illinois, Mr. Barclay came to Oklahoma City in 1907. 


He had been with the office supply firm since 1921 

A poultry enthusiast, Mr. Barclay was president of the Okla- 
homa State Poultry Federation, and was vice-chairman of the 
poultry industry committee of the Oklahoma City Chamber of 
Commerce, having served in that capacity for several years 
He was an honorary member of both the 4-H and FFA clubs, 


in recognition of his work with the young people's groups 
Mr. Barclay brother Delbert, who was also a vice-presi- 
(Continued on Page 272) 
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If it's “by Fisher” 
It’s the Finest! 


"Retail Valve 
48 x A9¢ = $23.52 
Dealer's Cost $11.52 
Dealer’s Profit 
$12.00 


Dialer 

24 Ink-Pen-Cils by Fisher 

® Combination Quality Writing 
Instrument and Phone Dialer 

® Contains 10 Blue, 4 Red, 2 


Green, | Brown, 4 Turquoise 
(Perfumed), 3 Black 


Color-Flite 
24 ink-Pen-Cils by Fisher 


® For General Office Use 

® Contains 10 Blue, 4 Red, 
2 Green, | Brown, 3 Black, 
4 Turquoise (Perfumed) 




















Ink-Pen-Cils by Fisher 

® Combination Quality Writing 

instrument and Phone Dialer 

® Contains 10 Blue, 4 Red, 2 

Green, | Brown, 4 Turquoise 
(Perfumed), 3 Black 


Color-Flite 

24 Ink-Pen-Cils by Fisher 

®@ For General Office Use 

® Contains 10 Blue, 4 Red, 2 
Green, | Brown, 4 Turquoise 
(Perfumed), 3 Black 


Auditor’s Point 
12 Ink-Pen-Cils by Fisher 
® Extra Fine Point for Book- 
keeping 
® Contains 6 Blue, 4 Red, 
2 Green 


Repro-Black 

12 Ink-Pen-Cils by Fisher 

® Finest Reproducing Ball Pen 
for Duplication 

® Contains 9 Black Medium 
Point, 3 Black Fine Point 
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Canadian News 








Our Industry Across the Border 
By Special Correspondence 


Stationery & Off Equipment Guild of Canada, Inc., Toron- 
innout that the King Edward hotel will be the 
5( f the G pre-convention reception for delegates May 
I wil e Commercial Stationers’ Association of 
Toront Tl vention annual banquet will so take place 
att King Edward hotel 
Q n Elizabeth theatre, Exhibition Park, Toronto, will be 
rters f registration activities, May 2¢ ill morning 
b onferen sessions, Monday and Tuesday luncheons 
is the t product exhibition periods 
M 5-28 a fticial dates for the Canadian Guild's 25th 
bit spa servations by suppliers at ported at an 
ig I } firms are schedul o show their 
rvices: Acco Canadian Co., Ltd.;: Acme 
Ca & Ril ( Ltd.; Acme Ruler & Advertising Co., 
I Apsco | (Canada), Ltd Frank Arnott & Co 
Arrco P f Card Co.. Ltd Bates Mfg. Co.: Brown 
B Lt Canadian Pad & Paper Co., Ltd Canadian 
St Ltd.: f Carter Agencies; Carter's Ink Co. of Canada, 
I ( St International, Ltd.; William E. Coutts Co., 
Lt ( tis |] ts. Ltd.; Cushman & Denison Mfg. Co., Inc 
4. R. Davey ¢ Ltd.; Dennison Mfg. C Canada, Ltd.; 
Ww Dicki & Co Ltd Dixon Pencil Co Ltd 
D Bl ] k Co Ltd Eagle Pencil Co Ltd 
I k P Canada, Ltd.; Eversharp Pen Co., Ltd.; 
I I il Co. Canada, Ltd W J. Gage & Co., 
Lt Higgin Ink Co Inc ( Howard Hunt Pen Co 
Hutchings & Patrick, Ltd.; Index Card Co., Ltd.; International 
Artcraft, Ltd Lel s, Im Luckett Loose Leaf, Ltd.; M« 
Far Son & Hodgson, (Ltd.).; Minnesota Mining & Mfg. 
( l Mor Business Forms, Ltd.; Murdock Rex 
Lt Northern | ts, Ltd.; Office Specialty Mfz. Co., Ltd.; 
Oxf Filin Supply Co., In Pakfold Continuous Forms, 
Lt Parker |] Cx Ltd J. I Poole Co Ltd Preston 
N ti Ltd X I Prior Loose Leaf, Ltd Royal Metal 
Mfg. ¢ Ltd.; William L. Rundle, Reg’d.; Rust Craft, Ltd.; 
3 S ( Ltd.; Joseph Sankey & Sons Canada, Ltd 
S R. Saun x « Ltd.; Scripto of Canada, Ltd.; Seal-O 
Matic Dispenser Corp. Sellotape Canada, Ltd.; W. A. Sheaffer 
Pen ( Canada, Lt Spicers (Export), Ltd.; Sterling Marking 
Py cts, Lt Ven Pencil Co., Ltd.; Viceroy Mfg. Co., Ltd.; 
\ f Fr Lt Warwick Bros. & Rutter, Ltd.: L. I 
X Pen ¢ l Weber Costello of Canada, Ltd 
x jones ¢ (Canada) Ltd. E. J. Wright Central, Ltd 
cially confirmed 
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Dont sell chairs...sell comfort! 


SENG FIXTURES 


increase alertness and e 


Build good will and more sales by recommending 
Seng fixtures to your customers. They'll quickly dis- 
cover that swivel office chairs and typewriter desks 
equipped with Seng devices definitely increase comfort 
and step up the work output of every business day. 


The Seng-equipped Secretarial Posture Chair provides 
firm, restful support while conforming flexibly to the 
needs of the user. The Seng chair control is easily 
adjusted for height and has nylon bearings that assure 
long, trouble-free service. 

Seng Typewriter Desk Fixtures operate easily, silently 
and smoothly. At the touch of a finger, they swing to 
typing position providing a sturdy, level platform. 

So that your customers will 
be thoroughly satisfied, ask 
your manufacturer to sup- 
ply you with chairs and 
Seng- 


desks which are 


equipped 


The SEM Comaany 


CHICAGO AND LOS ANGELES 
General Office: 1450 N. Dayton St., Chicago 22 
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INTERNAL REVENUE 
EXPENSE RULING 


aa 
New ote} ' | 3 Personal 


TAX RECORD & GUIDE 


SALES BONANZA 
FOR STATIONERS 





GUARANTEED 
TO 
TOA CUT TAXES 


TAX RECORD 


at prc HIONE 


Tax Specialist 





NICHOt 


pA a 


bn 

Gor - Record ° 

Solesmen i Auto Expenses 

Officials ond \\ Income @ 

tions 

Employee* Tax Dedv 

Who Receive with Schedules 
Traveling OF} for 


Reimbursed ’ individuals 


RETAILS FOR 
s¥ 00 
e 


ORDER THROUGH 
YOUR WHOLESALER 


Expense® 











THE BOOK BEHIND THE HEADLINES 


Specially designed to fit traveling and reimbursed 
expenses on line 6A. Ties in with tax returns 


EVERY TAXPAYER A PROSPECT 


Internal Revenue says: “Kee; y Books means a 


systematic record and does the keeping of 
a few casual notes or informal records r 

The New Dome Personal Tax Record and guide con- 
tains 128 pages bound in an attractive pocket size 
(4" x 85") sales impulse cover. It is shipped two 


dozen in a self-service counter display box 


NOTE: May we suaqgest yo r immediately, be- 


cause if orders keex ning at their present 


rate, shipments may fal! behind 


DOME Publishing Company 


DOME BUILDING, 357-361 CANAL ST., PROVIDENCE 3, R. I. 
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f Eastern Quebec, the Maritime Provinces and Newfoundland. 


In changing to a branch operation, the firm retain ill em- 
ployees of the Hall Co. and reported an expansion of sales 
ersonnel a ntemplated for the near t 
o 
New oft furniture and equipment owro re- 
ntly open Winnipeg by Gregory-Cartv St 1ers 
Ltd. Firm oj tes an interior decoration servi sales 
specialty pha perations. 
rs 
Bulman of ¢ i, Ltd., Toronto, has announ t tollow- 


ng executive appointments. President: R. E. Kilchenman; he 


oined Bulman Co. in the U.S. in 1946 as sales n yt the 


Empire livision in New York, lat transter! t Canada 





organi perations nationally ther In addit to his 
Canadian 1 vice-president of the parent p- 
pointed vi ident and Canadian Ss man m, Sa 
Church. Formerly anager of new st develop: t for a 
food chain, | ined Bulman and Canada in 19 Nal 
ales manager of the firm’s western division is A. Verbeke. He 
founded Verbek td. in Saskatoon, Sask., operat t for 

years. H ll now act tor Bulman in that cit id also 
supervis a a west of the lakehea Nan 1 £er of 


ve eastern division is Wilfred Curruthers who join Bulman 
vf Canada i1 Born in England, he owned a rated 
is own chain of tail stores there before comin 
oo 
Veteran of both World Wars, Thomas C. Adair, perator 
of a book an tationery store in Strathroy, Ont ntly. 
s 


Scien is today developing the new tools sa n need 
to sell mo hallenging market.” R. D. Paterson. presi 
ent, National Sa Executives Club in Toronto 
f the industry attending the March 4-5 sales trainirs ora 

ld at the Queen Elizabeth theatre, Exhibition Park nto. 
It was a segment of an international Tele-Sell-Cast inating 
in New York, in which a quarter-million dealers les ex- 

itives in 62 U.S. cities were slated to participat 

+ 

I. B. Guest Ltd., Prince George, B. ¢ recent! rnized 
its headquarters in that city. Firm has long be tablished 
in the photographic supply business, 1 ntly b 1 out 
into the station trade market. Ivor B. Guest | - 
pany. Other nt modernizations: H. G. Ba we Ce 
Brampton, Ont. n has an attract lew st 
Alberta, Sask I Stationery Lt 
play ts t tol 

- 

Lloyd W Lawrence Nas been ap} ] | ma 
Brantford, Ont inch otf Hay Stationery Ltd., I Ont., 

ording to Jack H. Hay, president. H u Jack May- 
nard, t ned to the firm's {tl 

© 
Archie Cameron, factory manager f« National ¢ 
Co. Canad Lt loronto since 193¢ l as t t of a 
rt attacKx I yruary He was ¢ na if t tl 
. 


Theo L. Fox, vice-president and f il manag 
McCaskey Lt Galt, Ont. reported t onth t ng 
nts had | n sleted for a c pany nan [he 
will no ) know as Victor Adding M n Co 
(Canada) Lt ympleting the nan tion t 
rent company, Victor Adding Machine Co., Chica Presi 
nt of the ¢ in subsidiary is A. F. Bakewell » al 
president iles for the parent fir H 


W. ¢ “Dutch” Nelson, who retir bout as 
of McFarlan Son & Hodgsen, Lt 


Canada i nly on February t Harb in 
Bahama Funeral services we Feb } in 
Montrea Mr. Nelson was one ot th t if ot 
strv in (¢ 


Canadian National Business Sh pitor nt 
nplet ss section of the offi quipment t in 


anada, a i to W. O. Detweiler, rman ‘ 
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NOW 


@® Faster, quieter, simpler, easier to operate! 





“Live” Keyboard 
Cafeteria Machine 
designed 

to speed up 
Cafeteria Lanes! 








@ You accurately handle more customers, in less time and with less effort. 
@ No operator training problems. 


@ Rugged-duty construction for rugged operation. 


This new time-saving, accuracy-insuring National offers you these out- 


standing features: 


1. 
2. 


3. 
4. 


Exclusive ‘‘Live’’ Keyboard enables you to list and add each item 
—in just one operation! Just depress the “‘Live’’ amount keys and the 
machine operates instantly. No motor bars to depress. No more 
back-and-forth hand motion. 


National’s “‘Live’’ Keyboard also enables you to list and accumulate 
on each check the amount of sales tax, identified with the letters 
“TX’’—all in one operation! (Dials eliminate sub-total operation in 
figuring sales tax). 


You can check business activity at any time. Money taken in by 
cashier must agree with the “‘Live’’ National Cafeteria Machine at 
all times. Total of all checks is automatically accumulated in a locked 
total which only you can read. 


Automatically counts and prints the number of items on each check. 
Gives you an accurate count of customers served in any given period. 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


989 OFFICES IN 94 COUNTRIES 


OA-4/58 


Here is another example of the wide 
range of opportunities possible with a 
National adding machine dealership. 
It will be well worth your while to 
investigate the National dealerships 
still available. Contact our Adding 
Machine Division, Dayton office, now 
for complete information on the profit 
opportunities with the National 

adding machine line. 


* TRADE MARK REG. U. S. PAT. OFF. 


Sonat” 


ADDING MACHINES » CASH REGISTERS 
ACCOUNTING MACHINES 
NCR PAPER (No Carson Requinrep) 
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BEHIND THE SCENES 











OF EVERY 
EXECUTIVE 


SUITE... 


The Orderly, Efficient 
Keeping of Volumes of 
Records: 


As you plan and sell the fine 
executive furniture for your 
customers front offices, remem- 
ber the growing need for safe 
and economical records storage 
equipment behind the scenes. 
The management of business 
records is a vital part of effi- 


SELL YOUR SHARE <ien management. More and 

OF THE THOUSANDS more records managers - 

' ‘ specifying Dolin Steel transfer 

OF DOLIN files as the logical answer to 
TRANSFER FILES 

SOLD YEAR ‘ROUND 





their problems. Show your in- 
terest in helping to solve your 
customers records problems 
through the advantages offered 
by the complete line of 


DOLIN STEEL TRANSFER FILES 


COMPLETE 
LINES 


45 
STOCK 
SIZES 


"G300"'s 


WITH 
NYLON GLIDES 


"R400"'s 
WITH BALL-BEARING ROLLERS 


FRONT OFFICE LOOK ''500"'s 
WITH EASY ACTION ROLLERS 


"A SIZE TO FIT 
EVERY RECORD" 


3 PRICED TO MEET YOUR 
DIRECT SELLING COMPETITION! 


for extra profits .. . 

We will drop ship direct to your customers, using 
your labels—at no extra charge. No handling, no 
stock for you to reship— just bill your customer. 
(Free delivery in New York City) 


WRITE FOR DESCRIPTIVE LITERATURE 


DO Li h. METAL PRODUCTS, Inc. 


315-20 LEXINGTON AVE., BROOKLYN 16, N. Y. 
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ommittee. It is being held at Exhibition Park. Toronto, Jur 
-11, sponsored by the Canadian Business Equipment Manufa 
turers’ Association. Exhibit space is reporte 
ut. Office a 


the United States, West Germany, Italy, Great Britain, Holland 


virtually sok 


ypliance displays will include presentations fror 


and Denmark. There will also be exhibits of office furniturs 
from a number of leading Canadian firms. On the show com 
mittee are: J. L. Wallace, Dictaphone Corp. Ltd.; J. A. Stewart, 
Visi Record of Canada, Ltd.; S. J. Burk, Ditto of Canada, Ltd 
A. O. Dawson, Underwood Ltd.; Ralph McDowell, Joseph 
McDowell Sales Ltd.; R. M. Kent, Dictaphone Corp. Ltd 
J. A. Whitelaw, Burroughs Adding Machine Co. Canada, Ltd 
Robert McCreary, Executone Communication Systems Ltd. W 


O. Detweilet hairman, is with Gestetner (Canada,) Ltd. All 


firms are located in Toronto, many branches in 
leading cities across the nation 
= 
Terry Birrell, sales manager, Walter Dickinson & Co. Ltd 
Toronto, reported the appointment of Roy Richman as centra! 
office account manager for the firm. He comes to the stationery 
supply field after 15 years wholesale and retail experience 
across Canada in other helds Follow in comy letion aT 
company prod training program, M Richman began con 
tacting trade a unts in West Toronto-Ha ilton territory 
. 
CThermo-Fax copying products division. Minnesota Mining 


& Mfg. of Canada, Ltd., London, Ont. has 
McArthur to the post of marketing manager, according to 
W. G. Carr, national sales manager for the division. Mr. Mc- 
Arthur joined printing products 


salesman in Montreal territory. He will now be responsible 


appointe | I. 


3M about three years ago as 


for the development and co-ordination product promotion 
for the copying products division throughout Canada 
° 
For many years the chief objections t lachine dictation 


came from secretaries who thought that if the bosses purchased 
dictation equipment there would be a drastic cut in salaries 
according to Kurt R. Swinton, general manager, Thomas A 
Edison of Canada, Ltd., Toronto. “These fears proved to be 
groundless.” He made the statement to guests attending an 
open house celebration in Toronto, Feb in connection witl 
commemoration of Edison’s 111th birthday anniversary. Offered 
guests was an anniversary cake, copies ot recently prepared 
booklet on Edison’s inventions, including the story of th 
phonograph 
2 

For many years manager of the Ottawa branch of Office 
Specialty Mfg. Co. Ltd., Newmarket, Ont., William E. Hough- 
ton died February 5 in Chicago. He was in his early ‘80s. A 
director of the firm, he retired from active business in 1949 
He was born in Lindsay, Ont. 


Appointed a director of Timmins Stationery & Office Supply 
Ltd., Timmins, Ont. is George C. Caldbick, reports the firm's 
president, Earle Barkwell. Mr. Caldbick was associated pre- 
viously with Canadian General Electric Co. as a sales repre 
sentative in Northern Ontario. He will now head sales pro 
motion activities for the stationery firn 


On the staff of Willson Stationery Co. Ltd.. Winnipeg, 52 
years, Edgar Elliott recently retired as manager of the firm's 
furniture division. He started with the company as an elevator 


operator. The firm's sales manager, J. C. Irvine, on behalf 


of fellow employees, presented Mr. Elliott with a television 
set as a remembrance gift. 
. 
Reference was made last month to a presentation made by 


his staff to A. Lorne Colpitts, president and general manager 
of R. R. Colpitts & Sons, Ltd., Moncton, N.B. It was inad- 
vertently reported that Mr. Colpitts was a director of the 
Canadian Guild. Instead, he is a past director and is serving 
as president of the Maritime Stationers Division t the 
organization 
. 

Luige Lagomarsino, president of the Milan, Italy, firm of 

business machine manufacturers, Lagomarsino FAI, and _ his 
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HE 


Actual ly —with Tay ve-Talk—F riden 


has re-invented the office 





Functions haven't changed—only the basic working method. 

In office after office nowadays, you see the flow of paperwork 
being handled automatically by Friden Tape-Talk machines. 

These machines read and write and calculate with punched 
paper tape. Applications include invoicing, sales orders, shipment 
manifests, inspection reports, time cards, inventory... 

Friden promises this: In exact proportion to the degree of office 
automation you wish to achieve, Friden Tape-Talk machines will 
(1) Eliminate need for manual movements and operator decisions: 
(2) Increase work volume output without increasing payroll costs 
or overtime: (3) End errors in data recopying. 

Call your nearby Friden Man or write Friden, Inc., San Leandro, 
California ...sales, instruction, service throughout the world. 


<~y 
<> 
S eloctadoatoc automatic SS 
tape reader-selector-sorter Q- 


GloxouwnritinP automatic tape 


writing-accounting. machine 


( ® ; 
Ts Lodato® Automatic OAd-Pumcle Automatic 


tape transmitter-receiver code tape adding-listing machine 








( Yorrnforitiy pare Automatic tape 
billiig department in one desk 


Friden Mailroom Equipment 


Qutomuitic Dryput - Output Machine 


hustourritn Automatic 
istifying type-composing mache Friden Natural Way Adding Machine 
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Friden fully automatic Calculator— 
The Thinking Machine of American Business 
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~ | 
W { t CET SWAPA CARB 


standard business 
forms 


WE SHIP TO 
YOUR CUSTOMER 
IN YOUR 


DEALERSHIPS 
AVAILABLE 


SEND FOR COMPLETE 
CATALOG AND 
PRICE LIST 


MIDWEST ROTARY 


MANIFORMS CO. 


P.0.BOX 112,CARO,MICH.,DEPT.118 


MANUFACTURERS FOR THE TRADE ONLY 
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brother. Emile Lagomarsino, were recent visitors to Toronto 
Company :3 presented in Canada by Nauta Bros. Ltd 


— 
James Lewis, head of Lewis Stationery Co. Ltd., Calgary 
Alta, died February 3. He first entered the industry in Regina 
19] wit Willson Stationery Co oving to Calgary in 
1929 where | later started his own business. In 1955, he 
established a Regina branch of his own. He was a! iber of 
the Stationery & Office Equipment Guild of Canada, Ir Na- 
tional Off: Management Association, other group 
& 
Appointe unager of the Regina, Sask. branch of Burroughs 


Adding Machine Co. Canada, Ltd. is Clarence F. Way. He 


Drings to his n post experience gained in a variety OF sales 


firm's Vancouver, B. ¢ 


ictivities Wit 
© 


Curtis Produ Ltd.. Cobourg, Ont. has named Raymond 
Sturdy as western division sales representative. He will make 
Winnipeg his headquarters and succeeds E. O. Curtis who 
has moved to Toronto to head the division there. Acting tor 
the firm in Quebec now is Barry S. Mahar. Handling Western 
tory is H. Ross Charles. 


Ontario terr! 


New and larget 
Calgary, Alta. branch of Block & Anderson (Canada) Ltd., 
Montreal. A ground floor showroom displays full line of firm's 


premises are now being occupied by the 


photocopy equipment, calculators, etc. Gunnar Swalander is 


branch manage! 
& 
Southern Stationers, Lethbridge, Alta. officially opened its 
new premises recently. Firm is one of Alberta’s largest sta 
ynery, Office and school supply enterprises. During an open 


alities amd customers 


house celebration, greeting trade persot 


were Charles Linn, president; Stanley Worboys, secretary; 


Darwin Linn, sales manager, wholesale division, and others 
on the staft 
o 

Involved February in moving operations trom a down- 
town location after over a century to a brand new 230,000 sq 

building in tl foronto suburb of Scarboro was W. J. Gage 
& Co., Lt N quarters house the pany’s head office and 
ill eastern nufacturing facilities. Fit produces extensive 
line of envelopes, stationery, multi-walled paper bags, text- 


books, etc. Moving job required the services of 40 men work- 


ing night and day for over three-week period. 


Operation was 
ported one of the biggest business moves to ever take place 


in Canada. ¢ pany president is Gage H. Love. 


Professor Cites Esteem Enjoyed by Mosler 


Because of the esteem in which their product is held, Moslet 
sate Co Salesmen are able to build tr nendous confidence 
in their line, a professor of marketing said in a newly published 


, 
book 


Edwin Charles Greif, associate professor of marketing, Uni 


rsity of Vermont, in his new book “Modern Salesmenship 
cites the use of the “prestige technique He says the Mosler 
Safe Co. representative can build confidence by statements such 
s thes 


Mosler built the [ S. Gold Storage Vaults at Fort Knox 
Ky.: or Mosler built the 50-ton safe that protects the original 
Declaration of Independence, Constitution, and Bill of Rights, 
or Mosler protective equipment is used in a majority of leading 
U. S. banks, including Federal Reserve Banks 

A sales presentation outlined by R. Duke Miller, Mosler’s 
New York | 


rounded example of skillful use of sales techniques 


manager, is also cited by Greif as a well 


Repurchases Business in Dayton, Ohio 

Charles E. Staley, who sold the Dayton Blank Book & Print- 
ing Co., 24 N. Jefferson St., Dayton, Ohio, to the Columbus 
Blank Book & Manufacturing Co. several years ago, has re 
purchased the business from the Columbus company 

Mr. Staley reports that plans are underway to expand opera 

yns of the Dayton company which was organized: in 1894 
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Write today for the complete 
GUSSCO Catalog. 


=> 





SELL with confidence! 


You sell GUSSCO “filing and finding” supplies and 
equipment with absolute confidence that the qual- 


You sell GUSSCO Products with absolute conii- 
dence that they represent a better buy for the 
money. They are priced right. 

You sell GUSSCO Products with absolute confi- 
dence that you will never encounter direct factory 
competition. We sell through dealers only. 

You sell GUSSCO Products with absolute confi- 
jence that you can take care of unusual or special 
requirements of your customers prompily. 

Yes, you find selling GUSSCO Products is a very 
profitable habit. We are ready to serve you. 








The Hanging Folder with adjustable metal tab. 


All your customers should be using this 
modern Guide-O-folder method of filing 
and finding in all their current files. There 


FIBREBOARD TRANSFER 
FILES 


Reinforced by steel * can 
be stacked as high and 
wide as desired + 3 styles 
* REGULAR all fibreboard 
economy style — LEADER 
steel front style — DELUXE 
steel front with roller bear- 
ing drawer a ° 
shipped flat * fold together 
without tools, nuts or belts. 


3 STYLES - 13 SIZES 


. aes ™ “ 


,— ’ 








The GUSSCO line of “Filing and finding” 
supplies is complete. Our dealers know 
they can always depend on us for good 
quality and uniformity. All GUSSCO Prod- 
ucts always represent the best “buy” 
for the money. 


is still a virgin and very profitable field 
for you. Write us today for samples. 


Transfile* 









GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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Now 
Ou can 
Satisfy 
all of 
your 
customers 
needs 
with the 
big 
Dennison — 
Line of 

i Index 
Tabs and 
Divider 
sets 


For complete information 
write: e 


FRAMINGHAM, MASS 
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A Growing Business 





(Continued From Page 139) 


the service and production divisions, and as near the sales di- 
vision as the telephone. All divisions will be situated for 
maximum performance—individually and as a team.” 

In summation, Mr. Constantine had praise for his associates 
and employees who, he said, have been the most important 
factor in the firm’s growth. “Creative salesmen are all-im- 
portant and the first prerequisite for any really successful busi- 


ness today,” he said. 





Partial View . . . of the office at the sales terminal shows 
how modern area can be environment for working staff and 
double as show area for customers. 


However, the desire to effect a good sales personnel deh- 
nitely requires the proper environment and the best tools 
Chis can be the greatest asset behind the effort to create better 
sales personnel, and the result of an environmental change can 
give a powerful lift to their enthusiasm, attitude, and alertness 
as well as creating pride in being a member of the organiza- 


tion 


Publish New Ivan Allen Co. Catalog 


Gene Ownby, manager of the stationery department of Ivan 
Allen Co., has announced the publication of the firm’s new 
catalog of office supplies. 

This new edition marks the fifth in a series since 1950. It 
is one of Ivan Allen’s family of four basic merchandise cata 
logs. Others include: Office Equipment, Business Printing, 
and Architects, Engineers and Artists Supplies 

The front cover in two shades of green on coated paper fea- 
tures Ivan Allen’s new signature design which is being used 
extensively on company stationery, store signs, trucks and ad- 
vertising. 

The Office Supplies catalog contains 352 pages, with the 
first half a records insert from National Blank Book Co. The 
latter half contains a complete selection of office supplies and 
was produced in Ivan Allen’s own printing plant by offset 
lithography 

The catalog was presented concurrently with a February pro- 
motion on National products to accounts in the four south- 
eastern states where the firm’s nine stores are located. Ivan 
Allen's 60 Gutside salesmen distributed more than 6000 copies 
during February with another 3000 copies for later distribu- 


tion to new accounts 


Detroit Firm Opens New Branch 


Central Office Supply Co., Detroit, Mich., announces the 
opening of another branch March 1 at 2209 Woodward Ave 
in the Fox Theatre Building of Detroit. 

The main store is in the Stephenson Building, 6546 Cass 
Ave. and a branch is also operated in the Michigan Theatre 
Building, 216 Bagley Ave. in Detroit 
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2 FULL ROWS OF BALLS 
2 UNINTERRUPTED RACEWAYS 


In the Faultless 2000 Series for office chairs, you 
have a trouble-free, 3-piece swivel—the most 
important functional part of the Caster... your 
complete assurance of easy swiveling. Nothing 
could be more simple, stronger or positive than 
this 3-piece swivel construction. The hardened 
raceways are continuous... no interrupted flow 
of bearings, no friction—no wobble. The lower 
raceway is turned from solid steel for precision 
operation—an exclusive Faultless advantage. 

The 2000 Series Office Chair Caster outper- 
forms and outlasts the ordinary kind because 
two full rows of ball bearings distribute the load 
evenly, hold the stem in firm upright position 
for swiveling and prevent undue wear of hole 
in chair leg. One more reason why leading re- 
tailers are using Faultless Office Chair Casters 
as the wedge to new and bigger business. 


Choice of Plaskite (hard tread) or 


Ruberex (cushion tread) wheels. 


, HELPS YOU 
CUIVEGLB4)4), 800ST 












Lower 
member * ball race’ 
t ed from 

har 


BOLT AND 
NUT AXLE 


NZELTING 
















In addition to supplying 
you with the best engi- 
neered Furniture Casters, 
Faultiess helps you reach 
and sell more customers 
than ever before. This way 
we both take the waste- 
motion and guesswork out 
of caster selling. 

1. Only “time-tested” 
items have been selected 
for this FREE 4-color Coun- 
ter Display. Customers 
can't resist picking up 
Casters and Glides, on convenient 
handles and selling themselves. Re- 
sult: Faster turn-over and profits on 
an active stock of ‘best sellers."’ You 
pay only regular prices for the 
merchandise—the Display is FREE. 


OFFICE FURNITURE 


GLIDES AND CUPS 












FAULTLESS CASTER CORPORATION EVANSVILLE 7, IND. « 


Greenville, S. C., High Point, Indianapolis, Los Angeles, New Orleans, New Y 


rk, Philadelphia, Portiand 
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2. Every type of pop- 
vlar Furniture Caster 
will be found on the 
pages of this new cat- 
alog. A complete—a 
condensed—a quick 
turn-over selection of 
best-sellers. Ask for 
copies of Form No. 
202, no obligation. 


3. A really complete 
line of fine Furniture 
Glides illustrated and 
fully listed in a new 
catalog. Modern de- 
signed, precision work- 
manship and fine fin- 
ish throughout. Ask for 
@ supply of Form No. 
201B and boost your 
Glide sales. 
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.--Give them a show 
and watch Sales Grow 
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Polyethelyne 
Packaged 
SELF-SERVICE 


ome OOTEM yerres Wize 


FILE ron cpl 


FOLDERS 
(MANILA AND COLORED) 


A new attractive, polyethylene packaged 
line by Imperial Methods meets all the de- 
mands of the self service trend. Here's the 
quick practical and profitable way to sell 
top quality filing supplies to the small 
quantity buyer — at popular low prices. 


WRITE FOR FREE SAMPLES AND PRICES TODAY! 


Impettal [ifethods (0 


FOREST PARK, ILLINOIS 
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‘Space Race’ National Dealer 
Contest Launched by Facit, Inc. 


Cwenty-f« all expense paid, six-day vacation trips to Mex 
City ill be awarded as grand prizes in the 1958 “Facit 
S} Ri tionwide contest for dealers and distributo 
Facit calculators, Facit typewriters and Odhner adding ma- 
ne lr} t was launched by Facit, Inc., U. S. distributors 
three basic Swedish-made office machines 

| con xtending through August, will be based on 
outstanding sales achievements during the six-month period, 
utilizing ely theme of space travel and rockets as guide- 





‘Blast Off’ . 


. George W. Hoag, gen 

eral sales manager of Facit, Inc 
hown at the central launching site 
tf the ‘Facit Space Race 


posts in tl scoring, with final ‘Prize Galaxy” awards an 
September Runners up Ww 7 receive other valuable 

} Z¢ 
sales incentive contest sponsored by Facit, 
S Sp: Race was developed as an exciting tollow-up to 


t f uccessful “Facit Olympics” held last year, which 
George W. Haag, general sales manager reports, brought en 
t t nse trom dealers across the country 

According to contest rules, participating dealers will 


within their own territorics, insuring an equal 


Opportunity fe all, including two “launching” areas in the 
ast and t n the west. Four grand prize winners will be 
lectes tre ach territory for sales es abov prescribed 
Space quot: as well as ror greatest Ss; s volu 
While in beautiful Mexico City, winners will have an op- 

tunity the newly-establishee ales and executive of- 
f Fa Central American Co. 7 + guests will also be 

to special series of Class | hniques 

Facit at which additional prize awards will be 

( plet tails on the ‘'Facit Space Race,” including rules 
ilable immediately ¢ Facit district sales 

ctly trom Facit’s sal cadquarters at 404 


Fourth Ave N\ York 16, N. ¥ 35 Montgo ry St 


Firms Merge in Broken Arrow 


A merg of McSpadden Business Specialties with the Bro- 
ken Agri O Supply, Broken Arrow, Okla., marks a 

ange in ownership of the latter firm 

Locate t 514 S. Main St., the busine yntinues as 
Broken Arrow Office Supply, with Carl McSpadden ; is man- 


and < ( nel C. A. McWilliams, who surchased the 
upply business from Mr. & Mrs. W. E. Meskendiin, is 
management of the 
business 


| 


h he Said 


Mr. Blankenship, who operated the office supply 
also has an accounting business, whic 


devote to management of the 


enough time to 


OA-4/58 








Of 











AN ELECTRIC ADDING MACHINE 
AT THE PRICE OF AN 
OLD-FASHIONED 
HAND MACHINE! 





General fully electric adding ma- 
chines operate at almost three cycles 
per second. New, simplified rotary 
action enters your figures with top- 


speeq accuracy. 


FOOL-PROOF" 
TOUCH CONTROL 


Each key is cushioned to eliminate 
time-consuming errors caused by 
finger slips. All control keys are elec- 
trified and do not require a free 
cycle. General's nine-column capac- 
ity allows you to add and total as 
high as one less than a billion—or, 
in dollars, one cent less than ten 
million (9,999,999.99). 


SIMPLIFIED SPOT-CHECKING 


General's visible adding dials and 
clearly printed total, sub-total, and 
subtraction symbols save endless 
hours of searching out hard-to-find 
errors. Visible adding dials serve as a 
constant check while you work and 
provide the means for direct division 
without the need for using recipro- 


cals. 


RAPID, ACCURATE SOLUTIONS 
TO ALL 
MATHEMATICAL PROBLEMS 


This entirely new machine performs 
the work of machines selling at ap- 
proximately twice the price 
quickly, easily. Addition and subtrac- 
tion are automatic; all entries are 
made directly into the keyboard with 
effortless ease 

o> Lt 


4 


+ ADDS Cen, 
— SUBTRACTS ee 
% MULTIPLIES 





DAS 7465 
859780625 34% 







= DIVIDES B374657560690° 
“te £3 72530) a 





* q weneral 


adding machine 


FULLY ELECTRIC 












plus tax 


Model 99 
Adds and Totals 
to 9 column capacity « 
Visible Adding Dials « 
Velvet-key Action « 
Color-Styled * Portable « 
Rubber Pad Base « 
Operates on AC-DC + 









qHere’s news for the Budget-Minded! 


| Adds and Totals to 7 column capacity * Prints Sub-Total and Total. 
First Fully Electrified Machine at low price of $119.50 pius tax 


Carrying cases available on both models 





THE GENERAL-GILBERT CORP. (Est. 1807), 150 Broadway, New York 38, New York 
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Insert wooden pencil at the 

natural writing angle . . . the 
Electro-Pointer instantly gives you a 
perfect point, automatically. Sharpens 
any size pencil, does not chew up pencil, 
but sharpens just enough. Proven through 
14 years of satisfactory service. Display 
it, it sells itself! 


WRITE 


COMPLETE 


1825 MACKLIND AVE. « ST. LOUIS, MO. « U.S.A, 





Reflector-Hardware Opens Coast Office 


Reflector-Hardware Corp. announces the opening W 
Pacihc Coast office showroom and warehouse at 8 S. Los 
Angeles St., Los Angeles, Calit 

Roland Lipton, of the executis sales staft at RH¢ 1a5 
been named to head the new branch. Among the facilities that 
will be mad ailable to all retailers, will be complete coun 
seling services on store planning, remodeling and moderniza 

yn; hund: photos, slides and illustrations of actua 
store layouts: and a complete cross-section of the broad 
tion of merchandising and display equif nt availabl 
ompany 

Che new Pacific Coast office 1s the latest effort in tl 


pany 's pro ssiveé program of expansion and will permit the 


retailer or store owner in the western states to take full ad 
vantage of the company’s many customer services 

With the opening of this Pacific Coast office, the firm wil 
now maintain complete offices and showrooms in Chicago 
New York and Los Angeles, in addition to company represen 


tatives in Dallas, Texas and Charlotte, N. ¢ 


[The firm recently moved into a new 25,000 square toot 
building in suburban Chicago, which houses the main offices 
showroor irehouse and complete manufacturing under one 
oof 


Rubin Heads Royal Metal Marketing 


Che election of Edward B. Rubin as vice-president in charge 

marketing of the Royal Metal Manufacturing Co. has been 
innounced by D. Dadourian, president 

Mr. Rubin has been vice-president of marketing and planning 
tor Spiegel, Inc., Chicago, and consultant on marketing 
Prentice Hall, Inc. He is a native of Chicago and now makes 
his home in North Caldwell, N. J. His appointment is another 


major move in the reorganization of Royal's marketing opera 


tions which were begun with the consolidation of the executive 
iffices in New York 
A new Chicago showroom 1s scheduled to be 


time in February in the Merchandise Mart 


CANCER’S 
SEVEN 


DANGER 
SIGNALS 


Unusual bleeding or 
discharge 





A lump or thickening in 
the breast or elsewhere 


A sore that does 
not heal 


Change in bowel or 
bladder habits 


5 Hoarseness or cough 


rs) Indigestion or difficulty 
in swallowing 


7 Change in a wart or mole 


if your signal lasts longer than 
two weeks, go to your doctor to 
learn if it means cancer. 


AMERICAN CANCER SOCIETY 


@ 
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New BeP 
Featherweight 


Memo Books 


Popular! No Pocket Bulge! 


Featherweight Memo Books are light 
as a feather. They’re designed to fit a 
pocket without bulging. They’re 
flexible, durable. Mixed in 5 attractive A. MO RG, G. 

. 2 : < . , } _ a bee YOKS 
colors in 3 major sizes. Order now to aa ets eae 


fill your customers’ needs. ea 





| MEM WEIGH? | 










Quick-Change Fillers Mean Extra Profits 4 


They slide easily into cover 


Featherweight Memo Fillers fill the bill profitably for a repeat item. ye 3 
Refills are a cinch to remove and insert. Extra refills are included in — 
the assortment shown. Contact your B & P Representative. 














A22 Assortment consists of the following Memo Books and Fillers 


2 BL24 2 BR24 2 WE24 2 GR24 2 GN24 2144"x4" 
2 BL35 2 BR35 2 WE35 2 GR35 2 GN35 we Se 4 ENVELOPES (2 Fillers each) O35F 3 x5 
2 BL42 2 BR42 2 WE42 2 GR42 2 GN42 41,,"x 2%," 4 ENVELOPES (2 Fillers each) O42F 414x2% 


Additional fillers packed 20 to box of one size 


4 ENVELOPES (2 Fillers each) O24F 214x4 











Boorum & Pease 


General Offices: 84 Hudson Ave., Brooklyn 1, N. Y. + Boston 10: 

80 Summer Street « St. Louis 2: 155 So. 8th Street + Chicago 7: 310 W. 
Polk Street « New York City Salesroom: 349 Broadway, New York 13 
Chicago Salesroom: 1519 Merchandise Mart Plaza, Chicago 54. 





Over a century of leadership in 
record-keeping forms ond devices 
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VINYLITE PLASTIC 
LABEL HOLDERS 





“will not warp, curl or crack” 


SO EASY TO USE 


1. SNIP—You can cut to the desired size, 
easily and quickly. 







2. STRIP—Remove  back- 
ing to expose the acti- 
vated adhesive. 


3. STICK—Apply with finger pressure. It 
sticks permanently to metal—wood—cork— 
glass—plastic—any clean surface. 





4. INSERT—Insert label or 
card. It's open on three 

Crises for your conveni- 
ence. 








HUNDREDS OF USES 


You can enjoy neat attractive 
labels anywhere in office, factory 
or home. 
on desk trays 
library shelves 
display units 


cabinet drawers 
storage shelves 
parts bins 





| 

| 

| 

| 

| 

| 

| 

| 

| FOR AUTO DEALER 
| PARTS BINS, ETC. 
| 

| 

| 

| 

| 

| 

| 





AVAILABLE IN 3 SIZES 
Ten 6” strips per package— 
PS-% a” x 6"—PS-% %" 
x 6"—PS-1 1” x 6” 

Special Sizes on Request 


CONVENIENTLY PACKAGED 


In individual plastic packages, 3 . 
including both Holder and Label | ——_ 
Cards FOR SUPER MARKET 

. FOOD SHELVES 












Available from your Office Supply Dealer or for information write to 


Office Products Ine. 


26029 W. 8 Mile Rd. ¢ -Detroit 40, Michigan 
Arch K. Ansty Canadian Distributor: 

The Luckett Loose Leaf, Limited 
Toronto 14, Ontario 


West Coast Distributor 
171 2nd St., San Francisco 5 





Territories available for Dealers and Distributors 
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Financial Notes 


Burroughs Corp. Revenue Sets Record 


World-wide revenue for Burroughs Corp. for 1957 inted 
to $282,773,95 1 new record and approximately $10,000 ) 
higher than the $272,879,246 reported for the precedin 
Incoming orders for all kinds of electronic data | ing 
quipment, including military product were nsiderably 
higher and were almost at record levels. On the ot 
met earnings for the year, after income taxes, we! $10,074,- 
594 or $1.67 per share, as compared with the $14,197,021 or 
$2.35 per share reported tor 1956 

Estimated income taxes owing to the United States and 
other governments amounted to $7,760,000 for 1957 


pared with $12,625,000 for 1956. 


A substantial part of the orders received in 1957 


ercial equipment represented the more automatic and com- 
plex line of products developed through the company’s inten- 
sive research and development program in recent years, which 
is just now coming from production, ana n which deliveries 


were negligible in 1957 


Royal McBee Reports Sales, Earnings 


Royal McBee Corp. has reported sales for the six months 
ended January 31, 1958, of $47,090,391, as compared with 
$52,808,554 for the like period of 1957. Net earnings after 
provision tor federal taxes totaled $1,352,715, or 77 nts a 
share on the common stock, compared with $3,133,997, or 


$1.93 per share in the 1957 period 

Commenting on the decline in sales and profits for the six 
months period ended January 31, 1958, as compared with the 
Same period of the previous fiscal year. Allan A. Ryan, chair- 
ian of the board of directors, said that ‘Following an industry- 
wide trend, our sales of office typewriters fell off sharply dur- 
ing the second quarter of our current fiscal yea 

However, he said, “combined sales of other con pany Pp! 
icts and services, including data processing equipment and 
supplies, portable typewriters, and typewriter supplies and 
services compared favorably with the previous year and showed 
an increase of 2% in dollar volume 


Standard Register’s Earnings Up 9.8 % 


Earnings of The Standard Register Co., business forn nanu- 
facturer, rose to $2,508,000 tor 1957 or $2.56 a share from 


$2,283,000 or $2.33 per share, the year before, according to 
. a 


M. A. Spayd, president. Sales volume totaled $46,781,000 in 
1957. up $3.400.000 trom 1956. 


A first-quarter dividend of $.30 per share was declared by 
the directors February 12, payable March 10 to stockholders of 
record on March 1. Dividends per share in 1957 were $1.20 


compared with $1.06 in 1956. 


1958 ‘‘Who’s Who”’ to Bow This Fall 

The 1958 edition of “Who's Who in the Office Machine 
Industry” will be placed in the hands of the members this fall, 
according to plans now in the making by the National Office 
Machine Dealers Association. This biennial publication is @ 


roster of the members of the Association and is looked upon 
as a very important adjunct to memb« rship. Besides tl om- 
pany name of each member there is a listing of the products 
handled, including franchises. Information is also given on used 
equipment and what type of repair work can be hand All 


sideline merchandise that is sold is also named 
A cross-index of product brand names and who manufactures 


them is presented as an important feature. A large section of 
the book is given over to an alphabetical listing of es mem- 
yer in the organization. Many members use this book to locate 
i dealer in a city to which a customer has gone. Many ichines 


rave been found and returned in this manner 

The 1956 issue of the Who's Who contained 2 pages 
but the large expansion in membership will require a book of 
considerably greater size. Present plans are to change the type 
of binding entirely from former issues. The book will probably 


have a new look” as the pages increase 
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What’s all 

the excitement 
in the 

front office? 
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Everyone wants to see and use that new Marchant Deci-Magic 


. eas/est calculator to operate ever bui/t...ends decimal-point errors 


The figure boys in this firm have every right to be excited about this new 
calculator that banishes decimal-point doubt, that ends decimal-point errors 


.. forever. 


The Marchant Deci- Magic is the world’s first and only calculator to auto- 
matically set decimals in the keyboard and all dials. Touching one key one 


time guarantees correct decimals throughout a problem and in the answer. 

This positive protection, plus many other exclusive advanced features, 
makes Deci- Magic the most accurate, the easiest calculator to use ever built. 
No wonder this firm’s calculator users asked to see it perform on their own 
figurework ...no wonder they’re excited! 


eeovovvvvvys Bf SEE WHAT DECI+MAGIC CAN DO FOR YOU—MAIL THIS COUPON TODAY 





vVveo CML LLY 


— Se: eeouveevuveuu a Eee eae cece 
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eve ove cevr 

eoo oo Cf98 COO ° c 
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(ieee LE) CALCULATORS. Inc. 


CAKLAND B&B, CALIFORNIA 






a. eo 
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MARCHANT CALCULATORS, INC. - OAKLAND 8, CALIFORNIA 


C) We'd like to know more about the Marchant 
Deci+ Magic. Please send free descriptive literature 


O We'dalsolikea copy of your folder, ‘Index to Modern 
Figuring by Marchant Methods.” P.4 


———O—O— — 
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> CURMANCO -- 
OFFICE TOOLS | 


% A COMPLETE LINE *& 
THE FINEST IN TIME SAVING STEEL OFFICE SPECIALTIES 
Clears The Desk For Action! 





“ELETTER SORTER rr heives 


NO CORNER POSTS TO DODGE! 

Sorts, Classifies, Distributes the papers 
of daily work. Sloping Trays Catch and 
Hold the papers. 








GREEN-GRAY-BROWN-MIST GREEN-COPPER TAN 
NO. 202 LETTER SIZE, 2 tray incl. base $4.00 
NO. 203 LETTER SIZE, 3 tray incl. base $5.25 
NO. 204 LETTER SIZE, 4 tray inc base $6.50 
NO. 205 LETTER SIZE, 5 tray incl. base $7.50 











Daily Business Sorter! 
SORTING TRAY é 


Active papers can be re- 
ferred to instantly... open 
like a book. When used with 
A-Z index folders or tab 
guides, the corrugations in 
the bottom prevent slipping. 














NO. 115 LETTER SIZE without index $4.00 
NO. 116 LEGAL SIZE without index $5.00 
STATIONERY 
SEPARATOR 


Fits into standard typewriter 
desk drawers without papers 
catching when drawer is 
used. 3 inches high, 4 letter size and | half 
size trays. Holds 200 sheets. 8%" x 18" x 3" 
Electrically welded one piece. NOT ADJUSTABLE. 


NO. 310 LETTER SIZE with 5 divisions — Wt. 4 Ibs. $4.50 | 














STATIONERY AND 
ENVELOPE SEPARATOR 


Fits into desk drawer. Has 
four letter-size and one half- 

size trays, also pockets at end to 
hold a good supply of both large 

and small business envelopes. Keeps sta- 

tionery and envelopes handy, clean and ready to 

use. Saves Stenographer's time. Made of art steel, electro 
welded into one solid unit. 3"° high x 9'' wide x 21" long. 








NO. 311 LETTER SIZE — Individually boxed. — Wt. 5 Ibs. $5.50 


CASHIER’S PAD RACK 


Every business has various pads, 
bank checks, receipts, contracts, 
partial payments, delivery and serv- 
ice forms. This rack holds each, 
easy to reach. Saves space and con- 
fusion. All one piece welded steel. 
Hollow space inside. 
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No. 566 Six Pocket 8”x71/2"x4” $4.00 
No. 568 Eight Pocket 8”x91/2”x5¥/2” $5.00 
No. 570 Ten Pocket 8”x91/2”x65e” $7.50 


CORRESPONDENCE 
SEPARATOR 


Keeps letters, price lists, folders or 
catalogs separated for quick, easy 
reference. Not adjustable. Special 
sizes made to order. Distance be- 
tween uprights 134". Label slot each 
side. Comes in five colors. 

















NO. 105 LETTER SIZE with 5 divisions — Wt. 6 Ibs. .$6.00 





DEALERS WRITE FOR COMPLETE CATALOG AND 
DISCOUNT SCHEDULE 


~~*"! CURRIER MFG. CO., INC. /-*>-~ 


2448 W. LARPENTEUR AVE., ST. PAUL 13, MINN. 





, 
‘ 
, 
‘ 
L 
‘ 
s 
‘ 
, 
‘ 
, 
] 
, 
, 
’ 
‘ 
' 
‘ 
¢ 
‘ 
‘ 
‘ 
‘ 
‘ 
‘ 
, 
L 
, 
, 
, 
‘ 
a 
‘ 
‘ 
’ 
+ 
‘ 
‘ 
‘ 
‘ 
‘ 
‘ 
‘ 
‘ 
‘ 
t 
’ 
‘ 
. 
. 
‘ 
‘ 
’ 
‘ 
« 
‘ 
, 
‘ 
’ 
‘ 
s 
‘ 
‘ 
‘ 
s 
a 
‘ 
‘ 
‘ 
‘ 
‘ 
, 
‘ 
‘ 
’ 
, 
‘ 
. 
‘ 
, 
‘ 
’ 
, 
, 
‘ 
, 
’ 
‘ 
‘ 
> 
, 

‘ 

’ 

’ 

, 

, 

, 

‘ 

, 

, 

, 

‘ 

‘ 
‘ 
‘ 
‘ 








228 





Diebold Deactivates Souped Safe 


Appearing r Q 
TV-like suspense roll, 
sofe experts and of 


ficials of Diebold 
Inc. were called upon 
recently to open an 
1800 Ib. money chest 
treated with nitr« 

glycerine. C ntaining 
enough “soup” to ob- 
literate a large build- 
ing, the chest was 
gingerly escorted by 
Army ordnance men 
from a food chain 
store in Akron, Ohio, 
to Diebold’s Canton 
plant. An_ estimated 
two to six ounces of 
nitr« had been 
poured through drill 
holes in an attempted 
weekend burglary 
and presumably was 
abandoned by the 
thief when he feared 


tox lorge an expl 





Name General Sales Manager for Vail 


Martin H. Myers has been named general sales manag 
Vail Manufacturing Co., according to an announcement re 
leased by E. J. Ryan. executive vice-presi 
dent 
In making the announcement, Mr: 
Ryan pointed out that despite any general 
business recession, Vail has shown in 
creases of from 5% to 25% 1n each ot 
the last seven months. “This rapid ey 
pansion ot Vail sales at both th om 
mercial and industrial levels has neces 
sitated the appointment of a single sales 
executive to co-ordinate all marketing 





activities,’ Mr. Ryan said 
Prior to joining Vail Manufacturing 
Co., Mr. Myers was a sales executive with the Dormeyer Cort 


Martin Myers 


Textileather Shows New Patterns 


A floor display will call attention to the new patterns and 
designs in vinyl fabrics for business and professional furni 
ture at the exhibit of the Textileather division of The General 
lire & Rubber Co. at the National Office Furniture Associa 
tion, in Convention Hall, Philadelphia 

Serving a dual purpose, the floor display is a symbol the 
wide range of patterns and color in vinyl fabrics manufac 
tured by Textileather for business and professional furniture 
It also is a reproduction of Texileathez’s new and complete 
vinyl upholstery sample kit for the business furniture industry 

The new Textileather sample kits, which have a loose-leat 
arrangement for the insertion of new patterns as they are in 
troduced, are available by writing on company letterhead to the 
Textileather Division of The General Tire & Rubber C 
Toledo 4. Onn 


Eix Named Sales Manager for Firm 


William H. Eix, formerly territory salesman for north Texas 


and southern Oklahoma for Chicago Printed String Co., has 
been named sales manager for the southern district composed 
of Texas, Oklahoma, Louisiana, Mississippi and Alabama 
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New money-maker from “‘Scotch”’ Brand... 


| Amazing linerless tape 
that sticks on both sides! 





Look what your customers 
can do with it: 














ATTACH riders, endorsements to 
documents neatly and easily. Tape 
holds papers invisibly . . . eliminates 
bulky fasteners. 






MOUNT records, lists, notices quickly. 
No moistening, no waiting . . . tape 
sticks tight at a touch! 


Start making extra profits now...with 
LINERLESS | 


S BRAND 
DOUBLE-COATED 


CELLOPHANE TAPE 
No. 665 


5 
The term “‘Scotcl nd the plaid design are registered trademarks of Minnesota Mining and Mfg. Co., St. Paul 6, Minn. Export Sales Office: 99 Park 
Ave., New York 16, N.Y. In Canada: P.O. Box 75 London, Ontario 
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STOCK UP NOW! Sell the new 
linerless ‘‘Scotch’’ Double-Coated 
Tape in thrifty 1296-inch rolls (retail 
$1.97). No special dispenser needed 
... fits any 3” core dispenser. 











The following is published by International 
Business Machines Corporation, in accordance 
with the provisions of the Final Judgment entered 
Jan. 25, 1956, in Civil Action No. 72-344, United 
States District Court for the Southern District of 
New York: 


SECTION \ 


(a) IBM is hereby enjoined and restrained from 
acquiring any used IBM tabulating or electronic data 
processing machine owned by another person or the 
Service Bureau Corporation hereinaftei provided for 
in Section VIIL of this Final Judgment otherwise than 
as (1) a trade-in on a purchase of a tabulating or elec- 
tronic data processing machine from IBM or (2) a 
reasonable credit against sums then or thereafter pay 


able to IBM by a customer. 


(b) IBM is hereby ordered and directed to solicit, 
in the manner specified in the provisions of paragraph 
(c) of this Section V, from dealers in second-hand 
business machines orders for the purchase of any used 
IBM tabulating or electronic data processing machines 
acquired by IBM pursuant to paragraph (a) of this 
Section V. The price charged by IBM for any such 
machine shall not exceed 85% of the price computed 
pursuant to paragraph (c) (1) of Section IV of this 


Final Judgment. 
(c) IBM is hereby ordered and directed: 


(1) within one year after the entry of this Final 
Judgment, and each six months thereafter for a 
period of five vears, to cause the provisions of this 
Section V to be published in at least two trade jour- 
nals of general circulation among dealers in second- 


hand business machines: 


(2) commencing one vear after the entry of this 
Final Judgment, to furnish at intervals of not more 
than 30 days to all dealers in second-hand business 
machines who shall within the preceding 180 davs 
have made written requests therefor, and to at least 
one national trade association of such dealers, a list 
of all tabulating and electronic data processing ma- 
chines acquired by IBM pursuant to paragraph (a) 
of this Section V since the date of the making of 


the last such list, and the prices thereof; and 


(3) to keep all machines listed in the information 
furnished pursuant to subparagraph (2) of para- 
graph (c) of this Section V available for inspection 
and purchase by one or more of such dealers for a 
period of 60 days after such information shall have 


been furnished. 





230 


Swivel Chair Repairing 
Is Firm's Specialty 


@ COMPLETE REPAIRS for broken swivel chairs is a unique 
specialty which has worked out well for the Salt Lake Desk 
Exchange, Salt Lake City, Utah. The firm repairs an average 
of 21 chairs per week for territorial businessmen 

[his program began more than a dozen years ago, accord- 
ing to Lou Slagle, founder of the firm. While currently carry- 
ing a complete line of new, modern office furniture, Salt Lake 
Desk Exchange also maintains a complete repair shop on its 
upper level, including paint spray room, a paint department 


and a complete woodworking shop 

Part of the growth of the shop can be traced to Mr. Slagle’s 
curiosity as to what type of office furniture was most often 
damaged and discarded. Back in prewar days, he investigated 
while making regular sales calls and found that probably no 
piece of permanent furniture in any office is as likely to be 
tossed on the trash heap after damage than the swivel chair. 

Che very nature of construction of these familiar office chairs 
nilitates against ease of repair, Mr. Slagle pointed out, with 
a result that when a leg was stripped, the socket at the base 


of the seat broken off, or the like, the usual reaction on the 


+ 


part of the businessman was to consign the chair to the city 


caqump 


Sentiment Plays Part 


Interested, Mr. Slagle began keeping an eye out tor swivel 


chairs which showed eminent signs of an early demise: such 


as chairs with cracked legs, missing casters, or missing back 
rungs. In each case, he asked whether the office manager would 
like it repaired, and in most instances got an enthusiastic ‘‘yes.” 


Part of this assent is usually based on sentimental attachment 
to a chair which has seen long years of service in a business 
oftice, the Utah dealer indicated. 

Experimenting in the shop, it was found that forming new 
legs from hardwood was not a difficult problem, but that the 
myriad of metal fittings used by different manufacturers were 
definitely an obstacle. This was overcome by making a con- 
certed effort to acquire replacement parts for the swivel chair 
Output Of many manufacturers. 

Many letters and telephone calls went into the program, and 
Salt Lake Desk Exchange soon had in possession a huge stock 
of replacements parts. Since then, no matter how badly damaged 
a swivel chair may be, it is almost a foregone conclusion that 
the firm can put it into like-new condition in the matter 
of a tew hours 

Che stock includes casters, springs, spindles, metal sockets 
star, reinforcing plates, various types of trim hardware, ad- 
justments, special bolts, screws, and metal corners. With many 
thousands of dollars worth of specialized power tools in the 
shop, the chances are that where an “orphan” swivel chai: 
turns up, produced by a manufacturer no longer in business 
that Salt Lake Desk Exchange's shop employees will be able 


to fabricate a 1 placement. 
Now, this service has become so well known that almost 
no advertising is required to maintain a capacity volume which 


averages around three swivel chairs a day or 21 per week 

Most of the new customers who call in and ask for swivel 
chair repairs are “referrals” who have been told by business 
associates or friends that the swivel chair can be repaired at 


Salt Lake Desk Exchange. 


Figure Cost Individually 
In actual processing, swivel chairs are disassembled down 
to component parts closely checked for the possibility of 
later damage from cracks, worn spots, loose fitting screws 
or bolts. Most common damage is the breaking out of one 
of the claws-type legs which fan out from the base, followed 
closely by spindle damage at the juncture with the seat. 
The damage is seldom the same, however, so there has been 
no move to set up a flat price for repairs. Instead, each chair 
repair is figured out on an individual basis, taking cognizance 


of the probable hours of labor, the cost of materials, and the 


replacement parts. Salt Lake Desk Exchange has seldom ex- 
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the NEW Suny Sounger 


R, “Recommended for life” 


." or Life forthe Burimers Gpocitive / 


LUXURY LOUNGER is a Functional sofa designed for the executive on the “go”... 
yet a man wise enough to recognize the need for a pause now and then that relaxes 
and refreshes. Here is the decorator touch with built in "life prolonging” features. 
Note the sloped arms which permit the individual to rest comfortably without the use 
of a pillow. Don't sell sofas . . . sell LUXURY LOUNGERS and watch your furniture 


sales soar. 


Contemporary design. Sag-well web bottom with double cone hand-tied springs with 

foam rubber over springs. Tight seat construction. Upholstered in top grain leather, 

Naugahyde or fabric materials. All exposed legs are made of genuine walnut. 
#119 Sofa — 78” long x 31'/2” deep 


Also available in No. 119-2 Settee — 60” wide and 31'/2” deep . . . No. 119'/ 
Club Chair — 36” wide and 31'/2” deep 


STATIONERS ss. 


MANUFACTURING CO. 


4-20 W. TUCKER STREET, FORT WORTH, TEXAS 
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yo YOU 


WHEN FIGURED 
“PER YEAR OF 
SERVICE” 






paige -\, bd 4 


OFFICE MACHINE 


STANDS 









++-give your 
customers 
lowest cost per year of service 





Tiffany Stands last a lifetime... reinforced, heavy, all-steel con- 
struction holds up under continuous use for years and years. Another 
“plus” feature is complete safety for costly office machines. Vibra- 
tion-free, noise-reducing features make possible greater output by 
less strained, more efficient operators. 


These are the outstanding values that give your customers maximum 
return.on their Tiffany investment. 





MODEL 5000 > 


4-cup open top. Casters retract with 
positive action. Drop leaf attaches 
to either side, flush with top, or low 
for posting troy. 

With 2 drop leaves—Model 5002. 











The extra-heavy-duty stand 
for today’s electric typewriters 
and bookkeeping machines. 
Absolutely vibration-free. 
With 2 drop leaves—Model 
8002. 


MODEL 3000 > 


The popular-priced stand with same con- 
struction as Model 5000, except for caster- 
retracting device. 2'/2"’ rubber casters have 
metal brakes on 2 front legs. 


8000 and 5000 Series Stands are also 
available 35" high for stand-up work. 





Mr. Dealer—National advertising pre-sells Tiffany Stands 
for you. For further information, write Dept. OA. 


Y TIFFANY = of oF 


7350 Forsyth . Louis 5, Mo. 
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perienced a ‘‘turndown” on any such offer, even though in 
some cases repairs have been almost equal to the original 
yst of the swivel chair many years 

After disassembly, the chair goes to washroon where 
special paint and wax removers are used to strip the wood 
lown to the bar original grain. All rough surfaces are 
sanded before tl hair passes on to the paint spray room, 
vhere the proper stain, varnish, or other finishes are applied 
Reassembled, it moves to an upholstery shop for additional 


tacking down 


berore movin 


trengthening of upholstery, if any such exists 
back to the shipping room for delivery to the 
custome! 


| ! 


[The Salt Lake Desk Exchange, incidentally, sells on t the 
largest volumes of new swivel chairs in Utah, a tact directly 


traceable to th 


of old swivel chairs who decide to replace them with a new 


steady flow of traffic onsisting of owners 


one rather than pairing the old after visiting tl store 


Universal Paper Goods Co. Announces 
Change in Travex Executive Set 


Universal Paper Goods Co. has announced a slight change in 
its Travex Executive set. In the past, the set contained 25 letter- 
size or legal-size Travex folders with tabs completely assembled 
with subject headings 

In the future, the company said, the special heading inserts will 
be enclosed in an envelope along with a division set of inserts 
at no extra charge. This change is designed to give the set a two 


fold purpose, offering the customer a choice of uses 


Guest Book 


Joe E. Davis, who in recent years has been making his home 





in Southern California, phoned January 30 to arrange an ap 
pointment the next day but obtained the information 


by telephone and saved a day returning to the West Coast. Joc 


iesired 


has served as district representative for The General Fireproof 
ing Co. as sales manager tor Borroughs Mtg. Corp., and in 
other capacities. He has new plans in mind which are to bi 


nade public shortly 


Len C. Jacobs, manufacturers’ representative with headquar 

rs in Los Angeles, favored OFFICE APPLIANCES with a visit 
on February 5. He had come east to visit with manufacturers 
and at the sa time look after some personal affairs and was 
ibout to return to his territory, which comprises the thr Pa 
cific Coast states. also Nevada and Arizona 

Dale Acheson, manufacturers’ representative with headquat 


ters in Des Moines 
ary 6. Mr. Acheson travels in Illinois and 
states west of the Mississippi. He has covered that territory for 


stopped at our offices for a visit on Febru 
Wisconsin and five 
four years, has been active in trade gatherings and is well 


known among the lealers 


Bertran R. Swanger of Detroit paid us a visit on February 10, 


during a “busman’s holiday’ for him and Mrs. Swanger. They 
were relaxing after establishment of the Metropolitan Type- 
writer Co. and American Voss Corp. in building 
18050 James Couzens, Detroit 35, Mich. Along with “getting 


away from it all’ for a couple of days in Chicago, the Swangers 


pur¢ hased at 


vere making son business contacts. They expect to go to 
. urope later this year to visit the Voss factory and also attend 
exposition in Brussels 


Mr. & Mrs. Norman QO. Josephsen, Cincinnati, Ohio, visited 
Office Appliances on February 27. Mr. Josephsen is connected 
vith Business Equipment Co. They had come to Chicag 

rimarily to visit with Mr. Josephsen’s father who at the ag 
of 73 was retiring from a long-time connection with the City 


National Bank & Trust Co. of Chicag 
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Old Town Dealers cash in on years-ahead quality-plus-versa- 
tility. On volume and profits — continually created by nationally 
demanded, nationally advertised, nationally promoted Old Town 

prestige’’ products: Carbons, Ribbons, Duplicators and Duplicator 
Supplies. Old Town brings you outstanding sales on individual 
products and a full line! 
WRITE NOW FOR THE EXCEPTIONAL DETAILS ON AN OLD TOWN DEALERSHIP j 


CBP. No-Stain Cobalt Bive Process 


New! Revolutionary! For Spirit 
Duplicating. Fluid assures finer 
copies on any duplicator. Master 
f Units, CLEAN TO DUPLICATE, 
FILE, RE-RUN, produce BRIL 
LIANT, PERMANENT COPIES & 


SYSTEMS RECORDS. DUPLICATORS & SUPPLIES. Old Town manufactures ribbons, car- 
bons, and supplies and also offers a full line of spirit duplicators. 
Old Town Duplicators continually create business; sell themselves 
along with a complete range of supplies. Hand operated models and 
NYLON + AF RIBBONS. Com electric machines. 
bine the strength-sheerness of 


Nylon with controlled re-inking 







properties of special “AF” nat 
PLUS ... ANOTHER OUTSTANDING OLD TOWN QUALITY PROD- 
UCT SOON TO BE INTRODUCED. WATCH FOR ANNOUNCEMENT. 


ural fibres. Produce sharp, clean 


prestige” typing for executives 


DAWN CARBON PAPERS. 
Exclusive Super formula 
y/Loe) achieves ‘perfect-clear,” cop- 

Te ies; sharp, brilliant, fade- 
— ITER Oe proof. Will not smudge, curl, 


~ 


P 





wrinkle or crease. 





OLD TOWN CORPORA TI! ON Established 1917. 750 Pacific Street, Brooklyn 38, N. Y. 


World’s Foremost Makers Of Carbons, Ribbons, Duplicators and Duplicator Supplies. 
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* : 
L. P. goes to great 


length to make 
you a better 
piano 
hinge 





Where smart appearance and service 
count most, the rugged, king size LAKE PARK alumi- 
num or steel piano-type hinge is superior. Many office 
products from petty cash boxes to steel cabinets can 
benefit from the low cost, easy installation, smarter de- 
sign, and sales appeal that go with Lake Park quality- 
built piano hinges. Full length piano hinges come in 
81", 84”, 87” and 96” length. A 6” STAINLESS STEEL 
piano hinge is also available. 

If you use hinges on your products consider a swing 
to L. P. piano type; thereby hangs a sale. Write Lake 
Park today! 








L. P. means Loke Park 
L. P. means Longer Performance 






LAKE PARK 


METAL STAMPING, Inc. 
1221 Velma Court 
YOUNGSTOWN, OHIO 








(Gesecr Visible Binders 


most complete line being offered 








Records sighted 
instantly!) — Up 
to 40 sheets in 
a bank, 1500 in 


one binder! 





When your customers want a flexible, easy-to- 
use record system, sell them Cesco visible rec- 
ord equipment... better made. . . competi- 
tively priced . . . largest selection of binder 
types ... visible stock forms . . . indexes... 
accessories ... since 1900. 


Write Today for Cesco ‘‘Visible’’ Catalog 






The C. E. SHEPPARD CO. 





i 
44-07 21st Street Long Island City 1, N.Y 

; 
Please send Free Catalog on Visible Record Equipment and Forms : 
NAME H 
ADDRESS 
CITY 














Becomes Royal McBee Sales Promotion Manager 


Milton J. Strasser has joined the Royal 
McBee Corp. as sales promotion man- 
ager of Royal typewriter division. He 
previously spent 16 years in the electric 
typewriter field and, most recently, had 
been Cleveland branch manager for a 
national electric typewriter manufactur- 
er. With Royal he will put special em- 
phasis on sales program program for 
electric typewriters and will be head- 
quartered at Port Chester, N.Y 





Rogg Announces Expanding Sales Force 
For General-Gilbert Corp. 

Martin Rogg has announced the appointment of three addi 
tional sales representatives for the line of General-Gilbert 
adding machines. They are Ralph Crane, who will cover North- 
Oregon, Washington, Idaho, Montana, Utah, 
Southern California, 


ern California 
Wyoming; Frank Regan, who will cover: 
southern Nevada, Arizona, New Mexico, and Paul Melanson, 
who will cover Illinois, Wisconsin, Minnesota, Nebraska, Iowa, 
Kansas, North Dakota, South Dakota. 


Christensen Elected Ruppert Director 

Fred Christensen, executive vice-president and director of 
S. E. & M. Vernon, Inc., has been elected a director of Jacob 
Ruppert, Murray Vernon, chairman of Ruppert’s board of di- 
rectors, announced February 5. 

S. E. & M. Vernon, Inc., 65 Duane St.. manufactures loose 
blank books in Elizabeth. N. J. Mr. Christen 


sen has been associated with the company for 33 years, the 


leat devices and 


last 15 in his present position. 


He is also president and a director of Murray Metals, In 


Region 13 Launches a Name Contest 

Governor Al Pickar of Region 13, NSOEA, has announced 
a Name the Region Contest” for all members of the 13th 
Free registration at the convention to be held at Grossinger’s 
will be the priz 

Names are to be submitted to Governor Pickar at Acme 
Stationery & Printing Co., 1060 Broad St., Newark, N. J., by 
April 1 


Nathans Return from Vacation Trip 
Mr. and Mrs. Seymour L. Nathan back home from a West 
Indies vacation following the sale of their interest in Charles 
S. Nathan, Inc., New York office furniture and planning firm. 
Sy” and his wife Henriette comprise a veteran Mr. and Mrs. 
team in the business, the former having served as president of 
Nathan and 


ment SY 


his wife as head of the company’s design depart- 
plans to re-enter the office equipment field in as- 
sociation with brother Ives, a specialist in inventory control 


Macey-Fowler Introduces Workwall 

With an attractive exhibit in the sales rooms at 305 E 
63rd St., Macey-Fowler, Inc., has introduced the Workwall, a 
new movable partition manufactured by the L. A. Darling Co. 

An outstanding feature of the Workwall is the fact that most 
of the office furnishings, such as desks, pictures, credenzas, and 
light fixtures, can be firmly attached to the partitions or re- 
moved from them with a simple twist of a screwdriver 

The Workwall comes in a variety of patterns and colors, 
in sizes trom railing to ceiling heights. 


Houston Firm to Occupy Larger Quarters 

The Gulf Coast Card Co., owned and operated by Mr. & 
Mrs. A. R. Hersk, has signed a lease in Houston, Tex., for new 
and larger quarters at 1713 Louisiana St 
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MUTUAL 


Conlamalic PUNCHES 





Are Famous for Quality and Because They Center the Paper Automatically ! 








No. 250 Centamatic Multiple Punch 


This Punch is similar to the No. 300 listed above ex 
cept the handle is not nickel-plated and the 3 selectors 
do not include ball bearings. (Not Illustrated). 


ND I eictiidnaatiinecctoneidets $13.75 





Each of the models (No. 250, No. 300 and No. 400) 
actually does the work of at least 8 different Punches. 





No. 50 Mutual Two Hole Punch 





This Punch is unquesticnably the finest punch on the 
market in the popular price field. It is a strong, effi 
cient, accurate two-hole punch made of pressed steel 


construction. It punches two 14” round holes, 234” 
center to center and punches through 25 sheets of 
16 lb. paper. Equipped with adjustable gauge, re- 
movable tray and rubber feet. Finished in grey lustre 
enamel with nickel-plated guide. Base 444” x 614”. 
Individually boxed 


Jf ee 





No. 300 Centamatic Multiple Punch 


This Punch is the most demanded model in the line. 
Equipped with 2 Centamatic guides which center the 
paper automatically. By setting the ball bearing selec- 
tors in place, you can punch anywhere from one to 
four 14” round holes through 18 sheets of 16 Ib. 
paper. Heavy steel construction. Grey enamel base 
with nickel-plated hand lever and guides. Base 534 x 
93/,”. Individually boxed. 


SI ITTIEY sccsisenvariidienestasttadbiinlaniaal $14.95 
No. 400 Dial-Control Centamatic Punch 





The No. 400 Dial-Control Centamatic Punch is the 
finest example of punch engineering on the market. 
A fast, heavy-duty multiple precision punch. Com- 
pletely automatic in action. By merely setting the dial 
and adjusting Centamatic guides, you can punch one, 
two or three 14” holes through 25 sheets of 16 Ib. 
paper. Heavy steel construction. Grey enamel base 
with nickel-plated handle and guides. Base 534” x 
11144”. Individually boxed. 


SEE UD ‘sdeceronccsicnscimermtuapenaata $35.00 
No. 200 Two Hole Centamatic Punch 





This Punch is the only two hole punch equipped with 
Centamatic guides which automatically center the 
paper. It punches two 4” round holes, 234” center 
to center and punches through 30 sheets of 16 Ib. 
paper. Heavy steel construction. Finished in grey 
lustre enamel, with nickel-plated guides. Base 434” x 
71%". Individually boxed. 


II ines esncscusankasgiiteae ae $5.95 


Manufacturers ( ntamat 
O propucts CO... Inc. lanufacturers of the famous Centama 


110 Barber Avenue, Worcester 6, Mass 
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Meet us at Convention Hall - Philadelphia 


MARCH 28-31...SPACE 108-109 


Make your plans now to see 


the sparkling new styles in 


office furniture by MONARCH. 






MONARCH 


FURNITURE COMPANY wc High Point, N. C. 








; . N y M send u 
NEW... New York Showrooms - 440 Fourth Avenue, N. W. pin, ont ca 





Here's Yasler Action 


that sells more binders! 











GRADE BM 
Full Black Duraleather. 
Stainless Steel Rims. 









FAULTLEsy 
RAPIDLOCK 


SECTIONAL POST BINDERS 
with the FEATHER-TOUCH lock 


Just turn the knob slightly . . . this binder locks or unlocks instantly! 


The mechanism grips securely on each side of the posts — cannot 
slip, jam or stick. Faster action, rich appearance and superior qual- 
ity make FAULTLESS Rapidlock Binders a source of lasting satis- 
faction to your customers and build steady repeat business for you. 
Other big selling features include heavily-built tubular steel case, 
steel end caps, full length steel hinge and fine, long-wearing binding 





GRADE SB 


Full Black Duraleather. material. 
Heavy Beveled Boards. 


For general record-keeping, FAULTLESS Rapidlock Binders are 
the finest you can recommend. Another sales getter in the fast sell- 
ing FAULTLESS line. 


STATIONERS LOOSE LEAF COMPANY 


MILWAUKEE 1, 246 E, Chicago Street © NEW YORK 3, 114-116 E. 13th Street 
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Daily Count of Sales 
Gives Clue to Traffic 
y VICTOR N. VETROMILEI 


@ MANY LEADERS in the trade maintain book records, not 


i total dollar volume, taken each evening fror 
ash register tapes, but also of the number of transactions 
day. 1 itest models of modern cash registers are 
with a tabulator that provides this information 
portan f knowing the number of transactions made 
that it indicates the number of buyers served. This 
ight t xact, owing to the fact that a buyer might 
ng one day or make purchases in a different 
nt utter transaction could be 1 orded on a alt 
t But the over-all approximat orrectness can 
ly practical purpose in d 


Indication of Traffic 


urse, would be to know whether the daily 


llar of business had been derived from only 20 
fros ) buyers, and its main significance would be 
icatot the volume of traffic in the salesroom 
ition, it would reflect whether the store obtains most 
iy-to-day volume from a few relatively large buyers or 
ontin y increasing clientele of small and average 
ifficient in number to give the proprietor assurance of 
business popularity 
. progres lealers, when they record the daily volume 
pt id the total of transactions for the day, also 
. ord of any significant facts or circumstances that appear 
au t iny unusual slump in store traffic 
pl parades that caused the immediate locality of 
ness t ve roped off for several hours; conventions or 
brations that might be strongly counteractive in thei 
shopt xceptionally bad weather; or traffic blocks 
y the temporary re-routing of the pedestrian flow and 
t t istrict 


Must Consider Advertising 


il th g z instances, the impediment to business 
ying ti ss of traffic is obvious. If the record shows 
lious ne in the daily buyer-traffic of the store with 
nitest physical or external cause, then the office equip- 
erchan r should begin to consider seriously the prob 
1 of ivertising as a traffic-stimulator, or the mor 
problem of decadence setting in with regard to the 
ntile val f the location. This latter development is one 
vertisin in not, ordinarily, overcome except when all 
erchants tne aftected locality attack the problem 
befor threatened condition gets a head start. 
While sucl ndition has been known to develop in certain 
he c s among merchandising specialists is that it 
tion v generally recognized as good when originally 
ied and ¢ ined good for a number of years before busi 
gan t the cause of the trouble is more likely to be 
mn mana rial practices. The dealers th selves have not 
pace with the t S 
ther in office supply dealer, when confronted 
res that show sales volume to be falling off, should 
rutini ry possible internal cause before attributing 
ble t t nal factors 


Addo Presents Different Type of Annual Review 


Figures t nual international magazine of the Addo 
ichit mn rn of Sweden, contains thi year a variety 
r int 

tale of nk Addo elephants of South Africa and tl 

Sancta Luci f Scandinavia make interesting suppl 
‘ t n Swedish industrial architecture is tea 

strated article and the newly ope ned Addo 

X ing at 3 Park Ave., New York City, is pictured as a 
fern architectur with distinctly 
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THE NEW ROBERTS 49 


TOPS IN 
SALEABILITY 
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LJ 


No. 660 


AMERICAN CHAIR COMPANY 


SHEBOYGAN WISCONSIN ; 

Wide assortment of chairs and occasional tables. Write for catalog. 
permanent displays: CHICAGO—Space 1650, 
NEW YORK—Decorative Arts Center, 305 East 63rd St. (9th 
SAN FRANCISCO — #558 Western Mdse. Mart, 1355 Market St. 
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N Oo W t TYPING that looks 
ad like PRINTING— 
at a fraction of the cost! 


Inexpensive 
Typewriter 
Composition That 
Looks Like 
Expensive Typeset 


Printed Matter 





Your “‘copy’’ CAN Look Like This Your “copy’’ Now Looks Like This 


Now - your typewriter is more useful 
than ever. Anything that is now set 
up in type can be well reproduced with 
typewriter composition, and JUSTIFIED 
so that regular type-set printing is 
simulated. Regardless of the process 
of reproduction -- whether for a daily 
newspaper, an elaborate brochure, or 
«@ simple offset, mimeographed, or 
hektographed bulletin, the Marginator 
now offers you composition at greater 
eavings than ever before possible. The 
two columns shown are IDENTICAL 
line for line. Compare them and see 
how perfectly the MARGINATOR evens 
up the right-hand margin. 





Write for Free Illustrated Folder 


MARGINATOR COMPANY 
1121 West Magnolia Ave. Burbank, California 











Users find hundreds of applications—to expand or 
adapt present systems—to create entirely new 
systems. In |" and 2" widths, colored or clear 
windows. Packed 25 to box with labels in strips for 
easy typing. Also alphabetic labels to 200 divisions. 
Printed to order. 


PROJECTING SIGNALS 


dal ~ e 
r Ted 
b - 
tate 
mine + 
an Ko OF + 
wu h c 
or 





“VISE-LIKE GRIP"-Jaws of hard tempered steel h 
fast to pressboard, card, bond, even acetate. 
Write for information on the inte line 


CHARLES C. SMITH, INC. 


EXETER, NEBRASKA 
For more than 60 years, a complete line 
of time-saving signals and indexes 
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Take Your Discount — That 
Unearned Interest Costs You 


vy PHIL LANCE 


@ IF THE RETAILER were obligated te pay his ban! 8% 


interest a year, he'd scream to high heaven about usury. Yet 
oddly enough, he may pay such interest rates yea 
without a murmu thanks to his failure t iscount t his 
bills on which discounts are offered 

Terms of 1% in 10 days or net in 30 days may sou unim- 
pressive to tl reader who, at the same time, consid a 6% 
bank loan a burden on his business. Nevertheless tting the 
liscount period pass on a bill offering such return sults in 
paying 18% a year to the supplier for tl use of t itter's 
money, assuming the bill is paid at the end of tl ) day 
period. An it had better be. That is, t retailer is paying 
(because he is losing) 1% of the bill for a 20-day ext ion of 
time, Or at a rat of better than 18% a year This t the 
most expensive type of loan he can negotiat 

Discounting Pays Off 

If there is a retailer who is making such large profits that 
he can aftord to pay 18% interest tor short-te: ipital 
with which to operate, we have yet to hear of him. Discounts 
alone, can go far towards constituting a large shar t t net 
profits of your business—depending only upon the a nt and 
kind of discount opportunities made available to y« y your 


Pointing up t importance of discounts and not t nterest 
rates unwittingly paid when discounts are not taken ynsider 
the following annual rates of various discount terms 

5% in 10 days, net 30 days 9 ' ul 

1% in ) days, net 30 days 18 i veal 
% in 10 iy net 30 days 7 

Y% in ) t 30 days 460 oN il 
Jo in ) et 60 days 14 c 

bey) it 3 i ret 60 days 1 % i 
Yo in t 90 iVs l i 
“Yo in 350 i ret 120 Gays S % il 

4% if 6U iys 

59o in ) 1} net 90 days 131,% f 

4% in 40 vs, net 6O days 46% al 

4% in 30 days, net 90 davs g ¢ 

s< inte! t rates of discounts a: ) 1 on t lapse 
ti from tl nd of the discount date to tl end of t net 
lat 

W! it is not possible for the retail t the out to get 
n a discounting basis for all bills, | should use ti ndy 

erence table as to which bills to giv scounting pret nce 
Chis termin by the earnings aftor 1 his 4 irious 
bills, some of which ofter higher earning rates. Discount earn- 
igs, if allow to accumulate, should eventually mak t pos- 


sible to discount all bills 


Bills should be filed for payment according to the da vhen 
liscounts expire so that those bills about to beco et will 
ippear first for payment before discounts are lost. Nothing 

complicat than an ordinary paper clip is needed. Bills 
hould be clipped together in the order of their dis nt due 
s with tl nes coming due first on to} 


Can Use Loan for Savings 


It may even be possible to get a small bank loan for t X- 
ss purpose of discounting bills. In this way, tl hant 
be able to get himself on the discount basis sooner and 
ike a net profit on the bank loan. Even with th st mod- 
discount rates such a bank loan should prove practicable, 
provided the fund is turned over every month of t ir, and 
it is used for its original purpose without diversion to other 
IUSINESS xT ses 
Why in suppliers offer discounts that amount t 8% 2 
ar?’ asked one dealer. “It seems to e that if they can af- 
tO pay what amounts to 18% tor tl e ofr m\ ey, I 
an attord to pay 18% for the use of their 
This apparent gic is at variance with the facts. Whi tor 
all practical purposes, failure to take a discount amounts to an 
equivalent of an interest charge, it does not follow that the 
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“3 QUALITY PARK'S Power Pack 
full color slide presentation 
for your sales staff 


oma 


@ Set a date NOW with your Quality Park 
salesman for this slide presentation. 














. . . it will help your sales force sell MORE. 


x In today’s competitive market, Quality Park 
. . it will increase your business and profits. 


gives you tangible aid in helping you keep your 
sales force posted on product knowledge and ... it gives a complete picture of the great 
selling tips. Be sureand USE THIS SERVICE! Quality Park line of envelopes. 
| . . . it provides concrete selling tips. 





QUALITY PARK ENVELOPE CoO. 


General Office and Factory, 2520 Como Ave., St. Paul 8, Minnesota 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
West Coast Office and Warehouse, 837 Traction Ave., Los Angeles 13, Calif. 




















: + $ this coupon will bring you our new catalog 

: — Se , JASPER TABLE CO., JASPER, INDIANA 

: OF Oe ones rerntture $ Please send new catalog with complete details 

~ rs for the office 4 NAME 

: by JASPER TABLE COMPANY : ADDRESS 

: JASPER, INDIANA @ CITY ZONE STATE ___ 
+ e 
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The Danish Modern chairs and the ‘400 Pace Danish Modern 


setter Series" desks and accessories combine by 

dignity of design with simplicity of lines. The 

consideration given to the importance of con WORDEN of HOLLAN D, MICHIGAN 
struction details will give the utmost in service 
without sacrificing beauty and styling. Office 


Furniture dealers and Interior Decorators seek 





ing a stylish line of office furnishings to offer 
in the popular price range, use The WORDEN 


Line. 


The arm chair in the illustration is 
the Worden C-130, the swivel chair 
is the C-135. The desk and modular 
arrangement is from the Worden 
400 series. 





DEALERS: Write for catalog and 
price list. 


WORDEN / | e Motunnonncavenk 


0 tebalald MICHI‘G 
































DURABLE "STEEL OFFICE CQUIPMENT 
IMPROVED LINE - FIRST IN THE LOW PRICED FIELD 


PRIME STEEL * ELECTRICALLY WELDED * NYLON ROLLERS * COMPRESSOR FOLLOW BLOCKS 
ALUMINUM PULLS * PERMANIZED BAKED ENAMEL FINISH 

EXECUTIVE STEEL DESKS 

& SECTIONAL DESKS 












FAST SELLING! 

SPACE SAVER! 
MODERN ISLAND BASE 

= SALESMAN’S DESK 


\4 








FILING CABINETS : si Linoleum top (40”x2542”) 
BOOKCASES = zs #93PS v q) ae. 5 
SECTIONAL BOOKCASES “4! NEW! PRICED TO SELL! 

poate Pa cr pf 
TELEPHONE CABINETS Desert sage, mist green, grey TOP SELLER! i 


EXECUTIVE DESK 


Linoleum top (50”x24”) 
Desert sage, 
mist green, grey 






SPECIALTY CABINETS 








TERRIFIC BUY! 
1, MODERN SALES DESK 
OVERHANG TOP 


Linoleum top (53”x25%2”) 
Desert sage, mist green, grey 


WRITE FOR ILLUSTRATED CATALOG 445AND DEALER PRICE LIST. - 
Nes 2 Cabi 


a: METAL PRODUCTS co. Bigacaae 
38-42 REVIEW AVE. LONG ISLAND CITY 1, N.Y. RA 9-3580  SAaalalOZSG 
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| ’ 89 (or discount) solely t get the use oO! 

rs ney sooner than otherwis¢ 
discount tor prompt payment of bills is mad 
possible by s ircumstances. These (1) quicker re 
ry of mor (2) sharp reduction redit risks anc 
ultis redit s; (3) elimination of collection costs and 
(4) a deci ount of bookkeeping and billing. Thes« 
ssed on to customers in the form of a dis 
t ightly rewards only thos istomers who hel; 

ffect thes for the supplier 


Elliott Heads Burroughs 
Branch Service 


Marshall B. Elliott has been named serv anager otf 
Burroughs bran in Oklahoma City. He was transferred 
trom Charleston, W Va where he 


served as service brancl 


manager 

He succeeds R. J. Delier, who is re 
tiring from the post he has held since 
1936. Mr. Delier has been with Bur- 
roughs about 44 years 

Mr. Elliott started in tl service Of 
ganization of Burrou Adding Ma 
chine Co. in Detroit, Mich., in 1926. He 


has continued ever since in the service 





. branch, serving at various other points 
M. B. Elliott including Florida, North Carolina, New 


York, Virginia, and West Virginia 


Mullen Observes Pencil Week 
Addressing Plainfield Lions 


National Pencil Week was marked by Arthur C. Mullen of 
the national sales development department of the Eberhard 
Faber Pencil Co., by an address before the Plainfield (N.J.) 
Lions Club. Mr. Mullen devoted himself to the theme The 
Pencil—Basic Tool of Education and Industry 

Mr. Mullen, a lifelong resident of New Jersey, was the guest 

Lion-member Arthur Williams, manager of Howard W 
Boise's, Inc., stationers of Plainfield. He illuminated the prox 

of making pencils and their uses, and told the absorbing 
history of this oldest of writing instruments still in popular 
ise. Mr. Mullen was formerly district sales representative in 
New Jersey and Pennsylvania for Eberhard. Faber 


D. A. McTighe Heads NCR Adding Machine Sales 
D. A. McTighe, a member of the National Cash Register 


Co.'s sales organization for the past 11 years, has been named 
nanager of adding machine sales for the company 

He succeeds D. F. Gaines who has resigned that post to be 
oO! vice-president, marketing, for Smith-Corona, Inc., of 
Syracuse, N. ¥ 

A native of Brooklyn, N. Y., Mr. McTighe joined NCR in 
1946 as student accounting machine salesman in Trenton, 


N. J. Mr. McTighe was appointed a special representative for 
din ichine sales organization. In this position he has 
specialized in application of NCR punched paper tape 
quipment to NCR adding and bookkeeping machines. His 

k in this ar has brought him recognition as an authority 


tegrated ta processing methods and procedures 


Victor Adding Appoints District Chief 


Louis Zant has been appointed the new district manager for 
nd cal iting machines in the central region of Victor 
Adding Machine Co., vice-president A. F. Bakewell announced 

Mr. Zant, who has years of experience in the business ma 

industry | assist Chicago-based Central Region Man 
Frank Allin by supervising Victor dealer operations in 12 
His father I wner of L. J. Zant Office Machine and 
Equi nt Ce Victor dealership in Rockford, Ill, many 
Victor as central western district manager. He 
ppointed d stic sales manager in 1928 
nger Zant sides at 2137 N. Winthrop. Peoria, Ill 
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ACCO comes to the aid of ‘i 
Business Machine Users with 


" ‘ 
ACCOPRESS PIN PRONG BINDERS — 
r ¥ 


Business depends more 

and more on machines — and 

many of them use marginal pre- 

punched sheets or forms. Standard 
Acco Fasteners do not fit the small pre- 
punched holes in such forms. So Acco 
designed special fasteners with thin, 14.” 
wide prongs, incorporated them in Acco- 
press Binders of pressboard (5 colors) or 
heavv binder board covered in slate blue 
canvas or black pebble grain cloth. We 
call it the “9000” line 

and list sizes for all 
stock marginal 
punched _ sheets. 
You take it from 


there! 


ACCO PRODUCTS 


A Division of NATSER Corporation 
OGDENSBURG, NEW YORK 
In Canada: Acco Canadian Co., Ltd., Toronto 


the lowest priced vertical shelf file 


re 

Takes only 3 sq. ft. of floor 
space... yet holds over 
NINE standard drawers 
full! Saves time and effort. 
No need to pull heavy 
drawers open. Patented 
spring steel rod followers 
on every shelf are adjust- 
able and lock at any spot 
to provide compression. Get 
plus business now—Cash in 
on your customers’ demand 
for low-priced, high-quality 
shelf files. Get all the details 


... Write for Equiptogram 
No. 167-A 


























EQUIPTO Sells only Through 
Dealers . . . Never Directill! 


a RE A 


a OS ee RT. OF, 


610 Prairie Ave., Aurora, Ill. 


Manufacturer of World’s 
Finest Steel Shelving . 

Parts Bins . . Drawer Units . 
Lockers . Carts . Work Benches 
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CRAFTSMAN 
CHAIRS 


will be displayed 
in space 


171 


NOFA Show, Philadelphia 


Exciting new designs 
will be shown 


Drop in and see for yourself 









FOR HOME, 
OFFICE, 


F Pr Fr @ scHOOLs! 


HASCO'S ew, all-purpose folding stand. Supports 


500 Ibs. For use with standard or portable machines 


ORDER A DOZEN STANDS... GET ONE EXTRA STAND 
ABSOLUTELY FREE! (Order 2 doz., get 2 extra stands FREE!, etc.) 











AVAILABLE NOW...AS 
LONG AS THEY LAST! 





No. 395 

Available in Gray, Green, 
Brown, Red, Blue 

Top size: 16” x 18” 
Height: 26'2". 1” Tubular 
Steel Frame — Top 2” 





Tempered Masonite 


Retail Price... JUST $975 each 


ORDER A SUPPLY TODAY! 
(shipped set-up — 2 in carton — 28 Ibs.) 


monvfactured and guaranteed by 


eer: Pa >i CD >) = ae OF) OF 


308 So. Fourth St. « 


Note: Write for our new, free, full-color brochure covering the 
entire HASCO line of Office Machine Stands 


St. Lovis 2, Missouri 
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WOF!I Offers Portable Planning Kit . . . 





The Wood Office Furniture Institute is offering this portable 
office planning kit which is packed in a convenient 18 by 23- 
inch carrying case and is designed to lend flexibility to the 
office planning procedure. The kit includes 1,440 templates 
including all furniture; a white board with black grid scaled 
14-inch to the foot; six vinylite sheets which fit over the board 
and can be prepared for photocopying or special presentation; 
and a booklet, Office Planning & Layout. The kit sells for 
$40 from WOFI, 1414 Eye St., N.W., Washington 5, D.C 


Fine Steel Products Corp., Now 
In Production of Steel Products 

James A. Impell, president, announces that Fine Steel Prod- 
ucts Corp. of 64 Albany Ave., Brooklyn 13, N. Y., is now in 
operation with a new plant, new equipment and new organiza- 
tion for immediate shipment from stock of storage and ward- 
robe cabinets, typewriter tables and glass front cabinets 

As former executives of Standard Steel Equipment Co., Inc., 
Stansteel Corp. and Star Steel Equipment Co., Inc., Mr. Impell 
William Hansen, have had long experience 
in the steel equipment field. They are exhibiting at the NOFA 


and his associate 


show in Philadelphia 


Monroe Announces Sales Winners 

Winners of the President's Plaques, presented annually by 
F. R. Sullivan, president of the Monroe Calculating Machine 
Co., Inc., to the branches in each of six size groups for out- 
standing achievement for the year, have been announced as 
follows: A. E. Brown, Tallahassee, Fla.; F. E. Letowt, Lansing, 
Mich.; R. A. Hedges, Phoenix, Ariz.; J. F. Manning, Bridge- 
port, Conn.; D. A. McMahon, Philadelphia, Pa.; and W. R. 
Robinson, New York City. 

Leaders in accounting machine sales for 1957 have also been 
named. In the order of their standing in percentage of sales 
quota they are: D. E. Wickert, Bridgeport, Conn.; K. M. John- 
son, Brooklyn, N. Y.; J. A. Dunaway, Newark, N. J.; J. A. 
Williamson, Atlanta, Ga.; and D. E. Dedrick, Washington 
D. ¢ 


Whiting Named Manager of Marketing 
Francis D. Whiting has been appointed to the newly 
post of manager of marketing for Bell & Howell Phillipsburg 
Co., Phillipsburg, N. J. The New Jersey subsidiary of Bell & 
Howell, formerly the Inserting and Mailing Machine Co., man- 


reated 


ufactures machines which gather and insert material for mass 
mailings. It was purchased by the Chicago firm in December, 
1957 

Mr. Whiting formerly was vice-president of Workman Serv- 
Chicago. Prior to that he was associated for 21 years 
marketing 


capacities. He is the author of numerous articles and addresses 


ice, Inc., 


with Remington Rand, Inc., in various executive 


on sales training and management development 
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No. 1500 When you sell the VALCO line you can 
, Nobility be sure there won’t be complaints and 

\ / Costumer "al 

I) returns . . . or calls from irritated cus- 

LL / te tomers to “please come fix the darn 

f df thing!” VALCO accessories are lifetime! 





of beautiful 


? 
No. 408 | 


a a a 


spun aluminum © xm) 


tum 


They're built to last forever. 











No. 17-¢ 
|} Monarch i 
| Costumer i 








No. 25 


Torchier 











AVAILABLE \ 
AT NO COST | 


Write today for the com- 

















No. 56-8 


Regal Sand Urn plete folder that contains |/ 






all specifications and price 


Se 
data of the complete VALCO —_ RS 
= >= 








Line. It’s designed to fit a, / 


standard file and = / ba 


seporate reproductions of 


LIFETIME ~~ 


OFFICE ACCESSORIES 
VALCO COMPANY . Tete ANN AVE. « . » OF. LOUIS a Mo. 





saLesz O © mM 


with this Weber-Costello 


@ BULLETIN BOARD 
@ CHALK BOARD 
ee. @ CHALK @ ERASER 


(ae | 
: : it fe° fa 2D e 
Erasers | 
bulletin Boor -Challiboarts Chalks - , : 


AT WORK FOR YOU 





7 vet, 
2 7 













Increase store traffic . . . cash-in on browsers ... 
with this SALE-ient Display Caddy. Offices, factories 


churches and homes need and want Chalkboards 


———s 


and Bulletin Boards . . . let people know you 


have them . .. the best... . by Weber Costello. 


——— 





a 


‘Write today tor MR ACL AU Poke dd Re 


CHICAGO HEIGHTS, ILLINOIS 
Manufacturers of: Chalkboards, Chalk, Erasers, Art Material, Maps, Globes 


full particulars! 
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76 Years.... Going Strong... and Going On! 












WOOD OFFICE 
FURNITURE 
AT ITS BEST! 


NO. 8766!/, CREDENZA 
SIZE 66x22 


NO. 854!/-C EXECUTIVE DESK SIZE 84x40 


Four complete lines to satisfy 


every business requirement 


WRITE FOR COMPLETE LITERATURE 
desk manufacturing company 


454-456 N. ARMOUR STREET © CHICAGO 22, ILLINOIS 














BBWswBA BP BBB BBB SRSRR RES E REESE SESE SR ESR EEE EEE EE EH 


More than 


PACTS petuxe chanse- 


able Letter An- 


with DAV- SON BULLETIN : ns nouncement Board 


sag Walnut finish 
<&. BOARDS 9 (ern frame with glass 
= Oa © » door mounted on 


5’ 5” standards 





7 


Size: 27” x 39” 
Ideal for lobby 


foyer or hallways 


NO 7 "NECESSARY! 


Portable, easily 





EVERY ONE of the more than Se 5 
1000 styles and sizes of DAV- a ae ee CHURCH BULLETIN BOARDS 
SON Bulletin Boards gives you a a , for every Church need. In- 
2 - other oors or Outdoors. Wide 
an opportunity to make extra on nfl ye hen 
profits—without a penny of in- minum, Stainless Steel ot 
vestment! Take the order— rich Bronze Baked Enamel 
frames. Removable, 





DAV-SON drop ships for you 


Changeable. _ changeable-letter panels. 


with your label. Bullen feat 
Portable An- 
Sell the most complete line of Bul- nouncement Board 
letin Boards in America—made sae = sa” Dees 
by the largest, most reliable man- Frame Chennenbl 
ufacturer in the industry! Prac- aioe nied iki 
tically every business in your glass front and 
area is a prospect for one or more. removable back 





Mounted on 48” 


TSS ; 1 Chrome Pedestal CHALK BOARDS 
—. NOTICE | Overall heighe Black or Green. Exclusive 
| 7 smooth Duro-O-Plate Chalk 


63 

















Genvine All PERSONS WORM Surface . . e@asy to read 
Cork-Backed gasy TO SELL T ness! | AHS APARTMENT easy (0 keep clean. Wide 
Bulletin y TYPE nd B MIS] WEAR GOGGLES | DEALER eo Se. 
Boords EVERY l. INQUIRIES ds f 

Also manufacturers of Flashing Safery INVITED ——_ 

Signs, Outdoor Bulletin Boards, et« Stock Metal 

WRITE for big FREE 1958 Catalos Safety Signs NAME PLATES 


Desk, Corridor or Door 


A. C. DAVENPORT oe SON, INC. Styles. Complete with  let- 


tering. All finishes to match 
Our 26th Ye f Ouality Service any decor 


DEPT. OA. ar 'N. DESPLAINES ST. e CHICAGO 6, iil. 


SSBeSSesFeBsi BBP BBB BQBBPBBBBBBERESESER ESR EERE SR ESR ER SSR ERR ESR EER EER EER ST SRE EE ER ESE ESR ER EERE SER EER EE EE EEE ERE EEE SE SS 


SSASSSessSs SP SeSsessWt Sst ssesssBVsFSPsBFSFsVsVsVsessessessesseseeeaaaaaga4gg4ggseseseses 


SSSSMSSVSsssVssssssssssessseaaaessenaunanasauaaesse 
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Merchandising End Frame Offered .. . 








A new square-shaped merchandising end frame, No. E4404 
has been introduced by Reflector-Hardware Corp., 1400 N. 
25th Ave., Melrose Park, Ill., as ideal for use with No. 70 or 
No. 90 Spacemaster merchandising frames. Construction is of 
l-inch square, back-to-back, heavy gauge welded tubing. The 
frame is single-slotted on the outer sides at 1-inch vertical in- 
tervals to permit flexibility of shelf arrangements. The No. 
E4404 end frame will take decorative panels when used with 
No. E1944 panel clip, or will take any 30-inch long shelf for 
promotional end merchandising 


Stewart Office Supply Co. of Dallas, Tex., has announced 
the appointment of William S. Stromer, Jr., as sales manager 
for outside general line sales. 

The announcement was made by W. 
Neill Stewart, Jr., executive vice-presi- 
dent of the company. 

Prior to joining the Stewart organiza- 
tion, Mr. Stromer Dallas branch 
manager for the Old Town Corp. Dur- 
ing his three years as a Dallas resident, 


was 





he has been an active member of the 
Dallas Sales Executives Club and _ the 
Dallas Chamber of Commerce. 
W. S. Stromer, Jr. 
Today’s Secretary Conducts Promotion 
Today's Secretary tied in with Kaufmann’s Department 
Store, The Fort Pitt Typewriter Co. and General Office 
Equipment Corp. for a special promotion during February 


in Pittsburgh 
Kaufmann’s featured clothes for secretaries at a fashion show 
and in the store's windows during the week of February 10-14 
the highlight of the promotion. 


A model office for secretaries and the newest in office 
products were shown in attractive window and in-store dis- 
plays by The Fort Pitt Typewriter Co. and General Office 
Equipment Corp 

[his is the fifth of a series of promotions in which Today's 
Secretary has tied-in with leading department stores and office 
dealers in various cities to promote fashions and office 


supplies 


Wedding Bells 


Mrs. Harry Reid May, president, and previously owner of 
the May Office Service, Inc., Beckley, W. Va., was married 
on February 12 to John Raymond Fader in the First Baptist 





Church of Beckley. The couple will live at 205 Nottingham 
Road, in Newark, Del., where Fader has conducted a Ford 
agency for many years. Mrs. Fader, the former Ellen May, is 


ll known in the Fifth District NSOEA and in West Virginia 
Stationery and office equipment circles. 
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NEW 1958 Catalog 


No. 17 now 
Ready for You! 


SEND FOR YOUR 
COPY TODAY 


More than 77 Profit 
Makers for Dealers! 


Waiting Room Ensembles 
Lounges, Booths 

Settees, Wall Benches 
Directors’ Tables 

Folding Tables 

Chairs, Stools 

Costumers 

Lecterns, Etc. 

Show Cases 








AGGRESSIVE DEALERS WANTED! 


Our expanded sales program and constant development of new 
products have created openings for live dealers under our se- 
lective distribution policy. Unusual! profit opportunities backed 
by direct factory cooperation and prompt shipments from large 
stocks. We drop-ship under your label if desired. Write! Your 
territory may be open! 











WE SELL THRU DEALERS ONLY 


ZETA MANUFACTURING CO., INC. 


13 VINE STREET EVANSVILLE, INDIANA 

















WHR-@B MATIC 


it sping 
itself 


D>». 





BEST SELLING 


SMOKER 


BRINGS PROFITS! 


Easy sales come fast when customers see Whirl-O-Matic’s whirl- 
away action. Press knob — ashes spin into inner container. 
Release knob — odors, ashes, butts are sealed in! 


WRITE FOR BROCHURE ON FULL LINE TODAY! 
WHIRL-O-MATIC INC., 1270 Broadway, New York 1, N.Y. 
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— 
SUPER-OBRO 

$7 complete 

with 1000 SO staples 


NE Markwell Premi 
NEW LOO i One Molen 
that will bring Markwell 






— designed, styled 
and priced for every 
stapling need 


~\ 
» 


a. 
—— 


>» Markwell Office Staplers now furnished 
complete with Staples 





) New lower Dealer prices on Markwell Staples 
» New lower Consumer prices on Markwell Staples 
"> New and exciting Sales Aids 
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, ee Chi 
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Check Up on Those 


Conclusion-Jumping Salesmen 
by HAROLD J. ASHE 


@ IF THERE IS one certainty in this uncertain world it is 
that most of us are unshakably certain about the uncertain. 
With too few facts, or none, we can leap to a conclusion 


with the agility and speed of a hungry bullfrog snaring a tasty 
insect. Much of this conclusion-jumping probably is harmless, 
even though it suggests intellectual laziness. It also explains 
ignorance on subjects in which precise knowledge may be a 
minimum requisits 

Certainly conclusion-jumping has no place in selling. Yet, 
the sad truth of the matter is that store salesmanship its heavily 
larded with this conceit. Without any factual foundation what- 
soever, salesmen leap to conclusions, often being unaware of 
these mental processes, if mental they can be called 

When this practice is indulged in by employees, a retailer 
can suffer loss of sales, good will and profits. Because of its 
nature, it is difficult to detect and root out. For that very 
reason, retailers should be vigilant and attempt to identify it 


In its various manifestations. 


Consider These Factors 

Here are some of the ways conclusion-jumping manifests it- 
self 

Product rejection. A salesman viewing a new product put 
in stock concludes it won't sell. He is so certain of this that he 
resists making any effort to sell it. He may even go to devious 
lengths to keep customers from being exposed to the product. 
Or, if a customer is sufficiently insistent, or the product is 
openly displayed the salesman may resort to silence to express 
his disapproval of the product. He may even become so em 
boldened by his disapproval that he will subtly run down the 
product, later being slightly frightened by his temerity 

Having such a salesman is a luxury few retailers can afford. 
Not only will sales be lost that should have been closed but 
this strange unsalesmanlike behavior may create considerable 
ill will and loss of those customers who have been given “the 
business 

Probably every retailer has at least one salesman who is a 
whiz at selling one product or group of related products with- 
out, however, neglecting other lines. Such a salesman has a 
special flair for some merchandise and it is reflected in his 
over-all sales. He is highly prized by a wise retailer. The con- 
clusion-jumper is such a salesman’s opposite. He may not 
have much attachment for any of the merchandise stock and, 
in addition, knows beyond any doubt what he doesn't like. 
Even a bonus for moving such products will have no effect 
upon such a salesman. The bonus only confirms his judgement. 

Customer rejection. Some salesmen can “'tell’’ instinctively 
when a prospective customer walks in whether he is going to 
buy or not. Their batting average on this score may be im- 
pressively high, further confirming the reliability of their sixth 
sense. Overlooked on the scoreboard is the fact that the sales- 
men’s own behavior and attitudes toward such prospective cus- 
tomers may be the determining factor in these lost sale: 


Rejection Proves Costly 


Sales skills and zealousness may fluctuate like a fever chart. 
One customer may be met with courtesy and thoughtfulness 
while the next one is met with indifference bordering on in- 
civility. Customers may be waited on out of turn deliberately 
by a conclusion-jumping salesman. In his own mind he will 
justify this action as being in his employer's best interests. It 
rarely is appreciated by the customer who knows he is bene- 
fiting by this action. The neglected customer resents it even if 
he remains to buy. It is a form of customer rejection that can 
prove costly 

Customer rejection takes many forms and is almost always 
traceable to conclusion-jumping, conscious or not. One sales- 
man subtly may patronize a shabbily dressed customer, lan- 
guidly offering only the least expensive merchandise in the 
line. Such a salesman invariably is totally unaware that the 
customer's apparel may be no clue to the contents of his 
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NEW wood equipment — NEW PROFITS for you a. 
SIP NSOSEE NEW iretime Quatity quay 

















! 
' 
! 
' 
' 
) 
i ' 
i - Files 
==, for 
7 =1. maps, 
'_e— y drawings, 
DRAWING & DRAFTING TABLES | A SSY blueprints 
H Plan- 
3 Mobile 
4 . tat ' mobile 
incorporating the best qualities of wood and steel storage 
unit for 
Distinctively designed in selected hardwood . . . steel reinforced for rolled 
“lifetime” wear .. . attractively finshed in rich dark oak. = 
Efficiently planned with features never before found in a wood line; |; tracings, 
such as : etc 
1 Stacor- 
Matic 
4 3-Receptacle electrical outlet onus 
4 Steel drawers with wood and 
fronts aa —* 
4 Matching auxiliary cabinet on Unit 
drafting tables Stee! Base 
Drafting 
Tables 
Positive-lock tilti 4-Post 
ositive-loc ng arc > — 
Single hand wheel controls > Drawing 
Heavy steel angle braces in > Tables 
drawing tables z= 
} y Taborets 
Don't wait .. . send for complete catalog and price lists. 
Liberal Dealer Discounts. i} —7T1 Reference 
Tables 


STACOR EQUIPMENT CO. 


Manufacturers of Lifetime Quality Drafting, School & Library Equipment 
309 Emmet Street, Newark 5, New Jersey ®@ Bigelow 72-6600 


Pee eid oe 
the NORDIC group 
BY JASPER CHAIR COMPANY 


The trend in today’s office is toward the comfortable, 
relaxed, yet elegant look. Contemporary decoration demands 
simple, clean lines—good taste throughout—in furniture and 
all accessories. The NORDIC group is designed for today’s 
office, meets every demand of contemporary decoration. 


WRITE TODAY FOR FREE CATALOG TO: 





Tracing 
Tables 









Ft) olla @ial- tial @rolaalol- Cah melt) o]-lam talelt- tart 





THE RIGHT CHAIR AT THE RIGHT PRICE 
Visit us at the NOFA show, March 28, 29, 30, 31 
Booth 237 at Convention Hall, Philadelphia, Pa 


J Tas att, aes = 
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STORAGE CABINET 
No. 3678-S 


with adjustable shelves, finished 
in baked-on olive green or office- 
gray enamels with lock in handle, 
insulated doors. Shipped one per 
carton, K.D. 

36”"W x 18” x 78”H 
Weight 150 Ibs. 
MANY OTHER SIZES OF 
CABINETS AND SHELVING 























Automatically Folds 120 Sheets per 
Minute (all popular folds) . . . CON- 
VEYS and STACKS Folded Pieces! 


mew CONVEYOR ATTACHMENT takes folded 
pieces out of machine with positive precision, 
regardless of type or size of fold. Easily set 
to exact width of folded piece .. . “Stop” 
Wheels prevent jamming. 

mew DEEPER STACKING TRAY holds larger 
quantity of neatly stacked sheets. 





THREE TOP SPECIALTIES 
of Superb Quality 


STEEL SHELVING 


Standard Or Government Specifica- 
tions: All Standard Sizes. 


Corner Posts, 11 Gauge or 13 


Gauge 7°3” high... 8’3” high... 
93” high punched on 1” centers. 
Finished in Baked-on olive green 


or office gray enamel. 








TYPEWRITER TABLE 
Size 264%4"H x 16”D x 22”W and 34°W 
overall with shelf extended. Finished in 
baked-on office gray or olive green enamels. 
2° rubber casters. Shipped K. D. one per 


carton. Weight 30 lb. 
List Price $15.00 


MIDWEST 


METAL MANUFACTURING COMPANY 
1818-24 North 18th St., St. Louis 6, Mo. 








NOW-FOLD-O-MATIC § 


has the “CONVENIENCE of a CONVEYANCE”! 


a i ~ 
eo, ae 






Bion th: 
& 3 


f ‘ 
“ae CN 
NEW DESK MODEL FH-5C - 
FOLD-O-MATIC 


ELECTRIC FOLDING MACHINE 
WITH CONVEYOR BELT 


/ 
\ 


o 
2 









~ 





with new 


Sa 







100% Fully Automatic 


RECEIVING TRAY 





mew “SNAP-IN” CONSTRUCTION of conveyor LIST $199 Plus F.E.T. 


and tray permits compact storage. 


plus ALL THE OTHER EXCLUSIVE 


Also manufacturers of famous Card Size 
EXTRAS that Duplicator, Diagraphy Duplicating Com- 
pound, Print-O-Matic Stencil Duplicators 


make FOLD-O-MATIC — now more than ever (6-A Electric, 5-A Manual). 


the world’s finest office folding 
gardiess of price! 


machine, re- 


SEE THIS ASTONISHING LOW- 


EXTRA! Increased-power universal motor. All COST Automatic “MIRACLE” 
moving parts of hardened steel, with self-lubri- 
cating Oilite and ball bearings. New feed and 


power mechanism eliminates gears. 


WRITE FOR 





PRINT-O-MATIC CoO., INC. COMPLETE DETAILS 


724 W. Washington Blivd. 
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bd Chicago 6, 


Illinois 
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k. H t the sale rung up will only more firmly 

the correctness of his Conclusions 
\ resist Waiting upon women or be firmly 

kid trade is beneath his dignity. He n 
to women and patrot taik down 

refined form of custé r rejection. 

( vy be rejected on no lid grounds 
[ iran their s or theirs 
is less a reflection on the customers 
1 defects of the sal n so indulging 


Unhappiness Spreads 


Store rejection. Not a tew store employ imp to con 

loyer and the sto is quickly, and 
al basis, as they do products anda 
V ; after being employed they have formed 
lusions about the stor its facilities 


other employees and tailer himself 


1e store’s weaknesses, mostly ima 


l out tl 
not corrected forthwith, they becor 
unhappy in their employment. This is 
nployees ana 


be reflected in decreased sales and dis 


vhich can infect other 


How widespread is conclusion-jumping? Precisely becauss 


ficult to detect, a retailer may dismiss it as 
litt rtance even consider it non-existent in 
H a retailer might reflect for a moment on 


onclusion-jumping is in every other aspect 
We jump t nclusions about others motives, aspirations, 
eliefs all with few real facts, or none 

t Is it likely then that the fact of employment 
mployees with objectivity and an impersonal 

to | ts, customers, fellow employees and store 

l assume is to ignore the fallibility of the 


You Can Detect Signs 


What to do. Only the most obvious forms of conclusion- 


ping may | tected easily. A retailer may need to attune 
himself to tl btlest employee nuances. Even when out of 
1 retailer may be able to intercept little by-plays be 


nd a customer which suggest conclusion 


product or custome! 


A not overly bright salesman may even express himself to 

a ret r cor ning the merits of a product or of distaste 

f ustomer. This may have no significance. If repeated 

ntly e1 however, it may not be explained away 

eit! as an off-day or a genuinely held belief having factual 

WI ret r should welcome constructive criticism and 

tions f mployees, here again it may be a question 

sis to whether these usually fall into a fault-finding 

or are the result of serious, constructive thought 

one may reflect conclusion-jumping, the other a deep 
interest the job and in the store 


Three Markwell Items Back in Production 


Markwell Manufacturing Co., Inc., has placed three of its 
back in production, now available to authorized Mark 

ll dealer rding to A. I. Obstfeld, president. These ma 
S$ al 


RF Staple-Master using RF ¥4-inch, RFD 5/16-inch and 
X Handi-Clip using RX 3/16-inch and RXD 5/16-incl 


F Staple-Spai ing RF l4-inch, RFD 5/16-inch and RFI 


That Pot-bellied Stove Is an Antique! 
t-iron pot-bellied coal stoves to be found 


S Antoni Tex., is still in use in the offices of the Ni 


( it has seen more than 90 years of service 
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20 Ib. WHITE BOND, MIMEO 
| & DUPLICATOR PAPERS with 


Binding Edges Reinforced with MYLAR™ 


at 6OY 
ofiiPo f 
PROOF F 
SNneetis 


Binding Edges Reinforced With MYLAR 
Triples the Life of the Binding Holes 








*“‘“RIP-PROOF”’ 
SHEETS 


| 

| 
Have Binding Edges 
Reinforced with 
Dupont’s MYLAR 
Toughest of Plastic Films | 


IDEAL FOR USE ON 


All Makes of Stencil, 
Gelatin, Spirit & Offset e 
Duplicator Equipment 


ee 





“4 @ Is Thinner than metal or 
\ cloth reinforcement 
site * . 
ot @ Triples the life of the Ring 








/ 
ALL THESE SELLING FEATURES 

@ MYLAR prevents punched 
holes from wearing, tearing, 
pulling through 





Binder Holes 
TESTS PROVE SUPERIOR STRENGTH @ Trouble-Proof feeding 

In 4095 tests made, 20 Ib. Sheets 

with metal or cloth reinforcement FREE: For Free Samples, Price 
pulled through the metal rings at List, Write Dept. OA Todey. 
6 to 14 Ibs. pressure, whereas, Rip- 

Proof Sheets required 18 to 22 Ibs. 


* Dupont’s Registered Trade Mark for its Polyester Film 
426 S. Clinton Street, Chicago 7, Il. 
Plants in Chicago, New York, California. 


INDEXES 














new sensational... 


no spatter no stain throw the dirt away 


A-Tamlihaclaiilhil-liMe aali 


DAB MFG. CO., 1609 N. 14th St., St. Louis 6, Mo. 
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THE NEW imProvend 






for over 30 
years the 
**mostwanted"’ 
copyholder... 
now manufac- 
tured by Curtis- 
Young Corpo- 
ration. 

















RES 
EXC LUSIVE a 
e 2-Lever Action Scat Al = 
cer ™ 
pee eer atime.-- velvet 


lowers copy: 
nee-Action 


K : 
holds any weight 


Gripper, 


e Turned-Page 


‘ es. 
k finished POD iter, erie 
bac ai Firmly to any Typewr! oi is é 
° Fost and easily- widths we te 36 


| quickly am 





inches. 








CURTIS-YOUNG CORPORATION 


pyholders Duplicating Supplies Cerbons Ribbons 
West 18th Streets New York 11, N. Y.* Cable: CURTYOUNG 























Exclusively 
Yours 





The finest quality products 

From over 40 reputable manufacturers 
Supplying Bank Pins to Steel Desks 

In Distinctive—Family Packaging 
Under licensed protection 

At no additional cost to you. 





STATIONERS’ GUILD OF AMERICA 


1421 CHESTNUT STREET PHILADELPHIA 2, PENNA 





Frankly, I’m curious. Tell me if the Guild franchise is available in my 
city and just what advantages membership offers that | can’t get 
from my regular supply sources. 


SENT  scncnsiinetietncsivenitiehpbivuinaiiine sieisnieibeeaibaiindaan STATE 








Are You Kidding Yourself 
About Your Profits ? 


by FREDRICK G. DISNEY, 


Management Consultant, 
Fort Worth, Tex. 
(Written for Small Business Administration) 


@® BASIC TO ACCURATE profit determination is a system of 
accurate and meaningful accounting. The words accurate and mean- 
neful are very significant because not all accounting systems con- 
vey a realistic picture of the results of operations. Although the 
proper mechanics of accounting may assure a balancing of debits 
and credits, this procedure will not of itself tell the whole profit 
story. Such information must be interpreted to provide the man 
ager with a sound basis on which to direct future operations 


To be sure, consideration of the accounting procedures is neces- 
sary, since a figure of net profit has to be derived from some sys- 
tem. However, to managers, the detailed procedures of book- 
keeping are of little interest as compared to the ways these 
techniques can be applied to policy decisions 


There are four major areas in which you can kid yourself about 
your profits. They are: (1) The existence of a profit, (2) the 
sufficiency of the profit, (3) the profit mix, and (4) the profit 
trend 


A good first question to ask is: “Do I actually have a real 
profit?” You must realize that a final answer to this question is 
not necessarily indicated by the figure of “Net Profit” shown on 
the profit-and-loss (P and L) statement. To make sure that you 
are not being misled by this figure, you must analyze the basis of 
it 


Analyzing the Basis of Net Profit. An orderly procedure is 
to start at the top of the P and L statement and compare every 
item with its counterpart in several other operating periods. A 
questioning attitude about each figure on the statement will 
help you to evauate the true situation. You should not accept 
figures at their face value, but rather look behind the scene of each 
one to ferret out any hidden meanings 


Two Methods Used 


A Word about Profit and Loss Statements. There are two 
principal methods of reporting income and expenses on the 
P and L statement—the Cash Method and the Accrual Method. 
The cash method shows only the actual receipt of cash (income), 
and the actual expenditures of cash (expenses). The accrual 

ethod reflects business transactions which took place during the 
reporting period whether or not any money, as such, changed 
hands. These two methods can convey totally different pictures of 
profit 


Che cash method is usually not a reliable picture of income and 
expenses for the period covered by the P and L. The reason is 
that credit business comprises over 90% of all commercial trans- 
actions. Thus, a P and L reflecting only cash transactions will not 
iccount for much of the business applicable to the period. The 
accrual method, howeve:, cam account for all activities, cash or 


credit, completed during the period. 


Sales. Some accounting procedures do not go to the extent 
of determining net sales (generally the gross sales less returns and 
allowances). Try to make sure, therefore, that “sales” figures re- 
flect the actual, final sales which took place in the period covered 


by the P and I 
How to Determine Cost 


Cost of Goods Sold and Inventory Valuation. Cost of goods 
sold, the next item after Net Sales on the P and L, is determined 
by subtracting the inventory at the end of the period from the 
total obtained by adding the inventory at the beginning of the 
period to purchases made during the period. (Note: Beginning 
inventory and purchases are often referred to as ‘merchandise 
available for sale.’’) Sometimes this method of inventory valua- 
tion can be the cause of significant distortion in the profit picture 
If, for instance, the closing inventory were valued high, the cost 
of goods sold would be lower and profits would be higher. Thus, 
by this method, the cost-of-goods-sold figure easily can be dis- 
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STEEL FURNITURE 


distinctively styled 


by DESIGNCRAFT.. . 
DESKS, TABLES, OR 
MODULAR UNITS 


4 - 
‘i mye U 
, ; = a | : | systems of limitless application. 
Nell] | LB "yi ye | u il : Unique arrangements are simply and easily 


Re LE il Designcraft Engineering 


provides complete modular desk-office 











organized to meet office traffic work flow. 








A most magnificent way to attractively utilize 


—~ — » — the greatest amount of space in a heretofore 
ai r ai i i | limited are: 
z | i J 11 € area, 
| 


a SPECIAL DECORATOR SERIES with formica tops— 
and component parts for interior designers. 


NOFA BOOTHS 65 & 66 Write for illustrated catalog and price list. 


/ 
4 / 
CB designeratt ap VMeV 10) 7-Vona0l-11[emetel-1-m 


ee 0 RS ee ee ae a ee oy ee, ee ae On a 


UNGROUND 
BALL BEARINGS 


For the Office Equipment Industry 


(LiL.N 


Long life and service are assured you because — 

1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 

able where quiet operation is desired. 




























Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S. A. 


ASSOCIATED Kilian Manufacturing Corp. Fischer Bearings (Canada), Ltd. Kilion Steel Ball Corporation 
COMPANIES: (Canada), Ltd. 240 Fleet St. East, Toronto 2B, Ont. 100 Wellington St., Hartford, Conn. 
“240 Fleet St. East, Toronto 2B, Ont. 
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Paricsome custom-built cabinets in the 
finestfiand-rubbed hardwoods...with a 
spacious refrigerated compartment and a 
separate unit for liquor and glassware. 
9 distinctive models for home and office. 
Now available: Refrigerator Assemblies 
for Built-ins. Write for illustrated brochure. 


by 
"SPRINGER PENGUIN, INC. 48-01 28TH AVE., LONG ISLAND CITY 3, N.Y, 


modern steelerait... 
yrds ssn ae 








10 Roller bearing heavy duty FULL SUSPENSION cradle 
® Full 26” filing space in every drawer 

Symphonic, lusterous, permanent finishes of olive 
green or modern grey 

Rugged construction with multiple reinforced uprights 
Beautifully designed with solid aluminum hardware 
Positive follower block .. . easy to operate 

Made of heavy gauge steel for lifetime service 
Available with thumb latch upon request 


All models available in letter or legal sizes and with 
plunger locks 





Puzzled on how to turn shoppers into customers? ... Then feature MODERN STEELCRAFT—the profit mak- 
ing line. Mado by a company specializing in files for over half a century. Built with features that clinch sales 
and priced to give your customers maximum value . . . not to mention maximum profit for you. 


Visit ovr display at the New York Stationary Show, 


New Yorker Hotel, May 18-23, Room 905. Write for catalogue showing our full line of easy 


selling, high profit office furniture. 












modern steelcraft inc. 
2973 Cropsey Ave.- B’klyn.14,N.Y. 
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by nge in the method of inventory valuation, or by 
failure to obs e sound valuation methods 

Each manager should review his own inventory procedures t 
ine, first, what basis is used, and second, if this basis re 

fiects tl ilistic value of the stock on hand 
Depreciation. One of the most critical areas in the over o1 
lerstatement of profits is that of depreciation. Here is a specifi 
wherein can be misled by what appears to be a sound 
curate yunting procedure. For one thing, the depreciation 
int can show a record of depreciation down to the exact 
nny [hese entries in this account give the impression of ab 
solute accur Because of this you can easily lose sight of the 
fact that tl in judgment which established the original dé 
preciation rate could have been in error—sometimes in gross errot 
By way of istration, the decision to depreciate some store 


tu period of 10 years by one company proved to be 
nrealistic since it was found that these items had actually reached 
limits of their usefulness and needed to be replaced at the end 


614. years. Hence for 61/4 years the owners of that company 


had been kidding themselves about the amount of their profit 


Review Your Policies 


You should carefully review depreciation policies in terms of 
ast experience, good judgment, and the experiences of the 
trade. The tax rules of the Internal Revenue Service inform you 
legal limitations and serve as a basis for the determination of a 
listic depreciation policy. They can be a useful guide. However 
in new situations it is often desirable to work out depreciation 
schedules through detailed discussions with Internal Revenue 
authorities as to what is reasonable. 


In addition aking certain that your depreciation policies are 


realistic, you also should determine whether all depreciable items 
are included in your depreciation schedules. 


Failure to Prorate Annual and Quarterly Expenses Each 
Month. Companies kid themselves about their monthly profits 
when they do not take into account charges and expenses which 
rise only annually. In many smaller businesses these items are not 

nsidered until they arise at the end of the year, often to the dis 

sionment of the manager. Such omissions are particularly 


ticeable in job estimations and pricing in job-shop operations 
anager thinks he is figuring jobs on the basis of a good 
ht but fin that his total operating expenses should have in 
cluded a number of items he actually failed to consider in the 
t 1a joD estimations 
» examy S Of these expenses are 
(1) Income taxes 


(2) Insurance premiums 


(3) Rent (if paid quarterly or annually) 


Maintenance and Upkeep Expenses. Another expense allied 
the annual and quarterly expenses discussed above is that for 
ties and pment maintenance. The monthly P and L state 
iy f to carry an allowance for this expense for some 
hs. In that case the profits for those months will have to be 
rge repair bills fall due. Sometimes these bills 

wipe out profits for several months 


Should Watch Salary 


Low Salary for the Owner-Manager. Many small businesses 


ppe to be making fairly good profit would find a 
nged situation if they allowed a comfortable salary for the 
yperator. Often the proprietor draws money out of the 
business on an irregular basis, as he needs it. Many times this does 
nt t sonable compensation when compared with the 
f other ar managers working on a regular salary basis 
For exam} total withdrawals for a year by one owner-opera 
unted to $8,000, but the going pay for comparable work was 
tually $1 1 year. Consequently $7,000 of the profit figure 
the result of the fact that the owner was underpaid by that 
nt. If he had had to withdraw from the business and hire 
to perform his job, he would have had to pay at least 

¢ 
Ofter will not recognize that fact until he approaches 
bank fot an. In examining the company’s financial state 
ts, the banker will recognize that the profit figure is not so 


esult of profitable business operation as it is of working 
salary. Of course, when thus done intelligently 
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SEE OUR BEST SELLERS 
AT THE N.O.F.A. EXHIBIT 
BOOTH #111 













‘mio Riceeg PRODUCTS, INC. on. on 


111 Pioneer St., Brooklyn 31, N. Y. 










THE FINEST NAME IN ett 
ALL HANGING CHALKBOARDS 
AND BULLETIN BOARDS 











Framed in wood or aluminum, there's a size and 
style for every use—school, office, store, industrial 
or home. Chalkboards are in See-GREEN or black; 
cork bulletin boards in tan. All Rowles bulletin 
boards and chalkboards have brand acceptance, and 
are priced right for quick turnover. Sell the line that 
seils itself—sell Rowles! 

Many other styles available including boards with 
easels and floor stands. 

Get the facts—Write today for Dealer Catalog! 


E.W.A. ROWLES Co. 


MANUFACTURERS OF SCHOOL EQUIPMENT 
116 N. Hickory St. / Arlington Heights, lll, 
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MOORE PUSH-PIN CO. 


Since /9OO PHILADELPHIA 44, PA 
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Makers of famous Moore 
Picture Hangers & Push-Pins 


BERKLEY ST 


PAPER PUNCH 


Simplest, surest paper punch made. Punches all 
3 holes for 3-ring binder sheets at a single squeeze. 
No adjustments to make, no gauges to set, no 
places to mark. Just insert sheets and squeeze! 
Accurate and trouble-free. Weighs less than 16 
ounces; fits brief case or desk drawer. $4.00 list. 


Order from your Wholesaler 


MODEL ss e« Punches 3 holes 
\%" dia., spaced 4'4" on centers, 
4%" from back binding edge 


standard spacing 11" x8'%" sheet: 


NEW ENGLAND PAPER PUNCH CO. 
NATICK, MASSACHUSETTS 


WESTERN REPRESENTATIVE-HARRY HENKEL ASSOCIATES 
Western Merchandise Mart, 1355 Market St., San Francisco 


PAPER PUNCH | 





and deliberately as a means of building Ip Capital funds in a ne 


enterprise, most bankers would not criticize 

Lack of Sufficient Insurance Coverage. The proft figure can 
contain amounts which are brought about as the result of 

njustifiable risk-taking by the business. Serious fires or othe 

covered by adequate insurance protection, can 





se a drain on resources that may wipe out much or all 
the profits for the past year or so. When a company has been 
rying insufficient insurance coverage to guard against such 
Sastrous cperiences somewhat mor pront will be shown 
ym month to month. In such cases the profit figure can be 
id to be a bination of the results of profitable operation 
s false savings brought about by undue risk taking. Just 
yw much protection is “adequate” is, of course, a matter of 
lgment. For advice on this point consult your insurance 
rent, broker, 01 company representatiy ind your ountant 
bankets 
Minimum Wage Laws. With the current emphasis on con 
n with t inimum wage law it is increasingly in 
rtant for you to clarify the status of your company in this 
nnection. Therefore, make sure you are not kidding yout 
with inflated profits resulting from paying your employees 
equired 
Don't Kid Yourself 
Although you iy have determined that you actually have 
profit, you may be kidding yourself as to the sufficiency of 
at profit. You may fancy yourself as a fairly efficient operator 
ince you are showing what you consider a very respectable 
tal dollar profit. However, you may actually be operating be- 
Da S to others performing the same or similar 
ypes of marketing operations. The point on which you may 
be kidding yourself is judging your profits against too low a 


standat rl vill naturally make them look good 
In order to get a reliable perspective in this regard, you 
S xamin our standard and establish a sound basis for 
nparison. If you establish a standard that represents real 
omplish y comparisons will be valid 
Know Your Industry 
A good procedure in this connection is to gather some sta 


€ you are in as well as data on some of the 


tistics On the tra 
most successful companies in that trade [rade associations 
ind publications are helpful sources of this information. One 
well-prepared set of figures is “The 14 Important Ratios” 
of Roy A. Foulke. These are published by Dun and Bradstreet 
Inc., 99 Church St., New York 8, N. Y., in a small volume 
revised each year. In addition to showing ‘Net Profits on Net 
Sales’ for a number of businesses, this publication shows 13 


other bases for measuring operations. Another good source ts 


; 


the continuing series of Business Service Bulletins, published 
by the U. S. Department of Commerce, on operating ratios for 


selected lines of business 


Although you find that you are making a real profit and 


that your profit is sufficient as compared to a good cross 
section of other similar concerns, there is another area in 

hich you may be kidding yourself. It is in assuming that the 
total profit figure depicts the true situation for all the various 


lines or services of the company. Upon careful examination 
you may find that some activities are doing exceedingly well 


ind even carrying other losing activities 


Analyze Contributions 


If your pany is engaged in selling a number of products 
iding a number of services, or engaged in a combination 
these activities, you should develop a system for constantly 
termining tl actual contribution of each of these goods, 
services, Or activities to the total profit. There are, of course, 
ises where you may have to continue to handle certain losing 
s becat must be provided to complete your line of 
handise or service. If possible it is desirable to avoid this 


situation. But regardless of whether you can avoid them or not, 
you certainly should know specifically what activities are los- 


how much they are losing, and why they are losing 


This information can be determined by a careful breakdown 
of income and expenses by individual line. The objective of 


this kind of “costing” is to allocate to each activity the costs 
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nyYERS 
BECOME, 
BUYERS! 


@ The compelling power of this Higgins stand 
sets the stage for the customer to sell himself. 
You make the most sales with the least effort. 


@ The stand places the whole line within the 

customer’s reach and overcomes single purchase 

thinking. Urges impulse buying too, since 

it’s always on the job selling people who come into 
your store to buy other items. 

@ Higgins Ink in your stock is like money in 

your cash register. Sure to sell—and NOW 

faster than ever. 





222 units sell for $127.50 list 





— 
— rd 


7] a. 
wes HIGGINS ink co, ic. 


Sas" = 271 9th Street, Brooklyn 15, N.Y. 


q 
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BRIGHT CHAIR, 59%, 545 W. 34th St. 





UPHOLSTERED LEATHER FURNITURE 


No. 1970 Sofa 









From four distinguished collection . . . 


Sofas, sectionals and office chairs of every description . . . including side, 
arm, revolving and posture chairs. Outstanding modern and traditional 
designs superbly constructed of luxurious leather and fine woods. Bu 
Bright! The line that is styled, built and priced for solid sales appeal. 


Write for the BRIGHT CATALOG today! 
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Copy-Fax 


You make big, big profits selling this amazing new X-7 formula ink in 
Micropoint’s four most popular products. The market is tremendous 
and sales potential is terrific. Every office with a copying machine is a 
.prospect ... high volume, repeat business at your finger-tips! 


Now uk offers 
rTicy-N bate 
PROFITS 


* »».« proved the best reproducible 
ball pen ink for copying machines! 














COPY-FAX INK 
AVAILABLE 4 WAYS 


IN 4 COLORS 
Blue, Red, Black, and Green 










Copy-Fax Pen... slim, trim 
King-Size pen you never 
refill. Medium and broad 
points. Giant ink supply. 
Retail price 59c. CF-4059 


Fills-Any Refills .. . fic ALL 
ball pens, with minor 
exceptions, by means of 
unique, fool-proof break- 
off mechanism. 

Retail price 49c. CF-10 


De Luxe Refills . . . fit 
Micropoint, Paper-Mate and 
all other retractable pens 
with standard length refills. 




















Blue, red, black, and green... 
every Copy-Fax ink ‘color repro- 
duces picture perfect. Every written 
word is copied in the sharpest de- 
tail...ends “fade outs” and missing 
lines, so common with old-style 
ball pen inks. 


X-7 formula ink makes it popular 
for general office work, too. 

Add a bonus to each office call 
by showing the Micropoint prod- 
ucts with new Copy-Fax ink. You 
don’t have to sell them... after one 


test of their copying ability, they 






Retail price 49c. CF-20 





De Luxe Retractable Ball Pens 
... genuine Tenite barrel. 
All-Nylon Action mech- 
anism NEVER wears out. 
Gold finished metal parts. 
Retail price $1.00. CF-50 








The smooth flowing quality of 







ICROPOINT, inc., pert. OA-1, SUNNYVALE, CALIF. 


Creator of advanced writing instruments 





sell themselves! 


*TRADE-MARK, MICROPOINT, INC. 










Order from your wholesaler, 
or write for FREE Copy-Fax 
Pen, giving wholesaler’s 

name and address. 















All Purpose, All Steel Waste Baskets 


Perfect for Office, Home, Store, School, 





Hotel and Hospital! 


The Deluxe "Executive” 
This heavy gauge, all steel Waste 
Basket is recognized as the ‘Standard 
of the Industry’. Features Rubber 
bumpers on all corners and welded panel 
construction. Rubber tips are SEPA- 
RATELY welded in steel legs to elim- 
inate scratching or marring. 
Lorgecopacity, mini- 
mum floor space. 
121/212 1/2 «15 
high. 






because they’re All Steel... by Steel Parts 


Pennant Business Machine 
Stands 


Designed with a Purpose . . . To protect the 
Investment in Expensive Office Machines. 
(illustrat. model 540.) 


Pennant stands practically eliminate the pos- 
sibility of tipping because they have been 
‘counter balance engineered’. Adjustable cups 
and channels make each Pennant Stand ad- 
aptable for use with practically all makes and 
models of different office machines. 


Heav y caster housing protects the operator 
and provides the firm anchorage that pre- 
vents movement and tipping... and every 


Pennant Stand is GUARANTEED VIBRA- 








A Pennant 
‘Exclusive’ 


The Deluxe ‘Oblong’ 


Incorporates all the same construction 
features of the Executive’ basket but 
is designed especially for limited floor 
space areas. Size 9 1/2x 13 1/2x 12 3/4 
high. 

Both the Executive’ and the ‘Oblong’ ore ovail- 
able in all desired and matching office ond 
commercial colors. Grained finishes include 
Walnut, Mahogany ond Ock. 


Reasons Why Pennant is the Standard of 


the Office Equipment Industry 

¢ Heavy gauge all steel construction 
tively finished. 

¢ Functionally designed for the office 
office folks. 


¢ Pennant office equipment pays for itself in re- 
duced maintenance costs, increased efficiency and 


prolonged life. 
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TION-FREE. 


machine application. 


There is a Pennant Stand for every business 


Write for FREE 16 Page Color Catalog 


... TIP-TOE Raising and Lowering. 


For fast portability and equally fast firm 
immobility. 


STEEL- PARTS MANUFACTURING CORPORATION 


A Division of Blackstone Manufacturing Co., Inc. 
2 ' 4630 W. Harrison Street * Chicago 44, Illinois 
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required to carry it on. Typically, the costs will fall into three 
main categories 

(1) Wages 

(2) Merchandise 

(3) Overhead 
of costing need not be elaborate nor complicated, 
nor is it always necessary to carry on the procedures con- 
stantly. Periodic checks will often suffice. 

You may be satisfied with your analysis of the existence of 
a profit, the sufficiency of the profit, and the profit mix, and 
even then kid yourself in still another area. That is in the 
trend of your profit. The examination of your profit picture 
at any one point in time, such as a monthly or a yearly P 
and L statement might prove satisfactory. But when viewed 
in relation to a number of months or years it might instead 


systems 


show an unsatisfactory trend. 


Ratios are Important 
[his comparative analysis might reveal such things as an 
increase in volume, but a decrease in the ratio of net profit 
to sales. Or expenses might be increasing at a faster rate 
than sales or net profit. Comparisons of this sort usually be- 
come more meaningful when all items are reduced to a per- 
centage basis. Typically, all items are expressed as a per- 
centage of net sales 
Many small marketers find return on investment to be a 
useful yardstick for measuring the trend of their profits. It 
is not difficult to develop and apply. Essentially it tells you 
two things: How well your firm did in one reporting period 
in contrast with others, and how much the money invested 
in your business earns in comparison with other investment 
alternatives. 


In Right Direction? 


For example, suppose you had a small service business in 
which capital of $38,000 had been invested. And suppose you 
felt that, all things considered, the yield on that capital should 
be about 9% a year before taxes. This would total $3,420. 

That figure might work out to, say, 3% of annual net sales 
of $114,000. Therefore, to keep track during the year of 
how things were going—the trend, in other words—you might 
keep score, on a quarterly basis, of sales and profits. Any 
quarter ending with sales of less than $28,500 and profits below 
$755 would indicate that things were moving in the wrong 
direction. 

Knowing that, you could try either to increase sales volume 
to produce more profit dollars, or to obtain better margins 
on existing volume. If neither was possible, you might want to 
consider reinvesting your capital in a more profitable way. 


J. K. Gill Co. Makes Two Appointments 

The J. K. Gill Co., Portland, Ore., announces that Tom 
Heckard has been appointed manager of the wholesale library 
book division and Paul McKeown has been named assistant toy 
buyer 

Mr. Heckard was with the Seattle J. K. Gill Co. as assistant 
manager in charge of trade books previous to his new assign- 
nent. He came to the Gill organization by way of Lowman & 
Hanford where he was manager of the Olympia, Wash. branch 


of the firm 


H. B. Lee Named Planning Chairman 

H. B. Lee, vice-president and secretary-treasurer of the Al 
Cook Desk and Office Supply Co., Oklahoma City, and who 
has been serving as vice-chairman of the City Planning Com- 
mission, was recently elected chairman of the commission. He 
fills a vacancy resulting from the resignation of Mike Massad, 
city insurance man who moved to Dallas, Tex. 


Branch Office Opened in Houston, Tex. 

The Adding Machine Service Corp. of Houston, Tex., has 
opened a branch office in that city at 3712 Milam St. with 
William B. Ward as manager. 
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MAYLINE 








MAYLINE 





Philadelphia 





Dealers! The new May-O-Matic will be featured at the 
A.S.T.E. Show, Convention Center, Philadelphia, Pa. May 
1-8 in booth 1234. Let us demonstrate this all new table 
to your customers. Give them our booth No. 





MAYLINE 


Our complete line will be displayed, including pedestal 
and 4-Post tables in steel and wood, the May-O-Matic, 
plan files in both steel and wood, straightedges, kits, and 
stools. Have your customers see these products. 


MAYLINE CO. 
625 NO. COMMERCE ST. 
SHEBOYGAN, WISCONSIN 








MAYLINE 
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DEALERS . . . AN OPPORTUNITY TO 

STOCK THE FINEST OFFICE FLOOR MAT 
EVER MADE! THIS IS AN ITEM YOU'LL 
al TO HANDLE . . . BE PROUD TO 









NE RYST 
NEW = 

Finer than anything you've ever seen to combat the an- 
noyance of office chair movement on luxurious office carpet- 
ing. Crystal-clear '/4" transparent aircraft plastic allows full 
blending of carpet color. No more unsightly "blobs" in 
the middle of wall to wall carpeting. 

Extra-hard long wear surface. Impervious to alcohol and 
other discoloring agents. Attractive and decorative. Neat, 
beveled edges slope gently to rug surface, removing the 
"ledge" effect of other type mats. Comes in three sizes for 
any type office. 

Dealers, this mat is of absolutely top quality. You can 
sell it with assurance and pride. Crysto-Mat is fast becom- 
ing a much-wanted office item. !t will move fast and bring 
you steady profits! 

For Full Sales and Profit Particulars Write: 


CRYSTO-MAT CO. 





{Aluminum Marine Hardware Co., Inc.) 


211 NORTH ST. 





AUBURN, NEW YORK | 





7 TO 14 DAY 
SHIPMENTS 


SHIPPED IN YOUR NAME 













REGISTER COMPANY 


STANDARD & CUSTOM 
REGISTER FORMS 
All Forms Shipped 
by Royal 
are Manufactured 
by Royal 
Write or wire for 
Illustrated Catalog, 


prices, sample forms 





omen EF a. m4 


BETTENDORFE IOWA 


REGISTER 


NASHUA NH 
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Training of Clerks 
Pays High Dividends 


by AL P. NELSON 


@ IF ONE WERE to walk into a store employing five or even 
15 clerks—a store in which there was no regular, specific training 
program—and ask those clerks individually this question ‘What 
should the good clerk do?’ he would get many answers 

Even the composite of all the answers would not measure up to 
the answers given by clerks in a store with a definite sales train- 
ing program. No one clerk, or group of clerks, can be expected 
to think the ‘good clerk duty’ problem through as effectively as 
profit-minded management. 

Stores with small staffs are probably more lax in the matter of 
clerk training than larger stores, and yet even larger stores would 
benefit from an attractive booklet containing “Rules for Good 
Clerks”. This booklet could be used periodically in sales training 
sessions as refresher material for old and new clerks alike 

Likewise when the individual employee has a copy of such a 
booklet he can do “home study” on it periodically so that he can 
keep up. If he is the right kind of clerk this ‘home study’ will 
be done regularly. Where no booklet exists as a reminder, even 
good clerks sometimes slip back and so do profits. 

One alert retail organization, which takes its employee training 
program very seriously and regards it as excellent sales promotion, 
issues a booklet to employees, especially clerks. The material is 
reviewed several times yearly at meetings. Management also in- 
forms employees that they are expected to read the booklet now 
and then on their own initiative. 


These are Adaptable 
Here are some paragraphs from this interesting booklet which 
can be adapted to most retail stores: 

A clerk’s duties in this store cover many things, such as help- 
ing to unload and stock merchandise received, as well as advising 
management regarding the condition of the goods, especially if 
any of it is damaged. The employee helps keep the showroom, 
stockroom, and warehouse clean and orderly, changes shelf prices, 
waits on customers, and does 101 other jobs that have to be done 
at our store 

The first thing that every clerk should learn is that our cus- 
tomers have top priority at our store. No one of greater im- 
portance enters the store. Without customers there would be no 
store. This is a fact we must never lose sight of 

You are a good clerk if you do the following 

1. Immediately give the customer your undivided attention. 

Greet customers with a SMILE. This should be very easy, 
for he is the reason you have a JOB. The customer is the true 
life blood of any business. 

3. Carefully listen to his request and promptly get his mer 
chandise for him. Try to avoid making him REPEAT his order 

‘4. Always make him feel it is a real pleasure for you to wait 
on him 

5. A good clerk never argues with a customer nor questions 


his intelligence. The good clerk is always a good listeners 


Provide Information 


6. If you know your line of merchandise, give him helpful 


information that will enable him to buy intelligently. If he needs 
help you cannot give, do not try to bluff your way through. Get 
the manager to help you. If no one is in the store who can help, 
do not be afraid to tell the customer that you do not know, but 
will have the manager or owner call him and give him the in- 
formation he wants 

7. A good clerk does not leave extra clothing, lunch bags, or 
the like around the office, showroom or stockroom 

8. A good clerk will not be wasteful of supplies 

9. A good clerk will do a lot of suggestive selling, but will 
not high pressure the customer. 

10. A good clerk will check the credit standing of an account 
before promising or giving credit. This is especially important if 
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The name to remember for fine fabrics. . . 


150 MIDLAND AVENUE 
Port Chester, New York 


-— 





FABRICS, INC. 


See our display in booth 13 NOFA Convention Exhibit 
SHOWROOMS: New York Port Chester Boston Chicago San Francisco Philadelphia Los Angeles 











Your customers will like the style, 
beauty, design and mobility of 
Shepherd Casters. They roll easily over 
carpeting and protect against surface 
wear. 

Shepherd's new caster concept does 


in er away with conventional yoke and ex- 
sac, ne posed exile. Totally enclosed, perma- 
_ every ; Model 111 metal tread mently lubricated and guaranteed not 
n / retail priced from to clog or jam. 

| $7.95 in sets of 4 Build your sales volume with the 
; A hl fast turnover of Shepherd Casters. 
1S 2 : j ; Available in a variety of standard 


adapters and in three decorator fin- 





ishes: antique copper, satin chrome 
and bright brass. Write or wire, today, 
for full facts on how you can qualify 
as a franchised Shepherd Caster dealer. 


vodet 171 rupper SHEPHERD CASTERS, INC. 
























































tread retail priced P.O. Box 472, Benton Harbor, Michigan 
*U.S. Patent No. 2539108 from $8.75 in sets of 4 (la Canada: Shepherd Casters Canada Ltd., Torente, Ontaris) 
" in LEATHER 
. Wi in FABRIC 
for the Executive Suite 
Hand Fashioned by Craftsmen of Experience 
moderately priced 
n Brochure available on request 
> : e 
Chai 19304 niemann inc. 
A FINE NAME IN FURNITURE FOR OVER ONE HUNDRED YEARS FACTORY & SHOWROOM: 469 E. OHIO ST. AT LAKE SHORE DRIVE, CHICAGO 11 
eS Mr. Dealer: Why settle for the Ordinary 
m when the Very Best costs you Less! 
Our STAG SLEN with 2 cartridges, is the only flat surface ball 
$] 50 point pen on the market today . . . loaded with eye appeal 
design that makes ‘em real sales winners every time! 
RETAIL In assorted gay colors each is guaranteed 
REFILLS }©6©39C mechanically perfect. 
Order Today. Free literature avail- 
is mie able on request. 
ee ie. SLENCIL COMPANY 
P Sock Glan ban 2% aumeeinen ess 45% —— ones “+200 Federal Street, Orange, Mass. 
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Barricks... 


America’s finest 






folding tables 






® folding 
benches 
© portable 
stages 
e portable room 
partitions 


® table and chair 
trucks 


















designed 





for the dealer 
who is proud 
of the quality 
he sells 


Folding Table 





Division 
Barricks Barrick's Patented Finger- 
MFG. CO. tip Leg Locks with steel 
134 West 54th St. center channel provides maximum 
CHICAGO 7 safety and stability 
ILLINOIS 














ONLY The ‘‘Precise’’ 


TRIMMING BOARD 





Has All These Wanted Selling Features 


@ Patented Finger Tip Controlled Paper Guide 
@ Finest Steel Blades, Carefully Ground 

®@ Two White Scales on Black Background 

@ Only Finest Seasoned Hardwood Used 

@ Every Board Completely Guaranteed 


You offer the finest in the New “Precise” Trimming 
Board. It has everything your customer should have for 
trimming, cutting paper, paper board, etc. The patented, 
adjustable paper guide locks and releases with a finger 
flick, 2 white scales on black 


background speed accuracy and e.. poresae SIZES 

24 ; ; > > 4 o. /2"'—Blade 
measuring time. Models 5, 6 & Ne. 4——121,"—Blade 
7 have special safety spring No, 5—151/."—Blade 
The “Precise’’ is a steady seller No. 6—181/."—Blade 


° —_ 1 oe 6 
wherever displayed. He, 7 O82 tade 


Prompt Delivery — Order Your Needs Today! 
AMERICAN PHOTO LABORATORIES 
2511 W. MOFFAT ST. Dept. A CHICAGO 47, ILL. 
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.. . another BIG Profit-Maker 
fom GOMANCO 





NO. 112 SORTING RACK 
STEEL — ADJUSTABLE 


@ Nine removable — adjustable shelves 
@ Makes up to a dozen compartments 
@ Identification slides on shelves and base 


NEW EXTRA STURDY CONSTRUCTION 
WITH DENT PROOF CORNERS 


Individually cartoned — Shipping wt. 28 Ibs. 


IDEAL FOR 
OFFICES — SHIPPING ROOMS — GARAGES — 
A MILLION USES 


Write for our latest brochure 


GOMANCO 


1712 Arcade Place 
Phones: CH 3-1138 





Chicago 12 




















New COLORED RING BINDERS | 


SELL ON 
SIGHT! 


New Eye Appeal 


AQUA 

CORAL 

AVOCADO 
GREEN 

FIRE ENGINE 
RED 

OYSTER WHITE 

CHARCOAL 
GREY 


Made 
with 
Fabulous 


DURAHYDE_ 


Scuff-Proof Vinyl 


5 YEAR GUARANTEE AGAINST ANY DEFECT 





Styled with eye catching color. Built with vigor and strength in every stitch 
JUMBO SIZE has extra large rings and tremendous capacity. Two pockets 
Zipper compartment. Identification card frame. Choice of 2 or 3 ring style 


Complete Binder line at Popular Prices ... . 
$1.95, $3.95, $4.95, and $5.95 


ORTHWEST 


LEATHER GOODS Co, 


311 N. Desplaines St. 
Chicago 6, Ill. 





Quality 


/ Craftsmanship 





Phone 
ANdover 3-4488 
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t st er stranger or tells you that he has another account 


A § rk explains the use of a product if the customer 
s not f th same. Encourage the customer to ask questions 
indise he wants to buy. Don't do ALL the talking! 
A good clerk never smokes while waiting on a customer 
ign t stomer may be smoking 
A good clerk never promises anything he cannot fulfill 
On the otl 1 he always fulfills the promises made. 
A good clerk is quick to recognize leads and give this 
ition to the ownel 
A good clerk never criticizes competitors nor their prod 
erk is always ENTHUSIASTIC about his job 
A lerk is always busy when not waiting on cus 
t rs. | always a floor to be sw pt stock to be rear 
Wit s to be washed and a dozen other things. A 
clerk SEES and DOES these things 
18. A good clerk never pries into the customer's business 
19. A good clerk never spreads company or customer gossip 
0. A clerk studies sales material, manufacturers’ recom 
ndations { product use, asks questions and is always ready 
illing to help his fellow employees 
21. A good clerk always works for a promotion and conducts 
himself in such a way that we are justified in promoting him 
when the opportunity to do so presents itself 
2 Ag erk is never afraid to do more than he was hired 
he ow! f the store using this type of clerk training says 
that the progr: has resulted in a much higher sales quota for 


ost employees. They know what is expected of them, and they 
ynstant inded of it through the printed word 


How To Stop Walkouts 
And Make Them ‘Cashouts’ 


by H. E. CARROLL 


= EVERY TIME a customer enters your store you have a po 
tent! Salt l pront The customer was tracted by a friend s 
reco ndation, by a newspaper advertisement, or by your traffic 
ig lisplay. You have been rking to build store 
Dut vant traftic that stops anda Duys oa» Or oe 
i that st nd then walks out 
Merchandising experts report several basic reasons why cus 
without making a purchase. One of the major 
St f ts’ is because the store is ut of stock This 
Dvi0ous answe! Stock } wanted merch ind 
s another major cause ot walkouts’ but this, too 
ith the obvious remedy G Deller custome? 
A ng the obvious will eliminat any of the “walk 
is another area that provides a real challenge to a 
supply dealer—better selling strategy. 
Her e do’s and don'ts that will help you and your 
n e part of the problem of your customer ‘walk 


S 


1. Don’t drop the subject. 


When tomer asks for something tl s temporarily “out 
stoch has never been in stock, do not drop the subject 
plet I instance, do not say I'm sorry, but we are out 
that. re something else? 

An off supply salesman who drops the subject completely 

e store is “out of stock’’ misses two major op 


First, there is the chance to suggest a substitute that 
satisfy the customer. Second, a salesman who 


s not the subject with an “Anything else?’’ question, has 
good will and future sales 
d ubject—it locks the da r jor seliing a sul 
Mila lulhre 2 d wil 


2. Don’t say “just as good.” 


Selling s thing in place of the requested item will stop 
stome kouts if the proper strategy is used. For 
nstan¢ sman could say, “This is just as good as the file 
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a 
DArvuUcKs The Premuan arg 


at competitive prices ! 


| / CHALK BOARDS 
Y CORK BULLETIN BOARDS 


| V MAGNETIC BULLETIN BOARDS 


ANELS PREFAK 6 
A% rt Al THEMAGh 
+ Pe 4 
alae 2 AULA CLIP EAA HUG out ru led 
= is set _ 


ALIVE FULL 


Designed tor the 
dealer who \s 
cle eo) mm Lal 


Chalk Board 
Division 





134 West 54th St. 
CHICAGO 7 
ILLINOIS 


quality he sells 











users call the... 


KARLO POSTURE TYPEWRITER SUPPORT 


money saving equipment 


THE KARLO TYPEWRITER 
POSTURE SUPPORT is ad- 
justable to the height of any 
operator. The solid construc- 
tion makes it rigid prevent- 
ing vibration and overturn- 


ing. 














MODEL NO. 1 — Meta 
with wood top — adjustable 
from 26 to 38 inches 





MANUFACTURING 
COMPANY 





| 
| 
| 
| ee Se ee dn J 
MODEL NO. 1-G DRAFTING TABLE 
32 lonia Ave. SW, is equipped with a tilting top bass wood 
drawing board For artists, draftsman, 
Grand Rapids, Mich. engineers, etc. Adlusts to any angle and 
from 32” to 44” high 


Write for catalog and prices on complete line 
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If Bumped into, Stem tilts on 
flexible joint, but returns im- 
mediately to upright position. 
















7 * Mason 
“4 Glass Jar 
i Receptacle 
\% * Smoke- 
¥ Tight. 
4 
\ 
\ No Odor. 
4 22” High 


Base weighted 


Nos. 81 & 81¢ 


Nos. 66 & 66C 


Why do FLEXADORS continue to 
OUTSELL all in their price class? 
Have you any on display today? 


SMOKADOR MFG. CO., INC., Bloomfield, N. J. 


& Prices of 101 
mailed on request 


Pictures 
Products 











IN EWA 


FROM 
CEL-U-DEX 






LOC-UR-FONE is a new, unique 
and improved phone lock. Made of 
black phenolic plastic, it is practically 
indestructable. Installed, it completely 
obscures the dial and appears to be 
part of the telephone. LOC-UR-FONE 
prevents unauthorized phone use but 
does not interfere with incoming 
calls. Absolutely fool proof, it fits all 
standard dial phones. 


See your wholesaler or 
write for literature. 


CEL-U-DEX CORPORATION 





NEW WINDSOR (NEWBURGH), NEW YORK 
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Dial Phone Lock 


folder you asked for.’ This has a negative ring and will often 


offend the customer 

If the customer thought the substitute was “just as good’ he 
would have asked for it instead of the requested item. In the cus 
tomer’s mind the substitute is not “just as good” and the sug 
gestion that it is may kill the substitute sale. Most successful 
salesmen use this strategy instead: They say We do not have 
the exact kind you asked for. However, here is something I'n 
sure you will agree is a good buy 

Don't say mst as good’—it invites the customer to look 


nother store o make careful compari 


3. Don’t criticize the customer’s request. 
Another pitfall of substitute selling that some office supply 
salesmen fall into is the act of criticism. For instance, when a 


customer requests something that is “out of stock’’ a salesman 


might say We don’t carry that any more. It wasn’t any good 

The customer is made to feel that he doesn't know good values 
or styles or he wouldn't have requested the “‘out of stock’ item 
Even though the customer may not know value and the requested 


1 


item may have countless flaws, it is best to avoid making such a 


negative re 


Idea Can Boomerang 


Then, too, some salesmen fall into the habit of using this to 
To then 


; 


because they are Out of Stock 
t can be a boomerang 


stick up for the store 
it seems like a good way to save face. But 
when the customer comes in a month later and sees the requested 
item on display 

Don't critic 
pu n the spot when the eC” n Stoe 


me Mi \VOHK 7 ie } 


{. Don’t hide your ignorance. 

Another hurdle that some salesmen fail to pass in substitute 
selling is their own lack of knowledge. For instance, a salesman 
who does now know about the requested item may make some 
remark like this Chey don’t make that style 

This may pacify some customers and lead to a substitute sale 
if the customer does not know what he is talking about. But 
many times the customer enters the store to look for something 
that was advertised by a manufacturer. A salesman who says 
They don’t make that,” is not hiding his ignorance he 
parading it broadside before the customer 

On the positive side of the picture, there are a few things that 
can be done to avoid customer “walkouts.’’ Here are the do’s 


18 


1. Do stock all wanted merchandise. 

Naturally, it is easier to say this than to do it. The investment 
is a complete office supply stock that will meet every request 
might be more than would be profitable to carry. However, most 
walkouts” are based on the most popular items—supplies that are 
in good demand 

Establishing a good want slip or call book system in your store 
will provide a good guide to the “most wanted’’ equipment and 
supplies. Making entries every time a customer asks for something 
will help in ordering the right stock for 


that is “out of stock 


your customers 


Watch Your Impressions 
2. Do act naturally when serving customers. 

An office supply salesman who acts flustered when a customer 
asks for an “‘out of stock” item may give the customer the wrong 
impression. It is much better to casually bring out some other 
office supplies as a substitute suggestion. Of course, you will not 

} pos- 


disregard the customer's original request, but as casually as 


sible bring out the substitute 


3. Do discover the customer's real wants. 
Many customers who ask for specific office supply items do so 
because they have a friend who recommended them. When the 
salesman says abruptly, "We do not have that. Anything else?” 
it is easy for the customer to say “NO” and to walk out 
when a salesman finds out exactly what it is that the 
something inexpensive something 
something that has dual utility 


However, 
customer wants 
practical the substitute 


selling is an easy matter 


{. Do justify all suggested substitutes. 

After discovering the customer's real wants, it is easy to make 
a suggestion for a substitute. However, to be most effective this 
suggestion should be accompanied with some justification for the 


purchase. 
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Safest Design—World’s Most Complete Line 


Promior CUTTING BOARDS 


A MUST for every office and plant 





featuring— 
@ Precision Ground Steel 
Blades 
® Adjustable Guide 


@ Accurate Scoring for 
Square Alignment 


@ Non-Drop Safety Knife 


@ Complete Size Range 


Wood or metal base, with additional features to suit your 


individual needs. 


7 sizes — 3 models From $5.50 to $55.00 


2100 W. Fulton St. 


PHOTO 


MATERIALS Chicago 12, Ill. 


7 OF 














Large Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance. 


NOESTING-PIN TICKET CO., INC. 
226 £.-i36th Street, New York, N. Y. 
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LOOKING 

7 @ FOR THE 

* BEST? eee 
f 


. \ You'll find... 
ej “THE 

’ CROWN LINE” 
OF DATERS 
CLINCHES THE 
EXTRA SALES! 
guaranteed to 
outlast any 
competitively 
priced stamps 

on the market. 




















information 
on our 
complete line 
today! 






R. A. STEWART AND COMPANY, INC. 
80 Duane Street - New York 7, New York 


FREE 32 PAGE CATALOG 
LOADED WITH BIG STORAGE 
AND MATERIAL HANDLING 


MCOMLCLAGE 





Scores of red hot buys... 
built to high standards . . . 
priced to give you the big- 
gest volume! Here is a line 
with real ‘‘sell"’ in a price 
conscious market . . . yet 
you work easily on a full 
mark-up. With storage 
space at a premium .. . 
with labor costs at a high 

. . the low prices of the 
complete BFC line will jump 
your sales and profits up as 
never before. 



































! 
; BERNARD FRANKLIN CO., INC., Bath and Hedley Sts., Phila. 37, Pa. 1 


send “ 1 Please send me your FREE CATALOG and Discounts 
FRE ' Name 


| Address 











r 
’ 
Catalog Company ; 
; 
: 
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Made of strong, 


order. Eliminates 
desk papers. 





ings available for 
edges, side of tables, 





GLIDEX CORP. 


4538 W. ROOSEVELT ROAD, CHICAGO 24, ILL. 


HANDY “GLIDEX” 


TRADEMARK® 571978 


TELEPHONE BRACKET 


A Stable Seller the Year 'Round 





Saves desk space—swings in any direction— 
Keeps phone in easy reach yet out of way— 
The only bracket made to hold present models. 


durable steel, Extends to 30 rigid 
inches. Closes only 9 inches. Various types of mount- 
attaching to wall, desks, table 


etc. Nothing to get out of 


nuisance of phone cord mussing 


WRITE FOR ILLUSTRATED LITERATURE AND DEALER'S PRICES 


GUDDS MODEL Me 208 
EXPANDED 











a 
READY 
SELLER 

AT 


$1775 


TAX EXTRA 
INCLUDING 
TELESCOPIC 

EYEGUIDE 















Takes all copy up to 20 inches 


Saacme 


a ae o - 


EYEGUIDE CONTRACTED 





—= > <I 


- 20" 


Se __ 





EYEGUIDE EXTENDED 


A money-moaker that is easy to sell. 
Now the RITE-LINE Copy holder has 
the new Telescopic Eyeguide at no 
extra cost. Takes all widths of copy 
from a machine tape to 20 inches. 
Self-contained, all-metal, compact, at- 
tractive. Requires no installation or 
service. Illustration shows it with LINE 


~~ MAGNIFIER attached. Magnifier is 


extra equipment you can sell. 


For full porticulors, discounts, etc., write to— 





. 
‘RITE-LINE CORPORATION, 4209 39th Street, N.W., Washington 16, D. C. 
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MORE 
PEOPLE 
BUY 








LOUIS MELIND COMPANY © 3524 NORTH CLARK STREET © CHICAGO 13 





NEW Ever-Safe Portable 
Insulated LEDGER FILE 


Posting Machine Carriage 
clears top of Ledger file. 






Model 501 LEF 
No heavy lifting 
of trays. 


\ 


FIRE PROTECTION | at point of use — 


Convenient Operating Height — Posting trays holding 24% more 
sheets, rest on sides of drawer at convenient posting height when 
in use. 

Roll-Around Portability — Easily rolled alongside posting machine 
or any other desired location. 

Operating Ease — Drawer has finger-tip operation on 10 roller 
bearing full suspension. Easy to open and close. 

Point of Use Protection — Records never need to leave the file — 
protected from fire at all times. 

SPECIFICATIONS: Inside drawer dimensions: width 18'/,4”; Height 
14%,"; Clear filing depth 26” — Outside dimensions: Height on 
pedestal 28'/,"; Width 22°/,"; Depth 31”. 


Write for complete information and prices 


Midwestern Manufacturing Corp. 


Indianapolis 4, Indiana 
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Put Your Financial 
House in Order 


hy HAROLD J. ASHE 


@® REPUTABLE ECONOMISTS, both in and out of government, 


generally differ in respect to business prospects for the next 12 
onths 
Depending upon personal circumstances, favorable or unfavora 
conditions peculiar to his own store and his community, or 
tastrophi sfortunes which befall him or his business, a 
aler’s share of business may increase, decrease or even disappear 
Business survival is only partially determined by the national 
onomic weather, and this can be spotty, as witness depressed 
eas which have sprung up in the midst of unprecedented pros 
tity. There are innumerable other circumstances, both favorable 
nd unfavorable, which determine survival or failure 


Nevertheless, every time favorable economic predictions are 
le, this is the signal for at least some dealers to sit back with 
1 sigh of relief, again postponing the day for getting their business 
in better financial condition. In fact, such reassurances may dispose 
those dealers to become even more lax and allow themselves to 
get in worse financial shape. There is no sense of urgency because, 
apparently, all's going well into the foreseeable future. 


Accurate Predictions Impossible 

But is it? Even the most infallible economic forecaster cannot 

nsult figures on steel production, paperboard output, carloadings, 

ito production, etcetera, etcetera, and predict the fate of an indi- 

dual dealer even 24 hours into the future. Neither can the 

lealer. Those who think they can are gambling with their own 
fate and that of their business as the high stakes 


Nevertheless, a good many dealers fail to retire business loans 


which have long since served their usefulness, and which may be 
renewed for less compelling reasons than the original need which 
ustified the loans. This has become a more common practice in 


business than may be suspected. The length and extent of the 
postwar boom has blunted natural caution and dimmed past pain- 
emories. Moreover, considering net earnings on net worth 

e loans and credit sources, the costs considered, cannot be 


stified under any circumstances. 

A good many dealers owe their suppliers more than good finan 
ial management justifies — and despite the fact profits are sub 
stantial. Precisely at a time when earnings are favorable is when 

unts payable should be reduced. When can these obligations 
whittled down if not under favorable conditions ? 
Watch Decline in Equity 

In either of the foregoing circumstances, the situation may be 


<plained—if not justified—by an understandable desire to draw 


subst personal allowances. This, too, is becoming more 

nonp!) because of continuing reassurance of the future 

Meantime lealer's equity in his business declines, in fact, 

*h he y not so think of it. Those extending credit and 

sh still have first claim against store assets, and the larger the 

s, and t greater the percentage the claims bear to total 
ssets, the greater the risk to the owner's declining equity 

Ches¢ se financial attitudes are predicated on nothing more 

bstantial than an abiding faith that business will continue 

regardless. However, for the individual dealer, the only 

ya Ul fture is its uncertainty Every dealer, however 

st liv ithin the shadow of this uncertainty. It follows hin 

es his n projected outline 
It is a wise dealer who permits himself an occasional thought 


his uncertain future, and who provides as large a safety factor 
the unforeseen as he can. Here are just a few of the calamities 
| a dealer, large or small 


Decline in volume. Even a moderate drop in volume may 
hob th a dealer's business. This, in fact, may prove more 
isastrous fot larger dealer than a smaller one. A dealer may 
Vi k-even point below which a loss occurs as the 

fit vanis One of the characteristics of the postwar era is 
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WORDS OF WISDOM 


“memory Is the dO1aRy 
that we all 
CaRRY WIth us” 


OSCAR WILDE 


Over 7,000 dealers throughout the United 
States have proven their wisdom by stocking 
SPHINX TYPEWRITER PAPERS — truly 
a great leader in the stationery field... A 


paper for every office need! 





SAXON 


PAPER CORPORATION 
240 West 18th Street * New York 11, N. Y. 












CARTS 


DRAWER UNITS 


PARTS BINS 


SHELVING 


TOTE BOXES 
© 
TOOL STORAGE 
UNITS 





You do the billing — we do the rest. We will drop ship in 
your name using your labels if you desire. We can put your 
decals on our products; just send them in with your order. 
Ours is the highest quality equipment available of this type. 
You will be proud to have your name on it as many dealers 
have over the last 17 Years. 


WRITE TODAY FOR OUR CATALOG 


BAY PRODUCTS INC. 


PHILA. 32, PA. 








1621 W. INDIANA AVE., 
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Under Desk Pads 


f yf COMPETITIVE PRICES — 


eo PROMPT DELIVERY 





WRITE FOR 
DEALER 
LITERATURE 


AND PRICES 


~ 


~= 


Meets Government Specifications — Fabricated from 
+" Tempered Hardboard with rounded edges & corners. 
Stocked in Natural, Green, Gray and Mohagany. 


HOOKRITE PRODUCTS CORP. 
49 EMPIRE STREET * NEWARK 5, NEW JERSEY 


BA y 7-4865 N. J. Phone Bigelow 2-2343 





CUT INSTALLATION COSTS 


WITH 


FRONTIER a// stee/ SHELVING! 





+ 
. = 
Frontier heavy _— ee: Ledge Type Shelv 
gauge, formed ing gives added 
posts give extra |) working space 
strength. ‘ . - j 
Vi , 
io ; 
/ 
Units easily at- Y Py Heavy gauge 
tach to existing aN r) shelves for max 
shelves, to give \ M4 ,imum loads 





added storage. 
. 


The finish is 
baked-on enamel 
—either in Fron 
tier Gray or Fron 


Easily assembled 
in a matter of 
minutes. Adjusta- 
ble on 11/,” cen-_ 





ters. _ tier Green. 
Big economies come to industry with See your 
Frontier engineered shelving systems. Frontier 
This comprehensive shelving line dealer or 
solves storage problems and is flex- If write for FREE 
ible to fit any floor plan. literature. 


ial If) 3 MANUFACTURING COMPANY 
FRONTIER P.O. BOX 13266 e@ DALLAS 20, TEXAS 
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the continuing rise in the break-even point, allowing a smaller 
area in which to hope for a profit. 

This decline in volume may occur because of events beyond 
dealer's control, such as a long-drawn out strike in an industry 
providing a large local payroll, a continuing decline in farm 
prices in a farm trading center, or permanent shutdown of a plant 
being moved to a more favorable area. This situation can over 
whelm a dealer in the face of national prosperity 

Being prepared for such a decline in volume, however, is not 
beyond a dealer's control. It is up to him to get his affairs in 
shape so that he has some financial fat on which to feed to carry 
him over this period, and give him time in which to adjust to new 
circumstances. If he is over-extended before the decline, his busi 
ness demise may be fast and certain. 

Decline in margin. Even if volume holds up, the same diffi 
culties may occur if the effective margin declines. Competition 
may become more acute, with traditional margins shaved. A small 
decline in margin may bolster slipping volume at the price of a 
sharp cut in net earnings. Profits may even disappear and a loss 
result. At this point, loans coming due and accumulating accounts 
payable can be difficult to meet, to say the least 

Sickness. The possibility of serious illness is something the 
human mind resists contemplating. Yet, every dealer is likely 
foredoomed to one or more serious and long-extended illnesses 
during his business career. If it is of long enough duration and 
sufficiently expensive, it may force the liquidation of a store or 
at best. put a heavy handicap on the dealer which may take years 
to overcome 

Here again the financial shape a dealer is in at the onset of such 
a misfortune will have a major bearing on his business survival. 
It may affect also his recovery and its speed, if he is relieved of 
business worries. At least a few dealers, unquestionably, are in 
such bad financial shape they could not survive in business after a 
two- or three-month illness. 

The fact to remember is this: The typical dealer is caught in a 
double-squeeze play by a serious illness. His personal expenses 
increase sharply because of medical-hospital bills even as his 
available, earned personal withdrawals from the business decline. 
His withdrawals, whether styled ‘“‘earnings’’ or ‘‘salary’’ are 














ii “RIP-PROOF” 
i= | INDEX SHEETS 


Binding Edges Reinforced With 
Dupont'’s MYLAR*, The Tough- 
est of Plastic Films! 


o 

0] 
Go 
Cr 

(<O) 
ad) 

fe \ 
et 


@ Prevents The Holes From 
Wearing, Tearing, Ripping, 


fy Pulling Through! 
LX) Pp : 
| fi [DIY Dp @ Assures Triple Life 
} ~ 
/ og} > @ Is Thinner Than Cloth or 
\S 








Metal Reinforcement 





(ee 





@ Yet, Rip-Proof Indexes Cost 


* Dupont's Registered Trade Mark No More! 


For its Polyester Film 





| 

| 

| x 
“~ 


| te 
ja | ieee 


TESTS PROVE 2 TO 5 TIMES MORE STRENGTH In 5026 tests made, the 
old fashioned style of Index, with reinforcement of paper, metal or 
cloth, pulled through the rings at 6 to 14 Ibs. pressure whereas, RIP- 
PROOF Indexes required 28 to 34 Ibs. 


FREE: Write Dept. OA For FREE SAMPLES, 
PRICES And Test For Yourself! 





} / | \ 
SSD was lel 

J <<) | __ ONL 
ad a \ “N\ 














426 5S. Clinton Street, Chicago 7, Ill. 
Plants in Chicago, New York, California. 
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The Advanced Copy-Rite 
PATHFINDER 


Modern design—Rugged construction. Cadet Neutral 
Grey blends with any decor. Quiet Effortless Opera- 
tion, 


Takes any size stock from post card size to 9” x 14”, 
any grade. 


Adjustable guides insure even, neat stacking of re- 
produced copies on easily removable receiving tray. 


Special features permit copy to be moved up or 
down, or sideways to insure reproduction even when 
stencils are cut on a slant. 


Automatic pressure roller release. Operates with re- 
produced copies ONLY, preventing ink offset. 


q 





King-size sidegrippers for accurate single sheet feed 
even on post cards. 


One reproduced copy for every single, clockwise 
revolution and only reproduced copies are registered 
on 4 digit, reset counter. 


Silk Screen, Stencil and Ink Distribution Roller easily 
removed for quick color change. 


Largest reproduction area of any comparable dupli- 
cator! 13%” x 7%” (approx. 105 square inches). 


Exclusive, built-in Paper Deflector (stiffener) on re- 
ceiving tray prevents offset or ink smudging of re- 
produced copies. 


Let us send you details on our Complete Line of Spirit and Stencil Duplicators 
and related Supplies. Write Dept. OA-4 








1201 West Cortland Street 





San Francisco Brooklyn 


Chicago 14, Illinois ———- 
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TOP BUYS IN STORAGE EQUIPMENT | 


Complete line of metal specialties 


CHAIRS © SHELVING © BENCH LEGS ©® DRAWER CABINETS 











dealing 










Over 25 years of fair 


Dealers write for our latest catalog & prices 
341 West 38th Street 
New York, N. Y. 
BRyant 9-8771 


Hedges 


puts EFFICIENCY 


into daily routines 






“DANDY” “a te 
BOX FILES 






AGATE 
CARD TRAYS 







HEDGES MFG. co. 
2931 WENTWORTH AVE. 
CHICAGO 16, ILLINOIS 
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Now! For A LimiteD TIME ONLY 


WITH 
ee ley44)) 


umption 


THE ONLY CLEANSER THAT 
REMOVES . 
ink, carbon, crayon, ditto, mimeograph, hectograph & etc. 
STAINS 
FROM LINOLEUM 


TOP DESKS 
aes 


ORDER 

NOW! 

Your Cost Sug. Retail |Your Profit! 
Per Doz. Fer Can Per Doz. : 


SPECIAL DEAL 


Your Cost |Sug. Retail] Your Profit 
Per 5 Doz. | Per Can | Per 5 Doz 


3530 +] 98 
|1 Doz. Free| 11.7¢ ) 06 


SS oo 


F.0.8. N.Y.C FULL 100% PROFIT 
FOR. DOUBLE ORDERS — FREIGHT PREPAID 


IRVAL ASSOCIATES 
56 READE ST., NEW YORK 7, N. Y. + BArclay 7-8482 
GET YOUR FREE SAMPLE AT THE NOFA SHOW, BOOTH #229 


ATTENTION 


OFFICE SUPPLY DEALERS 












These Michaels products are alway 


it’s profitable business, too. 





Cast Bronze and Aluminum desk and door plates 


name plates an description; metal 
letters; ““Time-Tight’”’ 
standard units or custom-built. 

All Michaels products are well-kni 


1 plaques of every 


display cases in many styles, 
wn for their 
exceptionally high quality. Write for literature, and put 


} 


yourself in a position to get your share of this profit- 


Lt 
able business. 


RENCE MICHAELS | 


PRESIDENT 











THE MICHAELS ART BRONZE CO., Inc. | 
P.O. Box 668-OA Covington, Kentucky 
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largely } ited on his personal services being available to 


_ 


Death. Death may not only terminate a store but result in a 
negligible estate for heirs, even though the business has been a 
fitable one. As a going business, there may be substantial net 
rtl is may disappear largely upon the death of the owner 
Many expenses run on during a period of liquidation. Some assets 
have to be sacrificed at a fraction of their value to meet 
ssing obligations. Quick assets may be nominal because re- 
by illness preceding death. Cash may be negligible for the 
om} ng reason. This situation, of course, is aggravated 
s persisted in permiting his financial affairs to get in 
bad shape. Loans which were manageable during his life become 
insuperable burden after his death and stand as a primary 

idl against tne busine SS 
What to do. There is no easy solution for a dealer who 
belatedly realizes he is getting into worse and worse financial 


shape. Often the solution is found only in a Spartan determination 
ice his manner of living to the realities of his business 
ircumstances. If he has been drawing $9,000 a year from his 
store when it has been earning only $8,000, this explains the 
increasing unt of outstanding bank loans, interest charges and 
ounting accounts payable to suppliers and others. He may need 
ut back his personal withdrawals to $5,000 or $6,000 as a 
neans by which loans can be retired and accounts payable be 
reduced. This may be a hard decision to make precisely because 
the situation has been so long tolerated. 

Accounts receivable. An increasing number of accounts re 


to 


ceivable, without an increase in volume, may explain partially, at 
least, the financial bind in which a dealer finds himself. He may 
not be the only one over-extending himself, credit-wise. Every 
effort should be made to effect collection, reduce bad debt losses 
and apply the collections to accounts payable and other obligations 

Build reserves. Every effort should be exerted to build up a 
reserve to meet the unexpected and to carry a dealer over a period 
f no profits or even losses. While the long-range prospects may 
remain good this may be of no avail if the short-run realities are 
bad and a dealer cannot survive the adverse period so he may 


enjov a future of better times 


* Safe, efficient method of controlling key distribution. 


* Key Control System has met our original expecta- 
tions, and has helped solve this problem. 


* Compact and easy to use and yet versatile enough 
to handle perfectly any problem. 





CUSTOMER SATISFACTION 
PROVES TELKEE SYSTEMS 
ANSWER KEY CONTROL PROBLEMS 











Quotes above come from 
typical Telkee users who 


wrote unsolicited letters 
now on file. 


Telkee Systems are used by 
American industry from 
Aviation to Zincography. 
This range of applications 
prove the adaptability and 
advisability of Telkee for 
key control at a low in- 
vestment, Pays for itself 
in a short time 

FIND OUT FOR YOUR- 
SELF. Write today for the 
complete story of Telkee 
Systems. Ask for free book- 
a. «see Key To The Als 
Whole Thing.” 





REGENT WALL CABINET 


Dimensions: 1614,” high, 121%” wide, 5” deep, 


Capacity: 75-125 keys. 
) available fully recessed 
Write for dimensions 


Address Dept. U-48 


The MOORE KEY CONTROL® Systems 
P. O. MOORE, INC. 






A SUBSIDIARY OF SUNROC CORPORATION, GLEN RIDDLE, PA 
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How to 
make a HIT 
with 

NO RUNS! 


sell desks 
with 
DENSIWOOD 








You can sell with confidence when the desks you sell have 


famous ‘“‘Densiwood’’ knee posts . . . most better-known 
makes do feature ‘‘Densiwood’’ today. ‘‘Densiwood"’ posts 
are many times harder than normal wood give you a 


selling feature unmatched in the wood office furniture market 
Banging chairs, cleaning women's tortures, normal wear and 
dents are no longer a problem. Your customers remain 
satisfied and will come back to you for future satisfaction . 
insist on DENISWOOD! Write for further information and 
a list of manufacturers making desks with ‘‘Densiwood”’ 
knee posts. 


LUNDSTROM LABORATORIES, INC., 132 Smith St, Herkimer, N.Y. 


@ Impervious to abuse 

@ No more snagged nylons 
@ More lasting beauty 
@ Built-in protection 
@ Assures satisfied customers 











Quality Papers at 
Competitive Prices! = 


The Stationer’s Complete Line / = 





* Scratch Pads 

* Ruled Pads 

* Legal Pads 

* Add Rolls 

* Steno Books 

* Mimeo Bond 

* Duplicator Bond 
* Typewriter Bond 
* Second Sheets 

* School Supplies 


Special Quotations on 
Board of Education 
Requirements. 

Send for Price List Today! 


MOHAWK TABLET COMPANY 
Main Office—1703 East End Ave., Chicago Heights, Ill. 
Branches—3200 Main Street, Dallas, Tex. 
1647 Blake St., Denver, Colo. 
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A proven way 
$ to accumulate 











SIEEYS S<7R ONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 


COIN HANDLING ACCESSORIES 


Seal Presses * Legal Seals * Downey Change Trays 

Teller’s Moisteners * Currency Racks * Manual Coin 

Counters * Packaging Trays * Linen Shipping Tags 
Steel-Strong Coin Trays & Lift Pans 











COIN WRAPPERS 


Old Style * Rainbow * Automatic * Duzitall 
Kwertet * Tubular * Gunshell 


BILL STRAPS 
Federal * Colored * Banding 





Write for information! 


THE C. L. DOWNEY CO. 


HANNIBAL, MO. 





Your Room Space 


is 
CEILING HIGH 


when you use 


Adjusto- 
Deck 


BRACKET 
SHELVING 


Revolutionary 


New & Better 
Will carry tremendous loads U .. 1 ad 





Expands storage space upward. 2-sided bracket shelving adjusts to any 
depth or. width, clear to ceiling. Installs without special tools. Uprights 
take rugged hold of ceiling & floor without bolting or threading of pipe 
Costs 30% less than steel shelving. Saves on freight rates. Standard pipe 
& my ~ Fed be bought locally to suit needs. Depths 26” to 96”. Widths 

to : 

Without shelving, ADJUSTO-DECK also makes perfect Hanging Racks 


Write Today for Full Information 


WALTER HAERTEL CO. 
2840 FOURTH AVENUE, SOUTH 
MINNEAPOLIS 8, MINN. 
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Oversize Window, Carpet Help 
Prospects To ‘Visualize’ 


by MRS. MIRIAM THIESSEN 
Office Designer, 

Walsh Bros., 

Phoenix, Ariz. 


@® A PHENOMENON which we frequently encounter in sales 
completely designed offices to businessmen is a prospect 
who confesses that he is totally unable to visualize the overall 
appearance of the finished job. 

This is particularly true in the case of the executive who 
is thinking in terms of a completely engineered office with 
not only desks, tables, files, executive chair, to consider, but 
likewise, wallpaper, draperies, carpet, lamps, pictures, and 
other elements which will make up the decor 

In such instances, the usual solution is to make up a de 
tailed presentation including all of the colors involved and, 
each piece of furniture in its proper color scheme. 

In the operation of a major office furniture business which 
involves service to scores of customers per week, the time 
required for such presentations is often prohibitive. Naturally, 
since we have three designers on our staff, we will be able 
to make up the presentation as rapidly as we can get to it 
but in the meantime, it is thoroughly possible that a com 


petitor may get the sale. 


"Tools" are Simple 


Consequently, to simplify the matter for the non-visualizing 
office furniture prospect we have simply turned to physical 
means. Our “tools” in this connection include a space 15 x 12 
feet immediately behind our display window, which approxi- 
mates the size of the office and in addition has the advantage 
of beng directly alongside the design department. 

For quickly setting up a model office while the customer 
watches, we can draw upon the office furniture display de 
partment, both on the first floor and the second floor, with a 
staff of six or more salesmen always available to actually carry 
the furniture already in the display window area out, and to 
replace it with that which fits into the prospect situation 

We can also draw on a complete stockroom of accessory 
materials in the left front corner of the store, immediately 
adjacent to the window, where we maintain complete samples 
of drapery fabrics, wallpaper, paste, carpet, lighting fixtures 
desk accessories, and similar important items 

In order to meet the size requirements which the prospect can 


normally give us, we have a simple solution in the use of a 
room size rug. This carpet 15 x 12 feet, is our “model office 
inasmuch as we simply make the appropriate measurements 
hold the carpet under to match and begin representing the 
finished model office with the space criteria which the cus- 
tomer will easily recognize 

We keep a stock of hip-high planters, consisting of ceramic 
containers on wrought iron legs, always handy and, as _ the 
occasion warrants, we can use them to simulate dividers 
walls, railings, and other familiar elements in any office 


Procedure Outlined 


Quite frequently, if the prospect has the time, we remove 
everything in the window display area, piece by piece, install 
desks, executive chairs, table, files, lamps, couch, from the 
furniture floor, hang a full-size drapery swatch over the win- 
dow to simulate wall appearance, and samples of wallpaper 
from full rolls over stands, at either side, for the ultimate 
wall appearance. 

Because we have plenty of personnel available and the space 
is completely open, it requires only from 15 to 20 minutes 
to ‘‘set up the entire office.” 

Our experience has been that a prospect who is willing 
to undertake such an elaborate engineering project usually is 
likewise ready to sign on the dotted line if the results please 
him. In fact, it isn’t unusual for the prospect to pitch in and 
help with the “muscle work’ himself, moving the furniture 
from point to point, standing off to assess the result. 

The model office, of course, when it is completed, has an 
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xtra selling value in that the prospect can sit down at the 
lesk, enjoying opening and closing drawers, reaching for an 


imaginary ephone and swiveling around to a handy cabinet 
le against the wall 
For this reason, we have made an issue of displaying hand- 
iches, in leather, plastic, and fabric, insisting that the 
businessman stretch out on it at least once and get an apprecia- 
n of the relaxation which this brings about 
It has been our experience that whenever the local news 
stories of business firm executives who have 
umbed suddenly to coronery thrombosis or other heart 
ittacks, interest in the sort of couch which will make it 
possible for the busy executive to take a nap after lunch or 
tretch out and relax while on the telephone, sell far more 
iftly 
Our room size display window is in continuous use on this 
is, and because it physically illustrates the points which 
salesmen and the designer concerned have brought out, 


has been highly productive of “complete package sales 
olving every item shown 


Sikes Appoints Sales Representative 
Francis B. Bacon, president of The Sikes Co., Inc., announces 
appointment of Victor J. Parr as sales representative in 
Alabama, Florida, Georgia, Mississippi, North and South Caro- 
lina, Tennessee and Virginia. Mr. Parr’s previous experience 
encompasses five years in the retail business in Mobile, Ala. 
and Jackson, Miss., as well as five years as a sales representa- 
tive in the southeast. His headquarters are in Atlanta at 89 
Long Island Place N. W® 


Pryor Heads Sales in South Texas 
New sales manager in south Texas for Standard Register 
Co., is Robert S. Pryor, formerly district sales manager for 
firm in Tulsa, Okla. His headquarters are now in Houston, 
Tex 


afe in Fire 





See it at the 


N.0O.F.A. 
Convention 
Booth 249 
March 28-31 
Philadelphia, 


Pennsylvania 








MURPHY 
MANUFACTURING CO. 


A SUBSIDIARY OF THE MURPHY ELEVATOR CO 


128 £. MAIN ST. 
LOUISVILLE 2, KY. 











The Amazing Vanytucrd Magnetic 





Used and Acclaimed 
in Over BS countries 


as the World’s Finest 


Dictation-Transcription Instrument 


Exclusive Distributor Franchises 
are now available in certain 
areas of the eastern United States. 


For more information write to... 





sound Leller Weiler 


WITH EXCLUSIVE 
DUPLICATE COPY 
FEATURE 





“ade 





A New Era 


in Dictation 


VANGUARD BUSINESS MACHINES D/VIS/ON 











450 SVLVAN AVENUE -- ENGLEWOOD CLIFFS-N-ds- 


LOWELL 7-2770 
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QLKON RESEARCH CORPORATION 


40/Q-820 FIllTH AVENUWE-N-Y- 
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CREATED — 
THE OFFICE DECORATOR | 


EXECUTED TO aa 


/ 


THEIR EXACT DEMANDS 


VISIT US SPACE 83 
¥% Walnut Slats Handwoven with Gold and Che- 


nille as an accent to quality office furniture. Yes, 
each wood and yarn can be matched to your exact 
color specifications. 


568 Howard Street, San Francisco 5, California 




















Rolledie 


e 
STEEL WASTE BASKETS 


Roll Edge rim 
Easy to lift! 


Inverted bottom 
Tapered design 


Popular size 
and colors 





CLICKSNAP 
STEEL BOXES 


One of Central's complete line of Cash, Bond and Utility boxes. 
Ten styles—One-piece construction— Heavy gouge steel—Rounded 
corners—Hammered silver finish. 

See your Jobber or write us for complete details. 


CENTRAL can company 


2415 WEST 19th STREET. CHICAGO 8, ILLINOIS 


ee ee 
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CENTRALS BETTER BUYS! 





Deaths 


Continued from Page 210 
dent of Manly Office Supply, and his mother, Mrs. Anna C 


Manly, treasurer of the firm, both died about a month apart 
three years a 

Surviving are his widow, Ruth; a daughter, Mrs. Robert 
Knowles, Silver Springs, Md.; two grandchildren; and _ his 


Manly of 4307 Classen Boulevard 
_ 


stepfather, Homer I 


J. Harvey Bond, 
division manager of the central selling division of Dennison 
Manufacturing Co., died on January 24. 

Mr. Bond began his Dennison career in 1921 at the age of 
14. He subsequently served in a sales capacity in St. Louis 
and New York City before being appointed sales manager of 
the consumer and box sales division in 1942 

After Army service from 1943 to 1945, Mr. Bond was ap 
pointed assistant sales manager and district sales manager, 
Chicago, in 1946. In 1957 he was appointed division manager 
of the central selling division 

. 
Stanley S. Weiner, 
56, vice-president of the Fort Pitt Typewriter Co., Pittsburgh, 
Pa., died January 15. Mr. Weiner had been with the typewriter 
firm tor 35 years. He was also an active member of the Office 
Machine Dealers Association and was elected vice-president of 
the Tri-State Association in 1957. 

He is survived by his widow, a son, three sisters and two 
brothers 

es 


Albert J. Rind, 

vice-president of Rose Ribbon & Carbon Manufacturing Co., 
Inc., died suddenly on February 15 at Maimonides Hospital, 
Brooklyn, N. Y. Mr. Rind had been with the firm since it was 


organized in 1947 
Services were held at Riverside Chapel in Brooklyn on Feb- 


ruary 18 
Surviving are the widow, Bertha, a son and a daughter 
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pcitt® ScipecTEO America’s 
t = nad . . 
: Lowest-Priced Protection! 


a) How SENTRY ° SAFES 


7 Sell for 35% to 50% LESS than 
') comparable labeled or unlabeled safes 


All new SENTRY floor safes carry the 
U. L. one hour 1700° F. fire test and 
2000° F. explosion hazard test label .. . 
feature Vermicvlite insulation, all- 
welded construction, built-in 3-number 
combination lock, bank vault type lock 
bar. Full discount, no competition. 
Write today for details. 


sussesied s7q9; JOHN D. BRUSH & CO., Inc. § 


Std. Dise.-Adv. Allow 545 West Ave., Rochester 11, N. Y. 
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Dout 


PASS UP THOSE 
EXTRA 
COMMISSIONS 























And 


yore 


Suggested 









You can earn good 
commissions selling 
our complete line 
of passbooks, pocket 
check covers, coin 
savers, and other 
forms to financial 
institutions. 





Write for Information 
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PLEXIGLAS 
CHAIR 


It's Here! New! Decoplas om 
DECORATIVE PLASTIC LAMINATED CLIPBOARDS 


Eye-pleasing beauty tops 
the many selling features of 
this new line of STEMPCO 
Plastic Laminated Clip- 
boards. Volume sellers for 
school, home, and office mar- 
kets. Four popular standard 
sizes. Colors and patterns as- 
sorted. Write for Brochure 











and price list. es e 
STEMPEL MANUFACTURING COMPANY 
2830 ROBERTA STREET ° DALLAS 3, TEXAS 
J ° ee 
Don't Waste Time | y.( hi 


LOOK IT UP HERES 


This is your ANSWER BOOK 
oe all your buying Needs 
-» PRODUCT INDEX—over 1,500 prod- 


ucts classified. 

2. DIRECTORY OF MANUFACTURERS 
—over 3,000 with names and ad- 
dresses. 

3. TRADE NAME—TRADE MARK INDEX 
—Over 6,000 with names of manu- 
facturers = 

4 MANUFACTURERS’ ADVERTISING— 5. TRADE ASSOCIATIONS— 
many use catalog-type advertising City, State and National— 
giving complete product informa- names and 2idress of 
tion. officers and mve ings detes. 


Keep your copy handy —use it often 


Chuality bow of 


, 
C ' 
LPEWENCE 


Exclusive 
LeVel-Edge* 


Quality can be measured, to a 
_ large extent, by experience. Floor 
Show, the original Plexiglas Chair 
Mat, gives you and your customers 


Floor Show's double- 
beveled edge” lets 
the mat lie level 
with the carpet. 


the assurance of more than 3 
years of use by satisfied customers 
A record of experience of Chair rolls easily 

quality unparalleled in the industry te Floor Show from 


the carpet. 
Dolla PRODUCTS 


1400 Henderson Fort Werth, Texas ED 5 


pe 


"Patent Pending 











BEACH’S new SUMMARY 


answers INCOME TAX need 


This Monthly form for CONDENSED reports of travel 
expenses can be filed with returns, and copies 











io retained. Pads of 50 sheets. 
oe 
Also: sell more BEACH Expense 


BOOKS now—handiest for keep- 
ing on-the-spot daily records that 
verify return in detail. 


Write for Samples, Prices 


BEACH PUBLISHING CO. 
19829 W. McNichols Rd., Detroit 19, Mich. 














THE LEADER 
IN PLATENS 


AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 


Ames Supply Company 





ATLANTA DETROIT 

156 Alexander, N.W. 6527 John C. Lodge Expwy. 
CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray St. 

DALLAS SAN FRANCISCO 


1232 Crampton St. 545 Mission St. 
AGENTS IN ALL PRINCIPAL CITIES 
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MODERN BUILT-IN WALL CLOCKS 
for OFFICE and RECEPTION ROOMS 


By 
HOWARD 
MILLER 


Easily, quickly installed directly 
into wall, Howard Miller self- 
Starting synchronous electric 
Built-in Wall Clocks make 
functional time accuracy a 
smart decorative note. Large 
style selection; boxed for retail 
selling from $11.95. Write: 
BUILT-IN DIV. 


HOWARD MILLER 
CLOCK COMPANY 
ZEELAND 8, _ MICHIGAN 








FOR APRIL and MAY: 


DEALER IMPRINTED 
INVENTORY SHEETS 


at Special Low Price! 






WRITE FOR DETAILS 


BUSINESS FORMS 





107 N. WACKER DRIVE 
Chicago 6, Illinois—-ANdover 3-6755 
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ATTENTION — ALL 
COMMERCIAL STATIONERS 


If you have outside salesmen, selling industrial 
accounts, it is important and profitable for you 
to write me at once; give me your company 


you have calling on industrial accounts. 


It will be profitable for you to become a 
Se ie rs: Ba 


SOL SHULMAN, General Sales Manager AUTOPOINT 
COMPANY, 3200 Peterson Ave., Chicago, Illinois. 


| l 
| | 
| | 
| I 
| | 
| | 
| | 
| ! 
mame, your address, the number of salesmen 
| | 
| | 
| | 
| ! 
| | 
| | 
| | 
| | 











Score CH Tapes 


- « » from 6 rolls up 


SPEEDY TRU-TEST | KRAFT SMALL RUNS 
SERVICE GUMMED TAPE INVITED 


- « « from 10 rolls up 














Supplying Jobbers from week service. OPEN NEW 

coast tO coast since 1937. ACCOUNTS BY SELIL- 

Specialist in short runs, 2 ING PRINTED TAPE. 
Sample folder and price lists om request. 


ol-Bindor 1832 WESTWOOD AVE. 
CINCINNATI 14, OHIO 










































FROM CHAIR SALES TO SCHOOLS © CHURCHES © CLUBS etc. 
FOLDING TABLES 
@ FOLDING 
l @ NON-FOLDING ' 
@ TABLET ARMCHAIRS 
@ AUDITORIUM UNITS 
SPECIFY REQUIREMENTS (Quantity, Stee! or wood) 
Get Into the PROFIT 


WE DROP SHIP DIRECT TO YOUR Ta 
CHAIRS — 138 saeteeed % 
@ FOLDING TABLES (All Sizes) | 
Adirondack Chair Co. | 
SPOTLIGHT! sl 





EXTRA OFT CUSTOMERS [f 
NO HANDLING ON YOURYPART 
fed 
@ STEEL OR WOOD 
@ SCHOOL DESKS 
Dept. 22 — 1140 B'way, N.Y. 1, N.Y. MU 3-4834 
xi = Complete 


line of © LOOSE LEAF 


4 
PRONG |-  — BINDER SECTIONS 


paper see +e 
LOOSE LEAF LEAF RINGS 
PRESTO i it ALUMINUM SCREW POSTS 
AND EXTENSIONS 


ACCESSORIES | 







CHARLES LEONARD, Inc. Mfrs. of Stationery Specialties 
79-11 Cooper Avenue, Glendale 27, N.Y. 


274 








KEEP KLEAN 


PLASTIC 
BRIEF CASES 


Your best buy! 


* Leather grain heavy * Solid brass Scoville 

virgin plastic gripper-zipper 
* Legal or letter size * All-around outside binding 
* Brown or black * Colorful imprinting 


KEEP KLEAN PRODUCTS CO., INC. 4077 PARK AVE., N.Y. 57, N.Y. 


_ROLLING STORE a 





ROLLING LADDERS—Made from 
— Oak or Birch. 
SIDE and CEILING TYPES—with 
steel track for mounting on shelving, 
filing cabinets or ceiling. 
“A” and LIBRARY TYPES—require 


no track and are mounted on wheels 
with Automatic Safety Brakes. 
WELDED STEEL SAFETY LADDERS 
—Made from 1” diameter round 
furniture tubing, with expanded 
metal steps. Mounted on Swivel 
Brake Casters. Ladder can be rolled 
freely when no one is on it. When 
you step on the ladder the rubber 
tipped legs rest on the floor and 
prevent rolling. Made in 1 to 13 
step heights, and 4 widths. 


Send for Circulars 42-OA (Weed) & 56-OA (Steel) and Dealer Discount. 
Manufactured by 


I. D. COTTERMAN “* “atcsco"so* ““* 














‘SPECIFY Zi 
AYA 


© Jor the Broadest Line 
of Rubber Stamps 


and Marking Devices 


Write for your copy 
of our new catalog No. 80 


Faymua DIV., Bankers & Merchants, Inc. 


3229 North Sheffield Avenue . Chicago 13, Illinois 


Wf, Ou yinal 


SINGLE ALuID 


INK and STAIN REMOVER 





CARDINELL CORPORATION 
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is part of a 
new sensational 









on Clarin chairs that will open new doors 
and help make new sales for you! 


Write or call for information today! CLAR | NJ 


MANUFACTURING COMPANY 
4640 West He s 





ago 44 Hemess 

















keeps in step 
with dealers’ needs 


W hen you need the kind 
of service that builds up 
your business, you'll find 
Write right behind you, We 
cooperate with dealers all 





the way down the line. 





Write for Dealer 
Literature & Prices 


HARDBOARD Fasricarors, inc. 
Zz The AMERICAN 
LLL yyy | PORTABLE 
Ltd LO Complete Line 
CHLLULO/0 PRODUCTS of Standard Forms 


Loose-leaf envelopes, punched; card-cases, any size; SHIPMENTS 
menu covers; factory record protectors; tag holders; 
bill-fold envelopes; stamp containers, etc. Made o 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us details, 


eter A ERICAN 


902p S. Wabash Ave. Chicago 5, Ill. Dept. OA4, K at E. First Sts., Boston 27, Mass. 


—=9 CLAR-O-TYPE 


Scns 7 CLEANER 


CARBON PAPER TYPEWRITER RIBBONS 
TYP-ROL Type Cleaner and Roll Finisher 








write 
heamarteees 420 Lexington Avenue, New York 17, N. Y. 
ia Factory: Bridgeport. Conn am 
















es Best of All 


24 HOUR 




























cis! LEAD POINTER 


For Perfect Lead Points 
BLUNT TO HAIRLINE 


Standard Model gives you points 
up to 4%” long without breaking. 
Just insert lead and rotate lid. 
Preferred by DRAFTSMEN, ACCOUNTANTS, ARTISTS 


WRITE FOR LITERATURE AND DEALER PRICES 






iets You Dial the 


dirt like 
taper you want Handy dauber eliminates 


magic! Ne carbon-tetrachloride; 
non-flammable; striking displays, 
free advertising aids! 
Order direct or from 





SHORT <= 










LONG << 


ORIN —c—— BRITT RUE Ceci lem eer 


BETWEEN BAKER STREET, COLOMA, MICHIGAN 





THE CLAROTYPE CO., inc 


26) BROADWAY, NEW YORK 7. N 
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HIGH 
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PROFITS! | 


ACE CLIPPER 


ACELINER V 


& 


AM PROC MR 


aE SS 


ET TE 





Wore 


Pom 








ACE PILOT V ACE STANDARD V 


ACE STAPLE REMOVER V 


A CE stapling machines bring the A 





i 


kind of enthusiastic customer 
satisfaction that means fast, 





profitable repeat sales. This fine 
quality stapling equipment provides 
the ultimate in uninterrupted, effi- 
cient stapling performance. Just let 
buyers try these sturdy, precision- 





built machines. They'll discover im- 
mediately how smoothly they work 


how quickly and easily they re- STAPLING MACHINES FOR 
load _ how perfectly they perform EVERY PURSE AND PURPOSE | 
(especially with stronger ACE free- ACE FASTENER CORPORATION, } 
ee ee 3415 NORTH ASHLAND AVE., a 
: pling equipment actually sells sell CHICAGO 13. 
ACE PILOT STAPLES * Remember—ACE sells exclusively 
CANADA: CANADIAN STAPLES LTD., 
V . through the dealer...so stock ca | ; 6705 Upper Lachine Rd., Montreal: V 
3 : 258 Wallace Avenue, Toronto 
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How to plan a 


working ofthee 


The best office layouts often run astray! Traffic you hadn't 
figured on “runs over” desks and causes congestion. 

So... when planning your office, start with “Y & E” Steel 
Partitions. Design a good traffic pattern to direct travel through 
partitioned aisles . . . shape functional work areas. 

Phen equip it through-and-through with space-saving, hand- 
some, and functional “Y & E” furniture and equipment. It’s 
all co-ordinated to attain a common end: to get work done. 

And it’s attractive, too—colors and styles go together—and 
you have a wide number of colors to choose from. Maintain 
one throughout, or make subtle contrasts. 

Look how “Y&E” furnishings give this office its efficient 
and handsome work space: 


WawmMan & ERseE MEG. CO., INC. 1015 jay sTREET « ROCHESTER 3, N.Y. 

















1. Executive Suite—including the stylish Credenza 
It has design that paints a picture of prestige. Ex 
lusive styling that labels it yours. Convenient, every- 
thing-at-your-fingertips arrangement 

2. Mod-U-Ell Desks—The equivalent of a desk and 
a table for each employee nm no more space than 
present desk and chair now take. C 
to fit the job 

3. “Y&E" Pio Tile Filing Cabinets—up to 30% 


of valuable floor space saved with these unique 


ustom-designed 


cabinets. Enjoy convenient side-system filing in rock 
ng compartments 

4. “Y&E" Steel Partitions—come 3 heights, 11 
lengths, with panels of clear or textured glass, acous- 
ulated steel, pegboard, corkboard, and 
chalkboard. All colors are co-ordinated with “Y&E 

furniture and equipment 


tical steel 


Find out today how the complete “Y&E"' line 


* Patented 








GREAT 
CONQUERORS 


Model 76A— AUTOMATIC ELECTRIC 


Exclusive automatic start-stop, plus 8 other out- 
standing features. Runs 110 copies a minute on 
varying weights of paper from 3x5 to 9x14 in. 


ESIC SERS Soe ck: aE One ED $299.50* 


Model 76B— AUTOMATIC ELECTRIC 
Same features as above, plus selective 11 and 14 
inch cylinder stop, an advantage where 11 and 14 
inch masters are used interchangeably..$324.50* 
Model 70—HAND OPERATED 


All the features and advantages of the above 
models except electric drive and controls. $214.50* 


*Plus Fed. Excise Tax. 


Higher Quality Products Since 1903 


he 





The Heyer Corporation 


1852 S. Kostner Ave. 
Chicago 23, Ill. 


More Outstanding Features... — 





an ee 
aiag 


et TINE ~e: 
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All Conqueror duplicators have 8 unex- 
celled engineering and operating features 
—many of them “firsts” in duplicating. 
These Heyer features assure positive op- 
eration, superior performance and Bs: ad 
quality results. 


Nor C Ease-of-Operation ... 


New finger-tip controls make it easy for 
anyone to produce 300 to 400 excellent 
copies of anything typed, written, drawn 
or traced on a master sheet—110 copies a 
minute—5 colors at once—at a fraction 
of a cent per copy. 


Uses for Spirit Duplicating 
More 


than Ever Before! 


New Heyer All-Purpose Art Supplies en- 
able anyone in office, school, church, store 
or club to letter, shade and illustrate 
spirit masters. These Heyer “extras” make 
professional master preparation quick 
and easy—extend the use of spirit dupli- 
cating greatly. 








iw & Para 








